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From The Editor 


OR THE FOURTH CONSECUTIVE YEAR, HDFC BANK HAS 

re-emerged as the #1 bank in the 13th pr-KPMG Best 

Banks Survey. That shows how consistent the 
bank’s performance has been over the past few years. But 
the Best Banks Survey this year throws up other interesting 
trends. I can discern three of them that stand out: Indian 
banks are finally taking their first small steps to go global 
by spreading their wings overseas; foreign banks are in- 
creasing their presence in India and are growing rapidly; 
and, the first signs of consolidation in the banking industry 
have become visible. Yet, there are challenges to be met. 
Our knowledge partner, KPMG’s Sanjay Aggarwal and Ravi 
Trivedy’s report (Best Banks in 2010: A Look Ahead, page 
88), does some crystal ball gazing to identify what could 
be the journey forward for Indian banks in a rapidly 
globalising economy. 

By and large, Indian banks have fared well in domestic 
markets. Many of them have had a good track record in 
the retail banking business and, indeed, today they are the 
leaders in that field, although it may have been the foreign 
banks that made the first aggressive moves in retail more 
than a decade ago. The performance of one Indian 
player, ICICI Bank, deserves particular 
mention because of its scorching pace 
of growth and the volume of business it 
has garnered. In fact, the respective strate- 
gies of HDFC Bank and icici Bank are in a 
sense a study in contrasts and Assistant 
Editor Anand Adhikari's feature (When 
Attack is tbe Best Defence on page 78) ex- 
amines how the two banks have adopted somewhat dif- 
ferent paths for growth. While HDFC Bank has focussed on 
margin-led growth, ICICI’s strategy has been to seek vol- 
umes and market share. It has also been one of the few 
Indian banks with an aggressive global strategy. 

These are interesting times for Indian banks, partic- 
ularly with India Inc. now realising its global ambitions. 
Many believe big-ticket acquisitions, like the Tata-Corus 
deal, will be the order of the day and these would natu- 
rally offer Indian banks opportunities that they would 
want to exploit. For foreign banks operating in India too, 
growing markets have thrown up opportunities. Many for- 
eign banks, which had focussed on the creamy layer of 
consumers and corporations, are today moving down the 
pyramid to explore middle-market opportunities, lending 
to smaller companies and middle-class consumers. 

Although bank credit has been growing at a furious 
pace in the last few years, the recent uptrend in interest 
rates poses a macroeconomic challenge to bankers. Rising 
interest rates could slow down the retail business and it 
could even cause strains in their existing loan portfolios. 
Tackling issues like these are undoubtedly going to be high 
on the agenda of CEOs at most banks in coming months. 
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(S&P), has raised India's credit 
rating to investment grade. S&P 
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Cover Story and More 
CALLING REBOOTING INDIAN IT A 
cover story is unfair. It is nothing 
less than a “Bible of Indian IT com- 
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operating efficiency—what the com- 
panies ‘have’ is galloping revenues, 
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ity to delink revenue growth from 
proportional growth in headcount. 
There’s a need to focus on produc- 
ing more and better engineers. 
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with a photo caption, mentions 
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2007) presents an informative per- 
spective of things to come in the 
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has always been a cause for con- 
cern. Adopting the ‘bestshore’ con- 
cept to compensate for this is not 
the right strategy. The only option 
for the IT industry is to venture into 
the field of education and training. 
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wrong when he says that he would 
go for bikes with fatter margins 
instead of products that make pen- 
nies (Snapping at Hero’s Heels, BT, 
Jan. 28, 2007). Instead of seg- 
mentation at the upper end, a bet- 
ter strategy would be to convert the 
pennies to pounds by cutting cost 
and increasing volume and making 
bikes affordable for more people. 
DEBASHIS DAS, through e-mail 
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top 10 generic companies in the 
world. The successful acquisition 
of Merck’s generic business would 
bring Ranbaxy to a strong third 
position among all global generic 
companies. 
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In the CNBC-TV18 Autocar Auto Awards 2007, Motor Industries MAN 
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DEEPAK G. PAWAR 


Banking Minnows 


HERE MUST BE A SENSE OF SADNESS AMONG INDIAN 

banks. Even as an Indian company creates M&A his- 
tory by bagging an Anglo-Dutch steel maker for a 
staggering $12.1 billion (Rs 54,450 crore), not a single 
Indian bank will get a piece of the action. Don't feel 
sorry for them. While corporate ambitions in the 
country have pole-vaulted, Indian banks—state-owned 
as well as private—remain small and under-capi- 
talised by global standards. The largest commercial 
bank in the country, the State Bank of India (SB), ranks 
#57 on Fortune’s (2006) global list of top banks by 
revenues. The second largest player, icici Bank, which 
emerges as the #2 bank in the Business Today-KPMG 
study of Best Banks in India in 2006, doesn’t even fig- 
ure in Fortune’s rankings. That’s because, compared 
to SBI's revenue of Rs 43,183 crore in 2005-06, iCICI's 
is a mere Rs 13,784 crore. 


The conclusion is simple: Indian banks have been . 


caught off-guard by the sudden change in corporate en- 
vironment in the country. To be sure, banking is strictly 
regulated, and the environment, by design, is not con- 
ducive to consolidation in India or acquisitions abroad. 
Financial resources of Indian banks are so limited that 
for many of them opening a branch abroad is a luxury; 
buying a bank abroad is, then, inconceivable. Therefore, 
these banks have been mute spectators to the wave of 
acquisitions by Indian companies overseas. Needless to 
say, not all such acquisitions have been as big ticket as 
Tata Steel's purchase of Corus. Most of them have 
been well below the $500-million mark, offering plenty 
of scope for participation by Indian banks. 

As things stand today, it is expected that the pace 


(and size) of acquisitions won't just continue, but 
accelerate. A handful of the smarter banks have realised 
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SBI's problem: It's big, but not by global standards 


that it would be foolish for them to let other global 
banks eat their lunch. Icici Bank, which generates 18 per 
cent of its business through international operations, 
recently raised $2 billion to fund India Inc.'s global 
ambitions. HDFC Bank has also lined up a ‘globalisation’ 
strategy that includes opening branches, representative 
offices and subsidiaries abroad in key international 
markets. These are important and necessary steps. But 
the fact is, organic growth isn’t going to take banks such 
as ICICI and HDFC far. They need an aggressive acqui- 
sition-led strategy to become global banks. 

One of the things that the government must do is to 
merge some of the big public sector banks to create an 
entity that looks respectable in size when compared with 
global banks. In fact, Finance Minister P. Chidambaram 
has been calling for such a merger, but his political 
bosses don’t seem to be listening. Also, the government 
must also allow private Indian banks like HDFC and ICICI 
to acquire other Indian banks. Finally, being global is 
not just about size; there are several risks—business and 
macro-economic—that Indian banks have little expe- 
rience in handling. They have a long way to go, and the 
time to get started was yesterday. 


IT’s Product Play 


HE PHENOMENAL SUCCESS OF THE INDIAN IT INDUSTRY 

in the last decade has primarily been driven by 
software services. The sector, which has grown at a rate 
of 30-40 per cent annually, has successfully mastered the 
art of remotely delivering high-quality, low-cost solutions. 
This success story has, however, masked the fact that 
there have been no major software product success 
stories from India except for iFlex. Why? For starters, 
Indian entrepreneurs, according to most venture in- 
vestors, are inherently risk-averse, preferring to trod a 
well-beaten path in services, rather than play in the 
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Thank You. 


We couldn't have come 
this far without you. 


8 weekly flights out of Ahmedabad, Amritsar, Bangalore, Chennai, Delhi, Hyderabad, 
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high-risk (but equally high-return) products space. Then, 
IT products require companies to make investments 
well ahead of the pay-back curve. Building a brand—a 
sine quo non for a branded product—is an expensive 
proposition. Mortality rate among product companies 
is several times higher than that of services companies. 
Indeed, even hugely successful services companies have 
had to struggle to make their products successful (Infosys 
and its banking product Finacle, for example). Also 
there was this belief that product companies have to be 
based in developed markets not just for access to talent, 
but several other things (like client relationship) that go 
into the making of a successful product. 

That was the traditional thinking. A few Indian 
companies have bravely up-ended this. They have for- 
ayed where services companies have feared to tread. 
They have taken risks, invested money, and reinvented 


The Doomsday Clock 


RE DEVELOPMENT AND -ECOLOGICAL RESPONSIBILITY 
A mnutaally exclusive? The unfortunate answer to 
that, despite politically correct noises made by politicians 
across the world, seems to be: yes. The developed nations 
burn humungous amounts of fossil fuels to sustain their 
economies. Over the last few decades, others like the 
South East Asian tigers and then India and China have 
followed suit, with disastrous effects on the global cli- 
mate. The world has become warmer by 0.3 to 0.6 
per cent since 1860. Average temperatures are pro- 
jected to rise by 1.4-5.8 degrees centigrade between 
now and 2100—greater than anything that our planet 
has experienced in the last 10,000 years. 

It's a global problem, but its impact—both economic 
and social—on India will be particularly severe. It has been 
estimated that rising temperatures, and the consequent 
melting of polar ice, will cause ocean levels to rise by 
about 1 metre by 2040. This will result in largescale flood- 
ing along the country's 7,500-km coastline. The 
Sundarban delta, the low lying coastal areas of Orissa, 
Andhra Pradesh and Tamil Nadu and parts of India's west 
coast will be permanently inundated, resulting in massive 
dislocation of millions of people. 

Besides, warming over land is projected to be higher 
than over the oceans; this will affect the land-sea thermal 
contrast and monsoons. Since Indian agriculture is crit- 
ically dependent on rainfall, there will be widespread dis- 
ruption of farming activity across the country, severely 
threatening the country's food security. Global warming 
and the resulting climate change is anthropogenic in ori- 
gin, so it is theoretically possible to arrest and even re- 
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themselves. The good news is that a few have even 
succeeded. Part of their success is due to the change in 
the ecosystem. In areas like telecom, banking or retail, 
it is India that is at the cutting edge of global develop- 
ments. Indian mobile industry, for instance, is the 
fastest growing in the world, adding 7 million sub- 
scribers a month. Some of the technology innovations 
in Indian banking by banks such as icici Bank and HDFC 
Bank would astound their global peers. In retail, new 
formats are being built here. This is a paradigm shift. 

Some Indian companies such as Subex Azure have 
also found a way to rise to the top of the heap in certain 
market segments despite the presence of well-entrenched 
global players. The way: Acquire companies overseas. So, 
if you have a great software product idea and believe that 
you can convince someone to put money behind it, then 
this may just be the best time to try. 





On slippery ground: Scenes like these may soon disappear 


verse this trend, but there are limits to which any reme- 
dies will work in practice. That's because industrial ac- 
tivity the world over depends overwhelmingly on fossil 
fuels, which emit carbon dioxide, methane, nitrous ox- 
ide and chloroflurocarbons when burnt. And increasing 
levels of these greenhouse gases in the atmosphere lead 
to global warming. 

Is there, then, no hope for the world? Well, let's put 
it this way: the future looks grim. It will be decades be- 
fore the use of alternative energy sources, like nuclear 
power, solar energy and fuel cells, become widespread. 
This may be a good time to recall the legend of Atlantis. 
It is said that the people there were industrious; so 
God was bountiful in showering them with prosperity. 
But over time, Atlanteans became arrogant and started 
defying God's Law. God finally had his revenge when, 
on one cataclysmic night, he destroyed their civilisation 
with floods and volcanoes. This could well be our story. 


The clock is ticking; the time to start acting is now. m 
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. Cloud Over the Glitter MANE Eo 


India’s on song, but urgent reforms are needed poa A DE A 
to keep the melody sweet. SHALINI S. DAGAR PART OF ITS CORPUS 
| ENAS E EEEN e PASE cts IN THE STOCK 
MARKET JUSTIFIED? 


. M.K. Pandhe, President, 
CITU 
Money meant for a social 
security scheme should not be 
invested in speculative trade. 
Argentina did exactly the same 
thing and bore the brunt. We 
are in a bubble economy and 
the bubble can burst, with dire 
consequences for everyone. 


iybe. Ashvin Parekh, 
National Leader (Global 
Financial Services), 
Ernst & Young 
EPFO has very limited capabil- 
ity in asset management. It 
does not have management 
and trading skills. So, its fears 
are well justified on the 
grounds of its own limited 
exposure and capability. The 
fears are not justified if one 
were to look at the perform- 





SVG V3idIS 


India strikes back: Prime Minister Manmohan Singh (left) with P. Chidambaram 


RESH FROM WORLD ECONOMIC FORUM AT DAVOS, UDAY KOTAK, VICE f 
i : ance of stocks. 
Chairman and Managing Director, Kotak Mahindra Bank, is clear 
that India has made the transition to the big league. He recounts how : 
a decade back, India was not mentioned even in passing; in contrast, it Is No. Abhishek Singhvi, 
everywhere now. “India as an asset class has truly arrived,” he says. Congress OK 
And if there was any doubt about it, then last fortnight, there were a Individual opinions do not 


couple of events that dispelled them—from the acquisition of Corus by Tata matter. Once a policy decision 
Steel to the much-delayed upgrade of India’s sovereign credit rating by rat- has been taken, we must allow 
ing agency, Standard & Poor’s. In tandem, the Central Statistical it to work itself out and not tie 
g Organisation revised its estimates for the growth of the previous financial ourselves up in anticipatory 
"year (2005-06) to 9 per cent from 8.4 per cent. intervention. 
In the midst of this excitement, came another reiteration in the form COMPILED BY AMAN MALIK 
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WHAT THE REPORT SAYS 
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of ‘Global Economics Paper No: 152’ from Goldman Sachs. It is an 
update on the original BRICs report—the one that started the India 
fire in the global investing community. The updated BRICs report just 
adds more fuel and cheer to the India party and says India's con- 
tribution to world growth will be even greater (and faster) than im- 
plied in the previous BRICs research. (see What the Reports Says). 

The new BRICs report says: “Productivity growth has been the key 
driver behind the jump in GDP growth, contributing nearly half of the 
overall growth since 2003, compared with a contribution of roughly 
a quarter in the 1980s and 1990s." And improved productivity is 
coming from the movement of surplus labour from agriculture to ind- 
ustry and services that are at least four times as productive. “Thus far, 
the economy has logged high growth rates without significant inc- 
reases in domestic and foreign direct investment. If it can accumu- 
late significantly more capital to add to its favourable demographics 
and ongoing productivity gains, India could reach a growth rate of 
10 per cent by 2010 and sustain it thereafter,” the report adds. 

However, these figures may well be pies in the sky since there are 
a few prerequisites for this projected prosperity which are nowhere 
in sight as of now. Subir Gokarn, Executive Director and Chief 
Economist, CRISIL, points out that the stress of 8 per cent growth is 
showing up already in the enormous skills shortage across industries. 
“A step-up to 10 per cent growth is not a mere mathematical increase. 
It will need significant inputs,” Gokarn says, adding that human cap- 
ital and infrastructure top the list of imperatives. A breakthrough in 
infrastructure alone will enable a step-up in economic growth to dou- 
ble digit levels, believe economists. And if more is done, the dividends 
have been spelled out clearly by Goldman Sachs. 

Do we have any incentives to make these changes? It seems not. 
Chugging along at the pace that we are, there is reason to be pleased. 
Yet, sharper policy and regulatory interventions are needed to keep the 
momentum from flagging, believe economy watchers. 

So what will trigger these changes? Maybe inflation, maybe emp- 
loyment (or shall we.say unemployment). For now, no one has a clue. 
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Q&A 


“Bank Deposits 
Our Competitor” 


ICHARD WASTCOAT, MD, FIDELITY 
Konink International, who 
manages $62 billion (Rs 2,79,000 
crore) in assets in the UK and India, 
was in India recently. He spoke to 
BT’s Mahesh Nayak about his plans 
for the country. Excerpts: Á 


<- 


How important is India for Fidelity? 

Outside the us, we have the highest 
headcount in this country (5,000). The 
rising market has exceeded our exp- 
ectations. The industry, which was 
$23 billion (Rs 1,03,500 crore) two 
years ago, now has $70 billion 
(Rs 3,15,000 crore) in assets. Our own 
growth has exceeded expectations. 
We currently have 800,000 investors 
and Rs 5,850 crore of assets in India. 


— me 


What's the difference between India and 
other countries? 

The growth in India is mainly coming 
from new fund offers (NFOs), while in 
other countries it's through the long- 
term approach. This will change over 
time as investors mature. We 

are focussing on investor 
education as part of 
our long-term strat- 
egy. Customers need 
to take a long-term 
view towards inv- 
esting and judge funds 
on their track record. 

























How do you plan to take on 
the competition? 

I am not interested in taking 
market share from 
other MFs. My com- 
petition is bank 
deposits. We will 
introduce products 
that appeal to inv- 
estors and grow 
organically rat- 
her than in- 
organically. 
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Interest Rates to Stay High 


HE INFLATION MONSTER 
Ts roaring again; so, 
Reserve Bank of India (RBI) 
Governor Y.V. Reddy had 
little choice but to make 
money dearer. Already, 
there are fears that some 
very important pockets in 
the economy are overheat- 
ing—and Reddy's long 
standing concern about the 
real estate sector is well 
known. Rana Kapoor, CEO 
& Managing Director of 
the private sector YES Bank, 
expects interest rates to 
head north on the back of 
concerns over liquidity 
management. "There is a 
definite bias towards rising 
interest rates in the short 
to medium term, but I 
don't expect a major upturn 
in rates," says Aditya Puri, 
Managing Director, HDFC 
Bank, the country's second- 
largest private sector bank, 
adding that there could be 
some strain in the housing 
loan market. “That is 
largely due to a combina- 
tion of factors—like high 
real estate prices, large tic- 
ket sizes and rising interest 
rates," he says. 

Rising interest rates are 
expected to hit corporate 
and retail lending as well. 


Says VR Sety, cap WEM the inflation monster 
ae s maS neat. roaring again, YV Reddy 
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will remain high, even the long-term rates 
might move higher,” says Shetty. In fact, 
even the high GDP growth rate will only com- 
pound this problem. 

Empirical evidence from other countries 
suggests that in such a situation, personal 
consumption takes a hit, as higher EMI pay- 
ments on past loans reduce surpluses in the 
hands of most households. HDFC Bank’s Puri, 
however, does not foresee much immediate 
impact on loans for small cars and on credit 
card spends. “They are small-to-mid ticket 
items,” he explains. 

But it is the inflation rate—which has 
been hardening in recent times—that will 
really determine the future direction of interest 
rates. The rising trend in prices, which had 
eased slightly after October 2004, has reversed 
again and ended at 6.1 per cent in the first 
week of January this year against the projected 
figure 5-5.5 per cent for 2006-07 (see Steady 
Increase). 

Despite these worrying developments, 
everyone BT spoke to was unanimous that 
there is no real danger of the economy slow- 
ing down as the country embarks on its 
much-delayed programme to build its infra- 
structure. Also, there is at least sufficient 
cushion to absorb moderate hikes in the int- 
erest rate. How? Says HDFC Bank’s Puri: “The 
incremental increase in salaries and wages 


agency Standard & Poor's recent upgrade of India will ^ over the last two-to-three years has far exceeded the 
result in further capital inflows into India. This, iron- ^ incremental rise in interest rates." That should provide 
ically, is likely to accentuate inflationary trends by Reddy and his team some cold comfort. 


increasing the supply of money. “While short-term rates 
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For a Few Eyeballs More 
WHICH MOVIE DID YOU WATCH LAST NIGHT? 


Wk 6 Wk? 
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HBO 7.43. 031 - -039 | 039 01:.:250220 77032 949. 929 5. 008 u: NO 
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pe oe: 115: 015: 7 025. 0502. - 53011. 5019.55 908.5: 005.049 0055. 021 v 

Star Movies — 057 © 0.7 FI 749852. 7b19 77755128, 7 0 Ot. TETUAN AE S SL 048 | 05M 

Ze Cafe 077012. 01 " 01:00. 000: - 01 2 29095 004. 009 . 013: UE 

Zee Studio 0.18 0.14 0.2 0.12 0.2 0.11 0.08 0.1 0.08 0.18 0.1 ( 
Markets: Six metros Figures are TAM ratings from week starting Sept. 10, '06 Source: TAM | 


HE BATTLE IN THE ENGLISH 
y gren space on satellite tele- 
vision may have just begun afresh. 
For a long time, channels like HBO, 
STAR Movies, Zee Studio and 
Hallmark were the dominant play- 
ers. Now, other channels want to 
muscle in on this territory. Result: 
channels like The History Channel 
and Zee Café have jumped into 
the English movie bandwagon. 


“Our theme is history and we © 


have begun airing movies that fit in 
with this theme in order to make 
the channel more exciting, vibrant 
and informative,” says Rajesh 
Sheshadri, Vice-President 
(Marketing), The History Channel. 





So, it has adopted new formats 
like Jumbo Movie and Double F 
under which films like Marilyn & 
Me, Spartacus and Advance to 
Ground Zero have been telecast. 
History Channel, which started 
airing movies from May last year, 
shows them on Fridays at 9.00 
p.m. and over the weekend as well. 

Zee Café has been a late starter 
and began broadcasting movies in 
January this year in the 7.00-9:30 
p.m. time band every Saturday. 
“The target audience is young male 
viewer in the metros who, typi- 
cally, leads an active life. We saw 
this as an ideal opportunity to tap 
this market,” says Ashish Kaul, 


Senior Vice-President, Zee 
Network. Zee Café has aired films 
like Fear and Loathing in Las Vegas, 
Havana and Universal Soldier. 
Industry observers peg the ad 
spend for the English movie chan- 
nels at over Rs 200 crore for 2006. 
HBO and STAR Movies account for 
three-quarters of that. Is there space 
for so many channels? “Yes, there 
is, since movie viewing is more 
title-led rather than channel-led. 
Over time, with CAS and DTH, one 
will see the emergence of the dis- 
cerning viewer,” says Kunal 
Jamuar, Associate Vice-President, 
Lintas Media Group. 
KRISHNA GOPALAN 


Now, You Can Buy Hallmarked Diamonds 


AKING A CUE FROM THE BOND MOVIE DIAMONDS ARE FOREVER, THE DIAMOND TRADING 

Corporation (DTC), the sales arm of De Beers in India, has launched a new brand- 
ing initiative called “Forever”. Every DTC diamond of above 30 cents will be inscribed 
with the Forever mark and also have a unique identification number. “Hallmarked 
gold and silver have become popular, and there is a pent-up demand for a similarly 
hallmarked diamonds,” explains a DTC executive. Cherie Tandon Saldanha, 
Managing Director, DTC Marketing India, emphasises that the unique identifica- 
tion number and the Forever mark can be read by DTC machines without removing 


the diamond from its setting. 


In India, customers depend on the opinion of their trusted jewellers while buy- 
ing these stones, but DTC is out to change that. Says Jithendra Vummidi, Director, 
Vummidi Bangaru Chetty & Sons, a leading jeweller in Chennai: “We have equip- 









y 


ment that can identify synthetic diamonds. The Forever mark will sell because of the 

unique identification number. It will also help in cases of theft.” Hallmarked stones are 

more expensive than regular ones, but DTC is confident that this will not affect sales. 
NITYA VARADARAJAN 
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GREAVES IS THE ENGINE 


that ensures light always triumphs over darkness 





Greaves Engines power India's highly 
reliable generating sets 


GREAVES IS THE ENGINE 
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that powers the common man's transportation 
Over 250,000 Greaves engines power | 
leading diesel three wheelers | 
in India annually | 
/ f 
: that powers farm mechanization in India | 
Greaves Engines and Power tillers 
help enhance farm productivity 
that helps create world class infrastructure in India 
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Greaves uses cutting edge technology 
to produce world class 
construction equipment 





Greaves : Leaders in Engines and Infrastructure Equipment 
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WTO Talks: All Sound and Little Heat 


AST FORTNIGHT, THERE WAS 
Ls in the air about the 
revival of the Doha round of global 
free trade negotiations. This was 
evident in spite of the fact that 
there were no new offers from any 
of the parties to the proposed 
agreement—the United States, the 
European Union and the develop- 
ing nations. 

However, the 150 member 
states of the World Trade 
Organisation took heart from noises 
about “flexibilities” in the positions 
of these players and supported a 
full-scale resumption of talks. The 
Doha round of trade negotiations 
were in a limbo over the past six 
months since the Geneva talks in 
July last year. At the heart of the 
logjam are the massive subsidies 
that the rich countries provide to 
their domestic farm sector. 

According to estimates, the 
United States, Japan and the 
European Union pump in nearly 
$300 billion (Rs 13.5 lakh crore) a 
year to prop up their domestic 
agricultural sectors. This massive 
subsidy skews global trade in agri- 
cultural commodities and prices 
farmers in poor countries like India 
out of the market. 


T 
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Sticking to his guns: Yes, that's precisely what Kamal Nath has done till now 


Round, since the intent of the 
Doha Development Agenda was 
to improve the fairness of trade 
rules for developing countries. 

So what is the current optimism 
all about? It is about hints that the 
trade representatives of the devel- 
oped world will adopt “flexibili- 
ties in their positions. Is there a 

firm offer on the 


Developing countries The talk of revival table? No. 

such as Brazil and atleast signifies the According to 
India want deep cuts importance of the Biswajit Dhar, 
in these trade- multilateral trade Professor and Head 
distorting subsidies pans of the Delhi-based 
in return for grant- Negotiation forums Centre for wro 


ing greater market 
access to industrial goods and serv- 
ices from the developed world. 
The Doha round has been bogged 
down by the inability of the dev- 
eloped nations to sell any agree- 
ment which calls for cuts in farm 
subsidies to their powerful domestic 
farm lobbies. 

The current round of negotia- 
tions began in Doha in 2001 and 
was dubbed the Development 
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Studies, this could 
well be a complex posturing by 
developed nations to tie down the 
developing world to some bind- 
ing commitments. “The us and the 
EU have not sorted out their inter- 
nal problems. There is nothing 
substantial in the revamped us 
Farm Bill which indicates any for- 
ward movement,” says Dhar. 

So, is there nothing to this opt- 
imism? Well, not exactly. The talk 





of revival at least signifies the imp- 
ortance of the multilateral trade 
negotiation forums for all con- 
cerned parties. 

“There is better appreciation of 
multilateralism,” says T.K. Bhaumik, 
Chief Economist, Reliance 
Industries. He, however, believes 
there is scope for the Us to adopt a 
more pragmatic stance; this can 
lead to a breakthrough on the broad 
contours of an agreement. 

Dhar says an agreement is pos- 
sible if all negotiating parties con- 
cede their low appetite for liberal- 
isation in agriculture and lower 
their ambitions. *Then some kind 
of a deal is possible on goods and 
services, and that, too, will not be 
insignificant," he says. 

What does all this mean for 
India? Merely that it should stick to 
its guns like it did earlier. As 
Commerce and Industry Minister, 
Kamal Nath, puts it: “We will do 
two-thirds of what the developed 
countries will do." 

SHALINI S. DAGAR 
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Elecon Everywhere. 
The gears that run the nation. 


ELECON 
Mways a step ahead in technology 


€ Elecon - India’s first gear company to get ISO 9001-2000 Chemical, Fertilizer, Plastic Extrusion, Rubber, Paper and Steel 


accreditation - is India’s largest gear manufacturer with all types processing and working, Food processing and Marine propulsion 
of gear transmission products under one roof. with unmatched credibility. 


€ Use of advanced CNC Machines & Machining Centers, Automatic e State-of-the-art 11 Axes Form Grinding machine from Hofler 


& Effective Furnaces and Profile Checking Machines to ensure generating Class-ll Accuracy enables to envelope global 
consistency. market. 


@ Backed with extensive infrastructure and exceptional in-house e integrated WAN connectivity across all branches and equipped 
design capabilities to cater diverse markets like Sugar, Cement, with Oracle ERP & CRM system for prompt service. 


F 


NM à Nx 
D eM AEN Pat d 
SÉ, EDS, arp 
n e TW Ex 


rr2xieie/ 127/05 





bt trends 


PINAKI PAUL 


A good part of the sops 
have been garnered 


Can the FM Wield the Knife? 






6.21% — Serice tax — 7-80% 









17.9% << 2300 34,500 
Corporate 66,239 
taxes 
27.98% 
103,573 


Corporate 
taxes 


30.08% 
133,010 







The Government's 
Revenue Pie 


Percentage figures indicate proportion of 
total tax collection — *Projected 
Other figures in Rs crore 


HE ECONOMY IS ON A ROLL, AND FINANCE MINISTER P. CHIDAMBARAM 

has little reason to raise taxes in his forthcoming Budget. That, how- 
ever, should not be the reason for him to look the other way at the 
taxes foregone in the form of sops. Here's why: corporate taxes ac- 
count for a third of the taxes mopped up across the country. While the 
statutory rate is a significant 33 per cent, corporates, on average, pay 
a mere 17 per cent. 

Even worse, the oil sector (populated mostly by public sector 
units) contributes a significant 10.5 per cent 
of the total corporate tax collections and 
pays out at rates close to the statutory rate. 
Says R.S. Sharma, Chairman, ONGC: “We 
are the highest corporate tax payers in the 
country and pay out at a rate marginally 
lower than the statutory rate." 

For the FM to use the knife will not be 
easy. A good part of the sops (amounting to a third of the total revenues, 
according to Finance Ministry estimates) have been garnered through pol- 
itical patronage and not economic merit. 

However, with the FM having set the tone for higher corporate tax col- 
lections and lower excise mop up (see table) last year, it is unlikely that 
he will not pursue all the options before him. Aiding him in this endeavour 
is a tool he did not possess last year: e-filing of tax returns by corporates, 
which provides him proof to pull the plug if he so desires. Can he follow 
through on his promise of doing away with exemptions? Wait till the end 
of the month to find out. 


through political 
patronage and not 
economic merit 


BALAJI CHANDRAMOULI 
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FIGHT FOR THE 


#2 POSITION 


"84 





T MEDIA HAS JUST LAUNCHED ITS 
daily business paper Mint, mak- 
ing it the fifth player in the segment 
after The Economic Times (ET), 
Business Standard (BS), Hindu 
BusinessLine (HBL) and Financial 
Express (FE). It will be the sixth fin- 
ancial daily in Mumbai if we include 
DNA-Money, a 12-pager that was 
launched on a standalone basis last 
year. The print media market is 
already overcrowded; so, why do you 
need another business newspaper? 
And, is there space for another prod- 
uct like Mint? | 
Says a media planner and buyer 
a leading media buying agency in 


THE CIRCULATION WAR 











Economic Times 618,197 
Hindu BusinessLine 117,047 
Business Standard 96,150 
Financial Express N.A. 
Mint 80,000 
*Claimed:by HT Media N.A.: Not avail- 


able Source: Audit Bureau of Circulation 


Mumbai: “There is a huge gap bet- 
ween the #1 and #2 players; so there 
is space for a good second business 
newspaper.” Ashish Bhasin, Director, 
IMAG, Lintas India, says: “In the cur- 
rent scenario, there are already news- 
papers that deliver good quality and 
good content that satisfy consumer 
needs in this space. Only time will 
tell how new products perform.” — 

In terms of circulation, however, 
the leader is ET, which has an all-India 
circulation of 618,197. In second 
and third positions are HBL 117,047 
and BS 96,150, respectively. Can 
Mint, which claims to have a circu- 
lation of 80,000, overtake these two 
and take over the #2 slot? Watch 
this space. | 

ANUSHA SUBRAMANIAN 


-—- 


SUN-APOLLO VENTURES LIMITED December 2006 


SUN-APOLLO 
INDIA REAL ESTATE 


FUND LUC 


$ 630,000,000 


SUN GROUP 


Placement Agent: 


CREDIT nis 


A PRIVATE EQUITY REAL ESTATE FUND INVESTING IN INDIA 
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TOP OF MIND 


Hedging Against Inflation 





9.500 - 
E 92907 
NetSafe —— 3,300- L4 V 
' Via h NetSate — 9,200 - N / 4 1 / 
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NetSafe, is a unique online payment solution that offers you complete 8,800 - 8,859.3 
security while shopping on the Internet. With NetSafe, you can now shop ES 
more, you can now use your rcd ramos anc rto torni 8,700 IMS. UO LTE im RAO TERT n 
a Oct. 31 '06 Jan. 31 '07 
Figures in Rs per 10 gm Source: NCDEX 


Status: Gold prices have jumped 
over 5 per cent in the last month to 
Rs 9,290.70 per 10 gm on the 
NCDEX spot market. 

Impact: Apart from demand-supply 
mismatch, gold prices are scaling 
high in the international market on 
fund buying because the dollar has 
weakened against other European 
currency. Buyers there are buying 
gold as a hedge against inflation. 


What is it? In 2001, the Rising Confidence 
govemment had imposed 


duties of 25-150 per 


127 
125 
cent on imported wines 124 
and spirits. These are 122 
now likely to be cut. 
Why? The government, 118 
which levied these taxes 
ostensibly to protect 
domestic producers, has 
been under massive pres- - 





sure from the European Union to cut duties. However, it is unlikely that the EU 2003 — AM 2006 gd i 

will be satisfied with the removal of additional duties; it will continue to demand Source: RBI z 

the reduction of basic excise duties of between 100 and 150 per cent. Status; At 127, Ub from 122 in 

The impact? Though imported alcohol will continue to be expensive, the cut March 2006. 

will lead to a significant reduction in prices. Prices of premium imported Scotch Impact: The rising index will help 

whisky, vodkas and tequilas, that cost upwards of Rs 1,500, will fall by a cou- attract capital from foreign ins- 

ple of hundred bucks. titutional investors, NRIs and also 

When? Well, if all goes to plan, this should be announced in the forthcom- encourage domestic entrepreneurs to E 

ing Budget. carry on with their expansion plans. 
KUSHAN MITRA COMPILED BY MAHESH NAYAK AND 


ANAND ADHIKARI 
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With all your senses, 


Experience the Austrian way of flying. 


Austrian Airlines is introducing a new way of flying. Reward yourself with a comfortable night's sleep in the new Austrian 
Business Class on a seat that transforms into a lie-flat sleeper seat*. Enjoy famous Austrian hospitality on board with 
selected gourmet menus and the first coffee-house in the sky. We serve more than 130 cities worldwide and Vienna 
International Airport offers the fastest and most convenient transfer in all of Europe. For more information 
& booking contact us in Delhi © (011) 41510575 / 23328617, email delseGaustrian.com or in Mumbai 
® (022) 22801281-4, email bomrr@austrian.com. Visit our homepage www.austrian.com or your travel agent today! 


NEW daily Boeing777 from Delhi to Vienna | 6x weekly from Mumbai 


Open For New Horizons. 


Seng ep vec: 
VIC Apt fly with friends. Austrian ^ nl 


* Our Boeing fleet (777 and 767) is refurnished in succession and completed by Spring 2007. 
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P-WATCH 


A bird's eye view of what's hot and what's 


not on the government's policy radar. 





GOVT FIRMING UP FIITAX RULES 

FOREIGN INSTITUTIONAL INVESTORS (FIIS) 
dislike changing government regulations 
as much as they like market movements. 
And, the former seems to be brewing for a 
while. Confusion over the tax treatment 
of equity investment in India by Fils deep- 
ened in the last few weeks following a rul- 
ing passed by the Authority for Advance 
Ruling (AAR) on the us and Canada-based 


The Conundrum 





Fidelity Group. 

The ruling states that the income from sale of Indian equities by 
Fidelity’s 38-odd offshore funds will be treated as ‘capital gains’ and, hence, 
will attract a 10 per cent tax. However, an earlier ruling by the same quasi- 
judicial body had categorised income from trading in shares as business 
income, which attracts higher taxes. 

That said, most Fils end up paying no tax in India on equity sales as they 
use the option provided by the double tax avoidance treaties that India has 
with countries such as Mauritius. 

The policymakers in the Finance Ministry believe that Fils can be 
both traders and investors. Hence, a new set of regulations are in the 
offing, which have larger ramifications for the investing community. 
Watch this space. 

SHALINI S. DAGAR 


ROAM WITHOUT HURTING YOUR POCKET 
REGULATIONS ARE OFTEN NON-SYMBIOTIC—SOME WIN, WHILE OTHERS LOSE. IN 
a “consumer friendly” decision that has irked telecom operators, the 
Telecom Regulatory Authority of India (TRAI) has slashed roaming tariffs for 
all pre-paid and post-paid customers between 22 and 56 per cent. 
Customers will now not only receive free sMss while on the go, but will also 
be exempt from charges that involve transactions between operators. 

Telecom companies are crying hoarse over TRAI directive, which, they 
claim, will see the industry’s revenues drop by Rs 800-900 crore. Surely, the 
regulator cannot be charged with populism. 

AMAN MALIK 


' 
FARMSECURITY NOT NEGOTIABLE: KAMALNATH 
WITH TIME RIPENING FOR ANOTHER SET OF TECHNICAL TALKS ON THE DOHA 
rounds (the impasse over the WTO talks is likely to end), India has made it 
clear that fresh talks could not perpetuate flaws in global trade and subsidy 
in agriculture any further. According to Commerce Minister Kamal Nath: 
“The continuation of talks is important but more important is what we talk 
about.” The process of give and take, however, has its limitations. Says 
Nath: “We are flexible as long as it does not impinge on the livelihood secu- 
rity of Indian subsistence farmers.” One wishes various state governments 
were as concerned about the livelihood of farmers as Kamal Nath. 

AMIT MUKHERJEE 
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FM FM KICKS INSURERS 


HAVING CONCEDED OVER 35 
per cent market share to pri- 
vate sector insurers over the 
last six years, public sector 
insurers are under fire from 
their owner, the government. 
Recently, Finance Minister 
. P. Chidambaram cracked 
` the whip on the public sector 
insurance majors, asking 


them to prepare a strategy to 
improve operations. And, he 


has reason to complain. 


More claims are pending 


than those settled. Surely, 
the FM's request cannot be 
treated as just another claim. 


OERI CHANDRAMOULI 





Pills: Pricing is the key 
| PHARMA POLICY MOVE 


| WITH PRIVATE SECTOR PHARMA 
majors protesting against 


essential drugs being 
brought under the price 
control regime, the govern- 
ment has appointed a 
seven-member committee 
headed by Agriculture 


Minister Sharad Pawar to 


examine the issue. Even 


though this move affects 
only 12 per cent of the 
market, it reeks of the pop- 
 ulism pill. 


BALAJI CHANDRAMOULI 


K 
IT SERVICES AND SOFTWARE 


MOBILE/BROADBAND NETWORKING COMPUTERS SEMICONDUCTORS 





A few words about the people behind 
the first E-passport system in Asia. 


NEC is the company that has supplied the first E-passport 
system in Asia under the ICAO (International Civil Aviation 
Organization) standard. 


This was accomplished by NEC’s world-class biometric security 
solutions which incorporate state-of-the-art identification 
technologies of fingerprint recognition. 


As a global leader in IT and networking integrated solutions, 
we are proud to offer end-to-end solution to every customer in 
a variety of fields. Besides providing the hardware, software 
and services, we also integrate these to offer you optimal 
solutions on a turnkey basis. 


It's another instance of how NEC empowers people through 
innovation. 


www.nec.com/asia/ad/ 


IMAGING AND DISPLAYS 


Empowered by Innovation n £ 4 
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NEWS 


KAVITARK RAM SHRIRAM 


Pa, $ "um 
Sherpalo's Shriram: Pumping capital into nenioma: 


VEN IF HE HAD NOT MADE A SINGLE SUCCESSFUL 
Een ae Ram Shriram, 49, would 
still be a legend. He got into Google by investing 
early and becoming a board member. Even after 


selling $442 million (Rs 1,900 crore) worth of Google 


equity in February 2005, he still owns 3.4 million 
shares worth $1.63 billion (Rs 7,335 crore). Now you 
know why he appears on the Forbes list of billionaires. 

For Shriram, business has never been just about 


money. He was a part of the pioneering Netscape 


team that defined the intenet dream for a generation, 


founded Junglee.com in 1996 and sold it to 


Amazon.com for $200 million (Rs 900 crore) in 
August 1998 and, since then, has invested in winners 


like 24/7Customer.com, Naukri.com, Paymate and. 


Plaxo. Little wonder that in Forbes’ 2007 listing of Top 
100 people with the Midas touch, he has emerged as 


the top-ranked Indian (beating seven other fellow 


Indians on the list) and the fourth overall. 


His company is called Sherpalo (from the 


Nepalese Sherpa) Ventures; and he has repeatedly 
said that he is not an investment banker who comes 


with a cheque book and little else, but more of a tech- - 


nology and operations expert who assists deren 
build sustainable businesses. x s 
The other remarkable thing is how consi ste 





has believed in the power of the net. Even during the 


dotcom bust, Shriram never waivered in his belief in 
the online companies he had invested in. That has 





NUMBERS OF NOTE 


Rs 52,455 crore: The amount India Inc. 


raised through overseas issues during 2006 


$250 million (Rs 1,125 crore): The current 
size of the Indian animation industry. The figure is 
expected to grow to $950 million (Rs 4,275 crore) 
by 2009 


$ 1 0. 5 billion (Rs 47,250 crore): The net 
overseas lending by Indian commercial banks 


23,265. The number of employees hired by 
the top 5 Indian IT companies—TCS, Infosys, Wipro, 
Satyam and HCL Technologies—in the Oct-Dec 2006 
quarter. This brings the collective strength of the 
country's five biggest firms to 291,830 


Rs 6-9 un: Average annual salary offered by 
Indian companies for an IIM graduate in 2006. The 
figure for foreign companies is between $60,000 
(Rs 27 lakh) and $225,000 (Rs 1 crore) 


85 per cent: Share of world diamond trade 
controlled by Indians 


70 per cent: Share of small cars in India's 
1 million-a-year car market 


1 00 megabytes: Data transmission speed 
provided by 4G mobile system per second. This is 
10 times more than the 10 megabytes per second 
provided by 3G technology 


28 per cent: Share of the US in global gross 
domestic product; it accounted for one-fifth of 
worldwide growth between 2000 and 2006 


$2 billion (Rs 9,000 crore): The total digital music 
sales to PCs, portable devices, and mobile phones 
in 2006 


148, 781: The number of cars exported by India 
from April to December 2006, according to the e of 
Indian Automobile | 

Manufacturers 


` p>. p 
M ANSA 


paid him handsome dividends. Now, other investors 
have found an easy way of picking winners; they | 
simply mimic his investment strategies. Isn't there a 
saying that "imitation is the surest form of flattery”? 

. VENKATESHA BABU 


t” S Se EM Dy 


27 million: Total numberof £ Ae : AN 
people the $2 1.6-billion (Rs » fini ANB: 
97,200 crore) McDonald's 
feeds every day, an increase of 
1 million per year since 2003 
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Avail FREE facilities 





celebrates 


Savings Festival 


Free facilities: 

e Anywhere Banking 

* Mobile Banking 

e Net Banking 

e E-Statement 

° International Visa Debit Card 

e Personal Accident Insurance Cover 


Contact your nearest K VB branch for details. 






KVB) Karur Vysya Bank 


Regd. Office, Erode Road, Karur 639 002. www.kvb.co.in 


The Bank has proposed to issue Rights Equity Shares and filed Draft Offer Document with the Securities and Exchange Board of India (SEBI) and also with 
National Stock Exchange Limited. The Draft Letter of Offer is available on SEBI Website www.sebi.gov.in as well as on the Lead Manager's Website www.sbicaps.com. 














The Universal 





A decade after the first mobiles were being sold for 
Rs 30,000 plus, you get handsets for Rs 9,000 that can 
do everything. And then some more! KUSHAN MITRA 
Basic hygiene factor for a phone by ^ 
now, and they should be able to 
retrieve email as soon as you get it. 
Web surfing on a mobile in India is 
still limited by bandwidth and speed 
constraints, but 3G services expected 
by end-2007 should make that easier. 
‘mPaper, a service launched recently, 
will allow subscribers to read certain 
national dailies on their mobiles 
exactly the way it is printed. 
A variety of new online services such as 
Paymate and mChek, among others, are 
looking at solutions that allow users to 
pay their bills or go for online purchases 
by SMS. Expect such services to explode ; 


in 2007. Users may be able to pay for 
things as mundane as local train/metro 
tickets by SMS. 


mre sa el 


Barriers To Growth: Executive Perspective 
Globalisation is an overwhelmingly positive trend, say executives, who also pinpoint some areas that need improvement. 
Which of these factors will be the biggest constraint on your company’s growth during the next three years? 


— ho mmm pius ism "^9 S PS "Lm - UN dá. ŽA ` - na "m^ ` m " M^ D: — | ^e : ” nes chet 
increasingly competitive Economic slowdown inability to hire Regulatory insufficient financing Rising Cost of Natural Major currency shift on 
environment recession veeded talent changes for investment resources financial market Crises 


NDIA ma u | E 35 m9 INE 30 Im 26 
‘so S m 54 .] Fases ss _ 31 M 12 _ Bt _ 21 


Wy à 53 = f EN 21 BU m 10 _ 17 
; 23 | 13 NL | 18 
Vee ———  — Ky ES Eg | ° Bt! | Rr B 
Scu — E E lar H16 Em 20 Bt! 
China XE deed A eth Re Bt BU c 28 
Latin Amenca K ERE s RG BK reat 31 


— huna- dS f rne Boule wi lenin smn ta Les ere ue cnc alert Sesame. Bil w ; 1 299 — —- IAD eSnuninae 
Figures are per cent of respondents who selected given factor GB lop concern in given country Source: McKinsey survey of 1,338 executives in 100 countnes 


All data weighted by GDP of constituent countries; excludes respondents who answered don t know or ‘othe 


Play Games 


Nokia’s unsuccessful attempt at 
launching a proper gaming 
handheld (the N.Gage) hasn't 
deterred game developers from 


killing aliens or playing that 
infernally addictive Tetris. 


Q<. 





Watch TV/Radio =» 


The Digital Video Broadcast Handheld 
(DVBH) standard being deployed in 
Europe right now will allow mobile 
users to watch TV without wasting 
valuable mobile bandwidth. Visual 
Radio (Enhanced Radio) technology 
which gives users additional 
information about songs has already 
been deployed in India by Hutch and 
Radio Mirchi. 





Change Channels on TV. ===” 


Recon, an application available on certain Nokia devices, allows 
users to turn their mobiles into a universal remote. This is by far 
and away one of the more fun applications ever on a mobile. 


Graphic by Randheer 


Executives in India are significantly more worried about the 
rising costs of natural resources than executives in other 
parts of the world. Some 60 per cent of the executives in 
Eastern Europe, India, and Latin America say consumer 
credit is more widely available than it was three years ago— 
nearly twice the global total—and executives in China and 
India note improvements in their country’s stock markets. 


The need for pension reform is also noted in developing 
economies, particularly India and Latin America. This finding 
may reflect the lack of widespread pension benefits in those 
regions and a growing recognition that pension managers 
and other institutional investors with long time horizons 
are important to the development of local stock and 

bond markets. 


developing more and more games 
so that people can while away time 












TO BE PRECISE 





“It’s very hard for two Indians to partner well” 


Sunil Bharti Mittal CMD, Bharti Group, on to his refusal to tie up with 
other Indian firms, in Fortune. 


“India is a megamart of 300 million middle 
class customers, a hot-house of pent-up 
demand. It offers a once-in-a-lifetime 
opportunity that MNCs can ill afford to ignore” 


Vijay Govindarajan, Professor of International Business, Tuck School of 
Business, The Financial Times 


“If we don’t get more skilled people into the 
workforce, we’re not going to win when 
China wants your lunch and India wants your 
dinner” 


Sir Digby Jones, who has been appointed Skills Envoy by the UK 
government to improve literacy, in the Telegraph 


“When everyone’s so optimistic, that’s when 
we start to create the next bubble” 


Daniel Vasella, Chief Executive of drugmaker Novartis on the sidelines of 
the World Economic Forum, in Fortune online 


“Progress is all about displacement. But you 
cannot be unkind to the people who will be 
displaced” 


Muhammad Yunus, Nobel Peace Laureate, in The Indian Express 


“Globalisation is more than just about 
economics. It is not only about the ratio of 
exports to GDP but also about culture, society, 
politics and people” 

C. Rangarajan, Chairman, Prime Minister’s Economic Council, in 
The Economic Times 


“The overwhelming evidence of the past few 
months is that the rest of the world is doing 
just fine, and that some places are doing better 
than just fine” 


Jim O'Neill, London-based Head of Global Economic Research, 
Goldman Sachs, about the extent to which the world has decoupled 
from the US, in Time 


“We get a lot of Western journalists who come 
through here (Infosys campus in Bangalore); and 
they all ask the same thing: how come you can 
get such a smart company from such a poor 
country? How come order can spring from 

such chaos?” 

Nandan Nilekani, CEO of Infosys, in The Independent 
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INCREASED: By 
— Maruti Udyog, the 
THEE prices of most of its 
EM cars by Rs 2,000- 
ES 12,000. Prices of 
| Baleno and Gypsy 
— King were increased 
“by Rs 12,000 while 
WagonR and Zen Estilo saw a hike of 
Rs 3,500. Maruti 800, Omni, Alto, 
Swift (Petrol) Vxi and Esteem prices 
have risen by Rs 2,000. 





UPGRADED: By Standard & Poor's, 
India's sovereign rating to "investment 
grade". This will allow corporates to 
raise cheaper loans from overseas 
money markets. This will also lift the 
credit ratings of several Indian banks 
and financial institutions. With this, 
for the first time in 15 years, all three 
global rating agencies, including 
Moody's and Fitch, have India in the 
"investment grade". 


LISTED: By Global Services magazine, 
36 Indian IT and BPO firms among 
the 100 best IT and BPO companies in 
the 2007 Global Services list. In the 
2006 list, only 26 Indian companies 
made the grade (a steep drop from 40 
in 2005). In the latest round, the United 
States came second with 32 companies. 
Chinese firms also made their mark; 
eight of them made it to the 100. 


PLANNED: By consulting major 
Accenture, a 30 per cent hike in its 
India headcount to 35,000 this year, 
making this country its largest centre in 
the world. The US operations, cur- 


rently its largest, will have around - 


32,000 employees by then. 


APPROVED: By 
RBI, the appoint- 
ment of Naina Lal 
Kidwai as the Chief 
Executive of HSBC 
India (she will con- 
tinue as a member 
on the global board 
of Nestle SA, the 
world's largest food 
firm, albeit with restrictions). RBI had 
earlier held back her appointment on 
the ground that CEOs of banks in India 
are not allowed to hold board positions 
in any other company. 





SLIPPED: By 3 positions, public sec- 
tor giant ONGC to #21 in the 2006 
PFC Energy 50 list from #18 the pre- 
vious year. The list includes companies 
from 18 countries, led by the US (14 
companies), European Union (13), 
Canada (7) and Russia (5). PFC 
Energy 50 ranks the top 50 publicly 
traded companies in the oil and gas in- 
dustry, based on year-end market 
capitalisation. 


COMPUTER SALES ARE UP 


A TOTAL OF 2.96 MILLION PCS 
were sold in the first half of 
2006-07, compared to 2.55 
million units in the correspon- 
ding period of the previous 
year, a growth of 16 per cent. 
According to the Manufacturers 
Association for Information 
Technology (MAIT) SEC A buy- 
ers constituted 43 per cent of 
the market, SEC B buyers 3/ 


2002-03 


*Projected 


RISING 
PENETRATION 


3,63,2619 


3,03,5591 


2,29,3643 


2003-04 


2006-07 = 


2004-05 2005-06 


Source: MAIT 


per cent and 20 per cent of computer purchases came from SEC C. There 
has been large-scale migration by SEC A consumers towards laptops— 


429 623 units were sold 
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even for home use. 




















UMESH GOSWAMI 


BANKS WOO 
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ANKS ARE OFFERING LIFESTYLE- 
B related incentives to woo high 
net worth customers. Last fort- 
night, India's third largest private sec- 
tor bank, UTI Bank, opened priority 
bank branches in Mumbai and Kolkata; 
it plans to roll out six more branches 
nationally over the next seven months. 
Any client with a minimum average 
quarterly balance of Rs 1 lakh in his 
savings account or a minimum average 
quarterly balance of Rs 5 lakh in the 
bank's term deposits schemes is eligi- 
ble to avail of the services in UTI 
Bank's priority branches. 

These have a business centre, art 
gallery, conference room, internet fa- 
cilities and a children's playroom 
stacked with toys and books; cus- 
tomers can use these facilities free of 
cost. "The idea is to provide value to 
our customers. The cost is certainly 
higher, but these customers, who ac- 
count for 3.5 per cent of our customer 
base, bring in 30 per cent of the saving 
account balances for the bank," says 
P.J. Nayak, Chairman & Managing 
Director, UTI Bank, adding: "If it works, 
we will scale it up." Foreign banks 
like Citibank give free tickets for movies 
and art exhibitions and organise events 
on investment and networking for its 
Citigold customers. Customers must 
have a minimum Rs 30 lakh in their 
savings account to qualify for these. 

MAHESH NAYAK 





Experience 
Unique 
Hospitali 


Radisson Hotels & Resorts 
Chennai Delhi 
Dhaka Goa 
Jalandhar Kathmandu 
Khajuraho Kolkata 
Kumarakom Noida 


Shimla Varanasi 


Country Inns & Suites By Carlson 
Haridwar Jaipur 
Jalandhar Katra 


Ludhiana Paradeep 
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DEALTRACKER 


(8) NSE 


DEAL OF THE MONTH 


TARGET 


BPM Žž 
Jhankaria Imaging 
UFO Moviez — 


Matrix Laboratories — — — 


Positra Port & SEZ Project — 
National Stock Exchange 


Gujarat Ambuja Cements — 





ACQUIRER 


_Firstsource Solutions —  — 


Nicholas Piramal India 
3 


eel 


Mylan Laboratories 


.. Reliance Group — 1. 


NYSE, General Atlantic, SAIF 
. PartnersandGoldmanSachs — — 


Vertex Data Science — 


ICSA 


South Indian Bank 
J&K Pigments 
Oberoi Constructions - 


Holcim Cements —— 


Oak Hill Capital Partners mur 


Citigroup Venture Capital 
International Mauritius 


Goldman Sachs — — 
Macquarie Bank — — 
.. Rubamin 


. Morgan Stanley ———— 


Nimbus Communications — — 


Provogue 


Indu Projects 


Singapore Telecom (5076 stake 


in joint venture under sea cable 
company Network i2i) 
Synergy Communications Pvt 


. 3i, Cisco & Oman Intnl. Fund — — 








Fidelity, New Vermon, Blackstone 
Genesis Capital, Artis Capital and 


` Liberty International — — 


Citigroup Venture Capital 


International Mautitius 


Bharti Airtel 
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*includes only M&As, private equity and brand sale transactions 
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Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in January 2007. 
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DEAL VALUE 


(Rs crore) 


" 1928- 
. Undisclosed 


ONE 


2,124.96 


300 


18867 


135 


= Undisclosed — 
_ 100 


29985 ET 
146.25 


150 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company 
announcements and other secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. 
Business Today or Ernst & Young do not undertake any responsibility in regard to any such decision. 
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_ Undisclosed —  — 3075. 


Deal Particulars: In a path-breaking deal, New York Stock Exchange (NYSE) and three 
foreign investors, Goldman Sachs, General Atlantic and SAIF Partners, picked up 5 per cent each 
in the Mumbai-based National Stock Exchange (NSE). NYSE paid $115 million (Rs 517.5 crore) 
for its stake while the other three are learnt to have paid a higher price of about $125 million 
(Rs 558 crore) each. The entire deal is valued at $460 million (Rs 2,070 crore), valuing NSE 
at about $2.3 billion (Rs 10,350 crore). None of them will get a board seat on NSE. 


Impact Analysis: The deal marks a significant milestone for NSE and will help it carve 
a niche for itself in the emerging global scenario. NYSE is expected to bring its strong product 
expertise (especially in the options trading market) and global alignments to boost the 
growth of NSE. It will also help the latter improve its risk management systems and governance 
structures and reduce cross-border trading costs. 
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These days, holding a meeting involving 20 or more business associates from different cities is increasingly common. With 
Polycom conferencing solutions, you can now hold international meetings quickly. Just as easily, you can examine financial 
data, conduct long-distance training for overseas staff or review market performance with the company’s dispersed sales 
force. Polycom communications solutions are essential business tools that help you accomplish more in less time. 


POLYCOM’ 


VIDEO VOICE DATA WE TOGETHER, GREAT THINGS HAPPEN. 


© 2006 Polycom, Inc. All rights reserved. 


Siemens Ltd. Chennai Tel.: +91-44-2833 4191 Lucknow Tel.: +91-522-2201559 
Ahmedabad Tel.: +91-79-2754 6995 Delhi Tel.: +91-11-2332 9843 Mumbai Tel.: +91-22-2498 7257 
Bangalore Tel.: +91-80-2204 2001 Hyderabad Tel.: +91-40-2348 2557 Pune Tel.: +91-20-2570 6061 


Bhopal Tel.: +91-755-2761846 Kolkata Tel.: +91-33-2444 9401 or email us at deepa.m@siemens.com 
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GLOBAL EMPLOYMENT TRENDS 


The number of unemployed people worldwide was at a historical high in 2006, despite 
strong global economic growth. Even though more people are working globally than ever 
before, the number of unemployed remained at 195.2 million in 2006 or of 6.3 per cent of 
global population. The pattern is set to continue in 2007. With a forecast growth rate of 4.9 
per cent, the unemployment may remain at about last year's level. 


2001 2003 2004 2005 2006 2001 2003 2004 2005 2006 
„Total 661 658. 65.1. 69.6 _ 65.9, 
ut S51 94]. 949 543. 942. 
Adult, 69.6 „69.5. 63,9. 69.4 62.3. 








Figures in million 





Employment-to- Annual labour Annual GDP 
population ratio force growth rate growth rate 


1996 2006 1996-2006 1996-2006 

















a | ozs [| ou l| se | f 41 | 
Developed Economies and European | 55.9 | 567 | | 07 | | 26 | 
GN St Eastern Europe (non-EU | 54.8 | 53 0 | | 03 | I 43 | 
East Asia fsi 6 ] [| os | | 82 | 
South East Asia and the Pacific I 67.5 Í 66.1 | | 2.2 | I 4.1 | 
South Asia I 58.4 Í 56.5 | | 2.1 | | 6.1 | 
Latin America and the Caribbean | I 24 | | 3.0 | 
West Asia and North Africa | 3.5 | | 4.6 | 
Sub-Saharan Africa I 2.5 | I 4.0 | 





Figures in per cent 


Working Poor Indicators - Million Share in total employment (%) 


$1-a-day working poor 2001 2006 2001 2006 


World [ 5736 © 5070 1E 217 F 176 | 
es i eant Europe (non | 10.3 Í 35 Il 6.2 I 21 | 
East Asia [ 1470 § 950 jf 196 F 121 | 
South East Asia andthe Pacific Po 30.9 £ 296 4) 127 § 111] 
South Asia F 2223 Ñ 1969 ]| 43.2 Ë 344 | 
West Asia and North Africa E 348 E 358 28] 
$2-a-day working poor | | | | | | 
World 13941 Ë 1,367.8 52.2 414 
pee m Europe (non | 51.4 Í 18.0 Il 31.0 I 10.5 | 
East Asia [ azs 342][| 550 F 442 | 
South East Asia and the Pacific f 148.4 § 1516 I| 612 F 569 | 
South Asia F 4588 4982 ]| 891 Ë 8721 
West Asia and North Africa [ 405 2428]1[| 395 P 347 | 
Source: ILO 
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Born in the age of ideas, we, at Edelweiss, understand the amazing 
evolution. Innovation is our calling card, identifying new, emerging themes 


and trends is a passion. Together, these have made us a leading player 


in the financial markets. We offer unbiased advice, research backed 
recommendations and a broad range of financial products and 


services. For our clients, this translates into superior product 
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offerings delivered through long term relationships. 


Looking ahead, our confidence and energy flow from 


knowing that India is at the threshold of every kind of 
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[he dream to succeed 

is an inborn inheritance. 
And it's this zest to reach 
the pinnacle of success 
that drives you to surge 


ahead beyond horizons. 


After all, destiny is in your 
hands, isn't it? 


Wear your self confidence lightly. 
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Back from the Brink 


Tier-Il IT services player Polaris is on the mend. NITYA VARADARAJAN 


N AN INDUSTRY WHERE 30 PER 
cent net profit margins are 
pretty much the norm—at 
least amongst the first tier of 
Indian IT services 
firms—a margin of 2.6 
A 


































per cent at the net 

level is difficult to 
reconcile with. That 
explains to a large ex- 
tent why the stock > 

of Polaris 4 
Software Labs | 
has been treated | 
with disdain for f 

the past three- / 

four years, dur- / 
ing which the 
stock price hit 
an all-time 

low of Rs 

51.8 in June 

2006. But 

just when ind- 
ustry pundits 
and analysts were 

poised to give up 
on Polaris, the 
company has begun 

showing signs of a 
revival. After a mis- 
erable 2005-06, when 
the company posted 
revenues of Rs 825 
crore and a profit after 
tax (PAT) of Rs 21.3 
crore—as against a PAT 


Polaris’ Arun Jain: 
Profitable times 


of Rs 58 crore in the previous 
year—the Chennai-headquartered 
company has bounced back in the 
current fiscal with revenues for the 
nine-month period ended December 
2006 of Rs 761.59 crore and net 
profits of Rs 79.6 crore. That’s a net 
margin of 10.5 per cent—still not 
up there with the best, but a huge 
improvement nevertheless. 
By the close of the year, 
the company is confident 
of crossing Rs 1,000 crore 
in turnover and Rs 100 
crore in net profit. The 
stock markets have been 
quick to sense a turn- 
around, with the scrip 
galloping a little over 
four-fold since last June. 
Polaris’ problem has 
always been profitability, 
right from when the 
Citigroup company OrbiTech 
was merged into it in 2002- 
03. Revenues got a huge leg-up 
no doubt (from Rs 293 crore 
to Rs 431 crore post-merger), 
= but PAT margins were confined 
Z to single digits. Arun Jain, 


W NVAIA 


Chairman & CEO, Polaris, has an 
explanation for the bottom line 
woes. “Our investments peaked in 
2005-06. Companies in the growth 
phase do have one bad year when 
they invest for growth. I have al- 
ways believed in the product and 
services combination model for a 
mid-cap company like Polaris—it 
takes time but that is the only way 
we can hold our own against the 
biggies,” he says. 

The Polaris top brass feels that 
strategy is getting validated. “At 
best there has been a delay of a 
couple of years when we made mis- 
takes, which have only made us 
wiser,” says Ashok Korwar, a long 
time management consultant and 
advisor to Polaris. Prior to the 
acquisition of OrbiTech, Polaris 
was having difficulty selling its bank- 
ing expertise overseas; its credentials 
of having developed robust products 
for Citibank were clearly inade- 
quate. Clients raised issues of 
intellectual property rights (IPR). The - 
Polaris management thought that 
by acquiring IPRs through OrbiTech 
it could fix that problem. 


` 


But that wasn't the only issue 
clients had. Many of them did not 
want the ‘monolithic product plat- 
form’ that Polaris offered—which 
may be modern and even futuristic 
but entailed shutting down banking 
operations during implementation. 
By 2003-04, Polaris had learnt its les- 
sons and changes were made in the 
product to make it flexible enough to 
sit on any existing platform. This 
way banks could implement modules 
they desired without any major hic- 
cup in operations. But the reorien- 
tation, the branding of the new prod- 
uct from Orbisuite to Intellect and, 
finally the selling, took time. 

“We had to make massive 
investments, of at least Rs 100 crore 
just for products post merger, but for 
2005-06 we did not capitalise prod- 
uct expenses. If we did not follow 
conservative accounting practices, 
we would have shown a better bot- 
tom line,” says Jain. Currently, the 
core team that works on product 
development consists of 150—the 
remaining 650 have been shifted to 
product implementation, mainte- 
nance and support onsite. 

By 2005-06 Polaris, as one com- 
pany official puts it, had a lot of 
things to sell but not enough feet to 
do the selling. Enter Arup Gupta 
from TCS as Chief Operating Officer. 
His immediate priority was to 
streamline operations. Marketing, 
sales, delivery were integrated. “We 
are doing top-end work with 11 of 
the top 25 banks globally and 11 
more are talking to us," says Jain. 
Adds Gupta: “The average size of a 
deal has now grown from $1 million 
(Rs 4.5 crore) to $5 million 
(Rs 22.5 crore) and we will be tak- 
ing this to $10 million (Rs 45 crore) 
in 12-18 months.” 

A recent J.P. Morgan report says: 
“Polaris is our top pick in the mid- 
cap India IT space.” However, as 
the gap between the Tier-I and Tier- 
II of Indian rr services keeps widen- 
ing every quarter, Polaris has to 
scale up fast—and profitably. 


STAR’s New 
Formation 


The broadcaster’s acting CEO 
has his task cut out. 


ITH TWO OF ITS INDIA CEOS— 

Peter Mukerjea and Sameer 
Nair—on their way out, STAR India’s 
new acting Chief, Paul Aiello, has his 
task cut out. Not only does he have 
to ensure that Mukerjea and Nair 
don’t play pied-piper, taking along 
the cream of STAR TV’s talent along 
with them, he’s got to find some 
magic to make KBC III as popular as 
it was in its first avatar. Even as 


rumours last fortnight suggested that 
17 srAR India employees will cling 
on to Nair’s coat-tails, according to 
company insiders, Aiello met up 
with the senior employees on a one- 
on-one basis. Aiello is also und- 
erstood to have sent out a mail to all 
employees across the India office, 
assuring them of a smooth transition. 
He is understood to have said in 
his mail that India is an important 
market with huge opportunities. 
One of those is mobile enter- 
tainment, where STAR is keen to tap 
the current Rs 2,000 crore mobile 
value-added services sector. The 
company last year set up a mobile 
and interactive division ‘STAR Mobile 
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Entertainment’ to grow the busi- 
ness. By end-February, it will launch 
a new platform called Plus, a solu- 
tion for consumers to catch up on 
television, sports, movies, shopping 
and banking on the go. STAR expects 
30 per cent of its revenue to accrue 
from mobile entertainment in the 
near future, say company sources. 
The bulk of income will, of 
course, still come from broadcasting, 
with blockbuster programmes like 
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STAR's Nair: Ready for a new role 


KBC IIl. However, not just are ratings 
lower this time around when com- 
pared with KBC 1, they've initially 
shown a declining trend, in con- 
trast to the first avatar, when ratings 
soared in the first week of the show. 
Should STAR be worried? Outgoing 
CEO Nair maintains that *we have 
conclusively met all our objectives 
for KBC with Shah Rukh Khan." 
One of those objectives was to wres- 
tle back the 9-10 pm band. It 
appears to have succeeded there, 
what with STAR Plus racking up 2.5 
times more viewership than com- 
petitor Zee in that slot. With or 
without Nair, the fight-back has 
begun at STAR. 

ANUSHA SUBRAMANIAN 
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Is Teledata a 
Bubble? 


The company's big growth 
doesn't convince The Street. 


I DIFFICULT TO FIND AN EQUITY 
analyst tracking his company, but 
that doesn't faze K. Padmanabhan, 
whose dream for his group led by 
flagship Teledata Informatics is to be 
as big as TCS some day soon. He's 
got some way to go. For the first 
nine months of the year ending 
March 2007, Teledata had revenues 
of Rs 2,229 crore and profits of 
Rs 282.6 crore—TCS' correspon- 
ding numbers were Rs 11,034 crore 
and Rs 2,678.5 crore, respectively. 
What's impressive though is 
Teledata's growth rate during that 
period, against the previous year's 
corresponding nine months: 273 
per cent in revenues, and 159 per 
cent at the net level. Over three 
years, its compounded annual 
growth is 200 per cent in profits 
and 112 per cent in sales. 

Why then are brokerage houses 
not researching the stock—despite 
which the price has shot up 424 
per cent over five months (until 
recently the stock was trading even 
below its earnings per share)? 
Teledata Informatics is debt-free, 
and has 27 software solution com- 
panies, which provide ERP and CRM 
solutions. It derives 95 per cent of its 
revenue from exports and, for good 
measure, is also the fourth largest 
ship-owner in India with 14 ships, 
and a global leader in providing 
ship management solutions. Says K. 
Padmanabhan, Managing Director, 
Teledata Informatics: “We haven't 
been able to generate confidence 
among investors. Therefore, we are 
increasing our stake in the com- 
pany." As on December 31, 2006, 
the promoters' holding in the com- 
pany was 14.34 per cent (till June it 
was below 5 per cent). Plans are to 
increase it to 25 per cent. 


In the first week of December, 
Teledata made a demerger ann- 
ouncement, after which the stock 
with a Rs 10 face value took off— 
from under par to around Rs 50 at 
the time of writing. For every 100 
shares of Teledata Informatics, 
shareholders will get 100 more 
shares plus 50 shares each of 
Teledata Marine Solutions and 
Teledata Technology Solutions. 
However, the face value of all the 
three companies will come down to 
Rs 2 per share. That may not be the 
most attractive demerger scheme 
in recent times. Says Amit Rathi, 
Director, Anand Rathi Securities: 
“Worldwide entities with multiple 
businesses suffer from conglomerate 
discount, as investors like to give 
premium to standalone business. 
However, companies with lower 
credentials demerge their businesses 
just to come in spotlight." 
Padmanabhan, meantime, is aiming 
for $7.5 billion (Rs 33,750 crore) in 
revenues by 2010. Should TCS 
watch out? 

MAHESH NAYAK 





Why Deora is 
Unhappy 


The govt. may lose billions of 
dollars from new oil & gas finds. 


ITH THE PROSPECTS OF OIL AND 
gas finds improving over the 
last five years, one would expect 
the government to extract higher 
rent in any fresh auction of explo- 
ration blocks. However, it appears, 
the opposite is set to happen in 19 
of the 52. blocks that have been auc- 
tioned under the sixth round of the 
New Exploration Licensing Policy 
(NELP) and are awaiting Cabinet ap- 
proval, as the article goes to print. 
What's more is that Petroleum 
Minister Murli Deora himself is not 
entirely convinced about the auc- 
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THE GREAT HYDROCARBON GAMBIT 


In NELP VI, some e 








YEAR AUCTION ROUND COMPANY 
<15 

2000 NELPI ° RIL 10 
2002  NELP III Best bid 30 
2004 — NELP IV Bestbid ^ 40 
2005 — NELPV Best bid 45 
2006 — NELP V RIL 49 

OIL 91 


Note: NELP Il, which took place in 2001, had no blocks 
*|nvestment multiple is calculated dividing revenues by costs 


tion process. He fears the govern- 
ment could lose a few billion dollars. 
The main beneficiaries: Reliance 
Industries (seven blocks) and Oil 
India (six blocks). And, his con- 
cerns, set aside recently by a group 
of Secretaries (from his own min- 
istry, finance ministry and law min- 
istry), are valid. Because of the high- 
risk nature of the business, explor- 
ers are allowed to recover costs up- 
front in case they strike hydrocar- 
bons. What follows thereafter is 
sharing of revenues between the 
government and the explorer from 
further sales. The more the explorer 
is willing to share with the govern- 
ment, the greater the ability to win 
the bid. 

From Reliance's winning bid 
(the big strike in KG basin area in 
2002) in the first round of the NELP 
in 2000, to the present (NELP V), 
the government's take has im- 
proved. This is captured in a bid 
process by a technical term called in- 
vestment multiple (IM)—revenues 
from the field divided by the costs 
incurred. For instance, for the dis- 
covered field in KG basin, RiL has of- 
fered to part with 85 per cent of its 
revenues when the IM hits 2.5. 
However, in 19 of the 52 winning 
bids in the current NELP VI round, 
bidders have offered higher gov- 
ernment share from their revenues 
at lower IMs. Bidders appear willing 
to defer their profits and fill the 
government coffers, since they are 
fairly sure of striking oil and gas. 
That’s exactly Deora’s concern— 
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plorers share more in the initial (à 
GOVERNMENT SHARE AT VARIOUS INVESTMENT MULTIPLES * 
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will government share really 
improve? Especially, in the case of 
large finds, where large volumes 
will flow from the well over a con- 
siderable period of time (when 
higher IMs kick in)? 

BALAJI CHANDRAMOULI 
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Airlines need truckloads of 
investments to finance growth. 


ANY OF THEM MAY BE LOW- 

fare, but as far as investments 
go they're out-and-out guzzlers. 
That's the primary reason for India's 
crop of no-frills airlines—as well 
as a couple of their full-service coun- 
terparts—scouting for funds. For 
instance, SpiceJet recently raised 
Rs 140 crore by roping in the Tata 
group and BNP Paribas in addition to 
other investors through a prefer- 
ential issue of equity shares. The 
money is expected to be utilised 


Snipping the Apron Strings 


Are the decks cleared for SBI’s disinvestment? 


N A MOVE AIMED AT DIVESTMENT 

of equity in the largest bank in 
the country, the government has 
decided to buy out the Reserve 
Bank of India's (RBI) 59.73 per 
cent equity, held for over 50 
years, in the State Bank of India 
(SBI). In an otherwise cashless deal 
amounting to Rs 40,000 crore, 
there are voices of dissent within 
the bank on issues of ‘valuation’ 
and "likely government interfer- 
ence.' The state-owned bank 
owns huge real estate properties, 
both office premises as well as 
residential which are currently 
valued at Re 1 in the books. So, 
the real value of sBi—if valued 
like any other company including 
some of the growing unlisted 
non-banking ventures like SBI 
Mutual Fund, spi Life insurance, 
SBI Caps etc.—will be much higher ` 
than current market price on the 
bourses. “There are public share- 
holders and the government 


should come out clean on the val- 
uation issues,” says an SBI insider. 
On the BSE, SBI is trading at 
Rs 1,196 per share. 

The official line for the transfer 
is to avoid any conflict of interest 
arising from RBI as a regulator 
holding a majority stake in a bank. 
“There is an ulterior motive 
behind the whole deal,” says G.D. 
Nadaf, President of the SBI 
Officers’ Association. | 

Market experts see the transfer 
as a first step towards disinvest- 
ment. However, above the 51 per 
cent threshold (which the gov- 
ernment is unlikely to breach), 
there is just 8.7 per cent equity 
available for any future sale. 

Insiders, however, now fear 
more interference from the gov- 
ernment on appointments and 
other policy matters. On the other 
hand, the RBI's ‘strategic inputs’ 
will clearly be missed. 

ANAND ADHIKARI 
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SO MUCH MORE LATELY? 


It's the power of financing dreams 
Nucleus - helping banks finance your dreams 


That cottage by the lake; go get it! A bigger car? Well, what are you waiting for? 


Indeed! India is smiling like never before. And behind those smiles are D) | 
the leading banks and financial institutions, empowered with cutting-edge, 71 


future-ready software solutions to process and disburse loans faster and more X 


conveniently than ever before. And enabling this revolution is none other than sortware 


Finnone Lending Software Solution from Nucleus, the undisputed market www.nucleussoftware.com 


leader, driving the retail finance business of the who's who of banks and Email: bdg@nucleussoftware.com 


financial institutions in India and abroad. 
Retail banking solutions from the super specialist 


Lending/Collections 


FIN y ONE FINI x ONE Finance Against Securities 


Customer Acquisition System 


* #1 lending software solution used by over 35 banks and financial institutions in 
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* #8 Best Selling Back-office Banking Software (Source: IBS, London) FS Fraud Management 
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Delphi-TVS presents the new Diesel Common Rail system with 
the launch of the Tata Indigo XL. A diesel injection technology 


so advanced that it will help the car stay young forever. 


Welcome to the future of diesel technology. A technology 
that listens, adapts and keeps the performance of the engine 
as good as new. Delphi's Common Rail Injection system 
is the state-of-the-art electronic control technology using 
sophisticated sensors to meet the increasingly stringent emission 
norms of Euro-3, Euro-4 and Euro-5. 

It enhances fuel economy & performance and reduces noise 
in High Speed Direct Injection (HSDI) Diesel Engines. Delphi's 
patented adaptive learning technology with 32-bit microprocessor, 
using unique strategies such as APC (Accelerometer Pilot Control) 
and I2C (Individual Injector Characterisation) helps in maintaining 
precise injection-quantity and injection-timing over the life-time of 


the vehicle, so that your vehicle remains new, always. 


DELPHI - TVS 


Diesel Systems Limited 





TOMORROW’S TECHNOLOGY TODAY 
MANUFACTURERS OF DIESEL FUEL INJECTION EQUIPMENT 
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for investments in strengthening 


. SpiceJet’s call centre operations and 


for engineering purposes. Low-cost 
pioneer Air Deccan, too, is said to 
be looking at options to raise 
money. The company, which col- 
lected Rs 360 crore from the capital 
markets via an initial public offering, 
is on the lookout for funds again. 
Managing Director G.R. Gopinath 
told BT that private equity players 
have suggested a further dilution 
of stake in the airline. “They have 
said that we could consider diluting 
10-15 per cent of our equity since 
there has been a renewed interest in 
the aviation sector," says Gopinath. 
Media reports have mentioned that 
Texas Pacific Group (TPG), Carlyle, 
General Atlantic Partners and 
Reliance-ADAG as among the inter- 
ested parties. Gopinath declined to 
ratify the names. GoAir, which is 
completely funded by the Wadia 
family, is not shut to the idea of 
going public. In an earlier inter- 
view to BT, Jeh Wadia, MD, GoAir, 
said that his company, over the 
next 2-3 years, will look at various 
equity and debt options. The market 
has been abuzz with news that 
Go oAir i is ip disaussions with private 
equity players. "An IPO is possible 


but we will do it only when we 


thirillfhe time is right. We are in no 


huypy,” » Wadia had told BT. 
i Even: full-service. carrier, Jet 
Airways, in’. 2006, announced its in- 


tentión to raisé $800 million 


(Rs 3,600 crore) through a combi- 
nation of Foreign Currency 
Convertible Bonds (FCCBs and Global 
Depository Receipts (GDRs). This was 
largely for the acquisition of aircraft. 
Last September, the company de- 
cided to defer that until market con- 
ditions were more conducive. It is un- 
clear when Jet will take a decision on 
this. Jet plans to invest over $2 billion 
over three years to acquire new air- 
craft. Indian aviation is set for 
growth—but that growth calls for 
truckloads of moolah. 

KRISHNA GOPALAN 
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Wrong 
Medicine? 


Banning futures trading will not 
check commodity prices. 


T WILL BE SOME TIME BEFORE THE 
Forward Contracts (Regulation) 
Act, 1952 is amended but the 
Forward Marketing Commission 
(FMC) has already started flexing its 
biceps by delisting urad and tur 
from the futures trading market. 
The ostensible reason for doing so: 
To control escalating prices of these 
two commodities. 
But almost a fortnight after the 
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NCDEX's Kumar: Commodity check 


ban the spot prices were still spi- 
raling, tur by 30 per cent and urad 
by 50 per cent, at the time of writ- 
ing. According to Rajesh Verma, 
Senior Research Analyst at 
Agriwatch, a Commodity Research 
and Market firm, the prices will 
take at least a year to come back to 
their normal level. So, will delisting 
really help? *Not at all," says P.H. 
Ravi Kumar, Managing Director 
& CEO, NCDEX. “A medium/long- 
term solution would have been to 
come up with an agriculture policy 
that takes care of the supply side 
issue. The short-term solution 
would be to cut import duty on 
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such commodities." 

Verma attributes the price rises 
to a simple chemistry of supply 
and demand. *The soaring levels 
seen last year—when urad prices 
hit a high of Rs 4,125 per quintal 
and tur prices rocketed to Rs 2,090 
per quintal —were not the result of 
futures trading but due to the news 
of weak crop prospects due to poor 
weather. In fact, tur might see 
higher prices this year even in the 
absence of futures trading,” says 
Verma. Similarly, he adds, poor 
production of pulses last year re- 
sulted in supply crunch, which in 
conjunction with soaring prices in 
international markets resulted in 
the high domestic prices of pulses. 
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"This had nothing to do with spec- 
ulative trading," explains Verma. 
Tur prices found wings once 
the harvest of this season started in 
January, as the stockists bought 
aggressively to encash the expected 
shortage of the commodity. The 
crop is expected to touch produc- 
tion of 20-21 lakh tonnes this year 
against last year's 23 lakh tonnes. 
“By the second half of March, we 
will get a clear indication to this 
year’s crop situation and it is pos- 
sible that the Commission might 
want to review the decision in April 

again,” says NCDEX’s Kumar. 
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Rebel With 
a Cause 


Investors love the contro- 
versial Harish Thawani. 





Nimbus’ Thawani: Taking on DD 


LAMBOYANT, SHREWD, STREET- 
Bea are the most common 
adjectives used to describe Harish 
Thawani, the 46-year-old Executive 
Chairman of Nimbus Communi- 
cation. The state-owned broadcaster 
Doordarshan (DD) will probably 
agree with at least two of those. 
For, ever since Thawani ventured 
into the television business by pro- 
ducing and marketing serials on DD 
way back in the 1990s, he’s been at 
loggerheads with it. The most recent 
face-off between the two came 
about when Thawani refused to 
share signals with DD for the India- 
West Indies One-Day cricket se- 
ries. Thawani has bagged the rights 
to telecast all cricket matches hap- 


INVASOD HSAWN 


^ 


pening out of India till 2010 from 
the Board of Control for Cricket in 
India (BCCI) for $612 million 
(Rs 2,754 crore). DD (which comes 
under Prasar Bharati) duly went to 
court, which directed Thawani's 
channel Neo Sports to share the 
feed with Doordarshan with a 
seven-minute delay. 

In early February, however, 
Thawani got a rude shock when 
the Union Cabinet approved the 
promulgation of an ordinance mak- 
ing it compulsory for private broad- 
casters to share the feed of sporting 
events of national importance with 
the public broadcaster. If Thawani's 
distressed, his company Nimbus 
isn't showing it. An official 
spokesperson for the company 
blandly says: “We welcome a law 
that lays down fair and equitable 
rules for sports rights sharing. We 
can only comment in detail after the 
law or ordinance is actually made 
public. Meanwhile, we are glad 
that a Committee has been formed 
to agree to a road map for encryp- 
tion of DD signals as encryption 
will put an end to piracy and to 
unauthorised broadcasts abroad 
and in India." 

Such controversy and setbacks 
notwithstanding, Thawani is a clear 
favourite amongst private equity 
investors. Some 18 months ago he 
got his first round of PE investment, 
of $45 million (Rs 202.5 crore) 
from UK firm 3i. The second round 
of 3i's funding, along with new in- 
vestors Cisco and Oman Inter- 
national Fund (OIF), together 
amounts to a total of $125 million 
(Rs 562.5 crore) into Nimbus. 
Thawani says: *Nimbus' consistent 
year-on-year hyper growth esti- 
mated at 70 per cent (for the last 
three years)—depth of management 
and aggressive expansion plans were 
key to attracting the highest quality 
investors." Till date, Nimbus has 
attracted approximately Rs 900 
crore ($200 million) of private 
equity investment. 


The new round of funding will 
be largely deployed towards sports 
rights acquisitions, developing global 
sports events, financing Indian lan- 
guage and international film pro- 
duction and distribution, developing 
further digital content production 
for wireless and vop/IPTv platforms 
and expanding broadcasting oper- 
ations. Thawani plans to launch a 
movie channel and some other 
niche channels in the areas of 
women and cooking. According to 
him, the investment required by 
the company for a niche channel 
would be in the range of Rs 60 
crore and for a movie channel it 
would be around Rs 150 crore. 
“We are well on track to achieving 
our goal of being a billion-dollar 
company by 2010. For the fiscal 
year ending March 2006-07, our 
revenue forecast is in the excess of 
$250 million (Rs 1,125 crore)," 
says Thawani. He expects the sports 
channel Neo Sports to achieve an 
operational breakeven by first quar- 
ter of calendar year 2008. 

` ANUSHA SUBRAMANIAN 





No Poverty 
of Ideas 


Nobel Laureate Muhammad 
Yunus has more miles to go. 


HEN 66-YEAR-OLD PROFESSOR 

Muhammad Yunus received 
the 2006 Nobel Peace Prize, along 
with Grameen Bank, he was joined 
by nine women from the villages 
of Bangladesh at the ceremony in 
Oslo. That was hardly surprising 
since Grameen Bank, the institu- 
tion that he founded in 1976, has a 
large proportion of its loans going 
out to women—that number is as 
large as 96 per cent. The women at 
the Nobel Prize awards ceremony 
were those who had borrowed 
money from Grameen Bank. “We 
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Nobel winner Yunus: Powering women 


work on a very simple model. 
Unlike large banks, we have no 
paper work and no collaterals,” 
says Yunus who was in Mumbai 
last fortnight. 

The success of the Grameen 
model, particularly that of micro- 
credit, has been emulated in over 20 
countries. “We lend a lot of money 
to women and our average loan 
size is $130 (Rs 5,850). Every year, 
we give out around half-a-billion 
dollars.” Yunus and Grameen Bank 
received the Nobel Peace Prize for 
“their efforts to create economic 
and social development from 
below.” Apart from micro-credit, 
the bank offers loans in the areas of 
housing, education and irrigation, 
amongst others. 

Bringing Groupe Danone into 
Bangladesh has been Yunus’ key 
achievement. The French foods 
major has launched its brand of yo- 
ghurt in Bangladesh for malnour- 
ished people. “This was a difficult 
assignment and the challenge has 
been to ensure that it is not visible in 
large stores,” says Yunus. He adds 
that the next project with Danone 
could be related to water since 
water in Bangladesh is quite acidic. 

What has perhaps impressed the 
larger nations about Grameen 
Bank’s model is the low propor- 
tion of non-performing assets (NPAS). 
“The trick is to get people to repay 
in small denominations,” he says. 
Yunus, who was educated in 
Bangladesh and the us, where he 
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Big Deal Maker 


Meet the man at the helm of Teta Steel-Corus transaction. 


N RUNKUMAR RAMANLAL GANDHI 


is the mergers & acquisitions 


(M&A) man for the Tata Group. 


Ever since he joined Tata Sons as ` 
Executive Director in 2003, he | 


has been involved in some key 
deals like VSNU's buyouts of Tyco 
and Teleglobe and Tata Tea 
acquiring a stake in Glaceau. 
However, Tata Steel's $12.1 bil- 
lion (Rs 54,450 crore) deal to buy 
Corus has been the biggest one 
for Gandhi. After nine tense 
rounds of bidding—this was done 


through e-mail—Corus was finally 


won and Gandhi was a relieved 
man. “We put | in our bid for the 
last round at just after midnight 
and the results were out at 12:16 


PM. Those 15 minutes were quite 
regulations,” he says. But with 
Corus, Gandhi was clearly the 


agonising,” says Gandhi, who was 
the sole representative from the 
Tata Group in London and was 
accompanied by lawyers from 
Herbert Smith and Tata Steel's 
investment bankers. — 


received his Ph.D in Economics, 
has also been credited with the 
launch and success of the Grameen 
Phone model which today has 
brought wireless telephony to the 
rural areas. “Today, we have over 
300,000 telephone ladies—women 
subscribers who use the phone— 
and the next step is to have internet 
ladies," says Yunus. 

Yunus, and Grameen Bank, have 
achieved plenty but, as far as Yunus 
is concerned, there is plenty more 
that needs to be done. *By 2010, we 
want to reduce poverty by half (in 
Bangaldesh) and by 2020, we are 
looking to get across to 100 per 
cent of our population with the 
micro-credit programme. 

KRISHNA GOPALAN 





Tata Sons’ Gandhi: M&A man | 


nothing to chance. *I had a 
motorcyclist at my disposal. That 
was in the event of the IT systems 
failing," says the 63-year-old. Ask 
him if the Corus deal was the 
toughest and Gandhi is quick to 


say VSNL’s buyout of Tyco too was 


complicated. “It involved a host of 


pointman. *I think I played a 
pivotal role in overseeing the 


transaction from all ee ” Few 
— will disagree. : 
Gandhi i is a man who leaves | 


J KRISHNA GOPALAN 





Picture 


Private equity continues to 
chase the media sector. 


B be LOVE AFFAIR OF THE PRIVATE 
equity (PE) tribe with the Indian 
media & entertainment (M&E) sec- 
tor continues. After a series of high- 
profile transactions in 2006— 
Warburg Pincus' purchase of 7 per 
cent of the Dainik Bhaskar group's 
equity and D.E. Shaw buying into 
Crest Communications and a sub- 
sidiary company are just two such 
deals of the previous year—the 
action has spilled over into the New 
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Year. First, Nimbus Communi- 
cations attracted $125 million (Rs 
562.5 crore) from 3i (its second 
round of investment in Nimbus), 
Cisco and Oman Investment Fund 
(OIF). Days later, the Blackstone 
group invested $275 million (Rs 
1,238 crore) to acquire a (the per- 
centage stake was not shared by 


Blackstone, although Akhil Gupta 
said that they cannot go beyond 26 
per cent) stake in Ushodaya 
Enterprises (UEL), the holding com- 
pany that manages the Hyderabad- 
based media tycoon Ramoji Rao's 
media assets. UEL owns Eenadu, the 
third-largest newspaper in India, 
and ETV, the fourth-largest private 
television broadcasting network in 
the country. Apart from this, it also 
owns the 1,600-acre Ramoji Film 
City, which is Asia’s largest studio. 

The Nimbus deal is the first 
Indian venture investment for Cisco 
since October 2005, when it com- 
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mitted to invest $1.1 billion (Rs 
4,950 crore) in India and earmarked 
$100 million (Rs 450 crore) of that 
for venture investments. It had pre- 
viously invested in two other Indian 
start-ups—mobile gaming company 
IndiaGames and mobile infrastruc- 
ture provider Bharti Telesoft. 

So, what is it that is attracting PE 


% STAKE 





investors to the M&E sector? High 
growth, for one, what with the 
industry expected to clock a growth 
rate of 20 per cent year-on-year to 
touch $13.5 billion (Rs 60,750 
crore) by 2010 as per the CII-KPMG 
report. Anil Ahuja, Managing 
Director & Co-Head Asia, 31 says: 
“Private equity investors have always 
looked for two things, namely a 
high-growth industry and second 
an undervalued asset. Media is a 
high-growth industry driven by 
cricket and movies. With these two 
parameters, we then look for com- 
panies to invest.” Adds Akhil Gupta, 


Chairman & Managing Director, 
Blackstone Advisors India Private: 
“We believe that the Indian media 
sector will be a key beneficiary of a 
secular trend in growth in personal 
consumption, which is driving 
India’s economic expansion which, 
in turn, will spur advertising 
growth.” Sameet Mehta, Director of 
India Investments and Acquisitions 
Cisco Systems, Inc., is banking on 
the content generating abilities of the 
M&E sector. “India has an amazing 
content industry but a fairly unde- 
veloped content distribution infra- 
structure. We think Cisco has a role 
in taking Indian creativity to every 
corner of India and even to the 
world. The popularity of Bollywood 
shows that there is a global demand 
for Indian content." And for content 
providers and broadcasters too. 
ANUSHA SUBRMANIAN 


Danger on 
Two Roads 


Hyundai thuds into potholes 
in India, and back home. 


YUNDAI MOTOR INDIA (HMIL) 
has been on a rough road 
lately. Recently, when the draft 
automobile policy was announced 
by the Ministry of Heavy Industries 
and the Society of Indian Auto- 
mobile Manufacturers (SIAM), H.S. 
Lheem, Managing Director, HMIL, 
was incensed that the policy defined 
small cars as those measuring 
3800mm and below, as against 
SIAM’s current classification system 
which defines small cars as those 
being 4000mm and below. The 
problem for Hyundai is that its mod- 
ified Getz compact comes in at 
3810mm; shaving 10mm off a car's 
length is not the easiest of tasks. 
The extra 10 mm means that 
Getz will now be in the higher 
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excise bracket of 24 per cent, out of 
the 16 per cent band into which 
small cars fit. For the first nine 
months of 2006-07, 77 per cent of 
the Getz cars sold in India were 
classified as small cars. But if SIAM 
changes the way it classifies cars, 
the Finance Ministry will probably 
amend the excise cuts in line with 
that change, putting the Getz in 
the higher excise bracket. Maruti’s 
Swift, which competes with the 
Getz, comes in at 3695mm and will 


be able to continue taking advantage 
of the reduced excise. 

Lheem said that there has to be 
consistency in the government’s 
policy, otherwise there would be a 
problem in planning and developing 
vehicles. “And in case there is any 
shift in policy, there should be 
enough lead time given to manu- 
facturers to make the necessary 
changes because developing a car is 
a long-drawn and complicated 
process,” Lheem said. 


End Game, But No Winners 


The Haldia Petrochemical stalemate may persist. 


HOSE WIN IS IT ANYWAY? SOON 

W after the Company Law 
Board (CLB) gave its verdict on the 
Haldia Petrochemical (HPL) case 
on January 31 (after a hearing 
that lasted for more than a year), 
directing the West Bengal gov- 
ernment to sell its entire stake to 
Joint venture partner Purnendu 
ChatterJee, many thought it was 
Chatterjee’s victory over the state. 
The state thought it that way too. 
But 24 hours later it did a flip- 
flop, harping on the particular part 
of the CLB verdict which upheld 
the West Bengal government's al- 
lotment of 150 million of HPL 


shares to Indian Oil Corporation 


(IOC) for Rs 150 crore. The 
Chatterjee group obviously isn't 
celebrating any more, having found 
reason to be unhappy with the CLB 
offer. Result? The imbroglio over 
HPL's management control seems 
to be far from over even after the 
CLB order. Both Chatterjee's TCG 
group and the state are keeping 
open further legal options. 

*An amicable solution is still 
possible, if the state so desires. 
We'll try not to do something that 
may antagonise the state," says a 
close aide of Chatterjee, trying to 
hide their disappointment over 
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the CLB order. Nirupam Sen, West 
Bengal Commerce and Industries 
minister, adds: “We are not averse 
to selling out our entire stakes in 
HPL to TCG, provided they take it at 
one go and make upfront pay- 
ment. But we are considering all 


legal opinions and not ruling out 


moving the Calcutta High Court, 
challenging the CLB order either." 
In the present scheme of things, 
the Chatterjee group has a 59.9 
per cent stake in HPL, the state has 
36.88 per cent and Tatas 3.2 per 
cent. However, if the state's stake 
sale to IOC is taken into account 
(which the quasi-judicial body has 
already upheld), then the equity 
structure on expanded capital 
would be TCG: 54 per cent, West 
Bengal Industrial Development 
Corp: 33 per cent, Tatas: 2.8 per 
cent and IOC: 9.6 per cent. 
Another sour point is the CLB’s 
directive that the price payable 
for the 520 million shares should 
be the fair price determined by 
the valuer appointed by it or Rs 
28.80, whichever is higher. TCG 
has been demanding appointment 
of an independent valuer as per the 
original joint venture agreement. 
The stalemate continues. 
RITWIK MUKHERJEE 


SAPTARSHI BISWAS 


Hyundai's Lheem: Double trouble 


While the Getz brouhaha was 
taking up time in India, HMIL’s par- 
ent company Hyundai Motor 
Company (HMC), which has climbed 
into the big league of automobile 
manufacturers over the past 
decade—spurting to sixth in the 
world—is in deep trouble back 
home. Chairman, Chung Mong- 
koo, is under investigation for 
allegedly diverting funds into a 
‘slush money’ fund, making 
Hyundai Motor the latest in a string 
of large Korean companies to get 
into trouble on corruption 
allegations. Hyundai Motor, how- 
ever, says that this is part of a 
political vendetta against their 
Chairman. 

To make matters worse for 
Hyundai, its belligerent union work- 
ers in Korea are striking over 
bonuses (which they ironically for- 
feited over strikes a couple of years 
ago) and the company is already 
losing production. The last major 
strike in Hyundai’s Korean facilities 
not only delayed exports (including 
products like the Terracan which 
were exported to HMIL) but also 
led to problems on the components 
front. HMIL still imports some criti- 
cal components for its vehicles from 
Korea, including all CRDi diesel 
engines. HMIL officials rubbish the 
possibility of the workers’ action 
in Korea having an adverse impact 
on the Indian operations. 

KUSHAN MITRA 
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an you 
the CFO? 


Most media finance heads 
are obscured by their bosses. 


OR OVER 10 YEARS, RONALD 

D'Mello was the Director- 
Operations and Finance (equiva- 
lent of a CFO) of media and enter- 
tainment major UTV Software 
Communications. In 2006, he 
moved up as Chief Operating 
Officer, and is today at the fore- 
front of the company's growth strat- 
egy. “The media business is tough. 
Creativity alone does not make 
sense. Making money is equally 
important," quips the 42-year-old 
D'Mello. 

D'Mello may be a rare exam- 
ple of a CFO in the Indian media & 
entertainment (M&E) sector moving 


E&Y's Nendick: Spotlight on CFOs 
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up to the top operational position, 
but his elevation does highlight the 
increasingly important role of the 
Finance Chief in M&E companies. A 
recent global M&E survey by Big 
Four consultants Ernst & Young, 
dubbed Centre Stage: CFOs and 
Finance Executives in the Spotlight of 
an Industry in Transition, concludes: 
“In the current global environment 
no one has a more pivotal role than 
the CFOs and other finance execu- 
tives, who must execute a command 
performance everyday before a de- 
manding global audience and all 
other stakeholders.” The survey was 
conducted among more than 200 
global finance executives, 46 of them 
CFOs and six of them from India. 
The survey highlights the larger role 
of the CFO, who has moved beyond 
the plain-vanilla finance function to 
assist the CEO in strategic decision- 
making, including scenario analy- 
sis, customer product analysis and 
investment optimisation. As John 
Nendick, Global Head (Media & 
Entertainment Practice), Ernst & 
Young, explains: “Rapid changes in 
the M&E industry have made it more 
complex and unpredictable. Along 
with several opportunities, there are 
risks as well that need to be consid- 
ered. This makes the CFO’s function 
critical, as he has to derive more 
value from existing investments and 
operations." 

However, CFOs of Indian M&E 
companies may have still not made 
this crucial transition. “After speak- 
ing to the Indian CFOs of media 
companies we find that CFOs are 
still involved largely with budgeting 
and related activities. They are still 
not involved in the strategy of the 
company overall. It will be at least 
three years before Indian CFOs of 
media companies take centre stage,” 
says Farokh Balsara, Head (Media 
and entertainment practice) at E&Y 
in India. That probably explains 
why only six Indian CFOs from the 
media companies participated in 
the global survey. Most CFOs who 


were contacted were not available. 
Clearly, the promoter’s towering 
shadow looms large over most 
Indian CFOs. 

ANUSHA SUBRAMANIAN 





Ace(r)s? 


Taiwanese major needs 
some wildcards in India. 


NDIA HAS BEEN A DIFFICULT MARKET 
to crack for the $11.31 billion 
(Rs 50,895 crore) Taiwanese elec- 
tronics giant Acer, which is strug- 
gling against entrenched competitors 
such as HP, Lenovo and HCL in the 
desktop and notebook segments. 
The company has just 3.6 per cent 
of the desktop market compared 
to over 30 per cent for both HP and 
HCL Infosystems. Even in notebooks, 
where it doubled its market share a 
couple of years ago, Acer slid back- 
wards recently in the face of a strong 
onslaught from rivals, most notice- 
ably from HP which signed on 
Bollywood star Shah Rukh Khan 
to promote its products. While sat- 
urated developed markets (espe- 
cially in the us and Japan) com- 
pelled Acer to shift its desktop focus 
to rapidly growing geographies such 
as China and India (where, accord- 
ing to MAIT, the hardware industry 
body, Pc sales for the first-half of this 
year grew almost 20 per cent to 
2.96 million units), there has thus far 
been little indication that its switch 
in strategy has been successful. 
“We have an almost invisible 
presence in the desktop market," 
admits S. Rajendran, General 
Manager (Sales and Marketing) at 
Acer India, who adds that the com- 
pany is now witnessing strong 
growth in two key segments, edu- 
cation and e-governance, and 
expects an upturn in its fortunes 
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imminently. In addition, Acer has 
also tried to create a new market 
niche with its Ultra Small Form 
Factor PC tower, which is a tenth of 
the size of a conventional 30-litre 
CPU and consumes one-third of the 
power conventionally used—all this 
without any compromise on power 
(with an Intel Core 2 Duo processor 
under the hood). It’s also competi- 
tively priced between Rs 39,999 
and Rs 49,999. “In the Indian mar- 
ket, desktops account for around 
85 per cent of the market and we 





Nat 
Acer’s Rajendran (left) and Intel’s 
Nair: Power duo 


want to grow our presence in this 
market aggressively,” says Rajendran. 
Acer’s problem is that while it looks 
to go toe-to-toe with its much larger 
rivals in the Indian market, it has 
more immediate problems in the 
form of Zenith and Lenovo snapping 
at its heels. “We believe we offer 
customers a good mix of price and 
value and we have been able to grow 
our market share as a result,” says 
Devita Saraf, ED, Zenith Computers. 

To shore up its presence in 
India, Acer has overhauled its sales 
and marketing set-up, by giving its 
field staff more responsibility (and 
more accountability) than earlier. 
“We used to have individual sales 
reps for desktops and notebooks, 
but we’ve now moved to a model 
where we give them overall 
responsibility for a group of re-sell- 
ers in a specific location,” says 
Rajendran. Acer’s other issue is to get 


Faster, Higher, Stronger 


Internet usage is driving the development of faster processors. 


UMP INTO SEAN MALONEY, AND 

| Bi likely to yank out Intel's 
latest ‘Core 2 Duo Extreme’ quad- 
core processor and ask you: “Did 
you think five years ago you would 
have needed that much computing 
power?" Before you finish shaking 
your head, the Executive Vice 
President & Global Head of Sales 
& Marketing at Intel will explain 
what's driving the development 
of faster processors. *People are 
spending more and more time on- 
line, and without the internet the 
personal computer is actually quite 
useless. Online video is already a 
big thing and the next big thing 
-will be real-time delivery of video. 
From anybody, anywhere and 
from virtually any device." And 
this brings Maloney to one of his 
favourite topics: Mobile broad- 
band. Maloney, who is being 
touted by some as the next poten- 
tial Chief Executive of the world's 
leading processor maker, played 
a key role in the development of 
the IEEE 802.16 standard, or 
WiMax as Intel calls it. Recently, 
Intel started a pilot WiMax project 
in Baramati in Maharashtra 
(Business Today, December 17, 


an uncluttered space in a crowded 
retail market, which aside from 
mainline vendors such as HP and 
Acer, also makes space for a raft of 
smaller brands and unbranded play- 
ers. “We sell our products through 
2,500 re-sellers and 106 exclusive 
outlets, but we are constantly fight- 
ing the clutter on the retail front,” 
says Rajendran. With PC vendors 
throwing up launches every 30-45 
days and HP and Dell expected to 
step on the gas in the next few 
months, the pressure is unlikely to 
ease on Acer anytime soon. 

RAHUL SACHITANAND 





Intel's Maloney: Genius inside 


2006) and Maloney believes that 
governments across the world have 
to take spectrum issues more seri- 
ously. “Information is like water, 
and from a pure capacity point of 
view, mobile radio broadband 
through standards such as WiMax 
will be the driver to get more peo- 
ple, especially in countries like 
India, access to that information.” 
And this Maloney says is what’s 
driving the development of new 
processors from Intel, especially 
for laptops. “We are already work- 
ing on the second-generation of 
WiMax standards called 802.16e, 
and our hope is to integrate the 
802.16 and 802.11 (Wi-Fi) stan- 
dards onto one processor.” 
KUSHAN MITRA 
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Tapping Peter 

to Pay Paul? 


PE may help the Ramoii 
Group repay depositors. 


T'S NOT OFTEN THAT A BUSINESS 
I group that’s accused of financial 
Jugglery gets a generous dose of 
private equity (PE). But then again 
the Ramoji Group, which owns 
Eenadu, Andhra Pradesh’s largest 
circulated Telugu daily, television 
channel ETV and Ramoji Film City 
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RITESH SHARMA 


(the group also has interests in 
foods, hospitality and financial 
services), isn’t your regular business 
conglomerate. Ramoji Rao, a key 
promoter of the group, is seen to 
be a supporter of the Telugu Desam 
party and, by virtue of that, an 
obvious baiter of the Congress, which 
is in power in the state. His news- 
paper and Tv channels regularly go 
to town with stories on alleged 
wrongdoings of Congress partymen. 

The Congress, for its part, 
never misses an opportunity to hit 
back—just as it did recently when 
one of the party’s Mp V. Arun 
Kumar raised questions about the 
manner in which Rao raised and 
held funds in Margadarsi 
Financiers—a Hindu Undivided 
Family Trust. The allegation is 
that the funds got invested in loss- 
making group entities. Arun 
Kumar felt it was time the group 
came clean on the solvency of its 
companies as that would help 
restore confidence of the deposi- 
tors of Margadarsi Financiers. The 
state government has set up two 
official inquiries: One, to investi- 
gate the alleged financial irregu- 
larities of Margadarsi Financiers; 
and the other authorises an 
Inspector General of Police in the 
CID to gather details and to file 
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Ramoji Group’s Rao: Blackstone to the rescue 





applications in relevant courts to 
take appropriate action against 
Ramoji. The man has responded 
by duly moving the Andhra 
Pradesh High Court, challenging 
the authority of both the actions. 

And of course his media chan- 
nels—both print and television— 
are serving as perfect platforms 
from which to deny the allegations 
and attempt to reassure investors 
that the group has the capacity to 
repay them. 

Perhaps these investors would 
have received a confidence booster 
last fortnight when PE major 
Blackstone said it would take a stake 
in Ushodaya Enterprises (UEL), the 
Ramoji group entity that controls 
Rao’s media firms. As per the deal, 
said to be one of the largest single 
investments in Indian media by a 
global PE player, Blackstone is 
expected to acquire over 20 per 
cent stake in UEL and have repre- 
sentation on its board. UEL expects 
to raise $465 million (Rs 2,093 
crore), which comprises Blackstone’s 
investment of $275 million (Rs 
1,238 crore) and $190 million (Rs 
855 crore) of bank financing. No 
further terms of the deals have been 
disclosed. The transaction is sub- 
ject to regulatory approval of the 
Foreign Investment Promotion 





Board and the Ministry of 
Information and Broadcasting. 
For the year ended March 31, 
2006, UEL posted a net profit of Rs 
56.8 crore on a turnover of Rs 
752.16 crore. A Ramoji group 
official explains that the funds have 
been raised for consolidation, 
restructuring and growth of the 
media businesses. He adds that the 
investment will help strengthen the 
group and unlock the promoters' 
investments, which could be used to 
repay depositors in Margadarsi 
Financiers. In an official statement, 
Akhil Gupta, Chairman & 
Managing Director, Blackstone 
Advisors India, says: “We believe 
that UEL is an ideal platform for 
Blackstone to play this highly 
attractive sector in India. We have 
been very impressed by UEL’s man- 
agement team and feel privileged 
that Rao has chosen Blackstone to 
be the company's partner as UEL 
enters this very important next 
phase of its growth." It's over now 
to the Congress. 
E. KUMAR SHARMA 


C meen eh 
TAS: 


Fuelled 
Focus 


With a bouquet of services, 
Starcom hits pay dirt. 





HEN RAVI KIRAN SAYS “NO 

media network in India offers 
as complete a solution to its clients 
as we do,” you would be tempted to 
dismiss it as yet another adman’s 
exaggerated claim. But the diminu- 
tive CEO of Starcom MediaVest 
Group (SMG) in India may actually 
not be guilty of overstating his 
agency’s bouquet of services. “We 
realised early on (Starcom was born 
in 2000) that Tv and print cannot be 
the only media that clients can look 
at in the long run. Our new game 
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UMESH GOSWAMI 


therefore was to take an inclusive 
view of media and develop spe- 
cialised skill-sets aggressively. That 
is how we started setting up new 
and non-classical units. Our business 
structure is based on discipline, ge- 
ography and sectors.” 

Discipline involves focussing on 
specialist business units such as dig- 
ital and entertainment, with 
Starcom Digital & Entertainment, 
out-of-home advertising with 
Enhance and sports with Relay. 
Taking care of the geography bit is 
Expanse, which is focussed on small 
towns and rural markets, whilst 
sectors mean that Starcom will set 
up separate agencies for specific 
high-growth industries, or even for 
a single client operating in such 
sectors. For instance, recently 
Starcom and Kishore Biyani's 
Future group jointly set up 
FutureWorks, which will manage 
the media needs of all companies 
and brands be- 
longing to the 
Future 
group. The 
size of the 
account Is es- 
timated at Rs 
200 crore an- 
nually. In the 














SMGQ’s Ravi Kiran 


Us, Starcom has a similar arrange- 
ment with General Motors; it has a 
separate agency called GM 
Planworks, which exclusively man- 
ages the auto giant’s $3.6 billion (Rs 
16,200 crore) account, with six of- 
fices and over 500 people. More 
recently, Ravi Kiran announced the 
launch of ‘C’, the first Indian 
agency to cater exclusively to the 
lifestyle sector. 

But it’s not all about just spe- 
cialist services. Starcom has also 
developed and inherited some pro- 
prietary tools. For instance, the 
agency strengthened its Tv plan- 
ning and buying last year by intro- 
ducing TARDIS, SMG's globally 
renowned TV tool, which incorpo- 
rates the world’s smartest and post 
powerful TV optimiser. TARDIS, say 
Starcom officials, can save clients 
anything between 5 and 25 per 
cent in planning costs alone on 
their Tv budgets, even as TV plans 
get dramatically superior. In 2005, 
Starcom also implemented a high- 
end transaction management system 
called StarScape, which allows 
smooth handling of large Agency 
of Record accounts. 

Starcom is now working to- 
wards coming up with new divi- 
sions in the areas of Diaspora 
beats pas and Word of Mouth. 
Ravi Kiran says diaspora 

marketing will begin 
sometime during 
2007 and that this 
unit will be based in 
Mumbai and help 
brands communicate 
with South Asians 
across the world. It 
will deal with 11 

markets where 80 

per cent of the 

non-resident Ind- 

ian population 
lives. 

With such spe- 
cialist skills, it isn’t 
surprising that 
Starcom says it’s 


been growing in excess of 40 per 
cent over the past three years. 
Which is probably why Ravi Kiran 
can afford to be choosy when sel- 
ecting clients. Currently the agency 
has a basket of 40 clients. “We be- 
lieve we have a responsibility to 
keep up the servicing levels to clients 
and also allow our people the free- 
dom and time to grow... Mindless 
pitching is a recipe for disaster. We 
have fairly well defined criteria on 
the basis of which we choose clients. 
In fact, many of our clients that we 
service today have given us busi- 
ness without a pitch. We are also 
clear that we want only those clients 
who have a forward view of con- 
sumers, brands and media,” adds 
Ravi Kiran. And you thought they 
didn’t exist! 

ANUSHA SUBRAMANIAN 





the Back End 


Now, agri-retailers eye the 
microfinance route. 


N A BID TO SHORE UP SUPPLY SIDE 

linkages for their agri-retail busi- 
nesses, in the rural and semi-urban 
markets, conglomerates like 
Reliance, Bharti-Wal-Mart, Panta- 
loon Retail and Subhiksha are all set 
to turn financiers. If media reports 
are to be believed, some like 
Reliance Industries (RIL) have 
already approached the Reserve 
Bank of India (RBI) for permission to 
institute Non-Banking Financial 
Companies (NBFCs), which would 
tap the microfinance route. RIL 
officials had no comment to offer 
on the matter. 

While the companies themselves 
are circumspect about divulging their 
plans, reliable industry sources 
indicate that, to begin with, the total 
scale of operations would be a 
modest Rs 7,000-10,000 crore. 
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Nonetheless analysts are bullish on 
the possibilities it may hold for the 
microfinance sector, which currently 
services no more than 8 million 
households and 70 per cent of 
whose operations are concentrated 
in the four southern states. “The 
only way companies can control 
supply chain dynamics is through 
the finance route,” says Gokul 
Patnaik, Chairman, Global 
AgriSystems, “this therefore is a 
good strategic move.” Adds 
Damodar Mal, President (Foods), 
Pantaloon Retail: “This is a lucrative 





Ramping up retail: New finance route 


space considering the scale of the op- 
erations involved and also because 
there are no real entry barriers.” 
But not everyone is convinced. 
Says Achla Savyasachi, Associate 
vp, Sa-Dhan, a Delhi-based repre- 
sentative body of microfinance 
institutions (MFIs): "Large companies 
have enormous overhead costs, 
which will be passed on to the cus- 
tomer. Moreover, these companies 
do not fully understand the dy- 
namics of the microfinance space.” 
In fact, industry is already rife with 
speculation on whether the biggies 
will go it alone or will partner or 
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Harmonic Change 


Saregama beefs up on the creative and technical fronts. 


HEN RPG GROUP COMPANY 
Saregama hurtled into the 
red in 2003-04, Vice Chairman 
Sanjiv Goenka took a decision to 
de-risk the company's business 
model by diversifying away from 
the fickle business of Hindi music. 
The company has since turned 
around, and forays into home 
videos, online music distribution 
and film production have helped 
the 105-year-old company spread 
its risks. Now, however, Saregama 
is seeking to spread its wings 
within the music segment itself. 
Explains Subroto Chattopadhyay, 
President & CEO, Management 
Board Member, RPG Enterprises 
(Entertainment Sector): *It was 
decided that we would look at six 
verticals: Creation and exploita- 
tion of music in every single for- 
mat, the creation of television con- 
tent, films, radio content, events, 
and the sixth being the network 
business—as in, how do we get 
across to the consumer." 
One way Chattopadhyay plans 
to exploit music is to go back to 
the languages and focus on 
regional markets—Bhangra for 
Punjab (and also London), Bangla 
for Kolkata, Telugu for Hyderabad 
and so on. Another way to do it is 
via the audio-visual medium. As 


Chattopadhyay puts it: *What we 


have done is embedded within 
the system people who under- 
stand the subject. That is the rea- 


acquire existing MFIs. *We have to 
contend with issues related to cred- 
itworthiness and default on pay- 
ments," admits a Bharti insider, 
“this will make it imperative to 
partner existing players in the MFI 
space."  Cautions  Kalyan 
Chakravarthy, Country Head, Food 
& Agri-Business, YES Bank: 





RPG’s Chattopadhyay: New music 


son why for Hindi content we 
have people like B.R. Sharan, an 
advertising veteran, Vijay Laxmi, 
a veteran of radio and renowned 
film maker Aparna who bring 
creative and technical know-how 


. on board." He also points out 


that with the introduction of these 
people, the capabilities of the 
company have taken a jump-shift. 
“We will support them, build little 
organisations around them, and 
then allow them to build their 
own eco-system.” Adds Sharan, 
Chief Creative Officer, RPG 
Enterprises (Entertainment Sector): 
“What I hope to bring to the table 
really is the experience of adver- 
tising, to focus certain types of 
movies towards certain types of 
consumers,” 

DEEPTI KHANNA BOSE 


“Retailers would need to check the 
quality of MFIs they are partnering 
with or taking over. The business 
model has to be parameterised, one 
that adopts a participatory 
approach, as issues of ownership 
and security are interrelated in the 
microfinance space.” 

AMAN MALIK 
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There are no excuses. Your package must get from A to B on time. Period. But between 
A and B a lot of crazy things can happen. Precisely why we go all the way to monitor 
your shipment using a 24x7 track and trace system. This state-of-the-art technology 
allows us to proactively inform our customers in real time of any problems that may 
affect their delivery. It's how our Quality Control Centre can maintain a contingency 
plan for every stage of delivery. And it's why ‘fun runs’ remain just that, fun. 


Contact DHL Express 24x7 at 30 300 345 & 1 800 111 345. www.allthewaydhl.com 
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HE WINNING HABIT IS OFTEN CONTAGIOUS, AND NONE ILLUS- 

trates that better than HDFC Bank. For the fourth year in a row, 

the Mumbai-headquartered private sector bank has been 

adjudicated the best bank in the 13th Business Today-KPMG 

study on India's best banks. In a year in which the survey has 
been modified, to include in addition to an analysis of the perform- 
ance for the last financial year, a report card for the past three years, 
HDFC has been able to regain the numero uno position. This would 
mean that the bank is also being recognised for its consistency of per- 
formance over a specific period of time. 

In the 2006 sweepstakes, HDFC Bank has edged out arch-rival 
ICICI Bank in the overall rankings. More specifically, it’s come up trumps 
on various parameters, which include return on assets, return on 
capital employed, fee income growth, net non-performing assets 
(NPAs) and the ratio of net interest income to average working capital 
funds. But it isn't as if ICICI Bank has been blanked out by HDFC 
Bank. For its part, the bank headed by K.V. Kamath is top dog on pa- 
rameters like deposit growth, advances growth, operating profit 
growth, capital adequacy ratio and operating profit per branch. Small 
wonder then that icici Bank has seen a major jump in ranking, from 
I3th position in 2005 to the #2 position in the most recent study. Best 
of all, icici Bank, which is the country's second largest bank after the 
state-owned State Bank of India, has come out as the fastest growing 


MOST PRODUCTIVE 


RANK BANK OPERATING PROFIT/ 
EMPLOYEES 

1 Citibank NA 0.49 
2 Standard Chartered Bank 0.32 
3 HSBC 0.26 
4 . ABN AMRO 0.19 
9 ICICI Bank 0.18 


Figures in Rs crore 


BEST ASSET QUALITY 





RANK BANK NET NPA TO 
ADVANCES (96) 

1  ABNAMRO 0.11 
2 Andhra Bank 0.24 
3 Punjab National Bank 0.28 
4 Standard Chartered Bank 0.36 
9 . HDFC Bank 0.44 





Nothing new, we are #1 again: HDFC Bank has been consistent in its performance over the past few years 


FEBRUARY 25 2007 BUSINESS TODAY 73 


INVA SO HSAWN 


bt 


SOUMIK KAR 


best banks 





Œ 


ABN AMRO has tumbled from #3 to #16, but Country 
Representative Romesh Sobti would be happy with his 
bank’s low net NPA to advances 


bank in the BT-KPMG survey. Clearly, if icici Bank has 
been judged the fastest growing bank, it’s being 
rewarded for its steadfast and aggressive focus on size 
and volumes. This is amply reflected in the bank’s un- 
compromising and relentless forays into international 
and rural markets, even as it seeks 
to tighten its grip on the lucrative 





Citibank’s Country Head Sanjay Nayar has done well 
to ensure the top slot for his bank on the productivity 
per employee front 


recent study. Standard Chartered Bank’s Indian arm 
contributes almost 10 per cent to the global operations 
of the bank. In the last five years, the bank’s balance 
sheet size has swelled from Rs 20,260 crore to 
Rs 48,182 crore. Today, if one judges a bank purely on 
returns on assets or growth and 
productivity, then StanChart will 


urban segment, where an ever-in- MOST EFFICIENT emerge as the best bank in the 


i d . Standard Ch d Bank 
cassis ensuring that the retail bank. USL RM A M todo has a network of 81 bran- 


ing engine keeps chugging along | RANK BANK 
smoothly (at least, so far). š 
For most observers of the bank- ` 





A Indian Overseas Bank — 27.23 


= ROCE(%) ches, 16,228 employees and an in- 
vestment of $1.5 billion (Rs 6,750 


crore) in India. 


ing industry, having HDFC Bank 2  AlahabadBanh ^ 2367 Amongst the PSU pack, the 
and icici Bank amongst the top2 3 Standard Chartered Bank 23.21 South India-based Corporation 
wouldn't come as a surprise, al- 4 Federal Bank 2283 Bank is the highest-ranked state- 


——w — 


though it can be debated till the 5 State Bank of Hyd erabad — 2201 owned bank, at #6, relegating the 


cows come home about which 
bank should have coveted the #1 


ition. But th - 
Prises lower down the lí For in. DOS] CAP 
BANKS 


stance, Standard Chartered Bank, 

the largest foreign bank in terms of FRANK BANK 
balance sheet as well as net profitin ~ = m7 
India, has improved its ratingina € IDBI Bank 


ROCE: Return on cap 





. CAPITAL ADEQUACY RATIO 


biggies like State Bank, Bank of 
Baroda and Bank of India lower 
ITALI SED down in double digits. Corporation 

Bank has scored well on parameters 
like net NPAs, cost-to-income ratio 
and return on assets. 


ital employed 


= 1480% Winner Takes it All 


big way, from #8 last year to #3, 2 Andhra Bank - | = 14.00% On the asset quality front, it's ABN 


while its competitors in the for- 3 Corporation Bank à 
4 Federal Bank 


eign banking space, Citibank, HSBC 
and ABN AMRO, have seen their S 


13.92% AMRO Bank that has grabbed the 
^ 13 75% top slot, courtesy its lowest net 


NPA to advances figure of 0.11 per- 


ranking going down in the most -9 State Bank of Patiala” 13.6/75 — cent. HDFC Bank has a net NPA to 
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IDBI Bank, with V.P. Shetty at the helm as Chairman & 
Managing Director, has registered the highest deposit 
growth over two years 


advances number of 0.44 per cent. At a time when the 
financial services sector has seen a major churning of 
employees, all the four foreign banks are clear winners 
in terms of productivity per employee with the top four 
places being occupied by Citibank, Standard Chartered 
Bank, HSBC and ABN AMRO, in that order. Citibank has 
got the highest operating profit per employee, with the 
figure standing at Rs 0.49 crore. 

Capital is yet another tool which, if used effi- 
ciently, can result in higher returns for shareholders. 
The public sector Indian Overseas Bank has got the 
highest return on capital employed at 27.23 per cent 
followed by Allahabad Bank at 23.67 per cent. 

With credit growth outpacing the deposit growth, 
IDBI Bank, though with a small base of deposits, has 
seen the highest cumulative ave- 
rage growth of 60.86 per cent 
over two years of its total dep- 
osits. The other top gainers inc- 
lude ICICI Bank, ABN AMRO, UTI 
Bank and Hprc Bank. 


Ex IDBI Bank ./— .X— 
Fall from Grace 2 |CICI Bank 
Interestingly, there are some 4  ApNAMPn o 
banks that have shown a dismal de Rem 
performance, which is reflected in. -= HULDE eo 804 da 
5 HDFC Bank 


a plunge in ranking. Those who 
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have slipped down the pole include Vijaya Bank, 
State Bank of Patiala, Andhra Bank, and Punjab 
National Bank. 

Vijaya Bank has fared poorly on return on capital 
employed, which languishes at 7.79 per cent as against 
the #1 bank within this parameter, Indian Overseas 
Bank, whose ROCE is an impressive 27.23 per cent. 
Vijaya's fee to total income was at 7.75per cent and re- 
turn on assets (ROA) the lowest at 0.40 per cent. Those 
sitting at the bottom of the study include Bank of 
Maharashtra, Central Bank, uco Bank, State Bank 
of Bikaner and Dena Bank. 

Starting this year, the BT-KPMG study has started a 
new category to reward smaller sized banks with a bal- 
ance sheet size of less than Rs 20,000 crore but with 
more than 10 branches. State Bank of Mysore has 
emerged as the best bank within this club followed by 
Kotak Bank and Karur Vysya Bank. In fact, many 
old private sector banks figure at the bottom in terms 
of ranking due to their sagging financials. These are 
Bharat Overseas Bank, Catholic Syrian Bank, Ratnakar 
Bank, Bank of Rajasthan and Development Credit 
Bank. These banks have plenty of catching up to do, 
what with the banking industry getting extremely 
competitive. Many of them will have little option 
but to merge or be acquired by a stronger entity. 

BT-KPMG has ranked Centurion Bank of Punjab 
as the fastest growing bank amongst those with a bal- 
ance sheet size of less than Rs 20,000 crore, but with 
more than 10 branches. Rana Talwar's Centurion 
Bank of Punjab has witnessed a turnaround post 
change of management. This new generation private 
sector bank is already in growth mode with two ac- 
quisitions—Bank of Punjab in 2005 and Lord Krishna 
Bank in 2006—in the last two years. Talwar, who 
played a part in the global merger of Standard 
Chartered Bank and Grindlays in 2000, is aggres- 
sively eyeing inorganic growth back home. 

In the category of banks with a balance sheet size 
of less than Rs 20,000 crore, but with a branch net- 
work of less than 10, it's many of the second-rung for- 
eign banks that feature. Barclays Bank has been ranked 
number one followed by jp Morgan 
Chase and Bank of America. In the 
past, Barclays Bank has been quite 
active in the capital market arena in 
India. Now it's shifting focus to 
commercial banking. The bank has 


60.8676 roped in Samir Bhatia, formerly 
55.69% Country Head (Corporate Banking) 
— 12339, at HDFC Bank, as its Chief. Don't be 
ns Surprised to see Barclays winning 
.. 38.36% awards in other categories in the 

39.46 76 
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The premium sound sets a new standard for what you 
can expect from an all-in-one system that fits on a 
countertop. And now, our Multi-CD Changer lets you 
enjoy your music for hours on end. 

Press play. And enjoy. Simply slide one CD or MP3 
CD into the system's front slot and three more into 
the changer and have it deliver sound almost anywhere 
* you want. 

Hear the difference. The key to the room-filling sound 
is our advanced dual waveguide speaker technology. 
It works to reproduce deep notes, giving instruments 
like kettle drums and bass guitars a more 
natural presence. 

Other 


automatically 


advanced Bose technologies 
perform many of the 


painstaking adjustments needed for lifelike 





tonal balance. It’s your award-winning alternative to 


big stereo equipment. There are no wires to hook up. 
No complicated knobs to adjust. | 
Everything you need to enjoy music is inside: 
amplifiers, equalizers, speakers, CD/MP3 CD player 
and radio tuner. It's all engineered to work seamlessly 
together and be simple to set up and use. The small, 
credit card-style remote lets you control the functions. 
Six FM and six AM presets allow you to choose your 
favorite radio station with the touch of a button. 

Wish you TV or MP3 player had better sound? You 
can easily connect another audio source 
and use its lifelike sound to add extra 
enjoyment. The Wave? Music System is 
magnetically shielded so it won't distort the 


image on nearly TV and computer screens. 


Now with an optional 
` Premium Backlit remote 


For more information or to place an order 


Call free 1-800-11-BOSE (2673). 
SMS ‘QUERY’ at 989 970 2673. 


Visit us at www.boseindia.com 
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HDFC BANK VS ICICI BANK 


When Attack 


Growth is the burning objective for both 
HDFC Bank and ICICI Bank. And both 
are advancing at a scorching pace. 

The game plan of each, however, 
couldn't be more different, axan apuari 
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N THE SOLEMN WORLD OF COMMERCIAL BANKING, 
where suits and ties, convention and con- 
forming to a fault are the norm, it’s difficult to 
tell one banker from another. Aditya Tapishwar 
Puri and Kundapur Vaman Kamath are two re- 
freshing examples of bankers who don’t quite fit the 
mould—and who are as different from each other 
as black and white. The 56-year-old Puri, for 
instance, is unlikely to be spotted at an evening 
cocktail do (unless of course it’s the BT Best 
Banks Award ceremony), preferring instead 
to head home for an evening walk along the 
Worli Sea Face in Central Mumbai. Fifty- 
nine-year-old Kamath, for his part, is a ha- 
bitual networker, and is often heard in public 
forums articulating his vision for ICICI Bank or / 
his views on the state of the economy. A 
career banker, Puri is a chartered accountant 


GOALS, FOR AND AGAINST 


HDFC Bank scores on some parameters. . . 
PARAMETER HDFC BANK ICICI BANK 
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HDFC Bank's Aditya Puri: Focussing on high Source: BT-KPMG Figures for March'06 
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by qualification; Kamath is a product of IIM Ahmedabad. Prior to that, Puri 
earned a bachelor of commerce degree from Punjab University; Kamath did 
mechanical engineering from Karanataka University. Puri left his cushy 
Citibank CEO post in Malaysia to start HDFC Bank from scratch in 1994; 
Kamath, who started his career with ICICI Ltd (then a development financial 
institution) did an eight-year stint with the Asian Development Bank in 
Manila after which he returned to head ICICI Ltd in 1996. He went on to 
head icici Bank when ICICI Ltd was merged into it five years ago. 

When you have such distinctive personalities leading the charge at two 
of the country’s most respected and fastest growing banks, it’s perhaps un- 
surprising that the banks in question—HDFC Bank and icici Bank—are fol- 
lowing very different strategies for growth. To be sure, growth is the sin- 
gle-minded objective for both, but the game plan to achieve that 
growth couldn’t be more different. For instance, right from start, HDFC 
Bank's focus has been margin-led growth. icici Bank on the other hand 
is obsessed with volumes and market share. In the 13th Br-KPMG study 
on India’s best banks, HDFC Bank takes pole position, thanks largely 
to consistency of performance over the past few years. ICICI Bank 
has emerged as the fastest-growing bank in the survey. As far as 
scores go, HDFC Bank tallied 2,487.50, edging out ICICI Bank 
which follows close behind with 2,453. Whilst both banks ran 
neck-and-neck on parameters like operating profit growth and 
fee income to total income, what tilted the scales in HDFC 
Bank's favour was the quality of earnings ranking, where it comes 
in fourth, as against ICICI Bank's 33rd position. 

While HDFC Bank maintained its best bank status for the 
fourth year in a row, ICICI Bank has pole-vaulted from 13th po- 
sition in the 2005 ranking to the runners-up slot in 2006. A sec- 
tion of market analysts feels it's unfair to stack up the two banks 
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Deposit Growth (%) 53.48 65.38 


Advances Growth (%) 37.14 59.91 
Operating Profit Growth (76) 47.24 58.68 
Capital Adequacy Ratio (%) 11.41 13.35 
Operating Profit per Branch (Rs crore) — 3.7 8.1 
Source: BT-KPMG | Figures for March'06 ICICI Bank’s K.V. Kamath: Betting big 


on volumes and market share 
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against each other, as ICICI is more than three times 
HDFC’s size, which makes it difficult to compare their 
growth rates. HDFC Bank has a balance sheet size of Rs 
89,700 crore in March 2005-06, while icici Bank has 
a balance sheet size of Rs 2,82,400 crore. The former 
has a market capitalisation of $7.1 billion (Rs 31,950 
crore) while the latter has a market cap of $19.8 billion 
(Rs 89,100 crore). 

Put such numbers in front of Puri, and the 





Harish Engineer/ Country Head (Wholesale Banking), HDFC Bank 
"We want to explore opportunities in overseas 
markets to fund India Inc's acquisitions abroad" 
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How the two teams stack up. 








PARAMETER HDFC BANK ICICI BANK 
| Employees ^ 14833 "22000 
Board of Directors 10 17 
Customers 10 million 17 million 
Number of branches 983 660 
Cities 263 337 
Number of ATMs 1,471 2,600 
Credit card 2.75 million — 6.8 million 
Point-of-sales terminals 46,000 1.6 lakh 


Source: BT Research Figures for December’06 
Managing Director of HDFC Bank will most likely tell 
you: “It is the relevant size that matters, and not just 
size.” What Puri means is that his bank is amongst the 
leaders—either #1 or #2 in many segments, be it car 
loans, credit cards or personal loans. “We will not 
sacrifice margins for market share, but neither will 
we be in a business if we are not amongst the top 
three players," adds the Mp. 

For his counterpart at ICICI Bank, size is almost an 
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Chanda Kochhar/ Deputy MD (International), ICICI Bank 
"We have become larger than any other Indian 
bank present in the UK and Singapore" 
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V. Vaidyanathan/ Executive Director (Retail), ICICI Bank 
“We have been changing the mix of the liability. Our 
asset mix is also undergoing change" 


Obsession. “For a country growing at 8-10 per cent, cre- 
ating financial intermediaries of size becomes an 
absolute critical requirement,” Kamath had told BT 
recently. Puri agrees that *a country like India requires 
at least some banks with scale." But he's quick to add 
that “managing a domestic business and an international 
business is very different." 

Whilst Puri's vision is to make HDFC a world- 
class Indian bank, icici Bank has been aggressively 
chasing international growth. Today, 18 per cent 
of its business comes from foreign shores, and the tar- 
get is to take it to 25 per cent by 2010. It's not as if 
Puri has ruled out overseas forays, what with huge po- 
tential waiting to be tapped on the cross-border 
lending and as well as advisory fronts. Harish 
Engineer, Country Head (Wholesale Banking) at 
HDFC Bank, says: “We have recently set up a capital 
market group to explore opportunities in the inter- 
national market especially in areas like resource mo- 
bilisation for Indian corporate sector." *We want to 
set up a focussed international business," adds Puri, 
who is now eyeing rep offices or branches in countries 
like the Us, Canada, South Africa, Singapore, Hong 
Kong, Bahrain and Indonesia. *We are also studying 
the subsidiary model in countries like the Uk.” 

Puri might just be taking a good look at icici Bank's 
UK subsidiary, which runs the largest foreign banking op- 
eration with a focus on non-resident Indian remit- 
tances and internet banking services for local UK cus- 
tomers. "In just two and a half years, in some geogra- 
phies like the UK and Singapore, we have become 
much larger than any other Indian Bank, which were 
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Pralay Mondal/ Country Head (Credit Card & Two-wheeler), HDFC Bank 
“We are integrating technology and product offering 
to address customer needs” 


present in those geographies for decades,” says Chanda 
Kochhar, Deputy Managing Director at icici Bank. 
ICICI Bank is already reaping the fruits of successful 
international operations with the bank mobilising 
$2 billion (Rs 9,000 crore) through a bond offering; 
these funds will be deployed for India Inc’s march in 
overseas markets. Engineer adds that HDFC Bank too is 
extremely keen to borrow overseas, and thereby also 
play a role in funding India Inc’s overseas acquisitions 
and capacity expansions. 

Whilst ICICI Bank may be a step ahead on the over- 
seas front, the two are running in tandem back home 
with their strategies, not just in the cities but in semi-ur- 
ban and rural India too. HDFC’s game plan is two- 
pronged: To offer a better customer experience in 
the densely banked areas even as it explores new ter- 
ritories. For the next phase of its growth, HDFC Bank is 
working with Cisco in a bid to provide the next-gen- 
eration customer experience. The bank has been work- 
ing on this project for the last two years and most of 
these new measures would come into play in 90 to 120 
days. ^We are integrating technology, product offering 
and front-end customer contact to address customer 
needs," says Pralay Mondal, Country Head (Credit 
Card & Two-wheeler) at HDFC Bank. Puri is quick to re- 
mind you that future growth at HDFC Bank—like its cur- 
rent growth won’t be at the cost of margins. “That will 
allow us to take care of any shocks,” he says. 

It appears ICICI Bank doesn't have any such qualms, 
as it goes about aggressively chasing retail growth 
with the 300-million strong middle class as its target 
customer base. Yet, one way the bank is spreading its 
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THE ARMOUR AND THE CHINKS 


; Strengths and weaknesses TN " two banks. 
ICCI BANK | 


STRENGTHS - 


- W Strong balance sheet 
im Expanding international and rural loss 


8 Well-established subsidiaries in life and non-life insurance 
and AMC business — 


m Strong bench-strength 
WEAKNESSES 
bB Frequent capital dilution fs | 
.— W Lesser share in low-cost deposits, still to R lability mix 
W Large retail portfolio may breed NPAs going forward 
æ No promoters, shareholding quite scattered 








risks is by moving away from the big cities, into 
smaller towns and villages with a low-cost franchisee 
model (as against putting up higher-cost branches). Also 
fuelling the rural thrust will be acquisitions, like the re- 
cent one of the old private sector Sangli Bank, which 
has close to 200 branches in Maharashtra, most of 
them on the rural sugar belt. 

In the meanwhile, HDFC Bank has lined up products 
for the rural masses. “We are witnessing exponential 
growth in mini-metros and beyond as well as in prod- 
ucts like two-wheelers, auto and tractor loans, kisan card, 
gold loans and educational loans,” says Mondal. But 
acquisitions may not be its cup of tea. In the past, 
HDFC Bank did take a close look at Centurion Bank, Lord 
Krishna Bank and Global Trust Bank (which have since 
been acquired by Rana Talwa’s Sabre Capital, Centurion 
Bank of Punjab and Oriental Bank of Commerce, 
respectively). “Any acquisition must increase our mar- 
ket share, or add to our geographical coverage or reduce 
cost and add to scale,” says Puri. HDFC Bank made its 
last acquisition, of Times Bank, in 1999-2000. 

If icici Bank trails HDFC Bank on the quality of 
earnings and quality of assets fronts, it may be be- 
cause it still has to get its liability mix right, thanks 
to the legacy it inherited from ICICI before it was 
merged into bank. Even today, a substantial portion 
of its liability continues to be corporate deposits, 
whereas for the banking system it is quite the re- 
verse. HDFC has no such issues and in fact has the 
highest share of CASA (current account and saving ac- 
count) in the Indian banking system, at 55 per 
cent. ICICI Bank’s CASA share is in the 20-25 per cent 
region. “ICICI Bank is still a bank in transformation. 
We are not done yet,” points out V. Vaidyanathan, 
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HDFCBANK = na 
STRENGTHS Op 
m Large share of low-cost deposits, higher net interest magn = 
m Better quality of assets, BERNAD Ons ee 
m Free float available, Flis can buy its Stock — 

m Higher profitability —. 


WEAKNESSES 


m Marginal international presence — 

i No next line of leadership — 

m Not very aggressive in M&A space, growing oy organically 
m Possible takeover target 


who heads the largest retail portfolio in the country. 
“We have been changing the mix of the liability over 
the years. Our asset mix is also undergoing change,” 
adds Vaidyanathan. 

On Dalal Street, both stocks are perennial investor 
favourites, although HDFC Bank enjoys a superior 
price-earnings ratio (P-E), of 21 on 2007-08 earnings as 
against a P-E of 18 for ICICI Bank. “It’s purely the fun- 
damentals that give HDFC Bank a better P-E than ICICI 
Bank,” explains Kashyap Jhaveri, Banking Analyst at 
Emkay Share and Stock Brokers. There are those ana- 
lysts who argue that it is HDFC Bank’s vulnerability 
as a takeover target that gives it a better P-E, a theory that 
Puri is quick to dismiss. “We have got a better margin, 
a lower default rate, and less risky strategy,” he quips. 
Adds Manish Karwa, Banking Analyst at Motilal Oswal 
Securities: “HDFC Bank's return on equity is better; 
also foreign institutional investors can buy stock as 
free float is easily available." 

Banking experts say both banks needs a robust 
management in a market where talent is difficult to 
hold on to. Recently HDFC Bank lost two key people, 
Neeraj Swaroop to Standard Chartered Bank and 
Samir Bhatia to Barclays Bank. icici Bank has been able 
to build around its core team of Deputy Managing 
Directors Nachiket Mor and Chanda Kochhar, and 
Executive Director Vaidyanathan and Shikha Sharma, 


MD of the insurance subsidiary. "The bench-strength. 


results in better strategy formulation and execution for 
the bank,” believes Vaidyanathan. Clearly both banks 
have their areas of strength, which are enabling them 
to chase long-term growth. And there's ample room 
for both to grow in a booming economy in their 
own inimitable ways. I 
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OOTHSAYERS IN TIMES GONE BY HAD A MUCH 
easier task than those plying their art to- 
day. Even as late as, say, 1990, the world was 
round, slow moving and changes were easier 
to predict. At the start of 2007, the world has 
nearly become flat, the pace of change is dramatic and 
soothsaying requires great courage. In nature, the 
chaos theory states that the fluttering of a butterfly’s 
wings in the Amazon basin can cause typhoons in 
the Indian Ocean. Much in the same manner, in to- 
day’s inter-connected world, the hiring of one Indian 
software engineer in Bangalore can have a direct im- 
pact on the working of a production plant in the us, a 
sub-assembly plant in Brazil, a distribution hub in 
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Korea or an end-consumer in Finland. 


India's Rightful Place in the Global 
Economy - Marching Ahead 

Unless there is an unpredictable global event which has 
an impact on the state of many nations, this pace of 
change is likely to continue. In India, the building up 
of infrastructure—massive power projects, many 
more kilometres of highways, rapidly increasing tele- 
com, broadband and media penetration, continuing 
demand of connectivity-enabled back-office services, 
development of commercial and residential real estate, 
privatisation of transportation infrastructure—will 
fuel the next decade of growth. The good news does 





not stop here. The long-term strengths of the Indian 
corporate and SME sectors—innovative, hungry and 
not dependent on the Government or bureaucracy for 
their future—will sustain India’s competitive growth 
through a combination of rising exports and greater 
efficiency. The rapidly expanding services sector, 
which now contributes over 50 per cent of India’s GDP 
(up from roughly 20 per cent in the early 70’s), will 
continue to impress, as it caters to the unfulfilled 
needs of a vast majority of Indians. The traditional 
agriculture sector will also aim for higher growth, 
driven by a slew of government policies, coupled 
with the economically viable models being imple- 
mented by private companies. 

The broad-based consensus among political parties 
on economic policy will ensure that this growth con- 
tinues irrespective of which coalition Government is in 
power. While everyone envisages a few hiccups along 
the way due to appeasement policies or the slowing 
down of certain initiatives due to coalition politics, 
the broad consensus is that we are too far down the path 
to make any dramatic U-turns. India has chosen global- 
isation over protectionism and this decision is unlikely to 
be reversed. Based on these projections, we have decided 
to only build on an optimistic scenario, rather than 
build alternate scenarios of flattening or stagnation 
of the growth engine. 


Assessing the Risks | 
While we have decided to only take an optimistic 
scenario, it would be inappropriate to ignore potential 
risks. We need to recognise the predictable (trends 
based) major risks that the global and Indian economy 
must be able to overcome to sustain this growth rate. 
These risks, ranging from the impact of global warm- 
ing, rising costs of combating terrorism, high oil 
prices, impact of demographics (and related healthcare/ 
pensions costs)—could potentially derail some parts of 
the world economy. For India, additional risks such as 
galloping inflation due to an overheated economy, lack 
of speed in building up infrastructure, social unrest 
linked to the increasing gap between the ‘haves’ and 
*have-nots', and the instability on our borders, could 
create blips, which would need adjustments to our 
monetary, social or foreign policies. However, in our 
optimistic scenario, we predict that the impact of 
these risks will be contained, and managed effectively 
by the government, and will not create major speed- 
bumps in the way of sustained growth. 


Banking - Keeping Pace or Driving New 
Growth? 

The banking industry exemplifies the cutting edge 
of this rapid pace of change. The direct and conse- 


G7 Nations and Asia-Pacific Peer Group: 
How They Compare 


India's banking assets have shown impressive growth in the past five 
years— and yet are very small when compared to G7 countries and some 
Asia-Pacific countries. 
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GDP Growth (%), (2001-2005) 


Five-year CAGR (%) of Total Banking Assets has been calculated based on 
estimated numbers from The Economist Intelligence Unit 
Source: The Economist Intelligence Unit, Bloomberg 


Hypothetical Merger of Five Large PSU Banks— 
Comparison of Asset (Advances) Base 


While mergers amongst the public sector banks are expected to result in 
6 to 7 large banks, this may not be enough to get sufficient size. These 
banks would need to look at additional acquisitions locally and globally, 
to grow to a size that can challenge large banks in risk and resource 
management capabilities. 


(Five-year CAGR (%) FY 2002-06, Advances (A) in Rs billion) 
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Revenue Growth (%) 


@ Figures for foreign banks are as of December 31, 2005 
@ Financials for Indian banks are standalone numbers 
@ Hypothetical Merged Entity-SBI, BoB, Bol, PNB, Canara Bank 


Source: Company Annual Reports, One Source, Capital Line Plus 


quential impact of Enron was felt by banks across 
the world. The Sarbanes-Oxley Act that emerged in the 
wake of Enron, has banks in China, India and other 
developing nations struggling to manage global ac- 
counting norms. Cross-border deals, global hedge 
funds, sub-second forex arbitrage and funding of 
multi-billion dollar global IPOs are the order of the day, 
with the most aggressive banks assessing and taking 
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Revenue Growth vs Growth in Advances for 
Select Indian and Global Banks 


The best banks in India will continue to outpace global and local competitors 
in both revenues and advances growth rates—driving credit growth and 
fee-based income through faster penetration to support the fast-growing 
Indian economy. 


(Five-year CAGR (%) FY 2002-06, Advances (A) in Rs billion) 
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@ Figures for foreign banks are as of December 31, 2005 
@ Financials for Indian banks are standalone numbers 
Source: Company Annual Reports, Bloomberg, Capital Line Plus 


risks far beyond their operating borders or traditional 


banking roles. 


To drive these massive changes, and to manage 
the potential risks, India needs a much stronger bank- 
ing sector—bigger banks which are able to undertake 
greater risks, become globally active, raising and man- 
aging capital from around the world, while being 
highly efficient—to service all parts of the population 


through a low-cost model. 


The ‘Best Banks’ in India, in 2010, will need to 
start creating and implementing strategies in 2007 to 
seize the future opportunities for expansion. These 
banks will tie their future valuations to the growth 
models they will envision and action during the next 
two years. In view of the threat imposed by the pro- 
posed opening up of the market to global competition, 
these banks will grow organically and through ac- 
quisitions—to a size and efficiency that will enable 
them to take on other global banks of significant 


size and scale. 


The characteristics of the ‘Best Banks in 2010’ 
must be viewed in the context of global factors. As a 
part of this future gazing, we will also attempt to assess 
potential political, economic or social risks that might 
impact the performance of the banking sector in India. 
We will try to build two scenarios, which will evaluate 
the opportunities and threats that emerge, due to 


these risks. 


90 BUSINESS TODAY FEBRUARY 25 2007 


Revenue Growth vs Cost Income Ratio for 
Select Indian and International Banks 
The best banks in India in 2010 will have to manage to keep their cost- 


to-income ratio under control, even as they transform and continue to 
grow rapidly—organically and through acquisitions. 


(Cost-Income Ratio (%) for 2006, five-year CAGR (%) FY 2002-06, Net 
Profit (NP) & Market Cap in Rs billion) 


Average Revenue Growth CAGR 13.93% 
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Revenue Growth (%) 
@ Figures for foreign banks are as of December 31, 2005 
@ Financials for Indian banks are on standalone numbers 
Source: Company Annual Reports, One Source, Capital Line Plus 


Global Forecast Scenarios for 2010 and 
Potential Impacts on Banking 

Most economists that study the patterns of the global 
economy are warning of a slowdown in the Us economy 
over the next few years. While this is counter-bal- 
anced to a certain degree against the growth of the BRIC 
(Brazil, Russia, India and China) economies and an 
upturn in the Japanese economy, any slackness in the 
US economy generally triggers a global slowdown. The 
best global banks would have already hedged their 
business and profit models against such risks through 
rapid global expansion—more specifically into the 
BRIC economies. The rising incomes from operations in 
these economies will more than likely compensate for 
the slower growth in the Us. 

The larger universal banks will continue to thrive by 
spreading their risks and deployable capital across a port- 
folio of businesses, especially retail and investment 
banking. Organic growth for these banks will continue 
to take place through regional expansion, as permitted 
by regulatory authorities. Most will, however, seek to 
grow inorganically, through country-specific acquisitions, 
to rapidly acquire local presence through an existing set 
of customers, a reasonably sized business, and most 
importantly, local knowledge and capabilities. These 
banks will then leverage their global competencies to 


scale up operations and target the latent demand for 


value-added services, on a fee-based model. 


NT T ae i Ey g i TW <= AX W ET POWNZINIEGCc 38 7 ÀGTNCEYUWEZAUYGUUCOESTATÓ GIU X YTTCOUUO4mN£UKWA IFEPA,UUXQLUCYqUuUMWS1 
Ett y* qme P atin eS! ne a i cal ite aa Be a oa F Sey UDIN NG. 
^ - y - j . ? j” s > 
41 P , 


bt best banks 


4 


—— ree) ee ta aad 


x 
LI 
« ith D + 





Allahabad iBank reaches out to the common 
man, recognizing his aspirations and empowering him to make 
them a reality. With schemes that help build up SAVINGS; plans 
that provide funds for farming, education, shelter, transport and 
trading. Using modern technology that has made banking easier, 
more convenient, acceddible to all. r pledge f 


INDO ARYAN-2007 


For more details contact your nearest branch 


gongt qc» Z, ALLAHABAD BANK 


(A Govt. of India Undertaking) 


(SRA GH Bl SA) 
fea 2aT çT cb] IZZAT Kass A tradition of trust 
www.allahabadbank.in 








bt best banks 


The ‘Best Banks’ would also have built highly cost- 
effective operations structures through a combination 
of increased outsourcing of back-office operations to 
their own offshore captive units and reducing their Ir 
costs though a mix of lower cost solutions and long-term 
outsourcing deals. A set of specialist banks, with deep fo- 
cus on specific segments or products, will also thrive— 
with new business models created out of loosely cou- 
pled alliances of *best-of-breed" value propositions. 


The Elephant Gathers Momentum - India's 
Macro-economic Outlook for 2010 

India is expected to witness 8.5 per cent to 9.5 per cent 
CAGR GDP growth for the decade leading up to 2010— 
led by the services sectors, with strong support from the 
manufacturing sector. With fiscal controls in place, 
the economy, while thriving, should not have over- 
heated. 

B FDI inflows are expected to continue to fuel growth 
in many sectors especially retail, financial services and 
all areas of infrastructure. This FDI influx will allow these 
sectors to scale to globally efficient levels, and given 
growing demand due to per capita under-penetration, 
should deliver massive returns to investors (as has 
been witnessed in the telecom business). 

B SME growth is likely to aid growth in the manufac- 
turing sector. While the largest manufacturers may in- 
creasingly globalise through acquisitions and probably 
sacrifice short-term profitability, the huge SME base 


Revenue Growth vs Operating Profit Growth 
for Select Indian and International Banks 
Interestingly enough, both HDFC Bank & ICICI Bank are managing revenue 
and profit growth better than giants such as Citigroup and HSBC. 
(Five-year CAGR (76) FY 2002-06, Operating Profit (OP) & Market Cap 
in Rs billion) 

Average Revenue Growth CAGR 13.9376 
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@ Figures for foreign banks are as of December 31, 2005 
@ Financials for Indian banks are standalone numbers 


Source: Company Annual Reports, Bloomberg, Capital Line Plus 
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in India is expected to unleash itself through better 
credit or FDI Inputs, technology up-gradation, better dis- 
tribution and integration with global supply chains. 
m With renewed focus on agriculture through gov- 
ernment policy, private sector interest in the agri sup- 
ply-chain infrastructure and strengthening of agricultural 
credit, the sector is expected to show better results, thus 
enabling all round growth. 

m To hedge against the Us economy’s slowdown, 
India’s trade is likely to increase with China, Western 
Europe and south-east Asia/Japan. The slowdown is 
potentially a double-edged sword—while a rising rupee 
against the dollar might impact our exports, a slowdown 
in the US economy may result in other benefits such a 
larger push to outsource jobs to India and increase in the 
inflow of investment funds. 

m The demographic landscape (with roughly 50 per cent 
of Indians below 25 years of age) is expected to pres- 
ent new opportunities and challenges. This group has 
been characterised as better earning, with a propensity 
for higher spending and less focused on saving. While 
this trend would augur well for all sectors of industry, 
it would further necessitate a review of fiscal policies and 
strategies for managing the balance between credit 
off-take and deposit growth. 

m Although 2009 will be the year for parliamentary elec- 
tions, all sides of the political spectrum will be expected 
to promise to continue with the economic reforms 
programme. 


Comparison of Cost-to-Income Ratios and 
Return on Assets 


The best banks in India would need to constantly benchmark themselves 
against the best global competitors—especially value enhancement during 
periods of high revenue growth. 


For Indian Banks 
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Imagine if we suddenly discovered a new resource. An inexhaustible resource. A readily available 
resource. One that could help solve the problems of an energy-hungry world. At GE, we think we've 
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services to help upgrade our customers’ existing technologies for better environmental 
performance. Maybe, in time, we can help make the water a little clearer, the trees a little happier, 
the sky a little bluer, and the world a little closer to the way it was made. Just imagine it. 
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Indian Banking 2010 - Systemic 
Strengthening through Consolidation and 
De-control 

The banking industry will most likely see dramatic 
changes between 2007 and 2009. The Government, 
with a plan to spend over $350 billion on infrastructure, 
will need to prevail on the RBI to open the doors to allow 
global banks entry, partly to help in funding this growth 
and partly to strengthen the system. Capital account con- 
vertibility, integrated pan-India payment systems, and 
synergies with the growth in capital markets and 
insurance, would be among the many expected sys- 
temic changes that would fundamentally re-shape the 
dynamics of the banking industry. 

m Consolidation is expected to take place among the 
public sector banks, resulting in the formation of six or 
seven large banks. These consolidated banks would 
shore up their balance sheets and would be better po- 
sitioned to allocate risk capital under the Basel II cap- 
ital adequacy norms. This consolidation would further 
improve the risk profile of the banking industry and the 
Indian economy, by substantially reducing the threats 
of weak bank failures and better corporate gover- 
. nance. These larger banks would be better positioned 
to undertake larger risks and would be able to ensure 
higher shareholder returns, subject to them re-vitalising 
their human resource management models and effi- 
ciently managing merger-linked issues. If this does not 
happen, the consolidation exercise and post-merger 


Cost-to-Revenue Comparison for Indian 
Banks 2006 


The best banks are likely to grow their asset base at lower costs through 
product and distribution innovation coupled with better risk control. 
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value creation is expected to remain a major risk. 

m It is highly unlikely that any of these consolidated 
banks will enter the league of the Top 50 global banks 
in terms of asset base by 2010, but the leaders would 
have charted out aggressive acquisition-led growth 
paths to gain a meaningful size. Until then, the Indian 
corporate world, as well as large infrastructure builders 
would have to continue to raise funds through lead 
global banks or overseas consortiums. The leading 
Indian banks are expected to continue to go global by 
opening up additional overseas branches that allow 
them to be a part of these consortiums. 

m To improve competitiveness in relation to global 
banks, the Government would need to dilute its stake 
to below majority shareholding in public sector banks. 
This would ideally be achieved through a combination 
of sale of large stakes to the Indian private sector 
and/or global banks, and through public sell-offs. 
While RBI policies are expected to ensure that all banks 
comply with socialistic banking and priority sector 
norms, these banks would be able to freely define 
new growth strategies—capital deployment, global 
branch expansion, new product introduction to enhance 
fee-based income and stronger control over risks. 

m The RBI might allow large corporate houses with a 
proven track record of good governance to convert 
their Non-Banking Financial Companies (NBFCs) into 
banks. These banks could bring in major global banks 
as strategic partners (much like the earlier developments 


Revenue Growth vs Market Cap Growth for 
Select Indian and International Banks 


The best banks will make strategic decisions which will directly and 
positively impact their short-and long-term value growth and market 
capitalisation. This will differ from other banks who will react to changes 
and thus be seen as creating lesser value for their shareholders. 


(Five-year CAGR (%) FY 2002-06, Net Profit (NP) & Market Cap 
in Rs billion) 
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Maybe oceans could be reservoirs. 
Water Technologies from GE can turn seawater into drinkable water for places 
in short supply. Finally, water for the 1/3 of the world not covered by it. 
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Revenue/Branch 2006 (Rs million) 


Innovation in operating models, back-office centralisation, effective sales 
force to generate fee-based income, optimised IT solutions would continue 
to be the drivers of enhancing productivity metrics. The best banks in 
2010 will need to strive to reach the productivity metrics established by 
leading global players. 
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Revenue/Branch 2006 (Rs million) 
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in the insurance industry) and further strengthen 
the sector. 

m Additional strictures and tighter control of the reg- 
ulatory framework are expected to fortify the system by 
reducing the number of weak cooperative banks and 
small NBFCs. These small players would most likely 
be forced to merge with stronger private, foreign and 
public sector banks, as compliance with capital adequacy 
norms is expected to be a severe challenge. While 
market forces are likely to ensure that the shareholders 
of these banks get a fair deal, customers would have to 
be managed carefully during the transition. 

m Banks with better control over their risk assessment 
are likely to aggressively expand their portfolios by buy- 
ing distressed assets from the public sector and smaller/ 
weaker banks. These assets would probably be available 
at deep discounts—but would hold a good promise of 
returns, driven by better management of the recovery 
process and availability of better structured offerings. 
m The combination of consolidation and entry of more 
private and foreign banks would ideally result in far 
greater penetration of financial services in India— 
with banks taking competitive positions by product, 
market or customer segments. Large universal banks 
would thrive, driven by size, diversity in their product 
portfolios, enhanced capacity to underwrite larger 
risks and pan-India service networks. Niche or fo- 
cussed banks would need to build value propositions for 
specific customer segments, driven by high-quality 
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Revenue/Employee 2006 (Rs million) 


While the cost per employee for the top banks is more or less the same, 
the differences in revenue per employee are stark. 
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Revenue/Employee 2006 (Rs million) 
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skills and deep understanding of customer needs. 

m Together these banks could create a stronger ecosys- 
tem, which would be extremely critical to sustain a 
strong foundation for the India growth story. 


The Best Banks in India in 2010 - 
Strategically Focussed to be the Best 

The “Best Banks in India in 2010” will not be the best 
by chance nor will their position be guaranteed by 
size or P-E (Price-Earnings) multiples on the stock mar- 
kets. The “Best Banks in India in 2010” will have 
reached leadership positions by demonstrating resilience, 
flexibility and focussed strategic intent, as measured by 
key performance indicators. 

These indicators would eventually add up to the 
three elements that make up shareholder value—return 
on equity, growth and brand value. 

Underlying these three results would be a slew of 
metrics that would measure both market facing and 
internal strengths. While banks would still be measured 
by quantitative assessments, parameters such as brand 
value would also be assessed. KPMG has developed a 
“Value Assessment Framework for Banks” which 
defines the end business results, the underlying drivers 
and some examples of metrics which will be used to 
measure results. 

KPMG has also developed a view on the perform- 
ance that is likely to be demonstrated by the ‘Best 
Banks’ across a few key metrics. 


The wind. A power source that nature approves of. 
Together, all the GE Energy wind turbines in the world could 
produce the amount of energy needed to power millions of 
homes. Nice job, Mother Nature. 
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Revenue Growth vs Cost-to-Income ratio 

Revenue growth and the impact on a bank’s cost-to-in- 
come ratio is one of the critical ratios that will matter. 
Banks that grow with a fiscally responsible strategy will 
be rewarded more than banks that grow tactically or 
with a short-term opportunistic vision. The next few 
years will most likely see banks struggling to control this 
ratio. It is expected that costs related to growth initia- 
tives such as increase in global operations, deeper 
retail lending penetration and post-merger integra- 
tion efforts, will escalate at a faster pace than the initial 
income flow from these initiatives. 

Revenue Growth vs Operating Profit Growth 

The Best Banks will strategically manage both the 
challenges of high revenue growth and increased 
operating profits. The challenge, in the Indian context, 
will be to demonstrate this growth in a time of rapidly 
changing scenarios. With the likely easing of capital 
deployment norms, better quality asset portfolios 
through managed risk and securitisation, and the 
expectation of higher revenues in a booming economy, 
the Best Banks would ideally be in a position to increase 
their operating profits. 

Cost-to-Income ratios vs Return on Assets 

The best global banks are constantly focussed on 
ensuring that they get the best returns on their as- 
sets—however, many banks do this at a very high 
cost. In 2010, as today, the market is expected to 
value higher those banks that manage to get best RoA at 
low cost-to-income ratios. 

Cost/Asset vs Revenue/Asset 

Banks that are unable to manage their costs for creat- 
ing assets will always be underval- 
ued, even if the revenue generated 
by these assets is higher. The ‘Best 
Banks’ of the future will manage 
this through better fiscal manage- 
ment and innovation of the asset 
creation process. 

Productivity and Efficiency 
These standard measures of rev- 
enue per channel and employee 
will be essential to understand 
internal efficiencies and optimised 
operating models. For large 
Indian banks, these measures 
would also reflect the results of 
any organisational transforma- 
tion effort. The Best Banks would 
be constantly striving to improve 
these parameters through better 
customer segmentation, optimised 
delivery for each segment and 
aggressive selling programmes. 
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Sanjay Aggarwal (R), Head, Financial 
Services and Ravi Trivedy, Executive 
Director, Advisory Services, KPMG 


Return to Shareholders 

The ultimate test for India's Best Banks would be the 
return they provide to shareholders—either as they 
dilute original promoter stakes to global entrants or as 
the valuation received at the time of consolidation. In 
the past, superior market valuation was seen as the out- 
come of good business operations and the resulting 
profitability. In today's times and very likely in the 
future, strategies would need to be specifically developed 
and implemented to create greater market value. 


Conclusion 
The “Best Banks in India in 2010" are not going to - 
achieve this position by chance. Given the backdrop of 
the opportunities and challenges thrown up by India's 
growth and other global mega-trends, these banks 
will surely develop and execute strategies that will 
allow them to be globally competitive. 

While these banks may not end up being the biggest 
or the most profitable in 2010, they would most cer- 
tainly demonstrate leadership in profitable growth. 
They are expected to grow at par with their global 
counterparts by successfully broadening their local 
and global reach, managing deeper and innovative 
penetration into their target segments and by making 
local and overseas acquisitions. 

These banks are expected to strategically focus on 
managing the diversification of their portfolios to hedge 
their risks, while continuously optimising their capital 
deployment to ensure the right balance between risk, 
return, compliance, long-term potential, short-term 
opportunities and obligation to society. The likely cxo 
level focus on developing a highly 
productive and efficient workforce, 
supported by best-in-class technol- 
ogy and optimised operating mod- 
els, is also expected to differentiate 
the ‘Best Banks’ from the rest. 

Finally, to ensure that all their 
stakeholders benefit from this value 
creation, the Best Banks are exp- 
ected to continue their efforts tow- 
ards improving transparency and 
accuracy in reporting, and com- 
pliance and operational diligence in 
their operations, as foundations of 
good corporate governance. 

As a result, these banks will be 
seen not only as strong financial 
pillars of the country, but also as 
strong brands with deep intrinsic 
value, which would ultimately be re- 
flected in the global acceptance of 
their market valuation. 8B 


INVAASOD HSAWN 


T Introducing a different wau of seeing coal. 
Cleaner Coal Technology from GE can markedly reduce emissions 
compared to traditional coal plants. Coal looks different already. 
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The Quiet Performer 


It may not have the profile of, say, Citi, but it’s both 
the largest and the best-performing foreign bank 


in India. ANAND ADHIKARI & MAHESH NAYAK 


TANDARD CHARTERED BANK IS DOING STRANGE 
things for a foreign bank. In the last couple of 
years, it was allowed to open only half-a- 
dozen branches, and it opened these in un- 
usual places like Andheri, a Mumbai sub- 
urb, Pitampura, near the Wazirpur Industrial Area in 
Delhi, Race Course Road in Indore, Sardar Patel Marg 
in Allahabad, and the fast emerging Thane District of 
Maharashtra. That’s quite a change from the days 
when foreign banks would only think of setting up shop 
in “posh” big city areas. 

Surprised? Don’t be; just glance through the bank’s 
business portfolio and new focus areas and you'll realise 
why. Standard Chartered is looking at mid-size com- 
panies, the agri-business and the small-ticket personal 
finance business to power its growth in the country. ^We 
will keep expanding our client base in the middle mar- 
ket and also participate in the entire agri-chain," says 
Neeraj Swaroop, CEO of the bank in India, adding: 
*[ndia is a core part of our global business plans." 
That it is. The Indian operations contribute 10-12 per 
cent of StanChart’s global 
revenues. Very few for- 
eign multinationals rely 
as heavily on their Indian 
operations as Standard 
Chartered Bank does. 
This has happened 
mainly over the last five 
years. The size of its 








net profits pole-vaulted from Rs 384 crore to Rs 904 
crore. ^The last 5 years have probably been the best 
years for us," says Swaroop. The ranking says it all. 
Standard Chartered Bank has jumped from #8 last year 
to #3 on this year’s list. Today, if one judges a bank 
based purely on return on assets or growth or pro- 
ductivity, then Standard Chartered Bank will emerge as 
the best bank in the country (See Benchmark Bank). 
Now, Swaroop and his team are raising the bar. In 
wholesale banking, a traditional stronghold of the 
bank, it is targeting revenues of Rs 4,500 crore by 
2010-11, up from Rs 1,462 crore now. In its crosshairs 
are SMEs, Indian MNCs and hedging products. And it has 
shifted its strategic focus from pure working capital 
lending to more sophisticated products like risk man- 
agement, derivatives, cross-border products, corpo- 
rate advisory solutions, corporate finance, commercial 
real estate financing and micro-finance. Within this seg- 
ment, StanChart is marketing itself aggressively to 
companies with turnovers of Rs 75-500 crore. "Many 
small and mid-size companies have aspirations of 


A CUT ABOVE THE REST 


StanChart makes its assets sweat better than other foreign banks. 
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(In Rs crore) 


Source: BT—KPMG Study 
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growing big and we are there to support them," says Bala 
Swaminathan, Regional Head (Wholesale Banking) at 
Standard Chartered Bank. The strategy is paying off—by the 
end of 2007-08, business from the mid-size corporate seg- 
ment, which is growing at 40 per cent per annum, is ex- 
pected to contribute 20 per cent of its wholesale business; by 
2011, this is expected to rise to a third. 

Indian MNCs are another emerging, but promising, seg- 
ment. Says Swaminathan: *We are well-positioned to advise 


BENCHMARK BANK 





StanChart scores over the top Indian banks as well in select parameters. 


BANKS RETURN — RETURN GROWTH OPERATING 

ONASSETS ONCAPITAL — INOPERATING — PROFIT/ 

(96) EMPLOYED (96) PROFITS (%) EMPLOYEE* 
Standard Chartered 1.88 23.21 0120. —— 042 
HDFC Bank 1.18 17.74 47.24 0.13 
ICICI Bank 1.01 14.33 58.68 0.18 
State Bank of India 0.89 17.04 2.81 0.06 


Source: BT-KPMG Study All Figures for 2005-06 *|n Rs crore 


StanChart India’s 
Neeraj Swaroop 





STANCHART INDIA 
BY THE NUMBERS 


TOTAL REVENUES: Rs 3,877 crore 
NET PROFIT: Rs 905.9 crore 
NUMBER OF EMPLOYEES: 16,228 


NUMBER OF BRANCHES: 81 branches, 
91 AIMs 


BALANCE SHEET SIZE: Rs 48,182 crore 
CREDIT CARD BASE: 1.6 million 
INVESTMENT IN INDIA: Approx. $1.5 billion* 


CONTRIBUTION TO STANCHART GLOBALLY: 
10 per cent of revenues and profits 
Financial figures are for 2005-06; *Includes the bank's capital, 


investments in subsidiaries, and proprietary investments via 
private equity arm 
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Bala Swaminathan/ Regional Head (Wholesale Banking) 
“Many small and mid-size companies have 
aspirations of becoming big and we are there 
to support them" 


them on, and fund, their overseas acquisitions." He be- 
lieves that as India integrates with the global economy, 
a massive market will emerge for risk management 
solutions. *Given our experience in various geogra- 
phies, we are ideally placed to deliver such products 
and solutions," he adds. 

StanChart is also betting big on the agri sector. 
Unlike other banks, it is not focusing on loans to farm- 





Murli Natrajan/ Regional Head (Consumer Banking) 

"If you want a respectable market share and profits, 
you have to be selective in choosing the customer 
segments you address and the products you offer" 


ing the customer segments you address and the 
products you offer," says Murli Natrajan, Regional 
Head (Consumer Banking), Standard Chartered 
Bank. *We will leverage our global experience and 
bring products and services into India that have 
been successful elsewhere," he adds. 

Going forward, Standard Chartered expects major 
growth to come from the wealth management, SME and 


ers but on financing the farm- 
related logistics and warehous- 
ing business. Among other new 
businesses, it is setting up an 
Asset Reconstruction Company 
in collaboration with Oriental 
Bank of Commerce, Central 
Bank of India, Union Bank of 
India and Jammu & Kashmir 
Bank. “We're still working out 
the modalities. But that hasn’t 
stopped us from participating 
in this asset reconstruction mar- 
ket which we can very well do 
as a bank,” says Swaroop. 


Consumer Banking 

Standard Chartered Bank is 
one of the largest players in 
the credit cards, wealth man- 
agement services, personal 
loans, bancassurance and 
mutual funds segments. “If 
you want a respectable mar- 
ket share and profits, you 
have to be selective in choos- 


STANCHARTS’ OTHER 
INDIAN VENTURES 


m SCOPE INTERNATIONAL: It's the 6-year-old India 
back office, with 5,109 employees in Chennai. 


m STANDARD CHARTERED FINANCE: It's a subsidiary 


that houses sales force and direct sales agents. 


im STANDARD CHARTERED INVESTMENT & LOANS (SCIL): 


The bank acquired Prime Credit in Hong Kong in 2003 


and started the business as Prime Financial in India 
two years ago through SCIL. 


m STANDARD CHARTERED PRIVATE EQUITY: 
The private equity arm, which has so far invested 
about $200 million in India. 


m MERLION INDIA FUND: A private equity fund in 


partnership with Temasek Holdings; has investments 


in companies such as ABG Shipyard, Punj Lloyd and 


Sutherland Global Services Inc. 


m SPARC: An asset reconstruction company that 
has just received FIPB approval. 


(FIPB: Foreign Investment and Promotion Board) - 
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personal loan segments. It is 
also very bullish about the 
prospects of its two-year-old 
non-banking finance company, 
Prime Financial, through which 
it is reaching out to customers 
who want small-ticket loans. 
*Prima facie, it looks an 
interesting and attractive busi- 
ness but it has huge execution 
risks," says Natrajan. StanChart 
has already pumped $100 mil- 
lion (Rs 450 crore) into Prime 
as capital and now plans to 
expand its 35-branch network 
to 100-200 branches depend- 
ing on how it does over the 
next 3-5 years. 

Then, Swaroop is also look- 
ing at the inorganic route to 
pursue growth if the Reserve 
Bank of India allows this after 
2008. The motto, clearly, is 
growth. Swaroop wants to 
keep open his option on where 
it will come from. s 


Your belief. 
Our strength. 


Centurion Bank of Punjab is a leading new generation private sector Bank. The Bank serves individual consumers, small and 
middle market businesses and large corporations, with a full range of products and services for investing, leading and advice on 
financial planning. We hold leadership positions in the two wheeler loan and commercial vehicle loan segments and offer a wide 
range of world-class banking products and services. 


Centurion Bank of Punjab has a nationwide presence comprising of 256 branches and 402 ATMs across 128 locations. It also 
offers comprehensive Wealth Management Solutions designed and personalised to meet customer aspirations. 


With strengths in the Retail, SME and Agriculture businesses, the Bank is well poised to grow from strength to strength in the 
Indian market. 


The customer has the option to interact with the Bank at branches, through the ATM network and through internet/mobile banking. 
ES 


Our extensive range of banking solutions 


Savings Accounts ! Current Accounts | Fixed Deposits ! Life & General Insurance | Mutual Funds | N Ce nt u r | O n 
Personal Loans ! Home Loans ! IPO Funding | Demat Services ! Portfolio Management Services | 

Two Wheeler Loans ! Visa Money Transfer | SMS Alerts | Cheque Drop Boxes | Educational Loans ! 

Foreign Exchange Services ! Agricultural Loans | Commercial Vehicle/ Construction Equipment Loans 


Bank of Punjab 


www.centurionbop.co.in 
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Growing Consistently 





UTI Bank has posted more than 30 per cent growth in 
26 of the last 28 quarters. And now, it is getting ready 
to rev up the tempo. manesH Nayak 


ONGKONG AND SHANGHAI 
Banking Corporation (HSBC) 
and Barclays Bank have 
shown interest in acquir- 
ing stakes in UTI Bank. That 
isn’t surprising—India's third-largest 
private sector bank is also its most 
consistent. It has reported a year- 
on-year profitability growth of 30 
per cent or more in 26 of the last 
28 quarters. 

It is pretty near the top of charts 
in other parameters too. Over the 
last five years, it has recorded a com- 
pounded annual growth rate (CAGR) 
in net profits of 41 per cent, in total 
assets of 36 per cent, in current acc- 
ount and savings account (CASA) of 
63 per cent, in net interest income of 





‘Interest income — 8 
‘Expenditure — — 
Interest expended — - 
TBI DN 
‘Depreciation —— 
BE 0003 

Tax provision — 18 
PAL u NW 


*Figures in Rs crore 
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WELL-TONED FIGURES 


UTI Bank has consistently posted impressive results over the last five years. 
















61 per cent and in return on equity 
of 26 per cent—placing it among 
the top-performing banks in the 
country. This scorching pace is ref- 
lected in its balance sheet as well. It 
expects to increase its size by 20-22 
per cent from Rs 83,000 crore now 
to Rs 1 lakh crore by December 
2007. Little wonder then that it 
clocks in at #4 in this year’s Br- 
KPMG banking survey, up from the 
7*9 slot it held last year. 

So, what's the secret behind 
these figures? Says P.J. Nayak, 
Chairman & Managing Director, 
Urt Bank: “We have been very clear 
about the broad business segments 
we want to grow in and have taken 
care to diversify risk while 







































emphasising organic growth.” The 
bank has focussed broadly on 
three segments—retail, SMEs and 
large corporate accounts. “Risk 
diversification occurs naturally if 
you broad-base your lending. If 


cities, 


MBER OF ATMS: 2,200 





one vertical doesn’t do well, the | | 
others compensate for any short- a S ATM TO BRANCH RATIO: 4.5 ATMs - 
fall,” he says, adding that uri Bank US. M | 
E p: das | per branch 
is now testing the waters in agricul- W 
tural lending. Be INTERNET BANKING CUSTOMERS: 
It has carved out a strong pres- z 2.6 million 
ence in Irrigated districts like TOTAL CUSTOMER BASE: 6 million 
Ludhiana and Patiala in 
Punjab and West EMPLOYEES: 9,457 


Godavari, East A ie. pere E 

2 D . 4. HOW IT STACKS UP 
fi K DEPOSITS: 2.25 

ADVANCES: 2 


ATMS: 15 
nh DATA CAPTURE (EDC): 


DEBIT CARDS: 13 


DEBT SYNDICATION: Largest 
player in India for the last 
four years 


Figures are percentage share of national market 


WHERE THE - 
REVENUES 
COME FROM 


CONSUMER BANKING 
5 YEARS BACK: 5 per cent 


CURRENT: 27 per cent 


EXPECTED IN NEXT 1-2 YEARS: 
40 per cent 


WHOLESALE BANKING 
5 YEARS BACK: 95 per cent 


CURRENT: /3 per cent 


EXPECTED IN NEXT 1-2 YEARS: 
60 per cent 
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UTI Bank’s Nayak: Diversifying ı 
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and Krishna district of Andhra Pradesh. “It may not be 
a high yielding business like wealth management and 
third party distribution, but it’s a safe one, helps us meet 
our priority sector lending targets and creates quality 
assets,” says Nayak. 

It is also aggressively expanding its geographical 
reach. Over the next three years, the bank proposes to 
cover 450 cities, towns and villages, up from 285 
now. It is also the only private bank to roll out branches 
in villages organically. And it is reaping the early 
mover advantage. “If you are the first or the second pri- 
vate sector bank to enter a district headquarters, your 
business grows extremely fast,” says Nayak. The plan 
for the future: more of the same; “we will add 100-125 
branches every year,” he adds. That’s not bad for a bank 
that started 13 years ago as a wholesale bank focussed 
on corporate lending. “We expect exponential growth 
in the retail segment, as a result of which the share of 
wholesale banking will fall to 60 per cent in two years 
(from 73 per cent now),” says R. Asokkumar, Executive 
Director (Corporate Strategy), UTI Bank. “New streams 
of business like wealth management, third party dis- 
tribution, car loans and credit cards will support our 
growth,” adds Hemant Kaul, President (Retail Banking), 
uri Bank. Says Sejal Doshi, CEO, Finquest Securities: 
“The bank is well-placed to take on competitors like 
ICICI Bank and HDFC Bank. Given its strong funda- 
mentals and the rapid scaling up of its operations in new 
segments like corporate banking and wealth manage- 
ment, UTI Bank will easily continue to record higher 
double-digit growth in profitability.” 

Nayak and his team now want to muscle their 
way into lucrative M&A advisory and financing space. 
“We have developed expertise in the mid-market space 
in which we see huge potential,” says Rajesh Tiwari, 
President (Credit), uri Bank. The M&A financing divi- 
sion of uri Bank has already completed seven deals that 
earned it a fee income of Rs 22 crore. “We are com- 
fortable with deals in the $5-100 million (Rs 22.5-450 
crore) range and are on the verge of completing four 


TOP FIVE PRIVATE BANKS 


UTI Bank is doing better than its bigger rivals on most parameters. 
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R. Asokkumar/ Executive Director (Corporate Strategy)/ UTI Bank 
“We will focus more on the mid-market, SME 
and agri-business segments” 


deals in the pharma, chemical, mining and automotive 
components sectors,” he says. Incidentally, uri Bank has 
held on to the #1 position in debt syndication for 


the past four years. Says Asokkumar: “The corporate 


banking pie will continue to grow, but we will focus 
more on the mid-market, sME and agri-business seg- 
ments.” These now account for 31 per cent of the 
total revenues, but are expected to increase to 40-45 per 
cent within the next couple of years. 

The bank is also betting big on fee-based income and 
is focussing on offering premium services to its high net 
worth clients. It has opened exclusive priority bank 
branches in Mumbai and Kolkata and plans to roll this 
out nationally over the seven months. 

Nayak is also eyeing opportunities abroad. “We want 
to become a pan-Asian bank. Apart from remittances, we 
plan to expand our reach by offering NRIS retail and 
wealth management services. And we also plan to follow 
Indian corporates out of the country and bag some of the 
financing opportunities that will emerge," he says. 

That's quite a jam-packed agenda. But given its 
track record, few will be betting on failure. 8 
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P-E: Price-Earning multiple; P-B: Price to Book Value; EPS: Earnings per share & BV: Book Value per share as on January 31, 2007 








*|n Rs crore Source: CMIE 
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The Agile PSU Banks 





Despite constraints, a few public sector banks are 
beginning to think and act like their more successful 
private sector rivals, «^uis s. pacar 


ISTORY AND SOCIAL OBLIGATIONS WEIGH HEAVY 
on most public sector banks in India. It 
wasn't a big issue as recently as five years ago 
when the economy was merely coasting and 
not galloping like it is now. But with the 
economy expanding at 9 per cent annually and India 
Inc. drawing up unprecedented plans for growth, 
these banks sometimes find themselves watching the 
action from the sidelines. There is a natural disad- 
vantage to constantly looking over your shoulder. 
“While there is enough freedom and autonomy in 
public sector banks, the accountability format is dif- 
ferent. There is no scope for failure in the public sec- 
tor," says the head of a leading public sector bank. Add 
to it the unionised employees. 

Notwithstanding these constraints, some public 
sector banks are beginning to cash in on the booming 
business environment. It is a trend that is visible right 
across—from the behemoth on the street, State Bank of 
India, to its smaller cousin, Bank of Baroda. However, 





CATCHING UP 


They are big already, but learning to grow faster. 





7 |31 State Bank of Hyderabad | 1843 | 3289 | 3532 
7 |11 Indian Overseas Bank | 1037 | 3086 | 1708 
9 |14 Allahabad Bank - 
*Figures in per cent 
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the most dramatic and the most effective impact has 
been on the smaller banks such as Federal Bank and the 
State Bank of Hyderabad. These banks, while not nec- 
essarily the strongest banks, have shown the most 
improvement in responding to the business environ- 
ment. *Banks at the top of the list are those that have 
managed to balance the risk-return matrix quite well. 
It boils down to strategy and its implementation and 
they seem to be getting it right,” says Sanjay Aggarwal, 
Head (Financial Services), KPMG, which collaborates with 
Business Today on the annual Best Banks survey. 

Significantly, the total scores of three out of four 
state-owned banks in the top 10—Corporation Bank, 
State Bank of Hyderabad, and Indian Overseas Bank— 
are pretty close. While the latter two have equal scores 
of 2,167, just two points on weighted score (2,169) sep- 
arate them from Corporation Bank at the sixth position. 
The fourth player in this quartet, Allahabad Bank, is also 
not too far behind at #9. 

The narrow gaps in final performance belie huge 
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variations in individual metrics of these banks. But, then, 
that probably stems from the unique operating envi- 
ronment available to each bank and the strategy that 
they adopt in implementing it. 


Corporation Bank: Process-Focussed 
Traditionally among the better-run banks, Corporation 
Bank has slipped two places to #6 in this year's survey. 
The bank has been a mid-performer on most growth 
and size parameters and that seems to be intentional. 
The bank's Chairman and Mp, B. Sambamurthy, agrees 
that “the bank has been a little selective in encashing 
growth opportunities". CorpBank, however, makes 
up on metrics related to quality of assets and produc- 
tivity and efficiency. Its technology-backed cost struc- 
ture is quite light and helps it retain its competitiveness. 
In fact, at 41.53 per cent, CorpBank's cost-to-income 
ratio is second only to StanChart among the banks hav- 
ing a balance sheet size of more than Rs 20,000 crore. 
The bank was an early adopter of technology. ^We 
are probably the only bank in the public sector space 
that has more ATMs than branches," points out 
Sambamurthy, adding that nearly 55 per cent of the el- 
igible business has moved to the ATMs. The bank has 


More ATMs than branches: Corporation Bank's Sambamurthy is using technology to increase efficiency 





” 


935 ATMs and 850-odd branches. And barring a few, 
most of the bank’s branches are working on the core 
banking platform. For now, the focus is on improving 
processes—processes that help employees spend “qual- 
ity time with customers”. 

Premium products are another advantage that the 
bank wants to leverage. It is currently in the process of 
repositioning its cash management services among 
other product offerings. On the retail side, it plans to 
offer more capital market services and payment prod- 
ucts. To address the issue of size and scope without con- 
solidation, it entered into a strategic alliance with 
Indian Bank and Oriental Bank of Commerce late last 
year. The test of the bank’s cautious strategy may 
come in years when the economy slows down. 


Indian Overseas Bank: In the Fast Lane 

Chennai-based Indian Overseas Bank gains on size 
and quality of assets and earnings parameters and it is 
no surprise that the bank has climbed from #11 to # 
7. It has, in fact, shown searing growth in the current 
financial as well. The growth in advances is backed by 
conservative provisioning and tight cost-to-income 
metrics. The return on capital employed tops the 
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Not Stock Market Darlings 


Corporation Bank stands out, though. 


















Allahabad Bank Corporation Bank Indian Overseas Bank 
- [1005 90.65 0 - 367.3 B 1184 
| Apr. 1, '05 Jan. 31, '07 soo- AV. 1,05 — gay 55 302.95 jon: 1.7 Jan. 31, '07 
À Aug 1 '95 Jan. 31, 07 
450 - 45 110- 
400 - 7 
100- Apr. l, '05 
350 - 
90- 
300 - 
250 - p 
53 200 - 207.8 10- 67.5 
July 19, '06 July 19, '06 June 8, '06 
50- 150 - 60- 


Figures are adjusted closing price in Rs on BSE 


chart. Chairman and Managing Director T. S. Narayan- 
asami points out that IOB is probably the only bank that 
did not go in for a follow-on public offer in the last two 
years and its capital adequacy is still at nearly 14 per 
cent compared to the regulatory requirement of 9 per 
cent. However, IOB's performance is significantly held 
back due to a slow deposit growth relative to the 
industry. That's true of its fee income as well. 

The broad trends so far this financial year are also 
similar. The bank has seen business top the Rs 1-lakh- 
crore mark and it expects to close 2006-07 with a 20 
per cent growth in net profit. “There is no negative sur- 
prise in Indian Overseas Bank except for rapid growth," 
says a Mumbai-based bank analyst, pointing to concerns 
regarding funding of this growth. Narayanasami agrees 





SHAMIK BANERJEE 


A.C. Mahajan/ Chairman & MD/ Allahabad Bank 
“Although we were a little late in adopting technology, 
we are now increasing emphasis on it” 
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Source: CMIE 


that moderation in credit growth is needed since the 
credit-deposit ratio is touching 74 per cent. To sustain 
and fund this growth, the bank is considering securi- 
tisation of infrastructure loans along with mobilisation 
of retail term deposits through quarterly campaigns. It 


raised nearly Rs 1,600 crore in October-December 


and hopes to mobilise another Rs 2,000 crore in the 
current quarter. 


Allahabad Bank: Cost Competitive 

The 140-year-old bank based in Kolkata has turned 
around significantly in the last few years. Its net NPAs 
were as high as 10 per cent of its net advances in 
2001-02. This figure dropped to 0.84 per cent last fi- 
nancial year. Cleaning up its balance sheet is only one 
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T.S. Narayanasami/ Chairman & MD/ Indian Overseas Bank 


“10B is probably the only PSU bank that did not go in 
for a follow-on public offer in the last two years” 
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of the issues. Performance on growth metrics is ex- 
tremely good as far as advances and operating profit are 
concerned. Even though deposit growth was a little slug- 
gish in 2005-06, over a three-year period it is in the top 
bracket. It slips somewhat on size parameters, but not 
too much. Return on assets and return on capital em- 
ployed is in the top league. 

Finquest Securities’ CEO Sejal Doshi finds Allahabad 
Bank the top pick in the banking sector given its busi- 
ness volumes and core operating performance. The bank 
also has a higher share of current account deposits 
and is much better equipped than most others to han- 
dle the cost pressures in the sector. Its massive reach in 
the semi-urban areas is an added advantage. 

The bank, however, has not been able to leverage its 





Amitabha Guha/ MD/ State Bank of Hyderabad 
“In the days to come, deposit pricing will be an 
important determinant of the bottom line” 


branch strength most appropriately as can be seen 
from the operating profit per branch—one of the low- 
est in the industry. So no surprise that the credo has 
shifted to growth from all branches and not just some. 
Add to it the rapid adoption of the core banking plat- 
form. “Although we were a little late in adopting tech- 
nology, we are now increasing emphasis on it,” says 
Chairman and Managing Director, A. C. Mahajan. 
The bank is currently working on a pilot project with 
Tata Consultancy Services. 


State Bank of Hyderabad: Quality-Minded 

The State Bank of Hyderabad (sBH) has shown all 
round improvement, which is reflected in its overall 
rank jumping from #31 to #7. Although its size and 
cost performance is average at best, the quality of its 
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assets is fairly high. It has done well on growth par- 
ameters such as fee income, and is among the top 
performers as far as absolute increase in return on 
assets is concerned. Net NPAs as a proportion of net 
advances are among the best in its peer group. How- 
ever, the bank’s small capital base (Rs 17.25 crore) gives 
it an advantage as far as metrics such as return on 
capital employed are concerned. 

The bank’s Managing Director, Amitabha Guha, 
believes that it is critical to sustain the growth mo- 
mentum along with profitability. And cost is at the 
top of the agenda since that’s an area of weakness for 
SBH. However, as Guha points out, the base for 
2005-06 was skewed, since there was a nearly Rs 100- 
crore one-time settlement of wage arrears. The ab- 
sence of that alone should positively i costs by 
200-300 basis points, he says. 

The bank added some 10 lakh new deposit ac- 
counts in the current financial year up to December 
alone. Guha believes that in the days to come “deposit 
pricing will be an important determinant of the bot- 
tom line". As for loans, the bank is focussing on 
delivery times, which it has crunched significantly in 
the past few years. 


Challenges 

Cost is going to be a challenge across the banking 
universe in the quarters ahead. As an analyst at a foreign 
brokerage says, *Banks will more likely surprise on the 
cost side." Public sector banks with their wider semi-ur- 
ban network have a better ability to tap the current 
account savings account (CASA) deposits and thereby, 
keep costs under a tight check. Attracting and retaining 
talent is yet another big challenge facing the public sec- 
tor banks, as their compensation levels are way below 
those of private sector and foreign bank peers. 

Corporation Bank is trying to address the issues of 
lack of talent by putting its officers through executive 
education programmes at institutes such as the Indian 
Institute of Science and the Indian Institute of Mana- 
gement Bangalore. Allahabad Bank, on the other 
hand, is working on a report by XLRI Jamshedpur to 
retain talent. But CorpBank's Sambamurthy feels 
that it is time to introduce “better pay for better 
performers". Indeed, there are reports that the gov- 
ernment may allow psu banks to offer performance- 
based bonuses to its top executives. 

The talk of pay-for-performance is a measure of the 
distance that public sector banks have travelled over the 
last decade or so. Financial disclosures, prudential 
norms or provisioning have all become much stronger. 
As IOB's Narayanasami says, “We are moving in the right 
direction.” Before long, ambitions of size and scale 
should start a clamour for consolidation too. Is 
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TheBestBanks2006: Balance sheet size 


SIZE 
Deposits Operating 





BANK 


HDFC Bank 

ICICI Bank 

standard Chartered 

UTI Bank 

HSBC 

Corporation Bank 

State Bank of Hyderabad 
Indian Overseas Bank 
Allahabad Bank 

Citibank NA 

Oriental Bank of Commerce 
Federal Bank 

Punjab National Bank 
Canara Bank 

IDB! Bank 

ABN AMRO 

State Bank of India 
Union Bank of India 
Andhra Bank 


Indian Bank 


**OPTI: Operating Profit / Net Income 
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^ CAGR: Compounded annual growth rate 
#AWF: Average working fund 
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+ROCE: Return on capital employed 
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* The 2005 rankings were published in the issue of Business Today dated February 26, 2006 W See How We Ranked The Banks 
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SIZE 
RANKS Deposits Operating Balance 
2006 2005* BAN K (Rs cr) Profit Sheet 
(Rs cr) Size 
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46 Bank of Maharashtra -6.72 | 26.09 68.45 | -33.19 0.87 1849 | 1473 | -26.54 2690619 365.08 | 31,214.51 
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Figures in bold in each cell are inter se ranks 
+ROCE: Return on capital employed 


@NPA: Non-Performing Assets ^ CAGR: Compounded annual growth rate 
**OPTI: Operating Profit / Net Income #AWF: Average working fund 





How We Ranked The Banks 


his year, the BT-KPMG survey 

methodology has been modified to 

reflect changing market scenario 
in the banking sector, and make it more 
robust and market-driven. 

The changes this year have been in 
two areas —the grouping of banks and 
the parameters used for measurement. 

We have grouped the banks into 
three main categories against the earlier 
practice of two groups. This was done to 
create a more comparable peer group for 
the banks. 

On the parameters, in addition to an 
analysis of the performance for the last fi- 





nancial year, we decided to gauge the 
performance over last three years. This 
meant that a bank would also be recog- 
nised for consistency of performance 
over a period of time. Of the three broad 


categories (growth, size and strength), we 


- took growth over the last three years as 


a key indicator of consistent performance. 


The Data: The data for the study was 
based on the published annual re- 
ports of banks and RBI reports. All 
the figures used were as reported for 
the financial year 2005-06, 2004-05 
and 2003-04. 


The Universe: The ranking covers 78 
scheduled commercial banks that had 
provided their annual reports at the 
time of conducting the study. 

e Some banks have been excluded from 
the study. | 

@ Yes Bank has been excluded from 
the study since the bank was not in 
operation in FY 2003-04, thus making 
comparisons with other banks unfeasible. 
e United Western Bank ceased to exist 
as it was acquired by IDBI Bank. 

e Ganesh Bank of Kurundwad ceased 
to exist as it was acquired by Federal 
Bank. 
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Operating Absolute Increase 
Profit/ Increase in in OPTI** 

Employee Returns on (%) 
(Rscr) Assets (%) 


Operating 
Profit/ 
Branch 
(Rs cr) 


* The 2005 rankings were published in the issue of Business Today dated February 26, 2006 


e Sangli Bank has been excluded due to 
non-availability of data. 

e In the case of merger of the Bank of 
Tokyo Mitsubishi UFJ Ltd, the 2003-04 


figures used were of the Bank of Tokyo - 


Mitsubishi Ltd since it was the surviving 
entity. 

e In certain foreign banks, due to the 
zero NPAs, the NPA coverage has been 
graded at 100 per cent thereby ac- 
cording them the highest rank in this 
category. 

e JP Morgan Chase Bank has been 
ranked the lowest in the CAGR of loans 
and advances due to zero loan and 
advances in the year 2003-04. It has 
therefore been assigned an artificial 
value to enable computation. 


The Ranking Parameters 

The BT-KPMG ranking study consists of 
three broad categories: 

e Growth 

e Size 

e Strength 

These were further subdivided into 25 
parameters as explained below: 


Growth 

e Growth in Deposits: Growth in 
Deposits from FY 2004-05 to FY 
2005-06. 

e Growth in Loans and Advances: 
Growth in Loans and Advances from 
FY 2004-05 to FY 2005-06. 

e Growth in Fee Income: Growth in 
Fee Income (Income from Commissions, 


-a.—M—To— -g 
H 


MUN mec a T— mte 


W See How We Ranked The Banks 


Exchange, Brokerage + Miscellaneous 
Income) from FY 2004-05 to 
FY 2005-06. 

e Growth in Operating Profit: Growth in 
Operating Profit from FY 2004-05 to FY 
2005-06. 

e 2-year CAGR of Total Deposits: 
Compounded Annual Growth Rate of 
Total Deposits from FY 2003-04 to FY 
2005-06. 

e 2-year CAGR of Loans and Advances: 
Compounded Annual Growth Rate of 
Loans and Advances from FY 2003- 
04 to FY 2005-06. 

e 2-year CAGR of Fee Income: 
Compounded Annual Growth Rate of 
Fee Income (Income from Commissions, 
Exchange, Brokerage + Miscellaneous 


bt best banks 


Income) from FY 2003-04 to 
FY 2005-06. 

e 2-year CAGR of Operating Profit: 
Compounded Annual Growth Rate of 
Operating Profit from FY 2003-04 to FY 
2005-06. 


Size 

e Deposits: Total deposits as on end of 
FY 2005-06. 

e Operating Profit: Operating Profit as at 
end of FY 2005-06. 

e Balance Sheet Size: Balance Sheet 
Size as at end of FY 2005-06. 


Strength 

Quality of Assets 

e Total NPA Growth Ratio: Additions to 
Non-Performing Assets during the year 
expressed as percentage of the average 
net advances. 

e NPA coverage: The provisions for 
NPA expressed as a percentage of Gross 
NPA closing balance. 

e Net NPAs/Net Advances: The Gross 
NPAs net of provisions expressed as a 
percentage of net advances. 
Productivity and Efficiency 

e Cost-to-income ratio: Operating ex- 
penditure expressed as a percentage of 
operating income. 

e Cost-to-average asset ratio: Operating 
expenditure expressed as a percentage of 
average assets. 

e Operating profit per branch: Operating 
profit divided by the total number of 
branches. 

e Operating profit per employee: 
Operating profit divided by the total 
number of employees. 

e Absolute increase in return on assets: 
Basis points increase in return on assets 
(net profit over total assets) from FY 
2004-05 to FY 2005-06. 

e Percentage increase in ratio of 
Operating Profit to Total Income: Growth 
in ratio of operating profit to total income 
from FY 2004-05 to FY 2005-06. 
Quality of Earnings 

e Return on Assets: The ratio of net 
profit to total assets for FY 2005-06. 
e Fee Income to Total Income: Fee 
income includes commission, exchange 
brokerage, plus profit on exchange and 
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miscellaneous income, expressed as a 
percentage of total income. 

e Return on Capital Employed: Reported 
net profit divided by the average networth 
of the bank. 

e Net Interest Income to Average work- 
ing funds: Interest earnings expressed as 
a percentage of AWF (Total average as- 
sets of the bank less average of other 
liabilities). 

Capital Adequacy 

@ Capital Adequacy: The capital-to-risk 
weighted assets ratio, as published by 
the bank for FY 2005-06 


The Process 

We have grouped the banks into sets 
based on their balance sheet size and 
number of branches in order to have a 
comparable pool. Each set has been 
ranked independently. There are three 
sets of banks: 

e Set A — 34 Banks with balance sheet 
size > Rs 20,000 crore 

e Set B - 21 Banks with balance sheet 
size « Rs 20,000 crore and branches 
> 10 

e Set C - 23 Banks with balance sheet 
size <= Rs 20,000 crore and branches 
< T0 


Rank: The composite rank of a bank was 
calculated using BT-KPMG’s methodol- 
ogy. The rank of each bank in FY 2005- 


f 


KPMG Team in Mumbai: Standing (L to R) Harsh, Ashish, Ridhima, 


O6 on the individual parameter has also 
been presented. 

The composite rank for each bank 
was arrived at by combining its ranks on 
each of the 25 parameters, using a 
weight for each parameter. 


The computation: To compute a bank's 
total score, it was assigned a score for 
each of the 25 parameters, based on its 
ranks on the parameter. 

For example, a bank in "Set A" with 
a rank of 1 earned a score of 34 (as 
there are 34 banks in the comparison 
set), a rank of 2 earned a score of 33 
and so on, down to the rank of 34, 
which earned a score of 1. 

The score under each parameter 
was then multiplied by the weightage 
assigned to that parameter. The results 
were aggregated to compute each bank's 
total score, on the basis of which the 
final ranks were assigned. 


The Team: The KPMG team led by 
Sanjay Aggarwal, Head (Financial 
Services) and Ravi Trivedy, Executive 
Director, Advisory Services, comprised 
Harsh Khandelwal, Project Manager, 
Advisory Services, Ashish Singla, 
Business Analyst, Advisory Services, 
Ridhima Aidasani, Analyst, Markets 
Group, Parvez Lalani, Analyst, 
Markets Group. 
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Parvez; sitting (L to R) Manoj, Sanjay, and Ravi 
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Inspiring spaces for 
the IT world to script 
success stories 





2.1 million sq.ft of IT work space spread across 242 acres of lush greenery in Technopark; an additional 
100 acres coming up. A 500 acre IT township called Technocity. The 100 acre Infopark which is home to over 
35 companies and an additional 136 acres of land coming up. Private infrastructural providers building up 
technology spaces. All this in a state committed to building an inclusive knowledge 
society... Concrete evidence that IT is happening in Kerala. TCS, Infosys, Wipro, IBS, ] 
SunTec, US Technologies, NeST, OPI, Sutherland, ACS, Allianz Cornhill, E&Y and a host of Kr | 
others will vouch for this. If you would like to know more, visit us at ra d 


www.keralaitmission.com god's own e-state 
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RANKS 
2006 2005* 


BANK 


State Bank of Mysore 

2 Kotak Bank 

Karur Vysya Bank 
Centurion Bank of Punjab 
Karnataka Bank 
Tamilnad Mercantile Bank 
x Punjab & Sind Bank 

City Union Bank 

Nainital Bank 

State Bank of Saurashtra 
south Indian Bank 
Indusind Bank 

Lakshmi Vilas Bank 

x ING Vysya Bank 
Dhanalakshmi Bank 
Bank of Rajasthan 


Bharat Overseas Bank 


Ratnakar Bank 





Catholic Syrian Bank 
F Lord Krishna Bank 


Development Credit Bank 


@NPA: Non-Performing Assets 
**OPTI: Operating Profit / Net Income 
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^ CAGR: Compounded annual growth rate 


TheBestBanks2006: Balance sheet size 























GROWTH 
Growth | 2-year | 2-year | 2-year 
in Operating CAGR ^ of CAGRof | CAGRof 

Profit Total Deposits) Loans and Fee 
(%) (%) | Advances (%) Income (%) 
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3 ROCE: Return on capital employed 


SIZE 
2-year Deposits Operating Balance 
CAGR of BUG Profit Sheet 
Operating (Rs cr) Size 
Profit (%) (Rs er) 
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Figures in bold in each cell are inter se ranks 
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SMS Y STRENGTH | 
| - QUALITY OF ASSETS ——- PRODUCTIVITY AND EFFICIENCY | TOTAL 
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* The 2005 rankings were published in the issue of Business Today dated February 26, 2006 W See How We Ranked The Banks 


TheBestBanks2006: Balance sheet size 

























































































| GROWTH SIZE 
RANKS H, AN K Growthin | Growthin | Growthin | Growth 2-year 2-year 2-year - Deposits Operating Balance 
2006 2005” Total |Loansand | Fee in Operating) CAGR^ of | CAGRof | CAGR of (Rscr) — Profit Sheet 
Deposits | Advances | Income Profit Total Deposits) Loans and Fee | Operating (Rs cr) Size 
(%) (%) (%) (%) (%) | Advances (%) Income (%) (Rs cr) 
Barclays Bank PLC 382.77 | 7871 | 8026 | 86.32 | 10075 | 3004 | 40.00 
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@NPA: Non-Performing Assets ^ CAGR: Compounded annual growth rate Figures in bold in each cell are inter se ranks 
**OPTI: Operating Profit / Net Income #AWF: Average working fund +ROCE: Return on capital employed 


less than Rs 20,000 crore, and fewer than 10 branches 


STRENGTH 
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Ironically, winning the battle for Corus 
may have been the easier part of Ratan 
Tatas job. Convincing investors that it 


is worth $12 billion will be harder. 


KRISHNA GOPALAN 





OUR MONTHS AGO IN OCTOBER 

2006, Tata Steel’s Chairman 

Ratan Tata flew into London 

from New York in a corpo- 

rate Falcon jet to sign a deal to 

acquire British steelmaker Corus Group 

plc. The deal, an all-cash affair, required 

the Tatas to fork out $7.98 billion (Rs 

35,910 crore) for the world’s ninth 

largest steelmaker, known for its steel- 

making technology and its brand eq- 

^ uity, particularly in Europe. After ac- 

quiring Corus, Tata Steel would leapfrog 

from a lowly 56 on the global pecking 

order of steelmakers to the rarefied 

fifth spot. But it wasn't going to be so 

simple. Soon after the Tatas inked the 

agreement, competition reared its head. 

Brazil's Companhia Siderürgica 

Nacional (CSN), the world's 49th largest 

steel company (in terms of capacity), bid 

a price that was 4.39 per cent higher 

than Tatas' original offer of 455 pence 

for each of Corus's shares. A short bid- 

ding war broke out before UK's 

Takeover Panel intervened to organise 
a formal auction for bidders. 

On January 30, in an auction con- 
ducted via e-mail, the two prospective 
buyers, CSN and the Tatas, battled it out 
for Corus. The bidding began at 4:30 PM 
GMT (10 PM IST) and lasted for eight 
hours. And then, after nine furious 
rounds of bidding, in a nail-biting finish, 
CSN withdrew from the auction leaving 
the arena open for the 99-year-old Tata 
` Steel (established in 1907) to take over 

Corus. What Ratan Tata almost clinched 
last October was finally in the bag, albeit 
at a much higher price. Thanks to the 
Tatas’ all-cash 608-pence winning bid, 
the group would now have to shell out 
$12.1 billion, 33.6 per cent more than 
what it would have needed to pay if it 
had got through in October. It is easily 
the biggest cross-border deal struck by 
any Indian company. 

Curiously, back in May 2005, when 
Ratan Tata and Corus’s Chairman Jim 
Leng began talking to each other, it 

e was for a joint venture and not an ac- 
quisition. But soon Tata realised that 


What’s $12 Billion 
Buying Tata Steel... 


CORUS 


STEEL CAPACITY: 18.2 mtpa 


: REVENUE. $19.36 billion* 








GEOGRAPHIC DIVERSIFICATION: 
„Manufacturing plants in the UK & 
-Ireland (4), the US (3), ` 

. The Netherlands (1) and the FU (19) ` 


Mtpa: Million tonnes per annum ¿ 
*For FY '05 (January-December) 4 










... and what it could have bought in India. 


Annual Capacity 


SAIL 


JSW Steel 


Essar Steel 


Ispat 
Industries 


(million tonnes) Market Cap* ` 
12 3 32,938 
4,013 44 670.28 
3.8 6,762 7,200.59 
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2005 crude steel production (in million tonnes) 
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tonnes was ranked 56 


The new global pecking order in 


the steel industry. 


jon Posco JFE Rs Baosteel 


Nucor Riva 
Steel — Corus iens 
Before the Tata Steel-Corus deal, 


a capacity of 18.2 million tonnes was at #9 while, Tata Steel with a capacity of 4.3 million 
Source: IISI Bulletin, 2005; company data 
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buying the company made better sense than a mere JV. 
When he popped the question to Leng the latter’s only 
contention was that it would have to be an all-cash 
deal. Corus had been in dialogues with prospective 
buyers in Russia, Europe and even with CSN around 
then but nothing had progressed as much as its talks 
with the Tatas. 

But that, as they say, is now history. As soon as the 
deal was announced, the stock market reacted. Traders 
felt—and not unreasonably—that, at least in the near 
term, Tata Steel’s performance could suffer, primarily 
because it would need to fund the acquisition. The hur- 
dle in this deal was the valuation and a lot of people be- 
lieved that Tata Steel was stretching its balance sheet. 
“The additional debt will definitely increase the pres- 
sure on rating," says Standard & Poor's (S&P), Director 
(Corporate Ratings) in Singapore, Anshukant Taneja. 
Following the announcement of the deal, the Tata 
Steel stock lost 10.65 per cent to close at Rs 463.95. 

With a market value of $11.96 billion (Rs 52,708 
crore), Corus is much bigger than Tata Steel at $6.12 bil- 
lion (Rs 27,000 crore). While Tata Steel and, presum- 
ably, group companies will contribute $4.1 billion via 





Cautious Optimism 
The Corus stock has surged since October when the 
bids were first announced... 
600 - 
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Corus 
Group Plc 


cash flows and debt (Tata Steel's cash flows are currently 
around $1 billion annually), the balance will have to be 
raised externally. For the acquisition, the Tatas will 
be establishing a special purpose vehicle (sPv) that will be 
funded—partly by the Tata companies and partly by rais- 
ing debt. Standard Chartered and ABN AMRO will finance 
the $4.1 billion in their capacity as lenders. The decision 
to acquire Corus when the steel industry globally is on 
an upswing has not gone unnoticed either. *As an equity 
investor, it may take time for the synergies to come 
through. The stock performance would be driven by this 
and synergies would take at least 12-18 months," says 
Edelweiss Securities’ Head of Research, Shriram Iyer. 

In a quickly organised news conference to an- 
nounce the deal, Tata said: “Many thought our bid was 
audacious,” but he added that, “this was really the 
commencement of Tata Steel’s global strategy.” That’s 
probably why the Indian company’s top brass doesn’t 
think it has gone overboard with its $12.1 billion 
bid—and, taking into account Corus’s debt of $1.55 bil- 
lion, the total valuation of the takeover adds up to 
$13.65 billion. “At Rs 608 pence per share, the deal 
works out to an enterprise value of $710 per tonne, 


„but Tata Steel has lost about Rs 2,429 crore in market 
cap since. 
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The following shortlist of International faculty members visiting IIPM to take classes, will also 
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CALENDAR 


be taking Executive Education programmes for India Inc. as per the following calender.* 


YALE 

Ravi Dhar 

Branding 

Bangalore, Chennai 


IMD 
Donald Marchand 


Reaping the Business Value of IT : Optimising Payback 


New Delhi, Hyderabad, Bangalore, Mumbai 


INSEAD 
Andre Laurent 
Managing Across Cultures 


Bangalore , Chennai, Hyderabad, New Delhi 


University of California 

Holly Schroth 

Negotiation and Conflict Resolution 

New Delhi, Bangalore, Hyderabad, Chennai 


INSEAD 
Amitava Chattopadhyay 
Customer Focus 


Bangalore, Chennai, Hyderabad, New Delhi 


Wharton 

Johannes Pennings 

Strategic Management of Innovation: 

Bangalore, Chennai, Hyderabad, New Delhi 


Chicago GSB 

Pietro Veronesi 

Finance 

Bangalore, Chennai, Hyderabad, New Delhi 


Chicago GSB 

Phillip Afeche 

Operations Management 

Bangalore, Chennai, Hyderabad, New Delhi 


Stanford 

Prof. Wasim Azhar 

Managing Sales and Distribution Channels 

New Delhi, Hyderabad, Chennai, Bangalore 


Chicago GSB 

Prof. Uri Gneezy 

Negotiation 

New Delhi, Mumbai, Pune, Ahmedabad 


All the MDPs are jointly taken with a member of IIPM faculty & conducted by Planman Consulting 


AT THE MOST AFFORDAB 


I Dec O 5 


Jan. 06 


Feb. 06 


Mar. 06 


Apr. 06 


May 06 


Jun.’ 06 


Jul. 06 


Aug. 06 


Oct. 06 


Investment per participant for the above mentioned programmes : Rs. 10,000/- plus taxes 


Chicago GSB 

Prof. George Wu 

Decision Making 

New Delhi, Hyderabad, Chennai, Bangalore 


NYU Stern 
Prof. Zur Shapiro 
Risk Taking and Managerial Decision Making (tentative) 
New Delhi, Mumbai, Ahmendabad 


Yale School of Management 
Prof. Ravi Dhar 

Building Customer-Centric Organizations 
Delhi, Pune & Mumbai 


Jan. 07 


NYU, Stern School of Business 

Prof. Russell Winer 

Marketing - Brand Management and Strategy 

New Delhi, Bangalore, Hyderabad & Chennai 


Feb. 07 


NYU, Stern School of Business 

Prof. Samuel Craig 

International Marketing 

New Delhi, Ahmedabad, Pune & Mumbai 


Mar. 07 


IMD International, Lausanne 

Aurturo Bris 

Firm Valuation and Investment Banking 

New Delhi, Bangalore, Hyderabad & Chennai 


Apr. 07 


Haas School of Business, U. Cal., Berkeley 

Frank Schultz Jun. 07 
Developing Strategic Thinking Through Deliberate Practice 
New Delhi, Bangalore, Hyderabad & Chennai 


Haas School of Business, U. Cal., Berkeley 
Priya Raghubir 

Marketing Research for Executives 

New Delhi, Ahmedabad, Pune & Mumbai 


Ang. 07 


Rady School of Management, U. Cal., San Diego 
Prof. Uri Gneezy Sept. 07 
Strategy €» Negotiation 

New Delhi, Bangalore, Hyderabad & Chennai 


Wharton, University of Pennsylvania 
Skander Esseghaier 

Pricing 

New Delhi, Ahmedabad, Pune & Mumbai 


Dec. 07 








*Get in touch today with Chanda for more details and a more exhaustive list of MDPs at 


y chanda.mehra@iipm.edu or training@planmanconsulting.com, www.iipm.edu; www.planmanconsulting.com 


IIPM... Leaders in Industry Interface 
Key Partners 


ld 


ITC-WELCOMGROUP 


Hotels, palaces and resorts 


Nov. 06 


Dec. 06 


LE PRICES!!! 


Other Internationally 
acclaimed Management 


Guru’s and experts who 
have taken sessions with 
IIPM students!! 


Stephen R. Covey - 
Success Guru 
Oct. ‘03 


"A 


VAT ATT TES 
Leadership and 
Motivation Guru 
March ‘04 


Philip Kotler - 
Marketing Guru 
Oct. ‘04 


Rajeev Kohli - Columbia GSB 
Destructive Innovation 


Gita Gopinath - Chicago University GSB 


Macro Econ. Planning 


Bharat Anand - Harvard Business School 
Competitive Strategy 


Arindam Chaudhuri - 
Management Guru 
Leadership & Strategic 
Vision 


Tom Kircbmaier - LSE E 
Bargaining & Negotiations 


Akash Deep - Harvard 


University 


Finance, Risk, Valuation: Global 
Perspectives 
Jan. *05 


Leigb Hafrey - MIT, 

Sloan School of Management 
Ethics & Leadership 

Feb. ‘0S 


Joel Stern - 
Originator of EVA 
Feb. ‘05 


Sunil Gupta - 
Columbia GSB 
Managing Customers 
as Investments 


Mar, ‘05 


= Jack Canfield - 
Author of Chicken 

for the Soul and Peak Performance Guru 
June ‘05 


Jim Rogers - Finance Guru 
Feb. ‘06 


Clayton M. Christensen - 
Innovation Guru 
May '06 





John Philip Jones - 
Advertising Guru 


Ang. ‘06 y. : H \ 1 ' P 
' À 


Gary Hamel - Strategy Guru 
Sept. ‘06 
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while a new greenfield 
project can cost around 


The Steel Cycle 






$1 ,200-1,300 per tonne every three years. 

to build," pointed out Tata 

Steel’s Managing Director, °°) Monthly HRC steel prices till 
B. Muthuraman. The 600 4 June 2006—average for all 
deal works out to an sso | l'gions (ex-China) 
EBITDA multiple of 7, 500 


based on 2005 earnings 
and Muthuraman was 
candid enough to admit 
that it was high. “It is 350 
probably higher but it is 300 
equally important to have 
the right utilisation of as- 
sets,” he said. 

Exploiting synergies to 
do that is what Tata Steel 
will aim at. Besides giving the Tatas a leg-up in tapping 
big European markets, Corus brings with it superior 
technology and a more sophisticated product range 
like steel for packaging material and cars. If Tata Steel, 
which makes steel at rock-bottom costs, can supply 
semi-finished steel like billets and slabs to Corus, it 
could, according to estimates, save nearly $500 million 
over three years (according to Muthuraman, the result 
of all the synergies will take three years to bear fruit). But 
that cannot happen immediately because existing ca- 
pacities at Tata’s factories in India are limited and it will 
take the company 5 years to augment those. The first 
phase of expansion of 1.8 million tonnes at Jamshedpur 
is expected to be ready by August 2008. The second 
phase of expansion and the other greenfield projects are 
expected to be ready between 2009 and 2011. 

The Tatas are no strangers at making global 
takeovers work. The bigger ones among the welter of 


2000 2001 2002 
Figures in $/tonne 
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Historically, the industry has experienced boom and bust 


96 companies that make 
up the Rs 96,723-crore 
group are not newbies in 
the global marketplace. 
In 2000, Tata Tea took 
over Tetley, a UK bever- 
ages company that was 
twice its size. Tata Steel 
itself has acquired and 
successfully integrated 
steelmakers in 2004 and 
2005. But the Corus deal 
is in an altogether differ- 
ent league and how the 
Tatas fare with it will be 
watched keenly. Unlike 
consumer products like 
beverages, steel is a 
volatile and cyclical business. Currently, steel is on an 
upswing and things are going great for most manu- 
facturers. The crunch could come when the market 
turns and Tata Steel has to contend with servicing debt 
as well as pressures on margins. 

Nevertheless, with Corus in the bag, Tata Steel can 
finally realise its ambitions of becoming a truly global 
steelmaker. “This deal places Tata Steel among the top 
five steel producers globally and positions it at the top 
table for further consolidation. It also gives India a sig- 
nificant stake in the global steel industry,” says Jitesh 
Gadhia, Managing Director, Corporate Finance, ABN 
AMRO. Already, the Indian steelmaker is thinking of 
even bigger goals. Says Muthuraman: “In 10 years, 
Tata Steel will be larger than what Tata Steel and 
Corus put together are today.” Clearly, for the newly 
anointed fifth largest steelmaker of the world, the 
global pursuit has just begun. I 


2003 2004 2005 2006 
HRC: Hot Rolled Coil 


SIZE OF THE DEAL 
(INS MILLION) 


Tyco Global Network, USA 

. Teleglobe International Holdings, 
Millennium Steel, Thailand 
Brunner Mond Group, UK 


t O' Clock Coffee Company, USA á 
au, USA (30 per cent a 
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Want a Piece of Paradise: 








Almost everybody—foreigners, non-resident Indians, investors, techies, the nouveau riche middle 

class—wants an outpost in Goa. Everybody, seruos the people who already have it—the local popu- 

aca. A section ol o SS ee E E picturesque state a concrete jungle. Many Goan 
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activists are against development of any kind. | iddle path? T.v. MAHALINGAM 
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Sun, sand and sea: There is plenty of the three but 
not enough land. And with 3.98 lakh migrants and 
an ever increasing number of tourists, Goa is on a boil 


S THE SUN SETS ON THE GOLDEN 
sands of Baga beach on North 
Goa's bustling beach belt, busi- 
ness in the shacks, nightclubs and 
restaurants warms up. One such 
small but popular European rest- 
aurant is managed by a British 
couple, Karolyn and Leonard. As Karolyn per- 
sonally chats up with the guests, her husband 
doubles up as the chef. Originally from Leicester 
in the UK, the couple's love for sunshine, cou- 
pled with weariness with *the rat race back home", 
compelled them to sell their hairdressing business 
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a: 


“Every environmental law is being violated with scant 
respect by the politicians, to cater to the builder lobby” 


Oscar Felipe Pinto Rebello/ Save Goa activist 





and move abroad. “We managed a restaurant in Greece 
for some time. Then, a friend asked us if we would like 
to manage a restaurant in Goa. And here we are!” 
says Karolyn who has been in Goa since last October. 
Karolyn and Leonard have valid business visas. Unlike 
James Christiansen (name changed). 
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A UK passport holder, Christiansen has been spend- 
ing six months a year in Goa for nearly three years in 
a row. An ex-serviceman with the British army, Chri- 
stiansen ‘co-owns’ a small cottage on the Anjuna 
beach stretch. “I get a disability pension and, with 
that I live a better life in Goa than I would in Durham 
where I come from,” says Christiansen between swigs 
of beer. He rents out his two-room cottage to other 
tourists and makes enough to afford “a day away in 
Bali”. The only problem? Christiansen doesn’t have a 
valid visa to do business. He isn’t the only one running 
businesses illegally. “Some 300-plus cases of foreign- 
ers owning land have been detected. Wherever there 
is a problem with illegal ownership, we will refer the 
cases to the Reserve Bank of India,” says Goa State 
Chief Secretary J.P. Singh. 

It’s not just languorous Englishmen who are angling 
for a piece of paradise. Almost everybody, right from the 
loaded Indian middle class to greedy politicians, is 
eyeing a piece of the sun-baked soil. Unfortunately, there 
just isn’t enough of it to go around in this tiny state. 
Inevitably that’s leading to corruption (illegal constr- 
uctions are a dime a dozen), friction (between enthu- 
siastic ministers and belligerent activists) and the fear that 
Goa will soon resemble a concrete jungle, thereby 
eroding the state’s unique selling proposition itself. 


Land, Land Everywhere... 
During the day, it’s a cool 25 degrees centigrade in the 
shade. But Goa, itself, is on the boil. Not a single day 








The number of tourists arriving in Goa 
is burgeoning... 


960,114 


Eg 2,100,000 








EEE No. of domestic tourists 
—— Annual growth in per cent 
Source: Economic Survey 2003-04, except for figures for 2004-05, which are courtesy 
tourism statistics from the Goa government 


EE No. of foreign tourists 


passes by without a morcha being taken out, or public 
interest litigation filed in the court. Tourists—Indian and 
foreign—crib about the exorbitant hotel rooms and hag- 
gle angrily with cabbies. The cabbies are, in turn, angry 
with tour coach operators for eating into their business. 
The environmentalists are seeing red because of the van- 
ishing greenery. Almost everybody in this picturesque 
state with sun-baked sands is fuming, for one reason or 
the other—except of course, the immaculately stoned 
(but that's another story). 

But if you sit inside Dr Oscar Felipe Pinto Rebello's 
cool, one-room clinic in Panaji, it's tough to imagine 
what the strife is all about. *As a doctor, I think there 
is an invasion on what we Goans call as Sussegado—our 
laidback attitude," muses 39-year-old Rebello, who 
sports a ‘Livestrong’ style wrist-band which has the 
words 'Save Goa' emblazoned on it. A self-confessed 
‘first time protestor’, he has been the convener of the 
high decibel Save Goa campaign over the last couple of 
months. What goaded this physician to reach out for the 
flag and microphone is something called the Regional 
Plan 2011 (see Plan of Mass Destruction?). In fact, 
this plan has raised the hackles of citizenry in the 
sleepy villages of Goa. The bone of contention is the 
surface utilisation portion of the regional plan, which 
deals with Goa's most precious asset—land. 

Only 2.9 per cent of Goa's land is settlement land, 
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..Which is reflected in the growth in 
charter flights. 
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*Estimated at the beginning of the season 
Source: Economic Survey 2003-04 and industry estimates 
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where people can stay and construction is permitted. 
The rest of the land is covered by forests, agricultural 
land, mines, and plantations where construction is 
not allowed. In addition, Goa has a coastal line of 
about 105 km and as per coastal regulation zone (CRZ) 
laws, construction is not allowed within a distance of 
500 metres from where high tide waters kiss the 
shores. That effectively takes away another 52 sq. km. 
As Nitin Kunkolienker, President, Goa Chamber of 
Commerce and Industry (GCC), says: “More than 85 per 
cent of land in Goa is undevelopable. For Goa to de- 
velop and grow, we need more land for settlement." 
Among other things, the Regional Plan 2011 pro- 
posed to free up around 6,802 hectares of land. The land 
up for conversion included 1,847 hectares of cultivated 
land, 1,153 hectares of natural cover, 960 hectares of so- 
cial forest, 22 hectares of mangroves and 75 hectares of 
an export promotion zone. It was this apparent intrusion 
that spurred Robello to spearhead the Save Goa move- 
ment. “With that regional plan, the government would 
have killed the greenery in Goa and turned it into a con- 
crete jungle. There is no respect for law of the land. 
Every environmental law, CRZ rule is being violated 
with scant respect by the politicians, to cater to the 
builder and construction lobby," says Rebello. 
Activists also accuse the government of keeping 
local bodies like Gram Panchayats in the dark while 
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drawing up such plans. And there is some 
truth in these allegations. Documents avail- 
able with Br show that despite repeated 
requests for copies of the regional plan 
from the Calangute Panchayat village over 
a period of four years, not many details 
were provided. Calangute has a popula- 
tion of approximately 15,000 people and 
has beach stretches which are popular 
among foreign tourists. Says Calangute vil- 
lage Sarpanch Joseph Sequeira: “The re- 
gional plan would have been a terrible dis- 
aster for my village. The planners wanted to 
build on one of the most beautiful cliffs 
in Goa, which attracts lakhs of tourists." 





Not picture perfect: The scarcity of land has 
put real estate prices out of the reach of 
middle class Goans 


Last fortnight, the government scrapped 
the regional plan because of widespread 
opposition to the plan. 

But is dust-binning the plan the best 
that could have done? Fact is that there is a 
shortage of land, to which a solution needs 
to be found. The regional plan was ridicu- 
lous but it could have been salvaged in- 
stead of being shredded. The shortage of 
land has ironically been exacerbated by one 
of Goa's greatest success stories—tourism, 
which has not only drawn in lakhs of foreign 
tourists but also migrant labourers from 
across the country. *About 35 per cent of the 
population is migrants today. About a decade 
ago, the immigrant population was one- 
and-a-half lakh, today it's doubled almost to 
3.98 lakh,” says Kunkolienker. This influx 
of immigrants, who compete with the local 
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Plan of Mass Destruction? 


All you wanted to know about recently scrapped Regional Plan 2011. 


What's a regional plan? 

It is a decennial study done by the Town and Country Planning 
Department of the Goa government that maps trends in popu- 
lation, economy and changes in topography of the region. 
Usually a land use survey is conducted and then a policy is 
chalked out in conjunction with local bodies like municipalities 
for the next decade for economic development and use of 
land. Goa’s first regional plan was drafted in 1981 and notified 
in 1982, and approved by the government in 1985. In short, the 
regional plan is like a blueprint for regional development—a plan 
that rolls out land use and development strategy for the future. 


What's Regional Plan 2011? 

In 1998, the government started working on draft version for a 
regional plan for the state till 2011. The draft was prepared over 
a period of three years and circulated at technical conventions 
organised by the town planning department. It went through sev- 
eral changes between 2000 and 2003. Finally, a draft version of 
the plan was ‘made public’ for comments in November 2005 and 
notified in August 2006. 


What's the problem? 

Activists allege that the plan would convert Goa into a concrete 
jungle and deplete its natural resources. There are also alle- 
gations that the government has doctored the plan to suit 
the needs of the builders and construction lobby. The gov- 
ernment has also been accused of opening up agricultural, for- 
est and areas close to beaches (in violation of CRZ norms) to con- 
vert them into settlement land for construction. These changes, 
according to the Save Goa movement, might lead to “in- 
crease in migrant population along with the accompanying so- 
cial problems like increased crime". Another bone of con- 
tention has been the fact that the government bypassed local 
bodies like gram panchayats while planning, thereby contra- 
vening the directives of the 73rd and 74th amendments to the 
Constitution of India. In addition, there are also allegations that 
the subsequent drafts of the regional plan constantly increased 
the quantum of settlement land in a clandestine manner. 
Observers have alleged that the draft of the Regional Plan 2011 
initially provisioned for 36,994 hectares. The final plan, which 
was notified a couple of months later, provisioned for 45,901 
hectares—a 21 per cent jump in less than a year. 


What's happened? 

In the aftermath of protests from across the state, Goa's Minister 
for Town & Country Planning Atanasio ‘Babush’ Monserrate quit 
the state cabinet earlier this month. The regional plan has been 
denotified, with retrospective effect. 
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bt land grabbing 


ps 


"Wherever there is a problem with illegal ownership, 
we will refer the cases to RBI” 
J.P. Singh, Goa State Chief Secretary 
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"More than 85 per cent of land in Goa is 


undevelopable. We need more land for settlement" 
Nitin Kunkolienker, President, Goa Chamber of Commerce and Industry 





populace for jobs and living space, is increasingly be- 
coming a source of tension. 

To top it off, the scarcity of land has created a 
real estate boom. A square metre in capital Panaji 
costs as much as Rs 30,000, while in Calangute, a 
square metre can cost a little over Rs 22,000. With rates 
like these, buying land is becoming unfeasible for the 
middle class Goan. *Today, Goa has 270,000 houses for 
a population of 14 lakh people, which will increase to 
18 lakh in 10 years. We need 4.5 more lakh houses by 
2015. Where are they going to come from?" asks 
Kunkolienker. “The common Goan is hardly able to 
buy any property. As a result, the people who are 
buying land in Goa are NRIs, real estate developers 
and rich non-Goans,” he adds. Kunkolienker also be- 
lieves that unless the government opens up more land, 
industries in Goa are likely to suffer. 


Killing the Golden Goose 

What's even more foreboding is the fact that hotel 
room rates have almost doubled, if not tripled, in Goa 
over the past five years. And that's affecting Goa's 
USP as a low-cost tourist destination. Currently, acc- 
ording to government estimates, there is a shortage of 
5,000 hotel rooms in Goa and that's driving up room 
tariffs. “Today, a four or five-star hotel room in Goa is 
as costly, if not costlier, than a room in most South East 
Asian holiday destinations like Bangkok and Singapore. 
That's starting to drive away tourists from Goa," says 
a hotelier, who runs a three-star hotel in South Goa. 
Some 35 per cent of the state's revenues come from 
tourism and allied services. 


138 BUSINESS TODAY FEBRUARY 25 2007 


At the time of writing, despite being mid-season, 
most shacks that dot the North Goa coastline were de- 
serted. Many shut down as early as 10:30 p.m. on 
weekdays. Even government officials concede that 
tourism has been hit this year. *Because of the terror- 
ist attack warning by Israel, there has been a slight 
drop in tourism. Even the hotel industry has reported 
some cancellations," says Singh. The state govern- 
ment, for some time now, has been trying to attract the 
more affluent kind of tourist instead of the backpacker 
variety. But that's easier said than done. Hoteliers feel 
that Goa lacks basic infrastructure needed to graduate 
into a high-end tourist centre. A walk into Goa's ram- 
shackle, congested Dambolim airport is proof enough. 
“We will not be able to pitch for a top class international 
medical conference in Goa without something as basic 
as a convention centre," says Ananya Sinha, Director 
(Sales), Taj Exotica. 

And be it carving out a golf course or building a 
convention centre, its back to the same old ques- 
tion— where will the land come from? The Regional 
Plan 2011 tried to offer a solution, albeit a flawed 
one. With the scrapping of the plan, it's back to 
square one. Activists with the Save Goa movement 
point out that they are not against non-Goans or de- 
velopment. But neither do they have solutions to of- 
fer for the future. With state legislative elections 
scheduled for May, not much is going to happen in 
the state other than political hyperbole and a lot 
more rancour. The development agenda in Goa, 
for the time being, at least, is like the visiting 
tourist—on its back and half asleep. 


urtesy: Delhi Metro Rail Corporation Limited 


This is not just another routine train journey. It is a metro that offers pride and Infrastructure Alive 
pleasure, while transforming the way you travel. It's a metro that is alive to www.hccindia.com 
your needs, dreams and aspirations, just likethe numerous roads, bridges and 
power plants built by HCC. You can see every one of them and feel a little 
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N INDIA’S GLORIOUS SOFT- 

ware story, there is a sad 

chapter. While India by 

now is top of mind in soft- 

ware services, there’s no 
software product—like an SAP 
enterprise resource planning 
(ERP) package or Microsoft 
Windows—that enjoys instant 
recall globally. The reasons are 
fairly simple. Developing a soft- 
ware product demands invest- 
ment upfront and high-decibel 
marketing, without any guar- 
antee that the product will fly. 
Besides, it has always been said 
that to launch a software prod- 
uct, you need to be in the Us or 
some other first-world nation, 
not India. As a result, while the 
Indian IT software & services 
industry will log Rs 1,32,750 
crore in revenues (domestic and 
exports) end of this financial 
year, an overwhelming 79 per 
cent of it will come from serv- 
ices. Yet, there’s evidence that 
things are changing. A handful 
of Indian companies are 
bravely developing products 
in the belief that a world that 
has accepted their service off- 
erings will also accept their 
products. Business Today spoke 
to a variety of industry experts 
to identify the 10 software 
companies that could make it 
big. Here’s the list they are 
betting on: 
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INDIAS HOTTEST 
Software 


Product 
COMPANIES 


An Indian Windows Vista may take years In 
coming, but here are 10 home-grown software 
product companies that could make it Dig. 


VENKATESHA BABU AND RAHUL SACHITANAND 


3i Infotech 


CEO & MD, V Srinivasan 


. . eRevenues: Rs 445.1 crore* 
-— . e Employees: 3,500 
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3 e Flagship Product: Kastle: A universal banking product that covers origina- 
$ tion, servicing and collection of funds 


- . eFunding/ Listing: Listed in April 2005, raised $70 million (Rs 315 crore) in 
— Aug 2006, via an FCCB issue to fund M&A deals 
S * For nine months ended Dec. 31, 2006 


years ago, 3i has become the fourth-largest player in the Indian prod- 


INCE ITS FIRST TENTATIVE STEPS INTO THE PRODUCTS MARKET SIX 
ucts market, according to Dataquest, a trade journal. Not bad 


? for a company that began life in 1993 as ICICI Investor Services and went 
b on to become an IT services firm (ICICI Infotech) six years later, before 
— A adding products to its portfolio. What helped? To put it simply, it bought 
p" its way into the products market, buying small firms such as Datacons, 
23 FDG and Stet and, in the process, moving into anti-money laundering, 
B insurance and mutual funds markets. Today, half of its revenues come 
a 
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from products. “We are closely 
focussed on financial services and we of- 
fer products in every niche in this mar- 
ket,” says V. Srinivasan, CEO & MD of 3i. 
Instead of trying to take on established 
players in this market, 3i has focussed on 
tapping unexplored markets (such as 
Africa) and tapping unexplored product 
niches too. To get into more devel- 
oped markets such as the Us, 3i is again 
banking on acquisitions. “We yet have 
around Rs 54 crore from two FCCB 
(foreign currency con- 
vertible bonds) issues 
of $50 million and 
$20 million in 
March and Oct- 
ober last year,” says 
Srinivasan. If you 
] can't beat them, 
buy them. 


-> 






















VP - Global Head (Sales & Marketing), Merwin Fernandes 


@ Revenues: Rs 391 crore* amounting to 4.83 per cent of Infosys revenues 
e Employees: 2,400 

e Flagship Product: Finacle: A universal banking solution 

e Funding/ Listing: Listed. An SBU of Infosys 

* For nine months ended Dec. 31, 2006 


OR A COMPANY THAT HAS BECOME INDIA'S BEST-KNOWN 

software brand, success in the products arena has been 

slow in coming. Its first core banking solution was imple- 
mented in 1992, and until 1998, Infosys CEO, Nandan Nilekani, 
was hopeful of getting 40 per cent of the company's revenues 
from products. That never happened, since Bancs 2000, as Ver 
1.0 of the banking product was known then, never took off. In 
contrast, iFlex, spun off from a Citigroup tech arm, took such a 
commanding lead with its Flexcube that in 2005 us-based rr ma- 
jor Oracle was prompted to acquire it for an eventual consider- 
ation of around $1.5 billion. 

However, Infosys went back to the drawing board and re- 
launched the banking product as Finacle. Last year, Finacle 
fetched $81.86 million in revenues ($86.74 million or Rs 390 
crore in the first nine months of 2006-07)—around four per 
cent of Infosys revenues. *The important thing today is that 
Finacle is growing faster than products from competitors such 
as iFlex and Temenos, though admittedly on a smaller base," 
says Merwin Fernandes, Vice President and Global Head of 
Sales & Marketing for Finacle. With the replacement market for 
core banking solutions projected to touch $34 billion 
(Rs 1,53,000 crore) in 2010 (compared to $13.9 billion in 
2004), Finacle should have a lot of room to grow. 
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CEO, VK. Mathews 


e Revenues: $50 million (Rs 225 crore) 
e Employees: 1,500 


e Flagship Product: alRES - 
Passenger reservation and inventory 
management solution 


e Funding/ Listing: Privately held 


Chairman & CEO, Srini Rajam 

e Revenues: $8 million (Rs 36 crore)* 
e Employees: 200 

@ Flagship Product: DSP solutions for 
portable media players 


e Funding/ Listing: Raised $11.5 million 
from GIV & Bank of America Equity 
Partners 

"BI Estimate 








OUGHT ANY TAIWAN OR KOREA- 
made portable media player 
or digital camera of late? If 
yes, then you might already be us- 
ing some of Ittiam Systems’ prod- 
ucts without knowing it. The com- 
pany, whose name is inspired by 
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DECADE AGO, IBS STARTED OPERATIONS AS THE SOLE OFFSHORE IT 
services provider to (the now bankrupt) Swissair Group and then 
added Emirates to bolster its focus on the aviation market. Two years 
on, when 9/11 hit, Bs nearly went belly up. Rather than shut shop, IBS 
decided to lean on its domain expertise in travel and tourism industry to 
build three different rr solutions: aiRES, iCargo and iLogistics. The industry 
expertise was primarily driven by V.K. Mathews, who headed the tech- 
nology operations for the Emirates Group before relocating to 
Thiruvananthapuram, Kerala (and later to Bangalore) to set up his soft- 
ware products shop. “The airline industry globally, in the last 50 years, has 
cumulatively not made any profit. Though it is a problem for the indus- 
try, it is also a great opportunity for companies like IBS to come up with 
IT solutions that will help airlines come out of this economic disaster," says 
Mathews. To try and match the marketing muscle of its larger competi- 
tors, IBS has jointly developed its passenger reservation system alRES 
with Travelport, the holding company of other well-known travel firms 
such as Galileo, Orbitz, Gulliver Travels and eBookers. It also plans to raise 
capital to fund growth. “We see a clear opportunity for IBS to attain lead- 
ership position in the next 3-4 years," says Mathews. Keep an eye on IBS. 





up his job as the head of Texas 
Instruments in India at the behest of 
venture investor V.G. Siddhartha 
of Global Technology Ventures to 
start a product company, the busi- 
ness environment was far from ideal. 
The dotcom crash was followed by 
the telecom crash. However, Rajam 
turned adversity into an opportunity, 
and imposed financial discipline on 
the company from Day One to 
emerge as a player of repute in the 
digital signal processing (DSP) space. 
For the third year in a row, it has 
been voted the world's most pre- 
ferred provider of Dsp-based intel- 
lectual property in a survey of DSP 
professionals. Rajam's ambitions, 
though, are higher. “Even though we 
have become profitable, | am not 
happy with the scale we have 
achieved," says Rajam. *We had 
hoped to be a bit farther along the 


Descartes’ most famous one-liner in 
philosophy, ‘I think therefore | 
am’, has by now provided its soft- 
ware product stack to more than 2 
million devices. 

Its no mean achievement. Six 
years ago, when Srini Rajam gave 


road at this point in our journey, but 
we are working hard and I think 
this model will work." Rajam, how- 
ever, says that he thinks Ittiam has 
made the right bets, including, most 
recently, building products for IP 
video phones, imaging and video. 


‘@ Ramco Systems 


Vice Chairman, Managing Director and 
cEO, PR. Venketrama Raja 
e Revenues: Rs 194 crore* 

e Employees: 2,000 


e Flagship Product: Enterprise Series - ERP 
package targeted at primarily small businesses 


e Funding/ Listing: Listed in April 1999 
* For nine months ended Dec. 31, 2006 





@ Sasken Comm. Tech. 


Chairman & CEO, Rajiv C. Mody 
e Revenues: Rs 339.69 crore* 
e Employees: 2,504 


e Flagship Product: NA - Solutions at the heart of millions of 
cellphones in use globally 


e Funding/ Listing: Listed in August 2005 
* For nine months ended Dec. 31, 2006 


were to be won on size alone, the 
Chennai-based Ramco Systems would 
have been kayoed in round one itself. 
This company, which focusses on pro- 
viding enterprise resource planning (ERP) 
tools for a range of businesses, is minuscule 
compared to its multi-billion dollar MNC ri- 
vals such as SAP, Oracle and more recently 
Microsoft. If it has survived, it has done so 
^ by targeting smaller companies and the do- 
mestic market to grow its business. Its 
small customers needn't buy its products 
such as Ramco ERP OnDemand. They can 
simply use it for a fee. But Kamesh 
Ramamoorthy, Ramco Systems' COO, says 
that cost isn't the only reason why cus- 
tomers prefer Ramco. *We provide a 
powerful software application assembly 
and delivery platform that not only address 
the functional requirements but also en- 
hance the IT capability of our customers,” 
1 says Ramamoorthy. Having established 
a stable base for its existing product base 
` both in India and overseas, Ramco is now 
looking to build a business services repos- 
itory in a few verticals and ramp up the de- 
livery of its products on a subscription 
model. It has taken Ramco 18 years to get 
this far. The road ahead won't be as ar- 
duous, but it won't be easy either. 


Í THE SOFTWARE PRODUCTS BUSINESS 
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Sasken Communication Technologies. Founded by Rajiv 
Mody in a garage in San Jose, California, way back in 
1989 as Silicon Automation Systems, it arrived in India 
(Gujarat) as ASIC Technologies, moved to Bangalore a year later, 
and when investors such as New Enterprise Associates, Nokia 
Venture Partners, and Intel Capital pumped in $22 million, it 
reincarnated itself as a telecom solutions provider. “This was 
clearly a risky move when we made it but it seems to have paid 
off handsomely over the last couple of years," says G. Venkatesb 
Sasken's Chief Technology and Strategy Officer. Tod 
Sasken's products are shipped with millions of phones » 
wide. For instance, its modem software has been slap 
some 55 million handsets globally to date and its applic 
installed in more than 8 million high-end or sm; 
“Sasken is driven by the philosophy of connecting th 
communications value chain. Operators are rolling 


R. EING A SOFTWARE PRODUCTS COMPANY ISN T EASY. JUST ASK 


| ices and solutions as they want to exercise larg "cc 
Y 2 wa T 4 
this value chain," says Venkatesh. Achievi/ " 
resolving multiple paint points such as interope 2 % 
points for telcos, but opportunity for Saske 4 
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Subex Azure 


Chairman & CEO, Subash Menon 

@ Revenues: Rs 172 crore* 

e Employees: 1,200* 

e Flagship Product: RocWare - Operational efficiency 
and service agility software suite 


e Funding/ Listing: Listed but in the process of 
raising $200 million (Rs 900 crore) through sponsored GDR 


** This includes 300 employees from its recent acquisition Syndesis 
* Does not include Syndesis revenues 








OMETIMES, PERSISTENCE PAYS. BACK IN 1999, WHEN 
competitors were eating Subex Systems' (as it 
was called then) breakfast, lunch and dinner in the 
systems integration business, its founder Subash Menon 
went against popular advice into software products, 
although he stuck to its area of expertise, telecom. 

As it turns out, that was the best decision he 
could have made. In the seven years since, Subex has 
made seven acquisitions worth $323.5 million, in- 
cluding a $164.5-million (Rs 740-crore) purchase of 
Canadian company, Syndesis, just last month. As a re- 
sult, Subex's bouquet of products has expanded 
from telecom fraud management (Ranger) and billing 
solutions (Concilia) to revenue-enhancing solutions 
such as Moneta and Optima. 

"Until the Syndesis buy, we were offering only 
operational efficiency tools to our customers—that 
is, help to reduce cost. With this acquisition, we will be 
le to provide service agility and thus help increase 
ir revenues," says Menon, 41. Thanks to the ac- 
itions, 32 of the world's top 50 telecom players are 
Subex customers. 
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Tally Solutions 


MD, Bharat Goenka 

e Revenues: Rs 120 crore 

e Employees: 850 

e Flagship Product: Tally 9.0 Accounting package 


e Funding/ Listing: Privately held. Mukesh Ambani CMD 
of Reliance Industries is a major investor 


HERE ARE ONLY TWO KINDS OF COMPANIES IN 

India when it comes to accounting software," 

says Bharat Goenka, Managing Director of 
Tally Solutions. “Those who already use Tally 
and those who will shortly." He isn't exaggerating. 
Tally enjoys a 90 per cent share in the domestic 
market for accounting software. 

Expanding reach and cutting price from 
Rs 22,500 per installation three years ago to 
Rs 10,000 currently has helped the 20-year-old 
company curb piracy. Around that time too, Tally 
forayed into Middle East and Africa, and claims to 
now have 2 million users in 92 countries. Now, it's 
looking at ERP solutions for small businesses and an- 
other one for the retail industry. Things must be 
headed in the right direction at Tally, since Reliance 
Industries’ Mukesh Ambani recently picked up 
an undisclosed, personal stake in it. *Tally's 
turnover must be rounding off error for him, but 
it is my good fortune that he has taken a per- 
sonal interest in it,” says a grateful Goenka. 


Ignacio Of r EriiGue Soria and Francisco Martín, 
CIEMAT Wind Energy Unit Team. 


Spain is a leader in well-being and quality of life Spain currently has the second largest installed 
and has reached an excellent level of socio- wind power capacity in the world (*), and is one of 
economic development. Spanish businesses are the most advanced countries in the renewable 
very sensitive to the environment and sustainability energy sector. 

and are also outstanding in their achievements in 

technological research and development. 


Spain is the world's second largest 
producer of wind power. 


(") Source: EWEA (European Wind Energy Association). Data: 2005 
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Q) Talisma 


ceo, Dan Vetras 
e Revenues: N.A. 
e Employees: 260 


e Flagship Product: Talisma CIM - Multi-channel customer 
interaction management solution 


e Funding/ Listing: $79 million* (Rs 355.5 crore) from Oak 
Investment Partners and SeaPoint Ventures 


*BT Estimate 


N.A.: Not available 





ITH COMPETITORS SUCH AS SAP, SIEBEL AND 
salesforce.com on one hand, and Kana, eGain 
and LivePerson on the other, you'd expect the 
Bangalore-based provider of customer relationship 
management (CRM) and customer interaction manage- 
ment (CIM) solutions, Talisma, to be hemmed in. You 
would be wrong. *We have trebled our customer 
count to over 800 worldwide now, and we expect to 
add 50+ customers (big and small) every quarter,” 
informs Girish Krishnamurthy, Managing Director 
(Asia Pacific), Talisma, which was spun out of Pradeep 
Singh's Aditi Technologies in 2000. To compete with the 
larger players, Talisma's executives say, the firm focusses 
on ease of implementation (measured in days, not 
weeks or months, they say) and domain expertise. The 
company, which is headquartered in the us but does al- 
most all of its R&D in Bangalore, relies on word-of- 
mouth and search engine-based marketing. Despite its 
rapid growth in recent years, Talisma recognises that it 
faces many challenges. Attracting and retaining talent 
apart, Krishnamurthy says, "there are issue of expand- 
ing our bandwidth and entering new markets such as 
travel and tourism and, inevitably, BPO." 
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| @ Tejas Networks 


ceo, Sanjay Nayak 
. @Revenues: Rs 250 crore* 
e Employees: 350 
e Flagship Product: Optical Networking Products 


e Funding/ Listing: Raised $49 million (Rs 220.5 crore) 
till date through investors like Mayfield Fund, Intel 
Capital, Sycamore Networks, Battery Ventures 

*BT Estimate 


HERE COULD NOT HAVE BEEN A WORSE TIME 

to start a software product company, that 

too from India,” grins Sanjay Nayak, who 
co-founded Tejas Networks with one of Silicon 
Valleyer’s posterboys from India, Gururaj 
Deshpande, just a year before the telecom 
nuclear winter of 2001. Tejas had stepped into 
optical networking solutions just as the global 
telecom industry was coming crashing down due 
to overcapacity and ruinous auctions of 3G 
spectrum. Few thought the Bangalore-based 
company would survive. 

For one, global majors such as Cisco, Huawei 
and ZTE had entered the segment, offering solu- 
tions at rock-bottom prices. Yet, Tejas, whose 
products help telecom carriers build converged net- 
works that support both traditional voice services 
and data services, has a 25 per cent market share 
in the segments it operates in. It also ships boxes 
to other international telecom infrastructure 
providers, although Nayak won't reveal names. 
*Once we are able to build a brand internationally, 
we will sell under Tejas name," says Nayak. With 
some big investors backing the Rs 250-crore 
Tejas, it's now just a question of scaling up and 
challenging global rivals on their turf. 8 
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ADMISSION ANNOUNCEMENT 


(Two-year full time MBA Program) 





Jaypee Business School (JBS) is a constituent of Jaypee Institute of Information Technology 
University (JIIT), Noida. The fully residential Business School with a state-of-the-art campus 
envisions earning “recognition as the world class shaper of service and relationship 
management professionals in South Asia”. 


Salient Features of JBS 

* Backed by the Rs. 4000 crore Jaypee Group of Companies 

* JIIT Infrastructure-Academic Programs-Placement record 

* The 4-Vs: Vision, Value, Vector and Vitality 

* Specialization in Services Management & Relationship Technologies 

* Eminent Faculty supported by leading practising executives 

Eligibility 

Bachelor's Degree or its equivalent in any discipline from a statutory university with at least 
5096 aggregate marks or equivalent CGPA. Candidates graduating by 30" June 2007 can also 
apply. 

Selection Process 


Applicants seeking admission are required to have qualified in the CAT/XAT/GMAT for 
the current session. Short-listed applicants will be called for Group Discussion (GD) and 
Personal Interview (PI). The final selection will be based on CAT/XAT/GMAT test score and 
performance in the GD & PI. 


Howto Apply 


Download the Application Form from www.jbs.ac.in Complete and send the same with a 
Demand Draft for Rs. 1200/- Drawn in favor of Jaypee Business School, payable at Noida. 


Last Date for receiving completed application forms is 
19" March, 2007 


Sobhagya/008/2007 


Jaypee Institute of Information Technology University 


(Estd. U/s 3 of the UGC Act) 


Jaypee Business School, JIIT Campus, A-10, Sector-62 
NOIDA - 201307 Tel. : 0120-2400973-975 Fax : 0120-2400986 
E-mail:jbs.helpcenter@jiit.ac.in Website :www.jbs.ac.in 
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RETAIL 
SPOT 


Back in the mid-90s, Chennal 
used to be the organised 
retailer's dream market. 

Ten years on, it is Hyderabad 
that has emerged as the 
springboard for some of the 
biggest retail plans. 


E. KUMAR SHARMA 





RIVE SOME 10 MINUTES FROM THE 
Hyderabad airport into the city, and 
you enter the new and happening ‘shop- 
per’s belt'—it's a 5 km-long stretch that 
starts at Begumpet and goes all the way 
up to Banjara Hills, Hyderabad's best-known neigh- 
bourhood. Dotting the stretch are a variety of malls and 
stores—there's Shoppers' Stop and Pantaloons at Beg- 
umpet, rival Lifestyle a few blocks further down. 
Then you go past some local malls like Babukhan, 
Amrutha and Kalanikethan and reach Kishore Biyani's 
Hyderabad Central. It is close to Banjara Hills, where 


148 BUSINESS TODAY FEBRUARY 25 2007 





GVK is now busy building its 650,000 sq. ft mall. 
Footfalls are not a problem on the belt. From afternoon 
right until the shutters come down around 10 p.m., 
you'll find these temples of consumerism packed with 
ardent devotees. Walk into a mall like Central, and 
you'll find the place swarming with shoppers—young 
couples, middle-aged men and women with kids in 
tow, and the omnipresent mall rats. 

Retailers are, of course, not complaining. In fact, the 
modern retailers, who first arrived in the city tentatively 
way back in 1997, seem to be revelling in their dis- 
covery of Hyderabad. Indeed, in some sense, the city has 
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Pick and choos&-Qfthe 56 — 
Reliance Fresh storeSinthe — 
hod country, 21 are in Hyderabad 


WHY RETAILERS 
LOVE 


There are several reasons, but here are 
some of the more important ones. 


Compared to a rental of Rs 85 to Rs 250 
per sq. ft per month in Bangalore or Rs 
215 to Rs 305 per sq. ft in Mumbai for 
prime areas, rentals in Hyderabad are 

still affordable at Rs 65 to 120 per sq. ft 


Acceptance of modern retailing is pretty 
high in the city, thanks to its diverse 
crowd employed in knowledge industries 
such as IT and pharma. According to 
Technopak, Hyderabad ranks fifth in 
terms of market potential value 


While the penetration of organised 
retail is high, there is not much of 
discounting that happens here—a 
problem that retailers in cities such 
as Bangalore have to deal with 


How does that help 
retailers? Basically it allows them to 
experiment with their formats and fine- 
tune them till they are good enough 
to be rolled out nationally. So a 
mistake won't be fatal 


PHOTOGRAPHS BY A. PRABHAKAR RAO 


become the launch pad for players with national plans. 
Choupal Fresh, rrc's fresh food retail chain, was kicked 
off from Hyderabad in August last year; Reliance 
Retail chose the city as well to launch, two months later, 
its own fresh food chain, Reliance Fresh. And in January 
this year, the Aditya Birla Group snapped up city- 
based grocery chain Trinethra Super Retail's 170 stores 
(spread across four South Indian states) for an undis- 
closed amount to signal its entry into food retail. 
When other established retailers such as Sanjiv Goenka’s 
RPG and Trent (of the Tatas) wanted to launch their hy- 
permarkets and retail outlet six and eight years ago, re- 


spectively, they chose Hyderabad too. 

Is Hyderabad's emergence as the new retail hot 
spot a matter of design or chance? When big money is 
at stake, few retailers leave anything to chance. There- 
fore, if Hyderabad finds itself today as a test market for 
modern retailing, it's for good reason. *In Hyderabad, 
both the share of organised retail (modern trade) and 
the share of consuming population is twice that of 
other cities," says Kishore Biyani, Chairman, Future 
Group, which includes Pantaloon Retail of Big Bazaar 
fame. “There are several other factors in favour of 
Hyderabad at the moment," adds R. Subramanian, 
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It’s Hyderabad’s consumer profile that makes it attractive. 
HYDERABAD BANGALORE 


Population (in millions) 9.53 5.68 
% of population in SEC A/B 34.50 26.50 
SEC A/B population (in millions) 19 15 
Average monthly spend by SEC A/B (in Rs) — 4,900 4.320 
Average family size 45 45 
Market size for Food & Grocery 2,500 1,730 
for SEC A/B (in Rs crore) 


Source: Retail Industry estimates 


MD, Subhiksha Trading Services. *One of them is that 
the city has relatively low property prices and rentals 
compared to the other big cities," he says. For in- 
stance, according to real estate consultancy Cushman 
& Wakefield, high street rentals range between Rs 
65 and Rs 120 per sq. ft, while at malls, rentals cost Rs 


The two Big Bazaar outlets in the city have seen sales grow at a phenomenal rate 


- 


100 to Rs 150 per sq. ft. In bigger cities such 
as Delhi or Mumbai, high street rentals start at 

Rs 200 or so per sq. ft. 
CHENNAI That means retailers, who typically meas- 
gj? ure their performance on sales per square 
| foot of retail space, get better return on in- 
3320 ^ vestment in Hyderabad than most other cities. 
2] In terms of share of rentals to sales, those in the 
trade put the figure at 5 per cent for Hyder- 
3,900 abad, compared to 3.5 per cent of Chennai 
45 and 7.5 per cent of Bangalore. On the face of 
1.990 it, Chennai appears cheaper, but here's where 
Hyderabad scores: It is not a major discount 
market like Chennai or Bangalore. Again, ret- 
ailers estimate that store discounts in Chennai 
are as high as 4 per cent, compared to 1-1.5 per cent in 
Hyderabad and Bangalore. Finally, getting your store up 
in the city takes less time compared to some others. 
Reliance Fresh opened in Hyderabad first largely because 
it managed to get the back-end and the front-end in place 
here earlier than in other locations. *We recommend 
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Hyderabad as a pilot city to many of our clients because 
it has a diverse and interesting mix of consumers, and 
that allows retailers to test a lot of parameters (be it 
demographic, income-related or cultural) in just one mar- 
ket,” says Harminder P. Sahni, coo, KSA Technopak. 
The ‘interesting mix of consumers’ that Sahni talks 
about is the large cosmopolitan crowd that Hyderabad 
boasts of, thanks to its rr and pharmaceutical industries. 
The interesting point, however, is that since it is a 
less ‘mature’ metro than Mumbai or Bangalore, retailers 





can come in with pilot formats and fine-tune them 
along the way, without upsetting or surprising con- 
sumers (see Why Retailers Love Hyderabad). Says S. 
Sivakumar, Chief Executive of ITC's agri-business division: 
"The cosmopolitan nature of Hyderabad lends itself to 
multiple learnings that could be of use when rolling out 
to other locations." Raghu Pillai, President & Chief 
Executive (Operations & Strategy) Reliance Retail, 
points out something that must be unique to Hyderabad: 
"We have found that while there could be micro-level 
detailing and changes in terms of products demanded, the 





Reliance Retail: Reliance Fresh was launched in Hyderabad 
in October 2006 and has 21 stores (around 50,000 sq. ft) in the 
city. This is out of the 56 stores that Reliance has across the 
country, covering a total area of 120,000 sq. ft. 


Aditya Birla Group: Has acquired 90 per cent stake in 
Trinethra Super Retail, which has 63 stores in Hyderabad out 
of a total of 170 in South India.The Group intends to commit all 
the necessary resources in terms of funds and efforts that this 
space would need 


Future Group (Pantaloon Retail): Currently has two Big 
Bazaar, one Central, two Pantaloons, one Brand Factory and 
four Food Bazaar outlets and specialty retail formats like Collection 
| and EZone. By the end of 2007, it plans to open another 5 Big 
Bazaar, 3 Pantaloons and 8 Food Bazaar outlets 


RPG: Has been in Hyderabad for over seven years now and has 
15 stores covering a total trading area of 1.5 lakh sq. ft. The 
company plans to double this to 3 lakh sq. ft by June this year 


Trent (Tatas): Has been present in Hyderabad with its 
Westside outlet since 1998, which is spread over 12,000 sq. 
ft. This is its second store after Bangalore and the company 
plans to open more stores in the future 


Landmark (Lifestyle): Has one major outlet here, the 
second in the country after the flagship store in Chennai. 
Spread over 47,000 sq. ft, it opened in 2001 


Shoppers' Stop: Opened in 1998 (its third outlet to be 
launched in the country), the store is spread over five floors and 
covers an area of 66,000 sq. ft. There are plans to add another 
store in the city this year 


Subhiksha: Made its foray into Hyderabad in October 2006 
and in the last four months has set up 34 outlets, covering a 
total area of 54,000 sq. ft. Plans to have 42 stores in 
Hyderabad by March this year 
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demand at stores is quite location-neutral. The de- 
mand for fruits and vegetables, for example, is equally 
encouraging, be it Banjara Hills or Chintal Basti (a 
lower middle class neighbourhood).” 


Willing Consumers 

Retailers who have been in the city far longer say that 
the city has been a consistent performer. A case in 
point: Lifestyle International. It arrived in the city 
way back in 2001, and has seen its sales of apparel and 
children’s products grow faster than in other cities. A 
majority of its loyalty card customers come from the 





city. “Lifestyle Hyderabad is our best performing store 
in India,” says Shankar Suryanarayan, Vice President 
(Marketing), Lifestyle International, which has just 
revamped its 47,000 sq. ft store in the city. 

Pantaloon’s Biyani also says that same-store sales 
growth in Hyderabad is the highest among all Big 
Bazaar locations. “Our second Big Bazaar came up in 
Hyderabad and is at Abids (an old shopping area). It 
happens to be at the centre of the city, where resident 
population does not increase much. Yet, our sales at the 
store continue to grow at a phenomenal rate,” he 
says. That has to do with the profile of the consumers 
in the city (see Southern Promise). Compared to 26.50 
per cent in Bangalore, more than a third of Hyderabad's 
consumers are in SEC A & B; the average monthly 
spend on food and groceries by sec A&B households in 
Hyderabad is Rs 4,900, compared to Rs 3,500 in 
Chennai and Rs 4,320 in Bangalore. 

However, the city's advantages may not last forever. 
As more and more organised retailers pour into the city, 
history of other former retail sweet spots such as 
Chennai will repeat itself here. Rentals will go up, 
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( N ITTING IN THE CONFERENCE ROOM ON THE SECOND FLOOR OF THEIR 
J spartan office in Punjagutta, executives at Heritage 


Foods are keeping an eye, literally, on their nine stores. 


across Hyderabad. They have the option to either centrally 
monitor or have distributed monitoring (using their lap- 
tops). Several windows open up on the screen showing 
the different outlets and one can zoom in on any one of them 
for a closer look. This monitoring results from being connected 


showing everything that's happening at the stores, including 
customer traffic, queues at the check-out counters, and 


-derstand the shop floor realities and increase our speed of re- 


Heritage Foods (India). CCTVs are a small part of the tech- 


network, which connects all stores, warehouses and of- 
fices, using a 2-MBPS (mega bits per second) link. 

In response to competition from bigger players, 
Heritage intends to grow home delivery as a business 
stream. It even runs a call centre that can take customer 
orders (minimum value Rs 200, with an option to pay by 
credit card at home upon delivery) and make sales calls to 
customers. Customers of Heritage Dairy (everyday milk buy- 
ers) can place grocery orders via the milk vendor or, 
shortly, online. “The crucial issue,” says Jagdish, “is 
trust, and we want to ensure that the customer gets the 
same deal and quality sitting at home.” Apparently, one 
way to deal with competition is to make sure that your cus- 
tomers never have to leave home for their daily needs. 


discounting will become fiercer, and consumers will get 
more demanding and less loyal. “Please remember 
that at the end of the day, it is not like a factory loca- 
tion that you have one location and you are stuck 
there,” says Sivakumar of rrc. “You need to be else- 
where as well and it is just a question of sequencing.” 

Hyderabad needn’t rue its inevitable evolution. 
Retailers will keep investing in the city for different rea- 
sons. Biyani’s Future Group, for instance, plans to 
open another five Big Bazaar stores (there are two 
already), three more of Pantaloons (two currently), 
one Home Town (home improvement store), and two 
malls (being developed by its property arm Kshitij 
Retail), besides others. “All this put together, we are 
making close to Rs 1,000 crore investment in the 
city," Biyani says. Mall rats, rejoice. B 


to a network of close circuit television (CCTV) cameras. 


even cleanliness of the stores. "Monitoring helps us better un- - 
sponse," says S. Jagdish, Vice President, Retail Division, 
nology that Heritage uses. Its retail business runs on JDA — 


Retail ERP package, and its dairy division uses Oracle Apps - 
11i ERP. Heritage has also invested in a virtual private 
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Hans-Joachim Kürber/ Chairman & CEO/ Metro AG ( 
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LITTLE OVER 10 YEARS AGO, 
Metro AG wasn't the €60 
billion (Rs 3,42,300 crore) 
retail giant that it is to- 
day, but tbree different companies— 
Asko Deutsche Kaufhaus, Kaufhof 
Holding and Deutsche sB-Kauf. But 
when the three companies merged in 
1996, they spawned not just Metro 
but a top 20 listed company in 
Germany. Within months, the new 
entity was moving into international 
markets, starting with East European 
countries and thereafter Asia. There 
has been no looking back since then 
for the German retailer. International 
revenues as a percentage of total rev- 
enues have gone up from 7 per cent 
in 1997 to 56 per cent. Since 2001, 
it has been the responsibility of Hans- 
Joachim Körber, Chairman (of the 
Board of Management) © CEO, to 
keep Metro’s flag flying high not just 
in Germany but also outside of it. 
The retailer, which derives most of its 
revenues from the cash-n-carry, or 
wholesale, business, arrived in India 
in October 2003, but hasn’t been 
able to ramp up; it has two outlets 
in Bangalore and one in Hyderabad 
that opened in November last year. 
Recently in India, Körber, 60, met 
with BT’s R. Sridharan to talk about 
Metro’s India experience and future 
plans. Excerpts: 





What’s your reaction to the Bharti- 
Wal-Mart deal? 

What it shows is the attractiveness 
of the Indian market. We are 
already in this market. Everybody 
has realised that India is a country 
with a lot of potential—if you see 
the size of the population, the 
dimension of the retail sector, or 
if you see the demographics of 
India, it’s a very young population. 
So, I think (the other retailers) will 
also look for ways to enter India, 
because you know that the retail 
sector in India is a closed sector. 


Metro is only into cash-n-carry in India, 
but back home in Europe you have 


other formats (see Metro: Battling 
Stagnation in Germany). With compe- 
tition coming in, do you have plans of 
bringing in the other formats? 

No, we are focussed only on our 
cash-n-carry business. We are trying 
to expand our business now, after 
having opened two stores in 
Bangalore, and adapting it to the 
Indian consumer needs. (The third 
store opened in Hyderabad on 
November 29, 2006.) 


In China, | believe, you have more than 
30 cash-n-carry... 

Thirty-three stores to be precise, 
and that’s growing. 


What sort of problems have you faced 
in ramping up in India? Two or three 
stores is really nothing to talk about 
when you are a €60-billion retailer. 

That’s true. First of all, to come to 
India you need a licence from the 
government. So we got this licence 


really do for the small businesses— 
restaurants, caterers and hotels. 


Why didn’t Metro come in via the fran- 
chisee route, which would have allowed 
you to bring your other formats? 

First of all, as a group, we don’t 
have any franchise concept. This is 
a different business. Most of our 
international business is cash- 
n-carry, and we see an acceptance in 
all the countries we are in because in 
the transition phase of an econ- 
omy, this sort of a concept—cash- 
n-carry—helps the small businesses 
a lot. Why change a winning con- 
cept just because the legal frame- 
work of a country is temporarily 
not conducive to it? Long term we 
believe that India will also change 
the legislations because, at the end of 
the day, it benefits the consumer. 


The group’s growth has been pretty 
modest—4.25 per cent in 2005... 


"THERE'S NO ALTERNATIVE BUT 
TO OPEN UP RETAIL FOR THE 
BENEFIT OF THE CONSUMER" 


and then we had a long discussion 
about the interpretation of the licence, 
whether it means self-service whole- 
sale in the Indian context. Then, we 
decided to open the first store in 
Bangalore. We also were promised 
that the APMC code (Agricultural 
Produce Marketing Committee Act) 
would be changed, but then there 
was a change in the (state) govern- 
ment and we are still waiting—two- 
and-a-half years on—for changes in 
the APMC code. (Editor's note: Eight 
states, including Karnataka, are yet to 
amend their APMC Act.) So that means 
we can't sell food and vegetables, 
rice and lentils which comprise the 
core category of our business. But so 
far we are satisfied with the devel- 
opment and now in Hyderabad, 
you can see what cash-n-carry can 


.. it will be 6 per cent this year 
(2006) at least. 


...And three-fourths of your business 
comes from cash-n-carry and elec- 
tronics retail. It must be frustrating 
coming to a market where there’s so 
much potential for organised retail and 
yet to find that there are many 
restrictions. 

If you go back in time, it starts 
with the fall of the Iron Curtain. 
What nobody really knows today is 
that there was no modern retail at 
all in Eastern Europe. So, we 
moved into Eastern Europe and 
later into China...and, okay, we 
find our way. Of course, the gov- 
ernment has to balance (the various 
interests) as far as retailing is con- 
cerned, but we are not in retail. It 
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[ILE CASH-N-CARRY IS METRO'S 
V V biggest and best-known 
business, it operates several other 
formats in Germany and outside of 
it. Real is its hypermarket chain 
. that was created by the merger of 


several regional hypermarkets, and 


. sells everything from fresh pro- 
- duce to electronics to clothing. 
. Extra is a chain of neighbourhood 
. supermarket stores with €10 bil- 

lion (Rs 57,000 crore) in annual 
.. revenues—as much as Real's rev- 
enues in 2005. Media Market 


. and Saturn are two of its con- 


. sumer electronics retail chains, 
. with revenues of €13.3 billion 

(Rs 75,810 crore). Galeria Kaufhof 
is the department stores chain 
with focus on fashion and lifestyle- 
- related products. In 2006, Metro 
. acquired 85 stores from Wal-Mart, 
. when the retail giant decided to 
. wind up its German foray and 
. write off $1 billion (Rs 4,500 
crore) in losses. The big challenge 
- for Metro is, however, to stimulate 
growth. The German retail market 
is both cut-throat and flat; in 
2006, Metro Group's sales grew 
. less than half a per cent, excluding 
acquisition of Wal-Mart stores. 
However, the group is growing 

rapidly outside of Germany; int- 
. ernational sales, for instance, grew 
. 12. per cent last year over 2005. 
. That's why India, where organ- 
ised retail is beginning to take off, 
is important to Metro. 
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"REAL ESTATE PRICE IS AN ISSUE. IF 





YOU COMPARE REAL ESTATE PRICE 
AND GDP, IT IS OUT OF SYNC" 


has to consider what does it mean 
to the existing infrastructure and 
what does it mean for the con- 
sumers. So when we start analysing 
India, it is clear that the potential 
is there. It is clear that the gov- 
ernment will change legislations, it 
will take a while. But at the end, if 
you see how India is developing, if 
you see how the middle class is 
coming up, if you see how the 
farmers are squeezed today, and 
how important the agriculture sec- 
tor is to India, there's no alterna- 
tive but to move ahead to the ben- 
efit of the consumer and also to 
the benefit of the agriculture sector 
especially the farmers. 


When you came into the country the 
real estate prices were relatively low, 
but now they have gone through the 
roof. Has Metro already locked into 
leases outside of Bangalore? 

Real estate price is an issue. If you 
compare real estate price and GDP, 
it is out of sync. We have to find 


ways (of coping with high real 
estate prices) together with devel- 
opers because in combination you 
can afford the high real estate 
prices. We have the experience 
to deal with such situations. 


But obviously that puts greater pres- 
sure on your business model? Higher 
rentals will mean you need higher 
throughput per square foot. 

It’s relative. As long as everyone 
pays high (rentals), it's OK. We 
have a very productive model. We 
have high turn rates for our stock. 
We already operate in countries 
that have high rentals; Moscow, 
for example, has high real estate 
rentals. We are used to it. 


Perhaps, but when you enter a new 
market you have to take market share 
away from some existing players, who 
are operating on historical costs. 

That’s true, but you can be com- 
petitive. We offer low prices and 
hygiene, we offer quality and 
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availability. So we offer a lot of 
additional values that make our 
business attractive. It's not only the 
price. We are doing business in 
28 countries, and I can tell you the 
concept works. We are very dedi- 
cated to our target group. We have 
extensive data on our customers 
and that allows us to offer assort- 
ments that are best suited to their 
customers. We have great expertise 
in supply chain management. 


| was going to come that. How difficult 
has been managing supply chain in 
India? 

It is very fragmented, it is uni- 
dimensional and inefficient. 
Therefore, supply chain manage- 
ment is a big part of our business. 
In general terms, what you see on 
the shelves is not our competence; 
it's how we put the product on 
the shelves which is our com- 
petence. 


Looking at Metro's P&L, it does 
seem that cash-n-carry is much 
more profitable than consumer 
retail. Real (Metro's consumer 
electronics retail chain) is losing 
money, right? 

Actually, that's a problem 
specific to Germany and 
home-made. Normally, we 
run (business models) that 
have high return on capital. 
That's what we are focussing 
on. But there's no big differ- 
ence as far as the return on 
capital employed is concerned 
between, say, a hypermarket 
and a cash-n-carry or elec- 
tronics retail. 


Wal-Mart pulled out of Germany 
in 2006, and Metro bought the 
. Stores. What do you think went 
wrong with Wal-Mart's German 
experience? 

I would turn the question the 
other way round and ask what 
they do right. In general terms, 
internationalisation in retailing 
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"WE BELIEVE INDIA 
WILL ALSO CHANGE 
THE LEGISLATIONS" 


has a lot to do with adapting to 
the local needs. And this is the 
strength of our company, as we are 
doing business in 28 countries. We 
learn how to adapt our concepts 
to local needs. 


Are you saying that Wal-Mart did not 
read the German consumers right or 
manage its workforce properly? 

I never comment on competitors. 


Why do you think these 85 stores (what 
Wal-Mart sold to Metro) will do better 
under Metro? 

We have critical mass. Wal-Mart 
was a $2-billion (Rs 9,000 crore) 
business in Germany, we have $28 
billion (Rs 1,26,000 crore). So we 
can use our infrastructure, IT, log- 
istics, buying. We use our brand. 
We have 260 stores in Germany. 
Our culture, our knowledge about 





the German consumer. And finally, 
it Is our store network—there is 
no overlapping. That's why we got 
the approval of the anti-trust 
authorities. 


Metro and Wal-Mart make interesting 
contrast. Metro was stitched together 
(from three different retail companies) 
only 10 years ago, but most of your rev- 
enues come from international opera- 
tions. Whereas the US continues to be 
Wal-Mart's most successful market, 
not so much international. 

If I were to give a speech on 
internationalisation of retail, I 
would put in the middle culture. If 
you see the Europeans, we have 
learnt to deal with different cul- 
tures. Because Europe has a variety 
of cultures; if you travel one-and- 
a-half hours by plane, you are in 
Romania, you are in Czech 
Republic, you are in Poland, 
you are in France, the 
Netherlands. So different cul- 
tures. This is the strength of 
Europeans. The American 
approach is ‘one size fits all’. 
This is from my point of view 
the biggest difference. And 
by the way, just to remind 
ourselves, 80 per cent of the 
Americans don’t have a pass- 
port. So, cultural adaptation 
or local adaptation is the key 
in our industry. When I took 
over, Metro had 5 per cent 
foreign share (in terms of rev- 
enues). Today, if you see our 
culture, it’s an international 
culture. Our country man- 
ager in China is a French; 
our country manager in 
Russia is an Italian. We have 
a very mixed management 
team and an international 
culture. This is really impor- 
tant. When you build a big 
business in India or China, 
they don’t want to be part 
of a German business, they 
want to be part of an int- 
ernational company. B 
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SOMETIMES ONE GREAT MIND CAN INSPIRE THE WORLD. 
NOW IMAGINE WHAT 19 OF THEM CAN DO. 


INDIA TODAY Conclave 2007 is a platform where Nobel Laureates, policy makers, reformers, 
thought leaders, writers and celebrities would peer into the keyhole of tomorrow and chart 
a future course for humanity. Hear them voice their opinion as they put up a brave front 
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Dr. Manmohan Singh 
The Prime Minister of India 


Dr. Manmohan Singh, India's 14" Prime Minister, has had a distinguished 
career in academics, administration and governance. An alumnus of 
both Oxford and Cambridge, he has been Finance Secretary, Deputy 
Chairman of the Planning Commission, Governor of the Reserve Bank 
of India and Union Finance Minister. His vision and initiative in the 
early 90's set the road map for the liberalisation of the Indian 
economy. As Prime Minister, his role has been decisive in bringing 
India to the high table of international power, especially with the 
nuclear deal with the United States. Thinker, scholar, statesman and 
Chief Executive of one of the most dynamic democracies, Dr. Singh 
has emerged as a formidable moral force in the world today. 





Hujjat-ul -Islam Seyed Mohammad Khatami 
Former President of Iran, Head of the Institute 
of Dialogue Among Cultures & Civilisation 


Hujjat-ul-Islam Seyed Mohammad Khatami was the fifth President of 
the Islamic Republic of Iran from 1997 to 2005. He is widely regarded as 
Iran's first reformist President and credited with moving Iran's foreign 
policy into a new phase that advocated conciliation and dialogue rather 
than confrontation, among nations and civilisations. After, his 
retirement, President Khatami has been actively involved in world 
affairs. He is currently Head of the Institute of Dialogue Among Cultures 
and Civilisations based in Tehran. Winner of many prestigious 
international awards, he has also written a number of books, among 
them: From the World of the City to the City of the World; Islam, 
Liberty and Development; and A Study of Religion, Islam and Time. 
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Gloria Macaraeg Macapagal - Arroyo 
President of the Philippines 


Gloria Macaraeg Macapagal - Arroyo was sworn in as the 14" & current 
President of Philippines in January 2001. She is the country's second female 
President after Corazon Aquino. In 1987 she was invited by President 
Corazon Aquino to join the government as Assistant Secretary of the 
Department of Trade and Industry. She was promoted to Under Secretary 
two years later. She was elected to the Philippine Senate in 1992. As a 
legislator, Arroyo filed over 400 bills and authored or sponsored 55 laws of 
economic importance, including the Anti-Sexual Harassment Law, the 
Indigenous People's Rights Law and the Export Development Act. 





P. Chidambaram 
Union Cabinet Minister of Finance 


Finance Minister P Chidambaram was first elected to the Lok Sabha in 
1984 and is a six-time Parliamentarian from Tamil Nadu. A lawyer by 
profession (the Congress Party regularly draws on his legal acumen, 
ability to analyse complex issues and lucid articulation), the Harvard 
Graduate has been Minister for Internal Security, Union Commerce 
Minister and Union Finance Minister in the past. In his earlier stint as 
Finance Minister in 1997 Mr. Chidambaram dismantled the high tax 
regime that India was famous for with historic cuts in personal and 
corporate taxes. He has successfully held the brief for India's integration 
with the global economy and has managed to declare over 8 per cent ẹ 
GDP growth in successive years with a mix of moderate taxation and 
investment evangelism. Despite sceptics the facts are on Chidambaram's 
side with tax collection doubling in the last three years. 
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Kamal Nath 
Union Minister for Commerce & Industry 


Kamal Nath is currently Minister for Commerce and Industry in the Indian 
Cabinet. His tenure has witnessed major trade policy initiatives. In 1991 
he became Minister of Environment & Forests. During this tenure the 
National Policy on Ecological Con-servation and the Abatement of 
Pollution was developed and enunciated. He also emerged as one of the 
chief spokesmen for developing countries at the UNCED in Rio de Janeiro 
in June 1992. Subsequently, as Textile Minister he successfully launched 
The New Textile Policy to achieve an all-time high in exports of garments 
& fabrics. A long-time Member of Parliament, Kamal Nath represented 
h India in the United Nations General Assembly in 1982 and 1983. 





Dr. Andrew T. Weil 
Physician, Author, Spontaneous Healing & Prof. 
Integrative Medicine, Tucson University 


Andrew Weil, M.D., has devoted the past 30 years to developing, 
practising & teaching the principles of Integrative Medicine. He is 
the founder and director of the Program in Integrative Medicine (PIM) 
at the College of Medicine, University of Arizona. Dr. Weil is the 
best-selling author of “Spontaneous Healing", “8 Weeks to Optimum 
Health" and "Healthy Aging: A Lifelong Guide to Your Physical & 
Spiritual Well-Being". He is also Editorial Director of DrWeil.com, an 
online resource for healthy living based on the philosophy of Integrative 
v Medicine. Dr. Weil received both his medical degree and his 
undergraduate AB degree in biology from Harvard University. 





= 


Š 





Dr. Wangari Maathai 
Nobel Peace Laureate, Founder, The Green Belt 
Movement & Visiting Fellow at Yale University's 
Global Institute for Sustainable Forestry 


Wangari Maathai has inspired and led a large, many-faceted 
movement that confronts local environmental threats which are 
linked to global environmental threats. The Green Belt Movement 
helps people understand the connection between environmental 
degradation and a multitude of other issues - soil erosion, drought, 
hunger, poverty. Its projects empower women, providing them with 
income, raising their status, and advancing their skills as leaders and 
organisers. She speaks out for human rights and has drawn together 
supporters from across social and economic classes in Kenya and 
around the world. 





N.R. Narayana Murthy 
Chief Mentor & Non-Executive Chairman 
Infosys Technologies Limited 


N.R. Narayana Murthy, founder of Infosys, served as its Chief Executive 
Officer between 1981 and 2002, when he handed over the reins to co- 
founder Nandan M. Nilekani. He has led key corporate governance 
initiatives in India and in '03 SEBI appointed him Chairman of its 
Committee on Corporate Governance. He is Chairman of the governing 
body of the Indian Institute of Information Technology, Bangalore and 
the Indian Institute of Management, Ahmedabad. Murthy is on the 
boards of DBS Bank, Singapore's largest government-owned bank, the 
Asia Pacific Advisory Board of British Telecommunications Plc., and 
New Delhi Television Ltd. 
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Dr. Francis Fukuyama 
Author & Prof. Johns Hopkins University 


Author & teacher, Prof. Fukuyama's best-selling book 'The End of 
History And The Last Man', argues that the struggle of ideologies is 
largely over with the world settling for liberal democracy. His other books 
are: "Trust: The Social Virtues & The Creation of Prosperity’ and 'Out 
Post Human Culture’. A member of the project think-tank for the 'New 
American Century’, Prof. Fukuyama was also a member of the President's 
Council for Bioethics. He is co-founder of "The American Interest’, 
a magazine devoted to the broad theme of 'America in the World’. 





Paul Saffo 
Director and Roy Amara Fellow 
Institute For The Future 


Paul Saffo, with a string of degrees from Harvard College and Cambridge 
and Stanford Universities, is a forecaster, strategist and essayist, exploring 
long-term technological change and its practical impact on business and 
society. On the Stanford Advisory Council on Science, Technology 
and Society, as well as on the boards and advisory panels of several 
companies across the world, Paul is the Consulting Associate Professor in 
the School of Engineering at Stanford University, and a Fellow of the 
Royal Swedish Academy of Engineering Sciences. Paul has served as 
advisor and Forum Fellow to the World Economic Forum and has been 
named one of its "100 Global Leaders For Tomorrow." 
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Shahrukh Khan 
Actor 


Shahrukh Khan was born with the umbilical cord entangled around his 
neck which, according to him, has brought him luck and prosperity in his 
life so far. He spent most of his school and college life in Delhi and got his 
degree in acting from the National School of Drama. He debuted in the 
TV serial Fauji. His first film Deewana got him the Filmfare award for the 
best debut and he has won 13 more awards since then. And he holds the 
record as the lead actor in one of the longest running films in Indian 
cinema. He is now back to TV in the highly-rated reality show Kaun 
Banega Crorepati?, previously hosted by Amitabh Bachchan. 





Frederick Carlton "Carl" Lewis 
Olympic Gold Medallist, 
Track & Field 


An athlete who won 10 Olympic medals including 9 golds, and 10 
world championship medals, of which 8 were golds, in a career that 
spanned from 1979 when he first achieved a world ranking to 1996 
when he last won an Olympic title and subsequently retired. He 
currently lives in Los Angeles and is pursuing an acting career. His 
lifetime accomplishments have led to numerous accolades, including 
being voted 'Sportsman of the Century' by the International Olympic 
Committee; elected "World: Athlete of the Century" by the 


OR 


International Association of Athletics Federations; and being named v 


'Olympian of the Century’ by the American sports magazine Sports 
Illustrated. ç 
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Clyde Prestowitz 
Author & President, The Economic Strategy 
Institute, Washington D.C. 


Clyde Prestowitz is the author of several best-selling books, including 
"Trading Places on U.S.-Japanese relations and ‘Rogue Nation: 
American Unilateralism and the Failure of Good Intentions’, 
addressing how American foreign policy is perceived by the rest of the 
world. His most recent book, ‘Three Billion New Capitalists', deals 
with the profoundly unsettling impact on the United States and the 
rest of the world, of the economic rise of Asia and the rebalancing of 
the world economic order this heralds. Prior to founding ESI, Clyde 
Prestowitz served as Counsellor to the Secretary of Commerce in the 
Reagan Administration. 





Dr. Kiran Mazumdar Shaw 
Chairperson & Managing Director, Biocon Ltd. 


Kiran Mazumdar Shaw's pioneering efforts in biotechnology have 
won global recognition. Her unique vision has steered Biocon's 
transition from manufacturing industrial enzymes to an integrated 
biopharmaceutical company with strategic research initiatives. Biocon 
is today recognised as India's pioneering biotech enterprise. She has 
led several delegations around the world as Chairperson and Mission 
Leader of the CII's National Task Force on Biotechnology. She chairs 
Karnataka's Vision Group on Biotechnology and has also served on the 
Board of Science Foundation, Ireland. Kiran is the recipient of several 
prestigious awards, including the Padmashri in 1989 & Padma 
Bhushan in 2005. 





Mira Nair 
International Film Director 


Mira Nair an India-born, New York-based film director, studied in 
Delhi and Harvard Universities. Nair directed four documentaries. 
Among them India Cabaret, about the lives of strippers in a Bombay 
nightclub, won the award at the American Film Festival 
in 1986. Her debut feature film, Salaam Bombay, won the Golden 
Camera award at the Cannes Film Festival and was also nominated for 
an Oscar. Monsoon Wedding, a film about a chaotic Punjabi wedding, 
was awarded the prestigious Golden Lion award at the Venice film 
festival. In 2004, she made Vanity Fair from the classic novel by 
W.M. Thackeray. And her most recent film, The Namesake, is based 
on the book by Jhumpa Lahiri. 





Juan Enriquez 
Author & Chairman & CEO, Biotechonomy 


Juan Enriquez, businessman and academic, is the Founding Director of the 
Harvard Business School Life Sciences Project, and author of the global 
best-seller, 'As the Future Catches You: How Genomics & Other Forces are 
Changing Your Life, Work, Health & Wealth’, selected by Amazon's editors 
as one of the best business books of the year. Among several key articles- 
Transforming Life, Transforming Business: The Life Science Revolution, 
co-authored with Ray Goldberg, received a McKinsey Prize in 2000. 
He recently co-authored the first Map of Global Nucleotide Data Flow 
and Harvard Business School's working papers on "Life Sciences in Arabic 
Speaking Countries”. The Harvard Business Review showcased his ideas 
among the breakthrough concepts in its first HBR List. 
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Thornton May 
Author, Futurist & Thinker on the impact of 
information technology 


Thornton May is a leading futurist and thinker on the impact of 
information technology. He is currently a columnist for Computerworld 
and Executive Director of the IT Leadership Academy. Often referred to 
as the "Robin Williams" of IT for his humorous and scathingly honest 
speeches, his insights have appeared in the Harvard Business Review, 
The Financial Times, The Wall Street Journal and the M.LI.T. Sloan 
Management Review. He is also known for his innovation in executive 
education, pioneering the multi-client research working group model. 
Thornton has a Master of Science in Industrial Administration from 
Carnegie-Mellon University, and a Bachelor of Arts in Asian Studies 
from Dartmouth College. 





Chandran Nair 
Founder & CEO, 
Global Institute For Tomorrow 


Chandran Nair is a true internationalist, having lived and worked in 
Asia, Europe and Africa. He is the founder of the Global Institute For 
Tomorrow, a private, non-profit organisation dedicated to advancing 
understanding of the challenges of globalisation in Asia, including key 
issues of the role of business in society, governance and ethics, and 
leadership development. He strongly advocates a more sustainable 
approach to development (before founding GIFT in 2004 he built Asia's 
leading environmental consultancy ERM as its chairman). He helps 
governments and corporations instil these principles into their key 
decision-making process. He has lectured energetically on these subjects, 
drawing on his global outlook. But more than just a speaker he seeks 
practical, long-term solutions through his innovative Global Young 
Leaders Programme. 





Sukhinder Singh Cassidy 
Vice President, Google Inc., Asia Pacific & Latin 
America Operations 


Sukhinder Singh Cassidy is responsible for all of Google's sales operations 
in the Asia Pacific and Latin American regions and she also oversees the 
company's local search and channel initiatives globally. Prior to joining 
Google, from 1999 to 2003, Sukhinder was Co-Founder and Senior Vice 
President business development for Yodlee.com Inc., a leading solutions 
provider to the global financial services industry, with a client base such 
as Citigroup, JP Morgan Chase, Merrill Lynch, Morgan Stanley Dean 
Witter, Bank of America, Wachovia, Yahoo!, Microsoft and AOL. 
Sukhinder is a graduate of the Ivey School of Business Administration at 
the University of Western Ontario, Canada. 
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Please complete one form per participant. Registration will be confirmed on receipt of relevant fee. 





Title [Miss/Ms IME First Name: u u. GG nie red s SUrBame:. us cete e e 0 u. e 
DesidHatiofk: 5 S is ker ux eee E er s ee Enix a natu PO O CY C St enn nanas 
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Phone (OI): ess seed Re a RU ER UC ME DN IE UN Mobile: reote Reo EORR S CUN essi s Kits 
Fabi ola to n s hs ai cu eis ES: oues u EN EA 5. RC TO Cha SA ay us SESS 
| | Jr REGISTRATION FEE 
Indian Citizen/Resident International Delegate “ 
L UWI INR US$ 
Delegate Registration Fee 75,000 1690 


Special Offer for ICICI Bank Credit Cardholders 50,000 1130 








€ PAYMENTS 


Deladate Registration Fee BS/UUSS oa cecus ue si. u oe ta asc ca CS tay cnt E ramen asa ges chio pers ia PEE USUAL apes 
Payments for registration may be made in any one of the following ways: 


Credit Card: 
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Card Number: s o oe e tu keg Ue te ee nq tisse oy AS PRO DIE cer a a ea a un a 
Name of Cardholder: oa E a Desks a ed Dat GEBUIT oea aN aAA 
Signature of Cardholder unn nl... de Qa s u Scd red Dur Leni rd Pr soy Re EON ceo CAEI Sua. 
A/C payee cheque: Made in favour of INDIA TODAY CONCLAVE Account Number 051- 306157-002 & mail to Surama 
Damodaran, INDIA TODAY CONCLAVE, INDIA TODAY, A-61, Sector 57, Noida -201301, U.P., India. 

Wire transfer to: INDIA TODAY CONCLAVE Account Number 051- 306157-002, Hongkong and Shanghai Banking 
Corporation Limited, Birla House, Barakhamba Road, New Dethi- 110001, India. 
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Remittance for International Delegates: 

Eee emas | op Tum | =e 

| = 

| eur eve | - | Mela 
ADDRESS TUBDDEDD í : 


Please mail/fax this form to: Surama Damodaran, INDIA TODAY CONCLAVE, INDIA TODAY, A-61, Sector 57, 


, 


Noida-201301, U.P., India. T: 





For any further enquiries, call us at: From Delhi - [95120) 2479918/19. From Noida - 2479918/19. 
Rest of India- (0120) 2479918/19, Fax: [0120) 4078080, or E-mail: conclavedesk@intoday.com, or sms 
CONCLAVE to 2424. 


In the event of cancellation, a reimbursement to the tune of 25% will be made if notified before 28th February. 


No claims will be entertained thereafter. 


For more details, visit s: ^ E 
www.indiatodavconclave.com Speakers may change without prior notice. 
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Secure your family's future by taking term insurance now. 
It’s cheap and provides solid protection 


MARKETS MUTUAL FUNDS TRAVEL 
Beware of rupee stocks — New structured funds Get air savvy 
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CASH BACK: 


Assured 1% Cash Back 
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NOW at all outlets. On any bank's charge slip. 


The Cash Back is available: / e Bak 
. . V... Charge Slip_~ 
e On all retail transactions of Rs. 2000/- or above. IT 
e Only if two such transactions are done in a calendar month. I AT M 
Sale 


CARD NUM : 4477 4700 1234 5678 Swipe 
EXP DATE .: 10/10 CARD TYPE: VISA CARD 
CAPPR CODE : 913182 > AREF NUM: 000742 


Know your Cash Back percentage instantly: 

e Add up all 6 digits of the APPR/AUTH code on the 
charge slip. e.g. 9+1+34+1+8+2=24 

e Tally the total with the corresponding Cash Back table. 


AMOUNT: Rs. 7,950.00 


APPR/AUTH CODE | Cash Back 
Total 


11-15 


š : . 31-40 296 
So, go ahead, celebrate with your ICICI Bank Credit Card and enjoy 41-45 


10% 
assured Cash Back. 
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ICICI Bank 
Credit Cards 


Offer valid from 1st Jan to 30th Apr'07. Visit www.icicibank.com for details. Conditions apply. 
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Offer valid between 1st January - 30th April 2007. Offer applicable only on charge slip transactions with 6-digit numeric approval codes, and not 
valid for cash withdrawals at ATMs, Manual & Internet transactions. The offer is not applicable on International transactions. All transactions eligible 
for Cash Back will not be eligible for reward points. The offer is not applicable on ICICI Bank American Express Cards, where an assured Cash Back 
of 296 and reward points are applicable for all eligible transactions. For detailed terms and conditions, visit www.icicibank.com 
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Best Defence 


Looking for the best insurance? Start with term plans. They 
are cheap and can cover all your needs. NITYA vaRADARAJAN 


ITH AN OUTSTAND- 

ing liability of Rs 

14 lakh on their 

home, another car 

loan of Rs 7 lakh, 
and above all two growing children 
aged 6 years and 18 months, Akhila 
Kumaran, 30, felt a dire need to 
take insurance cover. But she wanted 
adequate cover for a lower pre- 
mium. Akhila took the best option 
available: a term plan from Life 
Insurance Corporation for a cover of 
Rs 20 lakh. *It's a low-premium, 
high-cover policy," she says. She 
also persuaded her husband to take 
a policy that covered him for Rs 30 
lakh and recently opted for a further 


increase in coverage worth Rs 10 
lakh. *It has made us both feel se- 
cure," she says. 

These days, for many families, 
the best solution is term assurance. 
Apart from protecting against lia- 
bilities and securing the future, there 
is this desire to provide the best for 
one's family. *I want my family to 
enjoy the same standard of living 
that we are currently enjoying in 
case something unfortunate hap- 
pens to me," says S. Ganesan, 42, a 
financial consultant. Mindful of 
that, Ganesan took a term policy of 
Rs 75 lakh for 20 years. What's 
more, he has plans to further extend 
cover up to the age 70. “Nowadays, 


there are insurers who have upped 
the maximum age limit and I am 
going to make the best use of it," he 
says. Besides, Ganesan has carefully 
avoided other insurance plans such 
as endowment and premium back 
term policies. 


Coming to Terms 

Unlike many other policies, term 
insurance is a pure-play risk cover at 
dirt cheap premiums. These don't 
offer any money back at the end of 
the term on survival and also don't 
promise any frills. As a result, the in- 
surers charge the lowest premiums 
among all life products. Most in- 
surance companies don't seem to 
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Vinay Taluja/ Vice President (Insurance Operations)/ 
Bajaj Capital Insurance Broking 


“One must definitely opt for a term po po licy 
when you have long-term loan liabilities” 


promote these products extensively, and in- 
surance agents prefer to sell ULIP (unit linked in- 
surance plans) and other endowment products 
because of better commissions. But families 
are feeling the need for a good cover and 
hence term policies are finding many takers. 
Starting with a minimum premium of 
Rs 1,500 per annum per lakh, term plans 
are really affordable when it comes to getting 
the best cover for life. Besides, the coverage 
can go up to Rs 10 crore. The policy lapses if 
there is a failure to remit premium during the 
tenure and there is no surrender value. Tax 
benefits do accrue—assuming you haven’t 
taken a single-premium term assurance policy. 
Bajaj Allianz, HDFC and Tata AIG offer an en- 


Sandip Raichura/ Assistant VP (Research and Business 
Development)/ DBS Cholamandalam Distribution 
“Take a cover that is 10-20 times 
estimated retirement income 
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More than Cover 


Buyers can choose between options and riders and get 
insured according to their needs. 





Rs 1,500 be 1 lakh 


Bajaj Allianz 18-50 5 to 40; 
Risk Care — | 65 years 
Riders: Accidental death benefit/permanent and partial disability; waiver of pre- 
mium in case of permanent total disability 

Highlights: Option to purchase fisher! insurance; or return of Bean 

Birla Sun 18-55 15-25; | Not 
Life . 70 years specified — | 
Riders: Accidental death and dismemberment; critical illness; and waiver of premium 
in case of permanent disability due to accident | 

Highlights: Refund of premium (varies) on maturity or death on defined premium 

back term plans 


| Rs 2 lakh 


Rs 1,500 | Not 


HDFC Term Not ^ (5-30 | x 
Assurance specified (65 years | puedo 
Plan 


Riders: Critical illness benefit for 6 diseases; accidental death benefit 
Highlights: Option to take jointly with wife 

Kotak Term 18-60 — 10-30 Rs 2,000 Rs 10 lakh 
Plan | 70 years | | | 
Riders: Accidental death benefit ential to sum insured (subject to Rs 10 lakh); 


permanent disability and critical illness benefit 
Highlights: Lower premium for non- -smokers 


. Minimum 


Max 20 5- 25 | Not | | 
New York onwards 60 years specified Rs 2.5 lakh; 
Level Term | | maximum — 
Plan Rs 5 crore 


Riders: Critical illness benefit for 10 diseases; personal accident and disability; waiver | 
of premium in case of total disability 


Highlights: 5-year renewable and convertible option; option to convert to endowment 


Tata AIG ‘Not |1- 25 Rs 1,500 Not 
Assure specified | |60 years specified 
Lifeline | 


Riders: Riders available upon TT 
Highlights: Can be converted to endowment 


LIC Anmol 18-55 5-25 yearsin | Not 
Jeevan multiples of 5; specified 
| 65 years | 


Rs 5 lakh to. 
Rs 3 crore © 


Riders: Riders available upon TNR 
Highlights: Does not allow conversion to endowment - 


Aviva 18-55 | 5-30; Rs 2,000 © Rs 5 lakh 
Lifeshield | Maximun age 

x (65 
Riders: No riders 


Highlights: Option to increase cover 


Illustrative term plans; term premiums will vary according to age 
The ‘maximum age of expiry’ in the second column refers to the maximum age a 
person can attain during term of cover, after which the policy expires 





ECGC Stn 


A.S. A.P. 
mR 
SOONER. 


When you become one of the largest export credit risk insurers on the planet, 
people expect you to take it easy. It's only made us react faster than ever. 








e Turnover Policies 

e Exposure Policies 

e Standard and Small Exporter Policies 

e Consignment Policies 

° Service Sector and IT Enabled Services Policies 
e Specific Policies 


CD 
I 
ISO 9001: 2000 Certified E C G C 
(For Head Otfice and 34 Branches) 
` (A Government of India Enterprise) 
Insurance is the subject matter of solicitation. You focus on exports. We cover the risks. 


Export Credit Guarantee Corporation of India Ltd. 
Express Towers, 10th Floor, Nariman Point, Mumbai 400 021, India. 


Tel: (022) 6659 0500-10 * Fax: (022) 6659 0517 * Toll-free: 1-800-224500 * e-mail: mg@ecgc.in * Visit us at: WWW.ecgc.in 


Mumbai: (022) 26571993 * Chennai: (044) 28491017 * Bangalore: (080) 25582576 * Kolkata: (033) 22822218 * Delhi: (011) 41506409 
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try with premium as low as Rs 
1,500 per year. A few like Lic and 
Max New York Life have stipu- 
lated upper limits of cover to Rs 3 
crore and Rs 5 crore, while others 
have not. 

So, when should you take a term 
plan? Now, if you want to secure 
your family’s future. Anyone be- 
tween the age of 18 and 55 can 
choose this policy. “One must defi- 
nitely opt for a term policy after 
marriage or when you have long- 
term loan liabilities,” says Vinay 
Taluja, Vice President (Insurance 
Operations), Bajaj Capital Insurance 
Broking. Ideally, it makes sense to 
enter between 30 and 35. But the 
more you delay, the more it will 
cost you in premiums as insurers 
charge higher rates for the same 
value of cover as you grow older. But 
as most companies offer a term be- 
tween 25 and 35 years (the excep- 
tion is Bajaj Allianz, which gives 40), 
it is better to assess your retirement 
age and then choose a product. If 
you take a policy at 18, then you 
may need to take another one at 
age 48 because of term restrictions. 

Longer tenures provide a bet- 
ter handle over one’s working life 
time. On one hand, uncertainties 
could happen at any time even be- 
yond the age of 60 (which is often 
the maximum expiry age of most 


Teaming with Term Plans 
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Jayalakshmi, 37 (L) & S. Ganesan, 42/ rcm cover: Rs 75 lakh Premium: Rs 45,000 
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Ganesan (with specs) wanted to secure his family's future 


covers). So, check for covers that go 
beyond the age of retirement. 
Likewise, with good hospital care 
available, life spans have increased 
and so have earning capacities. If re- 
quired, go for additional cover at a 
later date. There are term covers 
even for one and two years (LIC 
and Tata AIG, respectively), should 
you need it. 


Maximum Cover 

The next question is how much cov- 
erage should you opt for? Insurance 
should not only provide capital for 
today's needs, but also safeguard 
against future need for income— 
more importantly, the insurance 
corpus should stretch till one's 


Among the many options, these are some of the better ones. 


Insurer Annual premium Single premium Term 
Kotak Term Plan 6,885 1,032,49 30 
Birla Sun Life Term Policy 4,523 51,361 25 
ICICI Prudential 4,142 N.A. 30 
LIC Anmol Jeevan- 5,534 67,840 25 
Aviva Lifeshield 5,620 N.A. 30 
Tata AIG Assurelifeline 7,820 N.A. 25 
Max New York Level Term ` 4,330 51,910 29. 
HDFC Term Assurance* 4,750 30 
 *Single premium only available for 15 years at Rs 30,160 Premium in Rs; Term in years 
Indicative premium rates for a 35-year-old male for a Rs 10 lakh policy . N.A.: Not available 
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retirement years and beyond. You 


- should also consider inflation, which 


eats up the purchasing power of 
money in the long run. There are 
ways of calculating the quantum of 
assurance required, some compa- 
nies offer calculators on their web- 
sites, which take into account your 
current spending, size of family and 
other parameters. However, Sandip 
Raichura, Assistant VP (Research and 
Business Development), DBS 
Cholamandalam Distribution Ltd, 
suggests another simple way. “Take 
a cover that is 10-20 times estimated 
retirement income, but assess your 
current affordability. However, this 
is not a static figure and hence one 
should keep revisiting the quantum 
of cover regularly and add depend- 
ing on further requirements." 
Should one opt for riders— 
which allow the topping up with 
other benefits to maximise the term 
plan? Usually, the popular riders 
among insurers are accident and 
dismemberment benefits, critical 
illness and premium waiver in case 
of total disablement. The riders 
come at a cost, so choose carefully. 
An accident benefit rider is best 
taken from a general insurance 
player as it is cheaper. A critical ill- 
ness rider (any rider lapses on the 
first use) may help if one has early 
indications of a disease, or has taken 
a term assurance policy up to age 60 





be 





Akhila, 30 (extreme right), & S. Kumaran, 36/ teew cover: Rs 20 lakh & 30 lakh, respectively — 


PREMIUM: Rs 6,788 & Rs 12,148, ivel | 


Akhila wanted a low-premium, high-cover policy 


and beyond. As you grow older, 
this is a handy rider to have. HDFC 
Standard Life offers a policy with ac- 
celerated sum benefit for those who 
wish to take the sum assured within 
their lifetime because of ailment, 
but the policy (and not just the 
rider) lapses soon after. Check out 
the list of critical illnesses on offer 
before taking a call. Max New York 
includes 10 diseases, but not all in- 
surers offer such a range. 

Don’t, however, take a single 
premium policy as there are no tax 
benefits. Besides, the lock-in de- 
prives you of investing elsewhere 
for better return. And in the event of 
the unfortunate happening too soon, 
your family will not get a refund of 
the (unutilised) premium. Also, sin- 
gle premium paying benefits are 
generally restrictive in terms of du- 
ration and the amount of cover. 

On the other hand, joint life 
covers (on a first claimant basis) 


make sense if both husband and 
wife are working and require sepa- 
rate term assurance covers. A single 
policy works out cheaper than two 
separate policies as it reduces the pa- 
per work for the insurance com- 
pany. HDFC offers this. For example, 
if a husband (35) and wife (32) take 
separate term assurance policies for 
30 years for a Rs 10 lakh cover, 
the total annual premium outgo is 
around Rs 8,000. If you take a joint 
term plan on a first claimant basis, 
the premium charges drop down 
to Rs 7,110. 

Certain other policies like the 
premium back term plan or an en- 
dowment plan may not be neces- 
sary. There are products that offer 
125 per cent of the premium back. 
This product is for those who want 
a return on their premiums, but 
for people looking for security, this 
is best avoided. Besides, the pre- 
miums here are sometimes twice 





as high as a pure term premium. 

To give an example, ICICI Pru- 
dential offers a base policy to a 35- 
year-old with a sum assured of Rs 10 
lakh, and a term of 30 years for Rs 
4,142. But on a premium back pol- 
icy for the same candidate, it charges 
Rs 11,174. Remember, your addi- 
tional payment of Rs 7,032 (Rs 
11,174 minus Rs 4,142) every year 
for 30 years will translate into the Rs 
3,35,220 premium that will be re- 
turned to you. That’s a compounded 
rate of return of just a shade over 3 
per cent per annum. Ganesan is not 
too keen on going for premium 
back term plans or endowment plans 
because the returns are low. “At the 
end of 30 years, money value would 
become much lesser than what it is 
today—even if I get my premium re- 
funded,” he says. 

It’s best to distinguish between 
insurance and investments. Return 
of premium policies, in other words, 
is much like an investment product. 
For individuals scouting for maxi- 
mum cover, it’s best to separate the 
two. “Invest separately in mutual 
funds as they are these days giving 
better returns,” says Raichura. Like- 
wise, a traditional endowment pol- 
icy is too expensive and the returns 
(viewed as investments) not as com- 
mensurate for the duration specified. 
“A term policy costs one-fifth or 
one-sixth of an endowment policy,” 
says Raichura. So, nothing comes 
close when you want maximum 
cover for the minimum payment. 
And like Ganesan, who has worked 
it out, make the best use of it. 
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Rupee Stocks 





Beware, this segment is rife with speculation. KRISHNA GOPALAN 


HERE’S SOMETIMES A NEGATIVE 

side to many a bull market. 

And in this one, especially 
with the Sensex topping the 
14,000 level, when investors 
should exercise more than a wee 
bit of caution before investing, 
there’s a frenzied speculative act- 
ivity brewing in rupee stocks (aka 
penny stocks abroad). Rupee 
stocks are stocks that are trading at 
less than Rs 10 and their market 
price hovers between one paisa 
and Rs 9.99. Over the last two 
months, there has been increased 
trading activity, often at the cost of 
the small investor. 

Between December 1, 2006 and 
January 23, 2007, out of 506 rupee 
stocks that were traded on the 
bourses, 451 gained while the bal- 


Stocks on the Run 


LOSERS 


Some rupee stocks have given disproportionate gains. 


ance 55 ended up on the losing 
side. In other words, nine out of 
10 rupee stocks saw an increase in 
their values. But on the other side is 
an alarming story: 228 companies 
out of the total number of 506 
companies made losses in the quar- 
ter (latest declared quarter). Not a 
very safe place to be in for the small 
investor, especially as this segment is 
prone to manipulation. 

In fact, figures like average daily 
traded quantity on rupee stocks 
have increased from 70,014 shares 
on December 1 to 1,09,626 shares 
on January 23—an increase of a 
whopping 57 per cent. The daily 
transactions too (number of trades) 
was up significantly and investors 
are getting into large levels of spec- 
ulative activity on these stocks. 


Investing or Punting? 


But why are so many investors get- 
ting into rupee stocks? Typically, 
investors end up getting into rupee 
stocks because the downsides seem 
low and the upside, if any, seems 
high. “These are not static stocks 
and they keep moving around. 
From an investor’s point of view, 
the logic is the amount being lost is 
low and hence they decide to gam- 
ble on them,” points out V.K. 
Sharma, Director and Head 
(Research), Anagram Stock Broking. 
He is clear that these stocks can 
almost never be an option to invest. 

There is little to suggest that 
any investor could have an outlook 
while investing in rupee stocks. 
Even if there’s a turnaround in the 
company, it’s unlikely that there’s 
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any investment activity in these 
stocks. “If there is an indication 
that the company could go in for 
something significant like a debt 
restructuring, a change of manage- 
ment or clinching a big order, the 
investor could possibly take a look 
at it,” says Sharma. But investors 


must know that they are, neverthe- - 


less, speculating. “It makes sense 
to stay away unless there are some 
events happening around the stock. 
Even then, the investor is still taking 
a punt,” warns Sharma. 

One more reason for the inter- 
est of most investors is because 
they can buy larger quantities of 
the stock, which acts as a bait. At 
Rs 2 a stock, an outlay of 
Rs 50,000 can fetch 25,000 shares. 
And it’s also easier for an investor 
to think that this rupee stock is 
more likely to rise to Rs 4 than for 
a larger and better company to gain 
in similar terms. According to 
Shankar Sharma, Director, First 
Global, investing in rupee stocks 
is the result of temptation. “A rupee 
stock which is quoting at Rs 2 could 
hit the Rs 10 mark. This may not 
happen in a stock like Infosys,” he 
explains, adding, “and that’s what 
investors seem to be attracted 
towards.” 


Stay Away 

But there’s a risk of investing in 
rupee stocks. “Rupee stocks are 
illiquid and are of low value. 
Besides, they are prone to manip- 
ulation and the investor is the last 
one to know of this,” says First 





Alarming Signs 


All indicators point to heightened speculative activity in rupee stocks. 


Indicators 





Global’s Sharma. If one has large 
quantities of these shares, it can get 
difficult to move out once the 
speculative activity is over leav- 
ing small investors saddled with 
unsold shares. In most cases, in- 
vestors would be the last ones left 
standing in the stock. An investor 
may end up losing all the money 
invested in these stocks. 

So, what do investors see in 
these stocks apart from a low price 
point and minimal levels of damage 
to their bottom line? Sharma att- 
ributes the interest in rupee stocks to 
a pretty typical Indian mindset 
which revolves around looking for 
something that is value-based, par- 
ticularly with small new investors 
who have just entered the market. 

But like most speculative sto- 
ries, there’s hardly any fundamental 
reason for these shares to move up. 
“It is not easy to look for a reason. 
If the reason was convincing, why 
would (one) be quoting in that price 
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Jan. 23, '07 
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range,” rationalises V.K. Sharma. 
Besides, it’s also not the case that ru- 
pee stocks can give fabulous re- 
turns. If a stock is quoting at a very 
low price point, say Re 1, then even 
a large movement—10 per cent— 
will be an upside of just 10 paisa 
which may not really justify being in 
the stock. Like any other pick from 
the stock market, a clear rationale is 
mandatory. “The question to ask 
is whether there’s an edge in a rupee 
stock,” maintains Sharma. 

“If there is an indication that 
the company could go in for some- 
thing significant like a debt res- 
tructuring, a change of manage- 
ment or clinching a big order, the 
investor could possibly take a look 
at it,” adds Sharma. At the end of it, 
the lesson to the investor is simple 
and is yet sometimes hard to und- 
erstand—be cautious and sensible. If 
there’s no such story, as Sharma 
says, “retail investors have no busi- 
ness investing in rupee stocks.” 
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New Funds, Old Bottle 


Structured funds are all set to make a splash. But they may 
not be good for you. CLIFFORD ALVARES 


VER THE NEXT FEW MONTHS, 
() funds with better 
innovative structures are 
going to be launched, and that 
means more careful choosing for 
the small fund investor. Already, a 
trend is beginning to emerge with 
new structured funds coming out 
every year. This year, Tata Mutual 
Fund introduced a closed-end sir 
(systematic investment plan) fund, 
which will invest a part of the cor- 
pus regularly in equities. Last month 
saw the introduction of the Kotak 
Wealth Builder, which plans to reg- 
ularly and systematically invest part 
of the corpus in equity derivative 
funds. Structured products have 
made an entry, and there's more 
in the pipeline. Are they for you? 
While there's no doubt that inn- 
ovation in mutual fund is good for 
the industry and investors, more 
structured funds will also mean 
more confusion for the mutual fund 
investor. Says Amar Pandit, a 
Chartered Financial Planner: “The 
mutual fund market is going to bec- 
ome a lot more competitive with 
more than five-to-six fund launches 
every month. Some of these funds 
will be new fund houses, but most 
will be just old funds in a new bot- 
tle." Agrees Dhirendra Kumar of 
Valueresearchonline.com: *There's 
more noise around a new fund, 
therefore, an investor gets attracted 
to it. But if there are funds with 
identical objectives, it makes an 
investor's life more confusing." 
Many mutual fund houses launched 
closed-end funds with a twist to 
their fund investment strategy. Last 
year, 12 closed-end funds mobilised 
more than Rs 8,400 crore in a trend 
that began in December 2005. 
Before that, there were hardly any 
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Dhirendra Kumar/ Valueresearchonline.com 


"There's more noise around 
a new fund, therefore, an 
investor gets attracted to it” 
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“The mutual fund market is 
going to become a lot more 
competitive " 





closed-end funds. 


More Choices 

One reason why the new fund offer 
(NFO) market has changed is bec- 
ause of the new rules governing 
them. Last year, the Securities & 
Exchange Board of India (SEBI) man- 
dated that trustees should certify 
that the product the fund house is 


offering is a new product and not a 
minor modification of an existing 
product by the fund house. As most 
fund houses have their core funds in 
place, it prods many of them to 
come out with structured products 
that offer a combination of two or 
three segments of the market such as 
mixing derivatives with an equity 
portfolio or debt portfolio or mixing 


2 88991 LOW O08E AWVvMS X Y 


UUDSSY ut uspavr) v2] 3247124] o 


T od | posojdxəun 2s1prand. 
Aung Áop z € urm ES adi woo E Ea, h EET mof uigag 'soououadxo yons jse 4 Z ) 


qn spunoqe yoy ase YON usia ‘Siow 104 `|nos oK sde1« Arneag 3ruə3s ay [nq səsuəs mo azeue 0 
pue 2uro^) `ə1əuAəs]ə poouausdxo aq oi ÁApare1 - opmiomb Kiosuss pur [rjusur P - əəuərqure opqnus e seq ise B N C 
YON jo Áneaq tuS əu L "uonviue|d vai jo asuedxa 1se4 v Aq popunoums sr yp Ao[gSunq v ur SUNS outseur .. S.WIGNI 


dIS V ANV.L SHAT UNOA LAT 39NVHO V WO4 





bt money 


equity with a debt plan such as a 
capital protection plan. 

Besides, rules of amortisation 
of initial issue expenses have 
changed. Open-end funds have to 
charge the issue expenses immedi- 
ately, which is restricted to about 
6 per cent of the fund. Closed-end 
funds, however, can amortise these 
expenses over the tenure of the 
fund. For example, if it’s a five- 
year fund, the expenses can be 
amortised over the next five years, 
and similarly for a three-year fund, 
over three years. Little wonder 
then, most new fund launches in 
the last one year have been closed- 
end funds. 

Additionally, there are more 
than a dozen new fund houses wait- 


The Shape of New Funds 


KOTAK TWIN ADVANTAGE SERIES III 


Invests in debt and equity market ins- 
truments and generates capital 
appreciation by investing in equity 
index options. 


AMOUNT RAISED (Rs CR) 316.73 
LAUNCHED . Aug. '06 
1-MONTH RETURNS (%) P04)... 
FUND MANAGERS 

Ritesh Jain & Sajit Pisharodi 


KOTAK WEALTH BUILDER | 


Invests in debt and money 

market instruments and for capital 
appreciation it will invest in equity 
derivatives. 


AMOUNT RAISED (RS CR) 316.73 
LAUNCHED Jan.’O7 ` 
FUND MANAGERS 

Ritesh Jain & Sajit Pisharodi 

TATA SIP FUND 


Initially, the corpus will comprise debt 
instruments. It will then be reallocated 
to equities in a systematic manner 
over three years. 


LAUNCHED Jan. '07 


FUND MANAGERS 
Murthy Nagarajan & Venugopal M. 


Source: Valueresearchonline.com 
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ing in the wings to launch their 
fund operations, which is why apart 
from the slew of structured prod- 
ucts, some more of the basic funds 
are on the anvil. Hence, for the 
fund investor, it's important to dis- 
cern which new funds are attractive 
enough to warrant an investment. 


But Choose Carefully 

Finding the products that work for 
you will get trickier due to the 
plethora of minor and technical 
innovation. Says Pandit: *The fund 
scenario will be more complex and 
overwhelming as more different 
funds will get launched." So when it 
comes to choosing a product such as 
a new closed-end fund, investors 
must first ask the question whether 
they are ready to lock-in a fund for 
the duration of the fund. In a five- 
year fund, for instance, if you intend 
to withdraw prematurely, the pro- 
portionate initial issue expenses will 
be recovered from you. If you have 
invested in a capital protection plan 
with, say, more than 80 per cent of 
its corpus in debt, you might barely 
make 2-4 per cent, after amortisa- 
tion of issue expenses. That's bec- 
ause the debt portion of the fund 
will have barely grown by 6 per 
cent, whereas the equity portion 
even if it grows by 15 per cent, the 
overall return for the year is only 
around 9.4 per cent. After reducing 
6 per cent of the initial issue exp- 
enses, the returns merely work out 
to 3.4 per cent. 

Structured funds also try to ease 
the pressure on the fund manager. 
Funds usually try to work on a fixed 
strategy like, say, buying Sensex call 
options every month with a small 
part of the corpus, irrespective of 
the call of the fund manager. This 
way, fund houses can manage mul- 
tiple funds and reduce operating 
costs. In closed-end funds, particu- 
larly, choose a fund only if it makes 
an addition to your portfolio or 
only if you don't have that expo- 
sure. If it's a structure that you have 


The Capital Protectors 


FRANKLIN TEMPLETON CAPITAL SAFETY 3-YR 
Protect capital by investing at least 80 
per cent in debt to protect principal at 
maturity and invest the balance in 
equity to generate capital appreciation. 


AMOUNT RAISED (RS CR) 316.73 
LAUNCHED Jan.'07 ` 
FUND MANAGERS | 
Anand Radhakrishnan & Santosh Kamat 


UTI CAPITAL PROTECTION 3-YR RETAIL 
Aims to protect capital by investing in 
high-quality, fixed-income security 
and generate capital by investing in 
equity and equity-related instruments. 


LAUNCHED Jan. '07 
FUND MANAGER 

Amandeep Singh Chopra 

ON THE ANVIL 


Birla Sunlife Secure Capital Plus 
HDFC Capital Guard-Series | 

HSBC Capital Protection Series 
Prudential ICICI Capital Protection 
Oriented Scheme Series | 

Reliance Capital Protection Fund 
SBI Capital Protection Fund Series | 
Tata Capital Safety Fund 

Offer documents filed with SEBI 

Source: Valueresearchonline.com 


already been adopting, then you 
don't need to invest in these funds. 
Says Kumar: “If you can implement 
that structure in your normal fund 
strategy, then you don't need to go 
for the structured product." 

More funds these days overlap 
in their objectives. For the investor, 
having multiple funds of the same 
type will expose him only to a par- 
ticular segment of the market. In 
short, if you have already invested 
in a similar product, stay away. 
Therefore, the key question to ask 
is: Why am I buying the fund? It 
will force you to look at whether 
you really need another fund. If 
you don't have a similar fund, go 
ahead and invest. 





ENERGISING DREAMS 





OF OVER 
A BILLION INDIANS 





| WITH 
EVERY DISCOVERY 
OF OIL & GAS 


Since 1956, ONGC is exploring, discovering, producing and bringing energy 
to power the economic growth of India. 









` 
` SE as 


Bargains in the Air 


Plenty of cheap tickets are up for grabs, if you get the strategy right. 
Here’s how to get the deals flying your way. KRISHNA GOPALAN 


HERE HAS NEVER BEEN A 
better time for the air trav- 
eller. As new airlines take 
off and grow, they add new air 
planes and seat capacities. Newer 
destinations are connected where 
hitherto flights weren’t available 
and towns such as Dimapur 
(Nagaland) are getting on the air 
route map, even while other small 
towns such as Hubli and Belgaum 
are seeing an increase in the fre- 
quency of flights. But above all, 
travellers have one big reason to 
smile: there are many air seats up 
for grabs at rock-bottom prices. 
Often, it’s possible to bag air tickets 
that are cheaper than the three- 
tier AC coach fare. 

Overall, both the combination 
of accessibility and low fares has 
worked well for the air traveller. 
Fares on the busy Mumbai-Delhi 
route have fallen from around 
Rs 8,000-9,000 over two years 
ago to less than Rs 4,000 today 
and on the popular tourist route of 
Mumbai-Goa, the fares have fallen 
from Rs 4,000 to less than 
Rs 2,000. On average, the fares 
are down by 50 per cent. And you 
can make the best use of it, that is, 
if you book your tickets well in 
advance. 


When and Where 


In the midst of the aviation boom, 
the concept of flying itself has 
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changed considerably with the adv- 
ent of low-cost carriers (LCCs). They 
typically offer low fares since they 
are “no-frill” airlines, which means 
that food and beverages are either 
served for a price or in some cases 
not served at all. It is on account of 
this that a substantial cost 
component is knocked off making 
it that much easier for airline to 
cut costs. Simply speaking, if you 
are a traveller who is absolutely 
cost-conscious, an LCC may be a 
good starting point. 

Besides, there are enough seats 
and airlines to choose from, a far 
cry from the time when there was 
barely one airline. Fifteen million 
seats were bought in 2004, a figure 
that rose to 21 million in 2005. 
The trend is very similar to the Us 
and other countries in Europe 
where the preference for air travel 
is slowly getting firmer. 
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Worldwide, the rule has been to 
book early to ensure that you get 
the best fares. While this may not 
be necessarily true if a flight on a 
particular route is running low on 
capacity, it is by and large true. 
*The cheapest fares are available 
depending on how early you can 
book your tickets. It does get exp- 
ensive if you book your tickets 
closer to the date of departure,” 
says Jeh Wadia, Managing 
Director, GoAir. While he points 
out there could be a few aberra- 
tions—when fares drop closer to 
the date of departure—it gener- 
ally works well if tickets are 
booked in advance. 

But if you want to snag a few 
cheap tickets across airlines, have a 
flexible approach. “To get the best 
fares, it is important to be flexible 
on date and time,” adds Wadia. It 
calls for plenty of groundwork 
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before booking your ticket. You 
can start, of course, by scouring 
on the websites of various airlines. 

Don’t be fixated on a particular 
time like a weekend or a Monday 
morning. Chances are, travellers 
could pay a lot more on such days, 
since there tend to be more people 
flying. Besides, a better time to 
travel on weekdays is the after- 
noon. “Prices vary from day-to- 
day. Generally speaking, flights in 
the afternoon are a little cheaper,” 
says Deep Kalra, Founder & CEO of 
online portal MakeMyTrip.com. 
Morning time air travel often has 
flights with high occupancy levels 
due to a sizeable proportion of 
business travellers. That means you 
pay higher fares. Afternoon flights 
are largely for leisure travellers 
who are more flexible on time and 
quality of service besides being 
cost-conscious. There’s lesser occ- 
upancy and therefore it results, 
very often, in lower fares. 

Taking off in the middle of 
the week is cheaper as well, since 
the business traveller usually trav- 
els in the beginning of the week 
for a good two-to-three days. 
“Anytime between Tuesday and 
Thursday are good days to travel 
as far as low fares are concerned. 
But, Tuesday is generally the best 
day,” says SpiceJet Chairman 
Siddhanth Sharma. Avoid the 
morning and evening flights. 
“Business travellers like these 
days,” points out Sharma. 

He also points out that travel 
portals are a good place to start 
off to get some promotional deals. 
Besides, there are other options to 
compare ticket prices such as SMS 
and kiosks. So, if you are looking 
for a deal, make sure that you 
check all the options. Ideally, take 
some time out to compare the 
prices before shortlisting the airline 
and the time. A word of caution 
from Sharma, though: *While com- 
paring fares, it is important to travel 
by a reliable airline." True, trav- 
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Ready to Fly 





Tumbling ticket prices have made flying cheaper for everyone. 








Routes Air Deccan GoÀir SpiceJet Kingfisher Jet 

Time/Rate Time/Rate Time/Rate Time/Rate Time/Rate 
Feb. 12 20.50 2,510 07.10 2,972 21.10 2679 1830 4018 14.50 4018 
Feb. 22 08.20 2,004 20.20 2,150 11.50 2169 1830 4018 2230 4018 
Ma.3 — 2050 2004 07.10 2561 1150 2169 1125 4018 1750 3,615 


Delhi-Chennai 























Feb. 12 19.55 3,537 21.05 3,279 16.10 3,394 10.05 7,734 1025 4420 
Feb.22 — 1955 3023 2105 3279 16.10 2781 1035 6929 0645 5778 
Ma.3 .— 1955 2510 2105 2,766 16.10 2,781 07.10 6,929 1655 5,88 
Feb. 12 05.25 2,510 05.50 2,972 13.55 2,577 06.50 3716 13:30 3.213 
Feb. 22 1815 2,004 05.50 2,972 13.55 2169 1200 3,14 13:30 3,213 
Mar. 3 05.25 2,004 05.50 2,458 13.55 2,169 1930 3,14 09:15 3,213 
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Feb. 12 05.50 3,537 21.30 3,588 11.30 3394 17:50 5,401 09:30 4143 
Feb. 22 05.50 2,818 21.30 2,972 02.45 3,088 06.50 4169 09:30 4,143 
Ma.3 . 1620 3,023 0950 2972 1130 3,088 20.40 4169 09:30 4143 
Feb. 12 . 05.10 1,002 13.30 1,944 16.15 1,964 1450 2,307 1230 3,011 
Feb. 22 05.10 1501 13.30 2458 16.15 2,44 1450 2307 1435 235] 
Ma.3 — 0510 1,900 à 13.30 2,252 1400 2144 1450 2307 1230 3,011 


Time in hours; Rate in Rs as on January 29, 2007 


Kingfisher Airlines’ flights on the Delhi-Chennai sector have a stopover at Mumbai or Bangalore 


Source: www.flightraja.com 


ellers do have to look at service 
and reliability. *It is important to 
strike the right balance between 
fare and service," thinks Vinay 
Gupta, CEO of online portal 
flightraja.com. 

To attract more flyers, airlin- 
ers often have promotional offers 
going. So, keep an eye out for 


these. And for those who are app- 
rehensive about fares dropping 
closer to the date of departure, 
there's not much of a reason to 
worry. “No airline drops fares 
closer to the departure date," says 
Sharma. If at all, the rates go higher. 
So, go ahead and plan that trip of 
yours, well in advance. 
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New age banking technology 
with a human touch, from Federal Bank. 


Federal Bank is all set to make your life comfortable. By presenting a bouquet of 
latest technology enabled banking conveniences at your disposal. Transforming 
each banking experience to be a pleasant and swift one. Making you feel very 


special and pampered. 


eHigh yielding deposits @Retail loans at attractive rates @International VISA Debit cum ATM Card 
eCo-branded Credit Card @Anywhere Banking @Mobile Banking €Internet Banking @Tele Banking 
eMobile Alerts @E-mail Alerts @Online Bills Payment @Online Railway Ticket Booking @Express 
Money Transfer @24-Hour NRI contact centre @Sale of Mutual Funds, Insurance Products, Credit 
Card etc. 


FEDERAL BANK 


YOUR PERFECT BANKING PARTNER 


Contact our call centre: 1800-425-1199 
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NEWS ROUND-UP 


Back in the Reckoning 


The old and trusted bank fixed deposit is turning attractive again. NITYA VARADARAJAN 


PER CENT FOR A FIXED 
9 5 deposit of over a 
* year, 9 per cent for 
890 days'. Advertisements like these 
are splashed across the front pages 
of newspapers these days. That's 
good news for the conservative 
investor who prefers the trusted 
bank fixed deposit, as the interest 
rates on them are on the rise. Last 
year, the interest rates on one-year 
bank deposits have surged from 
around 6.5 per cent to 8.5 per cent. 
Banks have been vying with 
each other in luring your money by 
offering good interest rates, par- 
ticularly in the last six months. 
While this could initially be attrib- 
uted to tightening monetary policies 
around the world coupled with 
surging global oil prices, the 
Reserve Bank of India (RBI) also 
had to follow suit in hiking short 
term rates. In July 2006, for exa- 
mple, the Central Bank hiked the 
key interest rates at which banks 
park their short-term funds with 
RBI, reverse repo and repo by 25 
basis points to 6 per cent. Lately, 
the RBI hiked the fixed repo rate by 
25 basis points to 7.5 per cent. 
With RBI controlling money sup- 
ply to lower inflation and banks 
feeling the pressure of maintaining 
the credit growth, interest rates 
have gone up, says Mukund Hari 
Jachak, Head (Sales), Bank of 
Baroda, Urban Retail Factory: 
“Banks attracted bulk depositors 
earlier by offering high interest rates. 
Now, they want to canvas public de- 
posits that would naturally be at 
lower rates and also minimise with- 
drawal risks." Over the last few 
years, credit growth has been phe- 
nomenal. Last year alone, there has 
been 30 per cent growth. “Banks 
have to tone up their balance sheets 
by showing aggressive credit growth. 
Funds are being garnered from the 
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"Banks have to tone up 
their balance sheets" 


public for this at very attractive, 
perhaps abnormal interest rates," 
says T.S. Narayanasami, Chairman 
and Managing Director of Indian 
Overseas Bank. More and more 
banks are joining the fray. 

The State Bank of India has 
launched a scheme with a limited of- 
fer period where a customer can 
deposit money with the bank for a 
lock-in period of three years for 
9 per cent. Other banks followed 
suit and are offering rates in the 
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Mukund Hari Jachak / Head (Sales)/ BoB 


“We will know in April if the 
interest rates would come down" 


range of 8-9 per cent. Will this last? 
Definitely, till March, feel most 
market observers. So, should the 
depositor wait another month to 
park his deposits in the hope that 
there could be a further hike in int- 
erest rates? Market observers feel 
that it is unlikely that interest rates 
would rise much further than what 
is prevailing today. “We will know 
in April if the interest rates would 
come down,” says Jachak. 

If you want to take advantage of 
the rates, make your move now. 
Invest in a way that your deposits 
mature at regular intervals rather 
than all at one go. For instance, 
you can do a one-year deposit and 
a one-and-a-half month deposit. 
This will mitigate your risks. Don’t 
invest too far into the long-term. 
Unless, of course, you want to inv- 
est in the five-year deposits to take 
advantage of tax benefits. For most 
others, floating rate funds may be a 
better way to capture the rising 
interest rate, and they also offer 
better liquidity. 


bt money 


< Entrust your Assets 


Wealth managers make succession planning easier. 


ROFESSIONAL TRUST 
i management services 
are taking off in India. 
The latest to launch their 
trust services in the coun- 
try is DSP Merrill Lynch, 
through its subsidiary, DSP 
Merrill Lynch Trust 
Services. The trust services 
will be bundled along 
with their wealth man- 
agement services for a 
separate fee. Says Pradeep 
Dokania, Head (Global 
Private Group), DsP Merrill Lynch: “People want to man- 
age their wealth professionally and also make sure that 
the succession of the same is planned systematically." 
IL&FS Trust Services also has its trust manage- 
ment services. Essentially, trust services ensure that the 
property is passed on to successors without the necessity 
of a will. For wealth management companies, offering 
t trust services is a natural extension of their business. 
Trustees are responsible for administering the wealth 
of clients during and after their lifetime, according to the 
financial goals of the client. Trustees also have to ensure 
that trust assets are preserved and protected, well- 
managed and finally distributed to the beneficiaries 
according to the terms determined by the settler. 
Trust services are essentially another form of estate 
management, where private players take charge of 
your assets, manage the same, and settle it as per your 
wishes. It helps in continued long-term succession 
planning of the estate holder and the biggest advantage 
| Is to structure and preserve the wealth for the benefit 
of future generations. Trust services are still in the 
nascent stage in India, but as the wealth situation imp- 
roves, it’s expected to gain ground. However, the 
closer the trust is integrated to your financial plan, the 
better it is for your successors. 





INVASOO HS3NQ 


DSP's Dokania: Extending 
an estate planning hand 
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VALUE PICK 


Mining the Profits 


AIA Engineering en route to good growth. 


A. THE CEMENT AND MINING INDUSTRY BOOMS, 
mill internal and mining products manufac- 
turer AIA Engineering is sure to reap a good growth. 
The company provides critical grinding material to 
the cement industry, and mining products to the 
mining segment as well as grinding products to 
the utilities segment. All these core end-user ind- 
ustries are seeing a good growth in their businesses, 
which should translate into strong revenue growth 
for AIA Engineering. 

The cement industry, AiA's biggest customers 


in the domestic market, is undergoing an expansion 


phase. Overall, cement contributes about 73 per cent 
of its revenues, while the rest come from utilities 
(19 per cent) and mining (8 per cent). 

To cater to the booming demand, this com- 
pany is in the midst of a capacity expansion plan that 
will boost its production more than four-fold over 





the next two years. It is expanding capacity from 
65,000 MT to 2,69,000 Mr by March 2008 that will 
enable it to cater to the booming mining market 
overseas. About 45 per cent of its total revenues cur- 
rently are coming from the export segment. The 
company has introduced higher value-added prod- 
ucts and along with the benefits of economies of 
scale, the company should enjoy an expansion in 
operating profits. 

Last quarter was phenomenal for the com- 
pany, with consolidated net profits growing by 
84 per cent to Rs 24.9 crore, over the correspon- 
ding period last year. Over the next two years, the 
company is expected to see profit growth in excess 
of 40 per cent which could take its EPs in rv 2008 
to over Rs 70. Both Kotak and sski have an out- 
performer rating on the stock. From the current 
price, the stock has good scope for appreciation 
over the medium-to-long term. Is 

CLIFFORD ALVARES 
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Union Bank of India 


UNION PINNACLE 


Union Bank of India was ranked 11" in the early days of nationalisation. 
Today, the bank is the 5" largest nationalised bank in the country. 


nion Bank of India was ranked 
11th out of the 14 odd state- 
owned banks in the early 
days of nationalisation. Some years later, 
when the second round of nationalisation 
was set in motion in 1980 and the 


Union Bank Bhavan - 
Bank’s head office building at Nariman Point, Mumbai 
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banking family expanded to 20, Union 
Bank of India graduated to the 9th 
position. There was no looking back for 
the bank when the liberalization wave was 
unleashed by the then Prime Minister 
P V Narasimha Rao and the Finance 


Minister Dr Manmohan Singh in the 90s; 
the bank catapulted to 7th position in a 
very short period of time. Today, Union 
Bank of India is the 5th largest nationalised 
bank in the country in terms of business 
mix and clearly vying to reach the top slot. 

Ever since its establishment 
on November 11, 1919 with its 
headquarters in Mumbai, Union Bank of 
India has been playing a proactive role 
in the economic growth of India. The 
bank holds the unique privilege 
of its head office building having been 
inaugurated by Mahatma Gandhi 
in 1921. 

Industries, exports, trading, 
agriculture, infrastructure and the 
individual segments are sectors in which 
the bank has deployed credit to spur 
economic growth and to earn from a well 
diversified portfolio of assets. Resources 
are mobilised through current, savings 
and term deposits and through refinance 
and borrowings from abroad. On the 
technology front, the bank has taken early 
initiatives and 100 per cent of its 
branches are computerised. 

The bank also introduced Core 
Banking Solution (CBS) with connectivity 
between branches. More than 80 per 
cent of the business of the bank is under 
core banking solution making it a leader 
among its peers in infusion of technology. 
Many innovative products are developed 
using the technology platform to offer an 
array of choices to customers, adding 
speed and convenience to transactions. 


Union Bank of India has been 
constantly endeavouring to energise and 
transform the organisation to the next 
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level of vibrancy, strength and reputation. 
The objective of vision is to be the ‘Largest 
nationalized bank, with global presence’. 
The bank envisages to have assets of 
Rs 7 lakh crore by 2012 and presence in 
over 20 geographies. The bank is 
working on a_ business process 
re-engineering exercise so as to derive 
the full benefits of the core banking 
system with greater focus on profitable 
segments like retail credit, Small and 
Medium Enterprise (SME) and agriculture 
as is being carried out now. 

The bank also has the distinction of 
having given Chairmen and Executive 
Directors for a number of other banks in 
the country. Two of its former Chairmen 
went on to become Deputy Governors 
of the Reserve Bank of India (RBI). At the 
end of March 2006, one Deputy 
Governor of RBI, Chairmen of four 
nationalised banks, Chairman of a 
private sector bank, Executive Directors 
of four public sector banks and two 
private sector banks were with Union 
Bank of India earlier in their careers. 
Another former ‘Unionite’ provides 
leadership at the industry level as CEO 
of the Indian Banks’ Association. 


GOVERNANCE 

Union Bank of India has a tradition 
of good corporate governance practices. 
The bank has laid emphasis on the 
fundamental values of fairness, 
transparency and accountability for 
performance at all levels, thereby 
enhancing the shareholders’ value and 
protecting the interest of the stakeholders. 
The bank continues its pursuit of 
achieving the objectives of good 
corporate governance by adopting and 
monitoring corporate strategies, prudent 
business plans, monitoring major risks 
and pursuing policies and procedures to 
satisfy its legal and ethical responsibilities. 

The bank has adopted a three-tier 
organisational structure: central office, 
eight field general managers’ offices and 
43 regional offices to facilitate quicker 
decisions that would spur growth. 


EXPANSION 

The bank has already obtained 
permission from the RBI for opening 125 
branches during the year 2006-07. 


A steady approach for expansion without 


any pronounced regional bias through 
new branches opening is adopted. As on 
December 31, 2006 the bank has 2,104 
branches spread across the country. 

The bank has proposed to open 
branches in Doha and Hong Kong and 
representative offices in Dubai and 
China. It has also applied to RBI for 
permission to open branches in 
Singapore and San Jose. 


SIZE, STRENGTH AND SPEED 

Union Bank of India was rated as the 
number one among banks in India in 
increasing shareholders wealth during 
2004-05 according to a study by 
ASSOCHAM. Currently the bank is rated 
at number 5 among the nationalised banks 
in terms of business volume. The bank has 
lot of inherent strengths for growth. Its CAR 
stood at 11.41 per cent as of March 2006 
with elbowroom to raise hybrid capital upto 
Rs 600 crore and upper tier-ll capital of 
Rs 1,800 crore. The bank is presently 
growing at a compounded annual rate of 
about 25 per cent and is working on 
strategies for improving this further 
signiticantly so as to achieve the vision of 
becoming the largest public sector bank 
in the country. The bank's apex training 
college at Bangalore won the Golden 
Peacock National Training Award from the 
Institute of Directors, New Delhi for being 
the best training provider for the years 
1998 and 2005. 


OPERATIONS 


As of now, the government owns 


55.4 per cent of the bank’s capital. 


& The Dai-ichi Mutual Life Insurance Co., Japan 


Union Bank of India 


Being one of the first public sector banks 
to introduce CBS in its technology 
initiative, more than 900 branches and 
extension counters are under the CBS 
network providing anytime anywhere 
banking to the customers. All this has 
enabled the bank to concentrate on the 
primary growth engines: corporate, 
retail, agriculture and SME segments. 
In addition to the above, opening of 
village knowledge centres, rural 
development and self employment 
training institutes are aimed at reaching 
the unreached. 

A notable achievement of the bank 
in the area of inclusive financing has been 
the formation of and credit linkage to 
over 8300 SHGs across the country of 
which over 3000 SHGs were formed in 
the urban center of Mumbai. 


INFORMATION TECHNOLOGY 

The bank has been harnessing 
technology and introducing new delivery 
channels towards providing convenience 
and quick service to its customers. To 
pursue this, the bank’s major technology 
initiatives are: 


e Branch automation: All branches 
are computerised. 

€ Core banking solution: Over 900 
branches and extension counters at 
more than 250 centres across the 
country have been brought under the 
fold of core banking solution covering 
over 80 per cent of the bank's 
business. These branches provide 
anywhere banking to the customers. 





e ATM services: The bank has its own 
network of over 618 ATMs. Further 
through tie-up arrangements with 
other banks whose facilities are 
shared, it has enabled the bank's 
customers to have access to over 
15,000 ATMs in India and one 
million VISA ATMs worldwide. 


e Real Time Gross Settlement 
(RTGS): Facilitates fast transfer of 
funds between different centres from 


bank to bank. 


e On-line tax accounting system 
(OLTAS): Available in 609 branches 


for payment of taxes. 


e Tele-banking: Facility available to the 
customers of all core banking branches. 


e Internet banking: Facility available 
to retail customers and corporate 
clients who can access their account 
online. 


e Union e-Rail/Air ticket reservation: 
On-line railway ticket booking/airline 
ticket booking of Indian. 


e Union e-Tax pay: Service available 
for online payment of central excise 
and service tax with an instant 
cyber receipt. 
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State-of-the-art Treasury 
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Constantly aware of the fact that the 
branches continue to be an important 
point of service delivery, the bank has 
started the process of having them 
certified under ISO 9001:2000. The total 
number of ISO certified branches/units 
as on March 31, 2006 were 1,051. 
The entire training system, staff college 
and seven staff training centres have 
received ISO certification. 


The per employee productivity of the 
bank is Rs 499 lakh as of September 30, 
2006. The bank has a staff strenghts of 
25,786 as of September, 2006. 


The bank has been adopting a 
‘bottom up’ approach for profit planning 
involving field functionaries at the 
grassroot level. Under the plan it was 
setting up targets for growth in deposits 
and advances, increase in non-interest 
income business, curtailment of NPAs 
and control of expenditure. On the non- 
interest income front, for the year ending 
March 31, 2006, the bank earned Rs 
625.09 crore. The bank could also do 


Union Bank of India 


well under expenditure control; against 
the budgeted figure of Rs 1423.20 crore, 
the actuals were Rs 1402.42 crore only. 
The quality of earning is managed 
scientifically by insightful planning and 
management of various resources under 
its command. 


The capital to risk adjusted assets 
ratio (CRAR) is 11.41 per cent as of March 
2006 with Tier | capital at 7.32 per cent 
and Tier II capital at 4.09 per cent. 


Maintaining a high quality asset base 
is vital to the bank's performance and 
growth. Strategies that the bank believe will 
help in broad-based enhancement of its 
credit quality include effectively managing 
the NPAs through the improvement of NPA 
ratings and the enhancement of NPA 
recovery, diversifying the loan portfolio and 
implementing credit risk management 
initiatives. The bank has a relatively diverse 
credit portfolio, which it belives, enables a 
wider risk spread among the industries to 
which it has extended advances. 


As on March 31, 2006, the standard 
assets amounted to Rs 52,556.75 crore 
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Excerpts from an interview with the Chairman and 
Managing Director of the 87-year-old bank. 
Q: What are the main strengths of the bank? 


A: We have almost four generations of customers banking 
with us. Today, 35 per cent of the branches are in rural areas 


. while we have an equitable presence in metro and semi- 


urban areas. We were one of the first banks to go for core 
banking solutions in 2003. Moreover, we have eight training 
centres across different locations and a staff college at 
Bangalore providing quality training. 


Q: Any shortcomings that you noticed in the bank? 

A: In fact, we did an exercise a month back to find out the 
gaps. We have identified 20 such gaps and subsequently 
formed groups to address them. When the private sector 
bank entered the market without any legacy issues in the 
early 90s, the public sector undertaking (PSU) bank lost out 
on tech savvy customers. Now, we are in the forefront of 
technology initiatives. We have a large number of people in 
their 40s who don't have sales experience. We have to 
re-train people so they can adapt to new challenges. In terms 
of capital, there are also challenges of mobilising resources. 


Q: How do you plan to implement your vision for the 
bank? 

A: We are in the process of putting in place a shared vision. 
If you ask me, | want Union Bank of India to be the top most 
bank amongst the PSU banks, a financial supermarket offering 
a whole gamut of products, a creator of wealth for the 
shareholders’ family and a most preferred bank for the 
customers. 


Q: How are you approaching retail and SME business 
segments? | 

A: Firstly, we need resources as a bank to match the fast 
growing retail credit. In fact, we are approaching this market 
by setting up specialised branches with trained people to 
advise customers and at the same time creating capacity to 
handle the retail assets. We have also identified some 100 
branches to handle SME business and are continuously 
training people. 


Q: Any plans to set up insurance or mutual fund 
business? 

A: Yes, we are studying the insurance market. We are currently 
examining the right model to enter the market. We may come 
as a joint venture with some partner of repute in the life 
insurance. As far as the asset management business is 
concerned, we may look at it at a later stage. 


Q: How do you plan to boost the banking sector in 
rural areas? 

A: We are seriously considering looking at establishing point 
of sales terminals in rural areas using the smart card 
technology. The correspondent banking channel is also a 
very effective delivery channel. Today, we have 80,000 
self-help groups (expected to be 100,000 soon). 


Union Bank of India 


M V NAIR 
Chairman & MD, Union Bank of India 





Q: How are you meeting the challenges on the deposit 
side in the wake of credit growth? 

A: In the last two years, the banking community was able to 
support the large credit growth by raising resources by way 
of off-loading excess SLR holding. But if the economy 
continues to grow at over 8 per cent and SLR holdings reach 
the statutory 25 per cent mark, there is definitely going to be 
a big challenge for the bankers to mobilise resources to meet 
the credit demand in the years to come. 


Q: Customers are now preferring high return liquid 
schemes of mutual funds to current account deposits? 
A: Bank deposits are still superior to very short-term mutual 
fund schemes because of liquidity, safety and reasonably good 
returns. In the past, returns have indeed come down, but 
today at 8 per cent returns, the deposits are comparable 
with any other small saving scheme of the government. 


Q: Any plan of entering the international market? 

A: Today, we don't have any foreign operations. We have to 
plan our foreign operations very carefully. There are various 
models to expand overseas. One model could be to target 
only the fast growing BRIC countries or to open branches in 
developed countries. We have permissions for opening 
branches in Hong Kong and Doha and representative offices 
in Dubai and Shanghai. 


Q: How has been the performance so far? 

A: We have seen a growth of 30 per cent in credit until 
September 2006 as against our targeted growth of 25 per 
cent for the full financial year. We intend to hold on to 23 per 
cent to 25 per cent in the second half. Our deposits grew by 
14 per cent to 15 per cent as against a target of 25 per cent. 
We recently introduced Union Double Deposit Scheme where 
the deposits double in eight and a half years and followed it 
up with another scheme named Union Cash Certificate. 
Through these schemes we mobilised Rs.3,500 crore. 


constituting 96.14 per cent of the total 
advances, which compares with the best 
among the banks in India. The gross 
NPAs of the bank formed 3.86 per cent 
as on March 31, 2006, which compares 
favourably with the peer group ratio of 
3.93 per cent as on March 31, 2006. 
The net NPAs, which stood at Rs 1,061 
crore at the beginning of the year, has 
been brought down to Rs 834 crore as 
on March 31, 2006 (constituting 1.56 
per cent of net bank credit). 


The ratio of Gross NPAs and Net 
NPAs to Net Advances declined further 
to 3.28 per cent and 1.37 per cent 
respectively as of September, 2006. 


The bank seeks to enhance the 
customer base, in size, in quality and 
across all its products. It therefore aims 
to create products that will attract a 
diverse range of business from each 
customer and that will meet the needs of 
the customers in the chosen markets. At 
the same time it also strives to attract new 
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and retain existing customers through 
marketing efforts. 

For this, the bank has focused its 
efforts to attract and retain customers in 
several sectors that have been identified 
as having strong growth potential, 
including infrastructure, service 
sectors such as tourism, health, 
transportation, information technology, 
information technology-enabled services, 
communications, recreation and 
entertainment, agriculture, export credit, 
retail advances, selected areas within the 
industrial sector such as food processing, 
gems and jewellery, textiles, cement, 
capital goods, machinery and 
equipment, leather and leather products, 
consumer durables, automotive and 
auto-associated products and SMEs. 


Customer retention and customer 
acquisition is the mantra of the bank. 
Every effort is being made to meet the 
emerging demands of the new 
generation customer. Seamless 


transaction process with speed through 
well-networked connection of more than 





^ 


Shri M.V. Nair, CMD Union Bank of India interacting with the members of Self Help Groups financed by the Bank. 


Union Bank of India 


900 business units help the bank in 
achieving high degree of customer 
service. The bank's training system has 
geared up to bridge the knowledge gaps 
among staff members right across the 
bank thereby providing quality and 
efficient customer service. The bank is 
also in the process of setting up 
centralised customer service unit to build 
and manage customer relationship and 
acknowledge customer as business 
partner in the growth of the bank. 


The bank has in place a voluntary 
code, which sets standards for fair 
banking practices while dealing with the 
customers. À comprehensive fair practice 
code to be used as a benchmark is being 
drafted by Banking Codes and Standards 
Board of India (BCSBI). The same will be 
adopted by the bank for improving the 
customer service and for benchmarking 
the level of services, procedures and 
practices. The bank has also in place a 
‘Citizens Charter’ that highlights the 
bank’s commitment towards customer 
satisfaction. In order to give major thrust 
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to customer service at the grassroot level, 
customer relationship managers are 
posted at every core banking solutions 
branches to start with. Their main focus 
will be to serve the customer and attend 
personally to any request regarding 
service, product delivery and product 
service. 


FUTURE PLANS 


The bank is working on a 
business process re-engineering 
exercise so as to derive the full 
benefits of the core banking 
system. For example, clearing 
operations, processing retail loans 
and account opening are all being 
centralised and moved out of the 
branches. 

The staff now attending to this work 
at the branches can be re-deployed into 
sales. The bank has created a cadre to 
deal with corporate clients. It has 
identified 120 officers who are presently 
undergoing a three-phased training 
programme for rendering focused service 
to the corporate clientele. 


The bank has in place prudent 
internal policy guidelines concerning 
exposure to individual industries and 
concentration of loans. This will enable 
the bank to maintain its corporate loan 
book, active and vibrant. 

The officers undergoing training now 
will be positioned in 50 select branches 
where not only their technical skills such as 
job vi tah but also their skills in 


"Many a Chairman and 
Executive Director working for a 
number of well-known banks in 


the country have started their 
careers in Union Bank". 





RER building will A enhanced. Yet 
another major focus area will be the small 
and medium enterprises (SME) segment. 
Once the bank moves the major 
corporate accounts to 50 branches, it 
will have a similar system for the SME 
segment. The bank is also identifying 
clusters where SMEs operate. The bank 





Union Bank of india 


has arrangements to have the SME 
advances rated by reputed rating 
agencies. This will help the borrower 
because he will be able to command 
slightly finer rates and from the bank's 
point of view, asset quality will 
improve. Lending to SMEs will also be 
concentrated in approximately 
50 branches. 

Thus with about 100 branches 
specializing on Corporate and 
SME segments, 1000 branches 
in rural & semi-urban areas 
concentrating on Agri business, 
centralization of operations like 
clearing, account opening and 
processing of retail loans, the 
remaining branches of a little 
over 1000 would focus totally on 


TANEN of deposits and third party 


products with emphasis on Customer 
Convenience. With this change the bank 
hopes to scale up growth from the present 
level of 20 - 25 per cent to over 30 - 35 
per cent. This growth will be both robust 
and healthy. This is the major change the 
bank is bringing forth. 
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. CBS network expanded to co 








and extension punta, over | doe cen 
business. 


More than 600 ATMs. were EAE 


The bank tied up with Reuters for their product - Reuters 
Trading for Foreign Exchange. 


Union Bank of India launched a technology product 
to enable online payment of fees by exporters and 
importers to Director General of Foreign Trade. 


An online booking service of Indian Railways & Indian 
Airlines Tickets for its customers was launched by 


the bank. 


The bank arranged for a sale of gold coins of 99.99 
per cent purity. 
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The bank launched Union MITR, Prandol adc ctbh 
centre. 


Union Bank of India has entered into an MOU with 
SIDBI for joint lending to SMEs. Also, it has got into a 
strategic alliance with Bank of India and IDFC Ltd. 


This alliance will help in: 


e the syndication of loans and arrangement with Bank 
of India. collection of outstation cheques, preferred 
status for overseas banking transactions e sharing of 
training facilities. 
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Vibrant Gujarat 
Global Investors’ Summit 2007 


12-13 January 


em, Science City, Ahmedabad 
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Global Investment Destination + 





he Government of Gujarat hosted the Vibrant 
| Gujarat Global Investors' Summit 2007 on 
January 12 and 13 at Ahmedabad in which 
Gujarat emerged as a Global Investment Destination 
and justified its role as the Growth Engine of Indian 
Economy.This was the third such Summit organized 
by the state government with the first Summit held in 
2003 and the second held in 2005. 


In all the Summits, Gujarat was showcased as an 
ideal investment destination, both for Indian and 
Foreign investors. The emphasis on all these 
Summits was to invite investors to come to Gujarat to 
see and experience the business friendly 
environment that prevails in the state and decide to 
invest here. Prospective investors were extended 
two significant messages: 1. In Gujarat there is only 
Red Carpet and no Red Tape. 2. Itis where Investors 
can sow arupee and reap a dollar as returns. 


Detailed investment opportunities in different 
segments of 12 focus sectors were prepared and 
supplemented by project profiles. These included 
Agro & Food Processing; Engineering, Auto & 
Ceramics; Biotechnology; Textiles and Apparels, 
Gems & Jewellery; Tourism; IT; Power, Oil & Gas; 
Chemicals, Petrochemicals & Pharmaceuticals; SEZ 
& Port-Led Development and Urban Development. 


Inaugural Ceremony 
The inaugural ceremony got off to a splendid start 


to the singing of 'Jai Garvi Gujarat. hymn by four 
generations of singers. Present atthe audience were 


a galaxy of leading global organisations across 
sectors, the biggest and best of India's corporate 
power houses including Reliance, Tata, Birla and the 
Essar group, public sector Navratnas like ONGC, 
Petronet, and Bharat Petroleum, industry 
associations, chambers of commerce and academic 
communities. Also present were members of the 
Gujarat cabinet, chief secretary of the state Mr. 
Sudhir Mankad, senior officials and other invitees. 


Eight foreign delegations and 200 representatives 
from abroad participated in the sector seminars and 
20 world-renowned experts delivered speeches. 
Around 60 industrialist- investors held meetings with 
the Chief Minister Mr. Narendra Modi in the course of 
two days. Shree Balaji Sadashivan, Minister of State 
for Foreign Affairs, the Singapore government was 
the Chief Guest in the summit. Delegations came 
from USA, China, Japan, Singapore, Australia, South 


Korea, Italy and Israel. 
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The Chief Minister opened the Summit with the 
assertion that the main goal.of the state was to 
transform the entire Gujarat into SEZ - Spirituality, 
Entrepreneurship and Zeal. The ultimate aim was to 
transform Gujarat in a manner that it competed with 
developed nations on equal footing in 2010 achieving 
world-class benchmark of development. Before five 
years the question was Why Gujarat. Now it is Vibrant 
Gujarat. 


By 2010, Gujarat aimed the upliftment of the poorest 
of the poor. By then the state will be a strategic world- 
class infrastructure hub with modern ports along the 
1600 kilometer long coastline emerging as a gateway 
of prosperous economic activities. 


Speakers at the inaugural ceremony extolled the 
progress made by Gujarat. Mr. Mukesh Ambani, 
chairman of Reliance Industries Limited described 
Gujarat as a land that has transformed opportunities 
and challenges into a powerful entrepreneurial vision. 
Mr. Ratan Tata said Gujarat is an ideal investment 
destination. Mr. Kumarmangalam Birla, Chairman of 
Aditya Birla group attributed Gujarat's phenomenal 
growth to its full-time working government headed by 
a CEO in Mr. Narendra Modi. The state is vibrant 
because of its good political leadership. Mr. Shashi K. 
Ruia of Essar group said Gujarat is now among the 
most favoured state for investment and foreign 
investors. Mr. Gautam Adani of the Adani group said 
the Gujarat government has provided a very clear 
legal and financial policy framework for port 
development. Several other business leaders who 
spoke included Mr. K.V. Kamath, Managing Director of 
ICICI Bank, Mr. Pankaj Patel of the Zydus Cadila 
Mr. Indravadan Modi of Cadilla Pharmaceuticals and 
Mr. Sudhir Mehta of the Torrent group. 


Total Investments in Major Segments 


During the course of the Summit, a total of 343 
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Memoranda of Understanding were inked and 20 


announcement were made aggregating prospective 
investments worth Rs 461835 crores. 


On the top of the investment brackets were 28 
MoUs for Special Economic Zones with an 
investment tally of Rs 170,889 crores, followed by 
15 MoUs in power sector with an investment of Rs 
133429 crores. Oil & Gas (Rs 44766 crore), Textile 
& Apparels (Rs 14963 crore), Chemicals & 
Pharmaceuticals (Rs 13412 crore), engineering, 
auto & ceramics ( Rs 14963 crore), agro & food 
processing (Rs 10,375 crore) and Information 
Technology (Rs 14811 crore) and civil aviation (Rs 
10028 crore) were the other major investments. 


Gujarat, the emerging global manufacturing Hub 


The Summit 2007 was a unique success of 
“Team Gujarat". The very constructive results that 
have emerged from the Summit positively indicate 
that they will go a long way in positioning Gujarat 
as a Global Investment Destination. The state with 
its strong fundamentals of international economic 
benchmarks and the cluster of Special Economic 
Zones, the state's new growth engine that are 
going to come up will be the driving force of both 
the state's and India's economic progress in the 
years ahead. 
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The People Manager 


Line managers are increasingly being called upon to manage the careers 
of their team members. KRISHNA GOPALAN AND RAHUL SACHITANAND 


T'S YET ANOTHER AFTER EFFECT 

of globalisation. The market 

now values companies more 

on the basis of intangibles than 

on the value of its physical 
assets. Reputation, knowledge and 
relationships now form the bedrock 
of corporate value. And people, 
therefore, are now central to these 
valuations. Consequently, attract- 
ing, developing, motivating, eng- 
aging and retaining people are core 
functions for any company. Says 
Joydeep Dutta Gupta, Executive 
Director, PricewaterhouseCoopers: 
"This core function can no longer 
be outsourced to the HR depart- 
ment; the line manager has to take 
ownership of this process; the HR 
department's role is increasingly 
becoming that of a facilitator." In 
other words, HR programmes work 
only when line managers use them 
VIVAN MEHRA 
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to drive thé behaviours, culture and 
skills of the workforce they manage. 

This practice is most in evidence 
in industries that depend for their 
success on individual performance. 
Thus, line managers in industries 
like rr, consulting and KPO usually 
have to handle more HR responsi- 
bilities than in traditional indus- 
tries. But this is not to say that the 
latter are lagging behind. Says S.K. 
Maheshwari, Chief Manufacturing 
Officer and Group Executive 
President, A.V. Birla Group: “All 
of us have taken on the role of HR 


"Today, line managers are 
more willing to engage in dis- 
cussions with HR managers" 


Santrupt Misra 
Global Director/ Aditya Birla Group 


managers. We have to address issues 
relating to people's careers and skill 
improvements." 

Adds Padmaja Alaganandan, 
Principal Consultant, Mercer 
Human Resource Consulting, India: 
“One of the factors influencing the 
practice of line managers handling 
HR functions is the size or the life 
cycle of the organisation. Small 
companies tend to have minimal 
HR strength; hence, most HR res- 
ponsibilities are carried out by line 
managers. As organisations grow 
in size and maturity, formal HR 


“We have to spend at least 
10 per cent of our time train- 
ing the next level managers" 


Indranil Mukherjee 
Associate VP/ Symphony Services 
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“The company encourages us 
to engage with our teams to 
understand their requirements” 


Sunita Naik 
Senior Manager/ Thomson Financial 


teams get instituted and responsibilities 
move to these teams; however, when 
organisations cross a certain size and 
scale, responsibilities shift back to line 
management.” 

This means line managers have to 
learn new things and reorient old prac- 
tices in line with their altered, and exp- 
anded, roles. “To get up to speed in 
this new scenario, we have to spend at 
least 10 per cent of our time training the 
next level of managers; and at a personal 
level, I spend eight to 10 days a year in 
brushing up my people and mentoring 
skills,” says Indranil Mukherjee, 
Associate Vice President, Symphony 
Services, an outsourced software prod- 
uct development company, who man- 
ages five different business groups with 
a combined strength of about 300 em- 
ployees. “Line managers are given a 
carte blanche to run the business the 
way they want to, and in this set up, the 
old HR model has little relevance. 
People’s demands are becoming very 
diverse even within the same industry 
and it’s difficult for a single department 
such as HR to keep pace,” he adds. 
Result: line managers have to take own- 


the bedrock of corporate value 


A LINE MANAGER'S 


HR CHECKLIST 





m Manage operational and HR 
aspects simultaneously 


m Perform a gamut of HR functions 
from hiring to training to career 
development 


m Work with traditional HR teams 
to mould training programmes 


m Attract, hire and retain the best 
talent in a growing market 


m Mentor the next line of 
managers 


ership of functions such as recruitment 
and career progression, while the HR 
department plays a broader operational 
and advisory role. 

"These are times of rapid growth 
and there are many opportunities for 
everyone. High levels of attrition mean 
people need to be taken care of," says 
Maheshwari, adding: *In this situa- 
tion, it is important for line man- 
agers to be sensitive to HR issues." 
According to C. Mahalingam, 
Vice President (HR), 
Symphony, line man- 
agers make key HR deci- 
sions, including identify- 
ing three distinct levels 
of performers within 
their teams and put in 
place specific development 
programmes for each grade. 
"Our appraisal process for 
line managers focusses not 
just on their ability to 
meet business targets, but 
also has a separate silo 
that focusses on how 
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"The core function 
can no longer be 
outsourced to the 
HR department" 


Joydeep Dutta Gupta 
Executive Director/ PwC 
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‘All of us have taken on the role of HR managers. We have to add- 
ress issues relating to people's careers and skill improvements” 


S.K. Maheshwari/ Chief Manufacturing Officer/ A.V. Birla Group 


they have met their people man- 
agement targets,” he says. Adds 
Sunita Naik, Senior Manager 
(Technology), Thomson Financial 
India, who manages a team of 140 
coders: “Retaining talent is by no 
means a small challenge in this up- 
beat market. Different individuals 
have different motivating factors 
and we have to engage with our 
teams to understand these 
requirements." 

Santrupt Misra, Global Director 
(HR & IT), Aditya Birla Group, puts 
the issue in perspective. “Today, 
line managers are more willing to 
engage in discussions with HR man- 
agers. What the latter brings to the 
table is sound advice on the or- 
ganisational structure. There are 
times when line managers do not 
appreciate the HR manager’s point 
of view. Therefore, regular and 
greater interaction between the two 
is sine qua non.” 

V. Rangarajan, Vice President, 
Satyam Computer Services, man- 
ages customer delivery for projects 
in the enterprise applications space. 
He has under him close to 700 peo- 
ple; of these, 13 are heads of busi- 
ness units within the company. 
Rangarajan says the structure pro- 
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vides him the freedom and flexi- 
bility to spot talent and nurture it. 
“For instance, I gave a project man- 
ager end-to-end responsibility for a 
business unit, making him, in a 
sense, the CEO of that particular 
unit,” he says. This person eventu- 
ally helped build a new line of busi- 
ness for Satyam. This would not 
have been possible had Rangarajan 
not had the freedom to play a direct 
role in managing the career growth 
of his team members. 

“What has changed is the nature 
of conversation between HR and 
line managers. The central theme 
today is about creating sustainable 
value for the business. This means 
strategy, including the HR strategy, 
is integrated into the overall business 
plan. Thus, successful line man- 
agers have to develop skill sets in 
areas like finance, customer under- 
standing and people management,” 
says Satish Pradhan, Executive Vice 
President (Group Human 
Resources), Tata Sons. “The idea 
is to enable line managers to cus- 
tomise their actions in line with the 
nuances of their businesses,” says 
T. Hari, Director and Senior vp, 
Satyam Computer Services. This 
provides greater empowerment and 


brings with it greater accountability, 
as line managers are made respon- 
sible for every aspect of the busi- 
nesses they manage. 

Software major TCS has gone a 
step ahead and integrated its HR 
functions with line management. It 
has empowered its project man- 
agers to handle the HR issues relating 
to their teams and also allows emp- 
loyees to cross over from line to 
HR and vice versa, says Jyoti 
Srivastava, Regional Head (HR, 
North India, Middle East and 
Africa), TCS. “Every project man- 
ager at TCS receives formal train- 
ing in skills such as recruitment, 
performance appraisal, mentoring, 
and conflict resolution,” he adds. 

But what happens if they still 
mess things up? Isn’t it too much to 
expect a techie or a manager in any 
other line function to deliver on 
his project in time and also manage 
people? “A project manager is no 
doubt a techie and his primary re- 
sponsibility is to deliver on his proj- 
ect. But you can’t lead a project team 
unless you have shown yourself to 
be a sufficiently competent people 
manager. That’s one skill that a 
leadership position requires. And 
the HR department is always there to 
give project managers a leg-up 
should they flounder in managing 
their team members,” says Srivastava. 
In other words, the HR department 
functions like a facilitator and a 
coach in the organisation. 

A.V. Birla Group’s Misra sums 
up the importance of having strong 
HR skills in one’s repertoire. “Going 
forward, I see a situation where a lot 
of line managers will become HR 
managers. It is possibly one indi- 
cation of the emerging maturity of 
today’s businesses.” 

So, if you want to catch your 
boss’ eye before that next appraisal, 
you know what to do. 

ADDITIONAL REPORTING BY 
KAPIL BAJA], 

RITWIK MUKHERJEE AND 

E. KUMAR SHARMA 





Reading Signals 


There’s a niche demand for political risk analysts. 


S INCREASING NUMBERS OF INDIAN COMPANIES PLAN 
PX sere sojourns, they find that, frequently, they 
have little or no control over political and adminis- 
trative developments that can adversely affect the 
commercial viability of their investments. So, there’s 
a nascent demand from India Inc. for a new breed of 
professionals—Political Risk Analysts. “They iden- 
tify, analyse and predict major risks before actual in- 
vestment or commitment, and frame risk-minimisation 
strategies and options,” says Tushar Basu, Director, 
Analytic Consultants, a firm specialising in this area. 
It’s not a new subject; all B-schools teach this under the 
Strategic Management (M&A) course. But it is only now 
that India Inc. is waking up to its potential as a sepa- 
rate (and scarce) specialisation. Incidentally, foreign 
companies and investors foraying into Indian market 
are also hiring political risk analysts. 8 

RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: Tata Group, Reliance (Mukesh), R-ADAG, ONGC, large 
consultancy firms and some foreign companies 


WHO'RE THEY HIRING: MBAs with specialisation in Strategic - 
Management, Mergers & Acquisitions and those with long 
international exposure to the field — — < 
AT WHAT LEVEL: Senior and mid-level — č í 
AT WHAT SALARIES: Senior level (eight to 15 years experience) 
salaries start at Rs 50 lakh per annum and often cross the eight- 
figure mark; at mid-levels (three-to-eight years experience), 
salaries are in the range of Rs 25-50 lakh PE. eI 

AND THE NUMBERS: It's still a nascent sector and industry-wide 
numbers aren't available. But India Inc.'s global ambitions should 
generate demand for a few thousand such specialists over the 

next two-to-three years 














COUNSELLING 


HELP 
TARUN! 


Q: | am 30 years old and have a post-graduate diploma in 
Business Management (Marketing). | work for a cement com- 
pany but would like to join a BPO firm. Should | go for an 
MBA from a premier institute to improve my job prospects? 
You can get a job in a BPO firm without an MBA also. 
Of course, you will be better placed if you have a man- 
agement degree from a premier institute. However, 
you need to keep in mind that the work culture in the 
BPO sector will be very different from your present 
work environment. It would be advisable to talk to 
people working in a BPO before making a move. 


Q: | am a 22-year-old economics graduate and have also 
done a two-year course in French. | am interested in 
working in the sales and marketing department of a multi- 
national company. What are the avenues open for me? 
Given your economics background, you should be able 
to get a job as a sales trainee. There are a number of 
sectors you could choose from—hotels, airlines, fi- 
nancial services, etc. However, without an MBA degree, 
your long-term prospects are limited. Instead of go- 
ing for a job, you should go for a degree in 
management or a specialised course in sales and 
marketing from a good institute. Plus, your foreign 
language skills will always come in handy in an MNC. 
Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Atul Limited, General Manager - 
Finance, Valsad, 14 - 20 Years, 377149 
General Manager will be a key member of the 
finance team and will have the responsibility 
of treasury and MIS functions. This will 
include working capital management, forex 
risk management, sourcing of funds for 
Capex, MIS, budgets and monitoring. 


Auto Cop India Pvt. Ltd., Technical 
Head, Mumbai, 10 - 15Years, 394864 
The job holder will be responsible for 
handling all the technical aspects of any 
product within our portfolio, its extension, its 
scope and limitation. Will be in charge for 
entire India. The job also involves product 
knowledge buildup within the sales and 
technical staff. 


Ciena, Principal Engineer - FPGA 
Design,Delhi, Gurgaon, 10 - 15 Years, 
2481161 

Incumbent must have direct FPGA/ASIC 
front end design experience using Verilog 
and/or VHDL with FPGA development tools 
like Synplicity and Modelsim. 


Enercon (India) Limited, Manager / 
Sr. Manager — Steel Tower, Mumbai, 
10-15 Years, 2759594 

Person should have in-depth knowledge of 
global steel market, technical specifications of 
steel and welding standards essential. He must 
have experience of automated welding 
process. 


Esaya Software (I) Pvt. Ltd., Director 
of Application Development, 
Mumbai, 10 -12 Years, 2899272 
Applicant will be responsible for developing 
and managing resource and project timelines 
across multiple development efforts, 
reporting status and progress to executive 
management. 


FCG Software Service (India) Pvt. 
Ltd., Technical Architect, Bangalore, 
10 - 12 Years, 2868266 

Should have strong hands-on experience in 
product development using .Net and 
experience in architect/technical lead roles 
forlarge. 


To know how to apply for these jobs, go to finance jobs 


Genesis Microchip, Inc., Central 
Engineering Lead, Bangalore, 10-15 
Years, 2914029 

Applicant should have experience in IC design 
on SOC types of products, 130nm or lower 
experience beneficial Should have good 
working knowledge of IC development tool 
flow including synthesis /timing, formal 
verification and physical design. 
Infrasoft Technologies, AVP 
Corporate Communication, Mumbai, 
10-15 Years, 2918835 

Selected candidate will be responsible for 
brand innovation & activation, consumer 


research, etc. for internal newsletters and 
publishing the same. 

Mascon Global Limited, Sr. Software 
Architect , Bangalore, 10 - 15 Years, 
2503136 

Candidate should be familiar with J2EE, core 
java, Swing, JSF/Struts, JSP/Servlets, 
Hibernate and other leading-edge 
technologies. Other than Java he/she should 
also be well versed in basics of systems 
perspective: networks, firewalls,protocols etc., 


Polaris Software Labs, Project 
Managers / Delivery Managers / 
Account Managers, Chennai, 9 - 16 
Years, 2913734 

The incumbent should have strong experience 
on mainframe technology, project 
management skills and exposure towards 
BFSI domain. Should have strong skills in 
Cobol, JCL, VSAM, and DB2. 


RadhaKrishna Hospitality Service 
Ltd., Corporate Head HR, Mumbai, 
10-20 Years,2888940 

Responsible for the implementation of HR 
strategies & systems, manpower planning & 
selection; ensuring robust HR systems & 
process are developed & their continual 
improvements to meet changing business 
needs . 


SAP Labs India Pvt. Ltd., Director - 
Demand Management, Gurgaon, 10 - 
20 Years, 2876363 

Manager is responsible for delivering quality 
products to the field sales organization 
through the SAP trade industries 
development organization. 


Enhance the reach of your 


resume 


Let your resume reach 1200 Top Consultants in a click. 
Know More... SMS "ER BT" to 3636 


Siemens Information Systems Lt 
Head Analytics, Kolkata, 15-20 Yea 
, 2873327 

Should have BI, data warehou 
implementation and consulting experien 
Should also have experience in handling 
multiple stakeholders and exposure to | 
telecom space, ETOM. Should have hand 
large programs in the analytics space 
Sybase Software,Manager Sf 
Development, Pune, 9 - 15 Yea 
2906242Incumbent must have experience 
Unix, windows, C/C++ RDBMS and obje 
oriented design is required. Must also h: 
experience in database, system softw: 
development or internet applicati 
development with specific experience in ba 
end server or GUI-based application. 
Symphony Services, Technic 
Manager, Pune, 12 - 18 Years,291547. 
The person should be familiar with prod 
engineering; ability to work with a team 
people and get the work delivered on time 
must. | 

Turbo Energy Ltd., Expc 
Marketing Manager, Chennai, 12 - 
Years, 2905057 

Responsible for achieving sales budget as 
plan, establishing and maintaining logistic 
supply management systems by compiling: 
ensuring adequacy of transport arrangeme 
and negotiating & finalise terms with sers 
providers. 

US Software Pvt. Ltd., Head 
Learning & Competen: 
Development , Trivandrum., 10 - 
Years, 2910953 

Responsible for planning and devising 
training/learning systems & processes. \ 
ensure implementation of various train 
plans and activities as per the budget, rev: 
the implemented / imparted train 
programs and interact with vendors 
Xansa (India) Ltd., Soluti 
Architect, Noida , 12 - 15 Yea 
2914894 i 

Should have understandig of finan 
industry with exposure to financial sery 
domain - (banking, insurance, credit c: 
mortgage). Should have ability to desgin v 
J2EE, EAI. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Acl Wireless Ltd., Sr. Software 
Engineer - Java/ J2EE, Delhi, Noida, 
5- 8 Years, 2332879 

The ideal candidate will develop the product 
on a given domain such as WAP, SMS etc, as 
per design specifications. Will interact with 
the product design group as and when 
required to help them come up with feasible 
product designs, given the project timeline 
gonstraints, 


Applied Materials India Pvt. Ltd., 
Software Developers, Bangalore, 2 - 8 
years, 2914481 

Applicant must have atrong programming 
background in C++; experience in working in 
all the stages of a software development life 
cycle; knowledge of requirement analysis and 
system design. 


Aztec Software and Technology 
Services Limited, Developer / St. 
Developer, Hyderabad, 2 - 4 Years, 
, 2865448 

Should have strong C# /C /Ct++ 
development / programming skills;zood 
knowledge of SOL and database concepts 
etc.and understanding of test methodologies. 


Blue Star Infotech Ltd., Sr. 
Developers, Mumbai, 5 - 7 Years, 
2300479 

The candidate applying for this job should 
have strong skill and relevant experience in 
VC++ , MFC, OOPS concepts, design 
patterns and UML. 


CSC, Top - Notch Architects, 
"Chennai, Noida,8 - 10 Years, 2883294 
Must have experience / certification in any of 
the following areas: TOGAF, ZACHMAN, 
FEAF, DODAF, Jacobson, SOA solution 
architect certification etc. 


DynPro India Pvt. Ltd., Mainframe 
Developer, Delhi, 2-6 Years, 2707304 
Consultant should have experience in 
Mainframe, Cobol, JCL, and VSAM. He needs 
to have working experience in CICS and 
knowledge of Coolgen, PL-1, IMSDB, IMS is 
an added advantage. Must have DB2 
knowledge. 





Eaton Industries Pvt. Ltd., Java - JAEE 
Programmer / Analyst, Pune, 4 - 7 
Years, 2920332 

Successful candidates must demonstrate 
proficiency working with Oracle RDBMS 
based web applications running on Oracle 
application servers. The ability to design and 
develop database server-side code and DDL 


HCL Technologies, Software 
Engineer, Chennai, 3 - 4 years, 
2893460 

Incumbent must have excellent understanding 
and experience in using lightweight directory 
access protocol version 3 or X500.Must have 
worked with high performance systems 


IBM India Ltd.,Test Specialist - 
Technical, Bangalore, 5 - 7 Years, 
2919725 

He/She will participate in test planning 
activities and develop the test design with 
direction from the test architect. Will evaluate 
the non-functional requirements for 
testability. 


Impetus Infotech India Pvt. Ltd., 
Mobile / Wireless Architect , Noida, 
Indore, 5 - 10 Years, 2806665 

Applicant should have advanced expertise in 
J2ME/ BREW/ Symbian/ Windows mobile/ 
WAP programming techniques and 
experience in developing networked mobile 
applications, and WAP applications. 


IPsoft India Pvt. Ltd.,Senior Unix 
Administrators, Bangalore , 6 - 15 
Years , 336717 


Incumbent should have skill in Solaris 2.6, 7, . 


8,9 and 10 on Sparc; Solaris kernel tuning for 
Oracle database and application databases and 
Sun hardware - Ultra 5 to E6500. 


MAQ Software, Software 
Development Engineer, Hyderabad, 
2-6 Years, 2864739 | 

Must have experience in structured testing 
environments; thorough knowledge of 
development, test, and release process 
essential; coding skills in C++ and/or C£, 
SOL and experience with the .NET 
framework etc. 


To know how to apply for these jobs, go to finance jobs listing page. 


Double your chances of getting 
the right job. 


Submit your resume... FREE 


NCR, Senior Software Test Lead / 
Automation Engineer, Hyderabad, 5 - 
7 Years, 2686797 

Applicant should have experience covering 
multiple roles in the areas of test strategy and 
planning, test creation and execution. Should 


have knowledge of programming languages 
and RDBMS technologies. 


Office Tiger Database Systems India 
Pvt. Ltd., Check Point Firewall 
Experts, Chennai, 4 - 11 Years, 2911450 
The selected candidate will manage the 
network protocols on Windows/ Unix/ 
Linux/ Solaris operating environments. 
Responsible for firewall (preferably 
checkpoint, Nokia & Netscreen), VPN, IDS, 
Proxy, etc. 


Perot Systems, CMOS (Mainframe 
System Programmers), Bangalore, 
Noida, 3- 8 Years, 2781783 

Should have relevant experience in system 
programming in IBM mainframe MVS 
(OS/390 and/or z/OS) environment with OS 
level installation & maintenance using 
SMP/E. 


Sierra Atlantic Software Services Ltd., 
Oracle Apps HRMS Functional 
Consultant, Hyderabad, 3 - 7 Years, 
2514943 

Incumbent applying for this job should have 
experience in Oracle applications with hands 
on experience in at least 1 full life cycle 


implementation in SSHR, payroll, and core 
HR modules. 


SQL Star International, J2EE Project 
Manager , Hyderabad, 7 - 10 Years, 
2678496 

Looking for Java / J2EE project manager with 
strong technical and analytical skills. Should 
have ability to manage a team of developers / 
sr. Developers. 


Zensar Technologies Ltd., Java Sr. 
Developers & Team Leads, Mumbai, 
Pune, 4 - 8 Years, 2918987 

The ideal candidate should have excellent skill 
in core Java, |2EE, servlets, JDBC, websphere, 
weblogic, XML. PL/SQL knowledge is 
Mandatory and knowledge of JSP, XSLT, JMS 
would be added advantage. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Cyronics Instruments Pvt. Ltd., Sales 
& Service Engineer, Pune, 2 - 5 
Years,2918634 

The job involves sales of blood analysers, 
demonstration of the products, enquiry 
generation, techno commercial discussions 
with the Hospitals and Doctors, Installation 
of the analyzers, participation in the 
exhibitions. 


First Source Solutions Limited, 
Business Developmnt Manager , 
Chennai, 2-5 Years, 2902560 
Responsible for bringing in new clients and 
new business ventures maintaining 
realtionship with existing clients; handling end 
to end process from RFI, RPF till close of the 
deal and having close interaction with the 
clients. 


Google Inc., Associate Product 
Marketing Manager, Delhi, Mumbai, 
2-5 Years, 2907273 

Incumbent should have experience in product 
matketing, direct marketing, marketing 
programme management or consulting. 


Grey Matter India Technologies Pvt. 
Ltd.,Business Development 


Executive, Mumbai, 2-5 Years, 377987. 


Will be responsible for pre sales and post sales 
activities, understanding company's current 
businesses and domains, finding new business 
avenues for existing domains and making 
proposals with help of tech head / AM and 
PM. 


Idola Fori, Market Research Experts 
/ Analysts, Hyderabad , 2 - 5 Years, 
2885917 

Should have relevant experience in secondary 
market research and analysis, preferably in 
engineering or manufacturing verticals. 
Candidates must possess ability to mine any 
required information from Internet. 


Inter Globe Technologies Pvt. Ltd., 
Sr.Executive - Marketing , Gurgaon, 2 
- 4 Years, 2853874 

Key responsibilities include collaterals 
management, website related work, corporate 
communications, market research, 
competition analysis, database build up, 
corporate give-away management etc. 


Kansai Nerolac Paints Ltd., Project 
Sales Manager — Decorative Sales, 
Kolkata, Jalandhar, 3 - 5 Years, 
2914896 

The responsibility would include generating 
sales demand for a base city. He should be able 
to interact and build relations with 
influencers, manage sales force, impart 
training. 


Lera Technologies Pvt. Ltd.,Business 
Development Manager, Hyderabad, 5 
-12 Years, 2817456 

Candidate should have experience in software 
solutions or services selling, preferably selling 
software solutions in ERP, BPM etc. 


Newgen Software Technologies 
Limited, Sales Manager - 
International Market, Delhi, 7 - 10 
Years, 2141669 

The incumbent will be responsible for selling 
of product/solution directly or through 
alliances in the market segments, identifying 
customers and their requirements, suggesting 
appropriate S/W solutions to the client. 


Oracle India Pvt. Ltd., Key Account 


Manager / Business Analyst, 


Bangalore, 2 - 6 Years, 2916740 

Selected candidate will identify new customers 
for Oracle's applications products within a 
given sales territory. Responsible for building 
sales pipeline. 


Pidilite Industries Ltd., National 
Sales Manager ISD, Mumbai, 8 - 15 
Years, 2912717 

The Incumbent will be responsible for 
handling key accounts customer, to plan and 
achieve sales target, channel management, 
new business development. 


Pioneer Online Ltd., Senior Mkt. 


Executive - Corporate sales 


„Hyderabad, 2 - 4 Years, 2081602 
Accountable for achievement of business 
results in an efficient and professional manner 
sO as to ensure an on-going customer 
satisfaction; account creation and 
management and client relationship. 


Real Soft Inc., Marketing Specialis! 
Sr. Business Development Executiy 
Bangalore, 3 - 6 Years, 2766933 
Responsiblities include market research a 
analysis to identify new accounts a 
prospects; prospecting for new custom 
either by cold calling and/or mails; custon 
interaction to generate enquiries & lead th 
to first level presentation / demo. 

í 
Polaris Software Labs, Pre Sales 
Retail Banking, Chennai, 10 - 
Years,2849857 
Selected person will be incharge of market 
dept., responsible for marketing to confi 
the standards of the company, preparation 
marketing research reports, records & rele 
reports. 


Suzlon Energy Ltd., Manager - Sal 
Support, Mumbai, 6 - 8 Years,262144 
The candidate will have to maintain l 
relations with the sales team of internatio 
subsidiaries customers, to evaluate t 
business opportunities and to offer sa 
support generating monthly report and MIS 


Tops Security, Manager Sales - TES 
Mumbai, 7 - 10 Years, 2911583 
Looking for a dynamic sales person who « 
handle sales of TESL. Should have experie: 
in handling sales of security systems : 
experience in corporate sales. 


TVS Electronics Ltd., Territory Sal 
Executive, Tirupati, 4 - 5 Yea 
2920632 

Accountable for generating enquit 
disbursals, counter share, customer IRR < 
IRR post payout. Selected candidate * 
manage dealers, ASC counters and DSAs 
get more customers for the company : 
partners; training of dealers etc. 


Ujala Pumps Pvt. Ltd.,Expc 
Executive / Export Manager,A 
Location, Delhi, 1 - 10 Years, 288546. 
Responsible for interacting with ovets 
clients for new orders, samples, shipments 
and coordinating with internal department 
post shipment inspection by varic 
authorities, arrangement for dispatch etc. 


To know how to apply for these jobs, go to finance jobs listing page. 


Get more interview calls. 


Give your resume the touch of a 
professional resume writer. 


To find out more, type ‘RR BT’ and SMS to 3636 
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Finance Jobs 


` 
Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Aurangabad Electricals Ltd., 
Accounts Officer, Delhi, Gurgaon, 7 - 
8 Years, 2887980 

Responsible for preparing bank reconciliation 
statments, preparing balance sheets, P & Land 
other relvent financial statments, finalisation 
of accounts preparation of documents for 
income tax, VAT and service. 


Bombay Dyeing & Mfg Co., Chief 
"Operating Officer, Mumbai, 15 - 25 
Years, 2921040 
The selected candidate will lead all the projects 
in the areas specified in terms of resource 
allocation, coordination and implementation. 
Has to function as a member of sr. 
management team, to examine the projects 
after approvals are provided. 


Brigade Corporation India Pvt. Ltd., 
Finance Manager, Hyderabad, 6 - 10 
Years, 2896866 

Incumbent should have experience / 
knowledge about US and Indian accounting 
gaps; expereicne in BPO finance department. 
Should have completed CA, CS would be an 
added advantage. 


LA 


CFC India, Asst. Manager - Finance, 
Mumbai,4-7 Years ,2915068 

Should be able to scrutinise GL regularly & 
pass any adjustment entries, asset control / 
bar coding: physical verification of assets, 
maintaining the asset schedule & FA register 
and preperation of monthly schedules, bank 
reconciliations etc. 


Ebay, Top Seller Account 
, Management - Specialist / Associate, 
‘Mumbai, 1 - 4 Years, 2891375 

The candidate will be completely responsible 

for business from identified existing top 

sellers. The success of the person will revolve 

around delivering to sales and revenue targets 

from this segment of sellers. 


Fractal Analytics Limited, Senior 
Accounts Executive, Mumbai, 4 - 6 
Years, 2921351 

Responsibilities include maintaining books of 
accounts till finalisation, invoicing and 
preparation of receivables statement, 
ensuring speedy collections, TDS calculation, 
TDS cheque deposits and Filing of TDS 
tons 


Gati Ltd., Manager - Accounts, 
Bangalore, Hyderabad, 5 - 7 Years, 
2897386 

Will be responsible for handling the finance 
and accounts function and implement an 
effective budgetary control systems, 
managing funds effectively, coordinating with 
internalauditors for review of controls. 


Hindustan Construction Co. 
Ltd.,Accounts Manager / Officers, 
Jammu, Other India, 5 - 15 Years, 
2493649 

Responsibility involves setting up the 
accounting system at project site & 
maintaining the project accounts, supervising 
and finalising of project accounts, bill 
verification, preparation of trial balance, 
profit & loss account and balance sheet. 


Karvy Stock Broking Limited, 
Finance & Accounts - Executive / 
Asst. Manager, Hyderabad, 4 - 8 years 
, 2891509 

Selected candidate will maintain day to day 
accounting transactions, taxation & statutory 
transactions, prepare bank reconciliation, 
receivables & payables management. 


Larsen & Toubro Limited., Corporate 
Risk Management Executive, 
Mumbai, 2 - 8 Years, 2050289 

Role in risk management would involve 
following activities: risk profiling, policy 
articulation, management information system 
(MIS), knowledge management, and risk 
analytics. 


Lipi Marketing Pvt. Ltd.,Finance 
Head, Chennai, 8 - 17 Years, 2918068 
To acts as overall coordinator and first-line 
adviser / supervisor for the finance team on all 
finance-related matters, to do periodic 
analysis and control old debtors collections 
and preparing financial forecasting, trail 
balance, profit / loss account. 


Minda Industries Ltd., Corporate 
Finance, Gurgaon, 3 - 5 years, 2917697 


He needs to have experience of legal and 


secretarial work life - organising and managing 
board meetings, annual general meetings etc, 
dealing with legal consultants / advocates, 
fund raising through institutions. 
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Prostick Adhesive Tapes Pvt. Ltd., 
Finance Controller, Chennai, 5 - 8 
Years,2889252 

Candidate should have experience in a similar 
position and function, international reporting 
will be an added advantage. Should be 
thoroughly conversant with Indian income 
tax, VAT, excise etc. 


Reliance Industries Ltd., Manager - 
Corporate Income Tax, Mumbai, 3-7 
Years, 2915177 

The Incumbent will deal with International 
contract / income tax matters in respect with 
foreign vendors / suppliers, consultants and 
expatriate employees. 


Sapient Corporation, Senior Manager 
- Finance, Gurgaon, 8 - 10 Years, 
2919355 

The functions of this position include 
planning and directing financial activities, and 
typically includes managing and guiding a 
team of people within more than one 
functional area. Oracle financials a plus. 


Symantec Corp., Principal Internal 
Auditor, Pune,6- 9 Years, 2885734 
Should have experience in public accounting / 
internal audit / corporate accounting; CPA 
desired but not required. Big 4 audit 
experience desirable. Should have a proven 
track-record of effectively managing large 
projects with a successful outcome, 


Unikaihatsu Software Pvt. Ltd., 
Senior Accounts Officer, Mumbai, 6 - 
8 Years, 2356515 

Applicant should be conversant with Tally, MS 
word, excel, accounting book maintenance, 
book closing of partnership, pvt. ltd. 
companies, and individuals; PF, PT, TDS, 
salary processing. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the “Search Jobs” 
box on the home page 
3. Click the “Go” button 
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A virtual world: Visitors playing games at the expo (L); and winners of the Gamebox National Championship 2007 


Of Dungeons & Dragons 


India’s travelling gaming expo comes to Delhi and does better 
than expected. But that’s not saying a lot. AMAN MALIK 


January 26-28, 2007 
SKOAR 2007 (Gaming Expo), 
Hall No. 12, Pragati Maidaan, 
New Delhi 


ROGGY-EYED AND UN- 
der-slept, I make my 
way towards a non- 
descript hall at New 
Delhi’s Pragati Mai- 
daan. I am here, (a can of cola and 
my cynical mate, Alter Ego, in tow), 
for SKOAR! 2007, the third in a 
series of annual gaming expos (the 
first in the capital). “Oh, it’s just 
another jamboree, one where they 
hard sell myths,” offers Alter Ego, 
implicitly urging me to let him do 
my job for me. I usually am 
wont to giving in to his 
protestations, for reasons 
that go beyond mere con- 
stitutional propriety. Truth 
be told, I am quite in awe of 
Alter Ego’s sense of disdain 
for expos, where every per- 
son behind every counter is 
out to convince you how 


your august presence there will 
make the world a better place. 

Not today. “Gaming is serious 
business,” I tell him firmly, “so keep 
your idiosyncratic self occupied 
elsewhere." And prima facie, I sure 
seem to have scored one over him, 
for I see before me a sea of hum- 
anity—more than 3,000 people 
packed in a hall smaller than a foot- 
ball field; all ostensibly gathered to 
abet the cause of virtual worlds. 
Worlds, not always named innocu- 
ously, having their own set of rules, 
defined by a set of code writers; 
call them mortals or ‘God 2.0’, it 
makes little difference. Age too does 
not matter here; you 
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can be king at eight, it’s all just 
about working your joysticks well. 
“The response in Delhi has been 
better than expected,” L. ‘Subu’ 
Subramanyan, CEO, Jasubhai Digital 
Media, (the publishers of sKoAR!), 
told me on Day One. *We expect at 
least 40,000 footfalls by the end of 
the event." And he wasn't way off 
the mark. During the three days I 
was around there, the hall was 
packed to capacity, people jostling 
for space at each of the 20-odd 
stalls. So, was this a sign that India 
has taken to gaming big time? "We 
sure think so because in the last one 
year alone people have gamed for 
more than one million hours 
at our outlets," informs Sunil 
Buch, Head (Marketing & 
Product Management), 
Reliance World, the retail 
arm of Anil Ambani's 
Reliance Communications. 
To be fair, Buch's stall, 


All the rage: Spectators 
checking out Xbox 360 
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http://shopping.indiatoday.com 


Bag great deals @ the hottest 


‘Online Shopping Mall! 





Worldspace satellite radio 
MRP--Hs-1499 
Spl. Price: Rs 1295 





Manager at Work 
MRP--Rs-350 
Spl. Price: Rs 315 





GE Cordless Handset & 
Coded Speaker Phone Set 
MRP:-Hs-3995 

Spl. Price: Rs 3099 





Gap Men's Set of 3 Cotton Tee 
MRP--Hs-2097 
Spl. Price: Rs 999 





Transcend 2GB MP3 player 
with voice recorder 
MRP:-Hs-4995 
Spl. Price: Rs 3300 





Saddam The Secret Life 
MRP-Rs95 
Spl. Price: Rs 176 





Lage Raho Munnabhai-DVD 
Pre Order 
Spl. Price: Rs 499 





Educational Laptop for Children 
MRP--Rs-999 
Spl. Price: Rs 325 





Transcend 


Transcend 1GB Pen Drive 
MRP-Rs4300 
Spl. Price: Rs 795 


Log onto http://shopping.indiatoday.com 


Hurry! Limited period offer 
Shipping and handling charges extra 
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which was hosting the finale 
of Gamebox National Cha- 
mpionship 2007, by far the 
largest gaming contest in the 
country (they played hosts to 
Fanatic, one of the top gaming 
teams in the world), was 
thronging with participants 
and onlookers. And so was 
that of Microsoft, which was 
showcasing its Xbox 360. 

But does that really mean that 
gaming in India has arrived? “Gam- 
ing in the Us, Europe and even 
Korea has matured to a degree 
where people are making a living off 
it. India is as yet a nascent market 
and players are sceptical, everyone is 
just testing the waters," admits 
Shinoj K. Nambiar, Country 
Manager, K2 Network, a Us-based 
online gaming portal, which is slated 
to launch services in India in the 
next couple of months. That said, 
players are betting big money on 
all formats of gaming. What they are 
gunning for is as yet only a $10-15 
million (Rs 45 to 67.5 crore) market 
and there are few guesstimates on 
how big it would be, say, by 2010. 
Buch and Nambiar reckon that 
MMORPG, the massively multiplayer 
online role-playing game format 
they operate in, will drive growth. 
Others like Rahul Datta of Microsoft 
are of the view that console gaming 
has a future in India. *PC-based 
games can never offer the kind of 
experience consoles offer," he says. 
*But at Rs 20,000 for an Xbox, 


LALIT RANA 


204 BUSINESS TODAY FEBRUARY 25 2007 







with each game coming for an add- 
itional Rs 2,000, would people really 
buy?" Alter Ego pitches in, unable to 
take it anymore. Datta, though, 
wouldn't say much, choosing to 
profess optimism. 

Alter Ego is already pontificat- 
ing. *India is an extremely price- 
conscious market and it wouldn't 
take to any product unless it offers 
value for money,” he says. Adithyaa 
Srikanth, CEO, KrishCricket.Com, 
who has been watching Alter Ego’s 
theatrics, comes around in a bid to 
put things into perspective. “It can 
take anywhere between $10 mil- 
lion (Rs 45 crore) and $50 million 
(Rs 225 crore) just to develop a 
game, forcing vendors to price them 
the way they do. What they need is 
scale, and the only format that can 
presently offer it is the mobile 
phone,” says Srikanth, who is the 
son of former India captain 
Krishnamachari Shrikanth. Subu, 
however, has a different take: “The 
mobile phone does offer scale, but it 
is a very non-serious format,” he 
says and adds, “the future of serious 
gaming in India really depends on 
the spread of broadband in the 





Hooked: Reliance World hosted the 
Gamebox National Championship (top 
left); Gaming team Fanatic (R); and 
participants at the expo (bottom left) 


country, much like it did in the us, 
Europe and Korea.” Another 
problem that vendors must grap- 
ple with is piracy. Although they 
cry hoarse over a parallel grey mar- 
ket eating into their share of the 
pie, some admit that its existence is 
actually helping their cause, at least, 
for now. “In a perverse way, piracy 
has ensured that many high-end 
games penetrate the mass market,” 
admits the CEO of a gaming portal. 

And then there are social issues 
to contend with. Privately many 
vendors admit that they have to 
work very hard to beat the taboo 
factor, often associated with gaming 
in societies such as India. “Unless 
we manage convincing mothers, 
especially in small-town India, that 
gaming wouldn’t affect their kids’ 
grades at school, we will not go 
very far,” admits a vendor. 
Moreover, these games are designed 
for and set in a western milieu—for 
societies that tend to be individu- 
alistic unlike India, where people 
like enjoying themselves in groups. 
Alter Ego-speak: “Gaming is much 
more than just racing or shooting 
your way through to the next level. 
It’s a culture that takes much more 
than just a three-day extravaganza 
to cultivate.” Alter Ego is right. If it 
were any easier, SKOAR! wouldn’t be 
troubling itself with a nationwide 
road show. 8 
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The Other Steve 


Apple’s co-founder and the greater genius, Steve Wozniak, 
on himself and the iconic company. R. SRIDHARAN 


I, woz Tw NAMES APPLE AND STEVE JOBS ARE SO 
CIV synonymous that few know there was an- 

d frei aie with other Steve without whom there would 
OM have been no Apple. Steve Wozniak was the shy su- 
igi Review per-nerd whose brilliance created the first Apple 
rd s 359 computer (and the next) and put the two 20- 


somethings into business. Yet, while reams and 
reams of newsprint have been spent writing about 
Jobs and how he created the Apple magic, not 
enough has been said about the ‘inventor’ of 
Apple. Martha Kendall’s Steve Wozniak, Inventor 
of the Apple Computer was the first comprehensive 
authorised biography of his, but I, Woz is a far 
more interesting book simply because it comes 
from the horse’s mouth. Why did Wozniak wait for 
so many years to pen his memoir? “I was busy— 
too busy,” he says, but finally got around to doing 
it because “so much of the information out there 
about me is wrong”. He did not drop out of college 
as commonly believed, it wasn’t Steve and him who 
engineered Apple’s first computers, but “I did 
them alone”, and he didn’t leave Apple because he was unhappy, but be- 
cause he wanted to launch his own company. 

Read the book and one can’t help but feel surprised that the two Steves 
partnered at all. As far as personalities go, they couldn’t be more different. 
Wozniak is the archetypical geek who’s got the binary numbers flowing 
in his veins, and while Jobs is a technology enthusiast, he’s an entrepreneur 
first. He is the brilliant marketer who can bag a $50,000 order (double 
of Wozniak’s annual salary then at HP) against just a promise. Here’s a 
scene, as Wozniak describes it, from one of their early pitches to corporate 
investors: “Ill never forget how, in that conference room, Steve Jobs made 
what I thought was the most ridiculous statement. He said, “You might 
just want to buy this product for a few hundred thousand dollars.” I was 
almost embarrassed. I mean, there we were, we had no money, we 
had yet to prove to anybody there was going to be any money in this. 
Steve added, “A few hundred thousand dollars, plus you have to give us 
jobs working on this project.” 

Despite their brash genius, the Steves weren’t the first to see how big 
Apple II could become. It was a retired, 30-year-old engineer from 
Intel called Mike Markkula who foresaw the potential. “We are going to 
be a Fortune 500 company in two years. This is the start of an industry. 
It happens once a decade," Wozniak recalls Markkula telling them 
prophetically while agreeing to put cash behind Apple. The iconic com- 
pany today, with its iPods and iPhones, is vastly different from the one 
founded 30 years ago (it has even dropped the word Computer from its 
name), and Wozniak hasn't been a full-time employee of Apple since 
1985, although he continues to work part time. But there's no doubt that 
it was Wozniak's computers that built Apple. 
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UNDERSTANDING REFORMS 


By Suresh D. Tendulkar & 
T.A. Bhavani 


Oxford University Press 
Pp: 206 
Price: Rs 395 


UTTING OUT A BALANCED FARE ON 
the reform process in the coun- 
try over the last 15 years is a 
tough task, as it requires a deep 
understanding of the political econ- 
omy. Suresh Tendulkar and T.A. 
Bhavani in their book 
Understanding Reforms have 
weaved in this aspect lucidly. How 
could the Narasimha Rao govern- 
ment in 1991, with a modest ma- 
jority in Parliament, undertake re- 
forms while the Rajiv Gandhi gov- 
ernment, with a thumping majority 
on the floor of the House, a few 
years earlier, do little on this count? 
Such trends are captured by the 
authors as they journey in time 
from 1991 to the present. And, 
there are lessons from this analysis. 
This, however, does not 
happen at the cost of missing out 
the large body of economic fac- 
tors that precipitated reforms in 
1991. The authors have elabo- 
rately documented the reasons 
that led to the balance of pay- 
ments crisis in 1991 that triggered 
large-scale reforms in the country. 
The book has also dwelled on 
the varying pace of reforms over 
the last 15 years, including com- 
parisons with China. Surely, a 
fine read on the economic 
reforms history of the country 
over the last 15 years. 
BALAJI CHANDRAMOULI 


TECHIES IN 
THE KITCHEN 


TREADMILL 


Techies in 


Stifled by a 9-to-5 existence, some code jocks are breaking free of their 
cubicled confines to try their hands in the restaurant business. 
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They have got their hands full: Mast Kalandar’s Pallavi and Gaurav Jain 





T'S 1 P.M. ON A SUNNY WINTER 
afternoon in Bangalore and 
code jocks from various 
multinational companies are 
beginning to leave the 
confines of their air-conditioned 
cubicles in search of lunch. Many of 
them stream into Mast Kalandar, an 





206 FEBRUARY 25 


BUSINESS TODAY 





2007 


Indian fast food restaurant on a 
dusty street off the arterial Bane- 
rghatta Road in southern Bangalore, 
and grab a quick bite before heading 
back to work. Inside, Pallavi Gupta, 
Director, Spring Leaf Retail, the 
company that owns and manages 
four such outlets around the city, 





has her hands full directing traffic in 
the chaotic kitchen as orders begin 
to pile up. Ten minutes from 
Gupta's outlet, just past the 100- 
acre campus of the Indian Institute 


Tossing up a stir fry: Shiok’s Menon 


of Management, Jacob Peter, 
Country Manager, HayDirect, Hay 
Group, a management consultancy, 
(he worked earlier with Microland 
and Sun Microsystems), also has 
his hands full managing Dal Fryday, 
a 62-cover full service north Indian 
and tandoori restaurant. 

These could be scenes from any 
restaurant in India’s Silicon Valley, 
except that Gupta, Peter and several 
others of their ilk are techies who, 
bitten by a (fast-spreading) entre- 
preneurial bug, have metamor- 
phosed into restaurateurs. 

While these two prefer to focus 
on familiar cuisines, others such as 
Roomali With A View (specialty 
Kashmiri, Rajasthani, Awadhi and 
Punjabi) and Shiok (authentic far 
eastern) prefer to trod the road less 
travelled. “We serve the best of the 
north down south,” declares Ash- 
utosh Kapoor, Deputy GM (Brand 
and Strategy), IBM India, who set 
up Roomali With A View three 
years ago in partnership with his 
wife Deepali, who runs its day- 
to-day affairs, while he focuses his 





energies on his day job. 

Kapoor and Peter of Dal Fryday 
continue to hold on to their regular 
careers, but others such as Mast 
Kalandar’s Gupta (and husband 
Gaurav Jain) and Madhu Menon of 
Shiok have chucked up promising IT 
careers to become full-time restau- 
rateurs. “We always knew that we 
wanted to do something on our own 
and this gave us the chance to do it,” 
says Gupta as she makes a brief app- 
earance from her bustling kitchen. 


9 NVdddd Ag SHdVHNDOOLOHd 
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HURDLES ALL THE WAY 


A five-minute drive from Kap- 
oor’s restaurant, Madhu Menon, 
MD, Shiok, is busy cooking up a far 
eastern storm for diners. Rather 
than delegate cooking to his chefs, 
Menon, a self-confessed ‘web head’, 
is enveloped in a mountain of steam 
as he tosses, cuts and dices an ava- 
lanche of orders for his guests. 
Menon’s love affair with this kind of 
food started while he was studying 
in Australia. “We had to stop over 
either at Singapore or Malaysia on 
the way to Australia and I had my 
first brush with this cuisine there,” 
Menon tells us the next day over a 
late lunch. In a market dominated 
by “Indian” Chinese restaurants 
that serve the usual cornflour-laden 
soups and heavily-spiced chicken 
and cauliflower Manchurians, 
Menon is trying to create a niche for 
authentic Oriental cuisine. 

Abhik Biswas, who has worked 
with TCS, Verifone, CA and Cisco, is 
another member of this tribe, and 
started Biryani Merchant in Sept- 
ember 2004. “We wanted a one- 
stop shop for a unique biryani exp- 
erience,” says Biswas, who teamed 
up with his close friend Vishy 
Shenoy (former mar- 
keting head of the 
Maharaja Group 
in Sri Lanka) for y ^, 
this venture. For 
nearly a year } 
prior to 








its er 


m Supply chain logistics are the biggest issue for restaurateurs, since 
they have to manage everything, including getting fresh vegetables 


m Getting and retaining quality people is a major problem as the 
industry is growing by leaps and bounds and poaching is rampant 


m Rentals are sky-high in most prominent locations across Bangalore 
and indeed across India; so, finding space is a huge problem 


m Setting up a restaurant involves procuring dozens of licences and 
permits, which can be time-consuming and expensive 


m Banks are hesitant to fund this business unless you can show them 


some collateral 
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AVC JUMPS IN 


F CODE JOCKS CAN RUN A RESTAURANT SUCCESSFULLY, THERE IS CLEARLY NO 
| reason why venture capitalists can't. This may have been the train of 
thought for Kiran Nadkarni, who set up East West Ethnic Foods two years 
ago to get into the Indian fast food business. Nadkarni, who funded a 
clutch of start-ups when he ran the US office for VC firm JumpStartUp, 
has set up Kaati Zone just off Bangalore's Mahatma Gandhi Road. 
Though he initially thought of entering the ready-to-eat business, the 
growth of the retail market convinced him to set up Kaati Zone as a test 
project. “There are plenty of options for western fast food but nothing for 
clean, Indian food; that's why | started Kaati Zone,” explains the 55-year- 
old Nadkarni. From his first test store on M.G. Road, he started two 
more outlets on the campuses of Infosys and HP and is now planning 
to expand that presence across other IT campuses around the city. 





launch, Biswas and Shenoy spent 
days sampling an assortment of au- 
thentic Lucknowi, Chettinad and 
other biryani in the bylanes of 
Lucknow and Chennai to get the 
taste just right. “We would try a 
couple of spoons of each, get a fix 
on its distinct taste and then replicate 
it on a large scale in Bangalore,” 
says Biswas. 

At Mast Kalandar, the aim is 
less lofty and more utilitarian. Gupta 
and her techie husband Gaurav Jain 
are content catering to the ever- 
burgeoning demand for clean, hy- 


gienic north Indian food from the 
hundreds of IT companies around its 
four units. “We have used some 
retail expertise we picked up pre- 
viously (Wipro Technologies, TCS 
and Vensys, an Australian IT com- 
pany where Jain worked closely 
with Pizza Hut) and have even put 
in place a retail matrix to run our 
business," says Gupta. While she 
manages the kitchen and back-end 
of the restaurant, her husband looks 
after marketing and customer serv- 
ices. The matrix allows them to 
keep tabs on each of their units and 


Table's set, time to eat: Biryani Merchant's Biswas 








manage supply chain, logistics and 
even unexpected demand for extra 
staff easily. Kapoor even has a web- 
enabled system that allows him to 
log in remotely to check on 
Roomali With A View's operations. 

Given the crowd at these outlets 
(when we visited Mast Kalandar at 
1.10 p.m., we found the place 
packed; at Roomali With A View, 
patrons, ranging from large families 
to groups of techies, crowd the 
place in the evening), these code 
jocks have clearly got their strat- 
egy spot on. However, all of them 
are quick to admit that running a 
restaurant is a difficult business and 
that they are only just coming to 
grips with it. Biswas of Biryani 
Merchant, for instance, has tied up 
with Collabrant Incubators, a firm 
that specialises in taking over and 
scaling high-potential businesses, 
to try and ramp it up from just one 
restaurant and a handful of kiosks to 
300 restaurants nationwide. Under 
this arrangement, Biswas will con- 
tinue to be part of the management 
of this chain, but the responsibility 
of scaling up the business now lies 
with Collabrant Incubators, a 
Bangalore-based business strategy 
and incubation services provider. 
“In the long term, our business 
requires scale and some capital inf- 
usion to be successful," he argues, 





adding that he hopes to close around 
Rs 9-10 crore in funding soon. 

Elsewhere, Peter of Dal Fryday 
had more mundane issues—in- 
volving money—to deal with when 
he decided to take a plunge into the 
restaurant business. “I did not have 
the required collateral to qualify 
for loans from most banks and fin- 
ancial institutions and my plans 
were rejected several times. As an 
MBA working for multinationals, 
you are used to travelling in luxury, 
staying at the finest hotels, having 
an expense account and face no 
problems setting up meetings with 
customers. The rejections made me 
realise that I had to succeed on the 
basis of my wits and determina- 
tion,” says Peter. All the techies in 
this report faced, and overcame, 
similar problems. 

They had to climb other moun- 
tains as well. A restaurant requires 
dozens of licences and permits to 
function and getting them can be a 
nightmare. Bar licences, for in- 
stance, are no longer issued in 
Bangalore and entrepreneurs have 
to buy these from places that have 
closed, often paying up to Rs 30 
lakh for each. Then, there is the 
issue of setting up supply chains 
and ensuring that there were no 
gaps in this, since even one missing 
link can cripple the business. 








Ready to order: Dal Fryday's Peter (inset) 
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Naan, anyone? Roomali With A View's Kapoor 


“There’s no place in Bangalore 
where I can get high-quality veg- 
etables; so I have to get someone to 
go to the local mandi and haggle 
with wholesalers there,” says 
Kapoor of Roomali With A View. 
For Menon, procuring fresh 
seafood was a huge obstacle and 
he found himself sorting through a 
mountain of seafood every morning 
to keep his restaurant in business. 
And, like every other industry, find- 


ing and retaining 


quality peo- 









ple is perhaps the biggest challenge 
these people face. “Keeping our 
staff is a huge challenge in the rap- 
idly evolving industry, where every- 
one’s on the hunt for talent. We 
have to treat them as family and 
keep them involved with the evo- 
lution of Mast Kalandar,” 
says Gupta. 

Despite these odds, these 
techies-turned-restaurateurs have 
ambitious expansion plans lined 
up. Perhaps the most ambitious is 
Biswas’ plan for Biryani Merchant. 
He envisages having 300 outlets 

of all sizes—from small take-out 
kiosks to full-scale sit-down 
restaurants—over the next three 
years. Gupta and Jain of Mast 

Kalandar, meanwhile, plan to 

follow the rr industry to Tier-II 

towns such as Hyderabad and 

Pune, and Kapoor is planning to 
extend his reach within Bangalore. 
Interestingly, Peter of Dal Fryday is 
looking beyond the restaurant busi- 
ness and plans to foray into the 
resorts business in the long term. 
“We are just at the tip of the ice- 
berg and the journey ahead 
promises to be a challenging, yet 
rewarding, one," says Jain. 

And, that's clearly food for 
thought. 





bt treadmill 


RAMEN SARKAR 





Treadmill's 10 Tips for Beginners 


begin an exercise programme but don't know how to start. The 

year's still young so I thought this could be a good time to do a check- 
list for those who want to start working out. Here goes Treadmill's 10- 
point start-up kit for beginners. 
1. Health Check-up. This is vitally important before you set out on an ex- 
ercise programme—be it at the gym or even if you are planning to work- 
out at home or outdoors on your own. If you smoke or have high cho- 
lesterol or blood pressure levels, diabetes or any other ailment, it is essential 
that you ask your doctor for advice before training. 
2. Fix A Goal. If you set a target—say, fitting into an old pair of jeans (size 
32") or lopping off 10 kg from your weight or even being able to run a kilo- 
metre in 6 minutes, you will have something to aim for while you're on the 
exercise regime. Without a goal, you could end up skipping workouts. 
3. Start Easy. It doesn't matter how much weight the guy or the gal next 
to you is lifting in the gym or how fast they are running on the treadmill. 
You should begin with easy levels that you can do without taking on too 
much stress. Start with small steps and they'll soon turn into giant ones. 
4. Get Gear. While a pair of good, new sneakers and comfortable yet sweat- 
absorbing clothes is essential workout wear, a new set of these can give your 
ego and image a burnish and keep you motivated. 
5. Guzzle Water. As you workout—whether you're running, cycling or lift- 
ing weights—you lose water through increased sweating and you have to 
replenish this because that's what gives your 
muscles the fuel to grow. Besides, dehydration 
can wreak havoc with your body. 
6. Maintain Form. Whether you are exercising 
with weights or merely running or jogging, you 
need to maintain proper form and follow the 
right technique. If an experienced trainer is un- 
available, look for good books for beginners. 
Investing in some of them will bring good returns. 
7. Avoid Over-training. Many beginners tend to push themselves too 
hard. You should gradually go from easy to difficult and not strain your body 
too much. Use moderate weights for lifting and don't overdo your stints on 
the treadmill or cycle. 
8. Take Breaks. As a rule, avoid exercising the same group of muscles again 
unless you've rested them for 48 hours so that they get a chance to recover 
from the stress of the previous session. 
9. Avoid ‘Magic’ Potions. Don't get swayed by advertisers hawking miracle 
powders or supplements that promise to give you big muscles. Many of these 
are useless and some may even be harmful. 
10. Watch Your Diet. No, I don’t mean you should eat like an anorexic run- 
way model but you should have a balanced diet. Eat several smaller meals 
rather than a few huge ones. 
11. (The Bonus Point!). If you want to know more, you know who to 
e-mail (Hint: See below!). 


I BEEN GETTING QUITE A FEW E-MAILS FROM READERS WHO WANT TO 


MUSCLES MANI 


write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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EAT OUT, BUT 


STAY HEALTHY 


ATING OUT IS FUN AND RELAXING, 

provided you know the dos . 
and don'ts. Try these tried-and- 
tested tips: 


Never go hungry. "Eat a fruit on 
the way to the restaurant. This . 
way, you will never gorge," says 
Dr Anoop Misra, Senior 
Consultant, Fortis Hospital. 


Start sensibly. Drink at least 
one glass of water or iced tea be- 
fore eating your meal. This helps 
your digestive process, and, be- 





. cause you'll feel full sooner, you 


will eat less. "Otherwise, drink 
soup first. It will help you eat 
less," adds Dr Misra. 


Size does matter. The bigger the 
portions, the easier it is to eat 
more than you need. Instead of or- 
dering a huge pizza, go for the 
mid-size one, instead. 


Snack smartly. Healthy snacking 
doesn't have to be boring as long 
as you give yourself a variety of 
choices. When ordering sand- 
wiches, order them with mus- 
tard, rather than with mayon- 
naise. Substitute non-fat frozen 
yogurt for ice-cream. 


Be salad-savvy. Although veg- 
etables are great, salads can also 
be full of fat. "Select dark, leafy 
greens, raw vegetables, fruits, and 
cottage cheese. Use fat-free dress- 
ing or low-fat dressing in small 
amounts," says Dr Misra. 


Menu check. If you want every- 
thing on the menu, it will show in 
your arteries and dress size. 
Endless pasta may be your idea of 
bliss, but it's a scary prospect to 
those of us who overeat. 
Bar basics. "To help keep alco- 
hol consumption within limits, 
drink half a glass of plain water 
after every drink; this will also 
help prevent dehydration," says 
Dr Misra. 

MANU KAUSHIK 


bt printed circuit 


Ones and Twos 


A new Windows Mobile PDA and Joost, 
the latest service from the makers of 
Kazaa and Skype. 


Windows Mobile-powered handhelds, and that 

isn’t because of my predisposition towards 
Symbian phones. No, because I’ve used some of 
the new Palm Treos and Blackberry handhelds and 
cannot see any compelling reason to use a 
Windows handheld beyond the relatively easy 
sync-ing process. 

However, one thing you have to do when 
ostensibly reviewing products is to let go of 
any previous biases. So, when Dopod sent over its 
new C800 handheld, I said: why not? But, honestly, 
the handset impresses on a lot of fronts—e-mailing 
over a WLAN network is relatively easy and the hand- 
set does have some very nice games. 

Functional keyboard: Plus, and this is important 
really, I did like the form factor. Okay, it's a bit big, 
but for a handset with a sliding QWERTY keyboard, it 
is actually quite small. I remember seeing a T-Mobile 
Sidekick with a friend, and that really looked like a 
brick. The keyboard is very functional and you get 
used to using it fairly fast. 

Connectivity problem: But, and there always has to be 
one in reviews, the Dopod did disappoint me on 
one major count. In fact, this became a rather aggra- 
vating factor. The phone, or at least the piece I had, 
had this terrible habit of losing GSM connectivity for long 
periods of time. And because this happened without 
warning when the phone was nestled happily in my 
pocket, I had no clue when it became a signal-less toy. 

The situation did not improve even when I soft- 
booted (pressed the power button off and on) the de- 
vice. Sometimes, it didn't improve with a hard-boot 
(removing the battery and the SIM card), but when I 
put the SIM into my plasticy unsmart handset it 
worked quite fine. This situation was weird because 
it worked fine one day and the next I wouldn’t have 
a signal for three hours in the middle of Delhi. This is 
a problem you neither anticipate nor really put down 
to something being too complicated. 

The Dopod C800 is a phone that does lots of 
things, but it is a phone at heart, and on that front it 
didn’t do the job very well. So really, other than 
show-off ability, Pd still rather get a Nokia E-series, 
BlackBerry Pearl or, maybe, wait for the Motorola Q 
if | were going in for a smart phone. Price: At Rs 
45,101, it is crazily expensive! 


[= NEVER HAD VERY EASY EXPERIENCES WITH 








Sad, because I did spend a lot of happy 
hours playing Bubble Breaker on the phone. 


Joost 

This promises to revo- 
lutionise the way we 
consume media online. 
Joost, the latest offering 
from the guys who 
brought you Kazaa and 
Skype, is a unique program that allows a cloud of users 
to share the bandwidth required for hosting online 
video content and, thus, lighten the load on the cen- 
tral server—diametrically opposite to the way 
YouTube and its ilk share videos. 

I have been using (albeit not too much, I have to 

admit) the beta of Joost that I signed up for when it 
was still called something sinister—The Venice Project. 
While the project seems nice as does the entire con- 
cept of “sharing” bandwidth, and image quality is far 
superior to almost all other video-sharing sites online, 
there is just not enough content. 
Live content: That said, this is in the very early stages 
of beta testing and we are told that more content is on 
its way, including “Live” content. But the question I 
was beginning to ask is: will Joost be the final push to- 
wards making ‘You’ into broadcasters? I don’t know, 
and even if it does, it may not happen tomorrow; but 
maybe, for broadcasters, services like Joost give a 
terrifying glimpse into the future. Joost is expected to 
do a wider-beta test in the next couple of months. 

Anyway, for more, check out the blog at print- 
edcircuit.blogspot.com 

KUSHAN MITRA 


FEBRUARY 25 2007 BUSINESS TODAY 211 


isiness today] 


OF manmi PI 


tied 


BI-HONDA PRO-AM 


4 r E g g T y 5 7 vtl i ri qun " hoe ^3 " =a (t " 
TR BATES eat ee QU SAL Se TR ER EDEN C CM CES CR QR Ale c NI Cr i a DUALO SUP o 2 i eae Peele Bee She AK So 
is ALY se ha VENTER? PT V j LE Ç PO IEE AAC TN Se Re, eg bret Bi E c E 
4 rite 2. ; : Kota 4 hi Winna ' Clo: to ES ARVATI EE 
Hv 2. RANGU y 81, WIR Mamata WHICH, VIUSUSLQU UIE FAE 
2 "s err d mee t 3 Kid oF Y Seo TI sf ee tia ODE ta <p eo ae eee "radici eres < Ww, 
Y Y^ t9 Cm 2 H : jee NM ` M COT QUOTE SORORE oN AE «S292 3 CA Yt ^en Je etit ee 


TAH 
(ABA BERBES 


5 

© 
EK 
B 





Teeing Off, In Style 


Top executives gathered in strength at Business Today Honda Pro-Am 
of Champions 2007 held in Kolkata recently. RITWIK MUKHERJEE 


Kolkata's historic Royal Calcutta 

Golf Club, and all the 80 golfers 
present are discussing in detail how 
they will play the par-three 13th, 
which has a Honda CRV as a hole- 
in-one prize. This, of course, is 
over breakfast. The lucky, and then 
may be the not-so-lucky, were the 
players who would have the first 
shot at the suv during the shotgun 
start to the Business Today Honda 
Pro-Am of Champions 2007. 

Anup Singh, Executive Director, 
ITC, is on the tee, and hoping to 
rekindle the same form that he dis- 
plays as a top executive with one of 
India's largest diversified con- 
glomerates. Singh is not alone. 
Thinking along the same lines are 
the likes of G.P. Goenka, 
Chairman, Duncan Goenka Group; 
Aditya Khaitan, Managing Director, 
McLeod Russel India; Manish 
Goenka, Director, Emami; Pradeep 
Sureka, Managing Director, Sureka 
Group; Rupinder Singh, Regional 


[* 7:15 A.M.—STILL FOGGY AT 
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Head, Showdiff Worldwide; and 
Ranbir Bhandari, Vice President, 
ITC Sonar Bangla. 

At the end of the day, there 
were only a few who could trans- 
late wishful thinking into reality, 
but there was also disappoint- 
ment all around as the stunning 
new Honda CRV stood unclaimed. 
As Pavan Varshnei, Publishing 
Director of Business Today, and 
Jnaneswar Sen, Honda’s Senior 
General Manager, gave away 
prizes to the winners, there was 
loud applause. “It’s not that a 
few individuals have won; the 
purpose of the game has won,” 
said Rathin Datta, Chairman & 
CEO of PricewaterhouseCoopers 
India, who has recently taken 
over as the new Sheriff of 
Kolkata. Sanjay Agarwal, 
Managing Director, Century Ply, 
subscribed to Datta’s views. Lob 
Gupta, Managing Director, 
Funtoys, one of the country’s 
leading toy makers, said: “I am in 


the business of creating fun and 
smiles, but I didn’t know so much 
fun was waiting for me here this 
morning.” 

Known as the favourite groom- 
ing ground of many a professional 
and amateur golfer, RCGC is ide- 
ally placed to host a golf tourna- 
ment of this kind as it is especially 
designed to accommodate both 
accomplished and the not-so-adept 
golfers. Incidentally, the Business 
Today Honda Pro-Am of Cham- 
pions is a one-of-its-kind tourna- 
ment that sees participation by the 
top echelons of the corporate world 
and golf professionals. “The re-de- 
signed back nine has become more 
challenging and exciting to play,” 
said Rupinder Singh, an avid golfer, 
referring to the new RCGC layout. 

The tournament was played on 
the Stableford format with three 
handicap categories: 0-9, 10-16, 
17-24. Each player was given 75 
per cent of his/her (there were two 
lady golfers—Tara Halwasiya and 
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Sunita Goenka of Warren Tea) 
handicap. Running concurrently 
was a team event with teams ran- 
domly selected by a draw of lots. 
The prize for those winning in their 
handicap divisions was a trip to 
the grand finale in the capital in 
early March. 

Sudeep Chitlangia, Managing 
Director, Madhya Bharat Papers, 
won his category (0-9 handicap), | 
while Dr Rajesh Venkatesh (10- Eemi} 
16) and Partha Sadhan Bose (17- FR 
24) won in the other two cate- Gum W 
gories. The team event was won 
by Amit Daga, Shiv Mohan, 
Joydeep Majumdar and Harmindra 
Bindra. The 'Closest to the Pin' 
prize on the par-three second hole 
was won by Harmeet Sahney and PPP ) 
the ‘Longest drive’ was claimed by 1. Lakshman Singh, GM, McLeod Russel India 
Shiv Mohan, who hit a 300 yarder - 2. Shiv Mohan, Director, Sumo Enterprises and Winner, Longest Drive 
oix the 191i 3. Partha Sadan Bose, Director, E.C. Bose & Co. and Winner, Handicap (17-24) 

4. N.F. Tankariwala, MD, Moran Tea Co. 

5. Runner-up team: (left to right) Amitabh Sonthalia, MD, S.K. Sonthalia Securities; 
turned out to be a pleasant week- Prasan Lohia, ai Prahran Pavan Varshnei, Publishing Director, 
end getaway for the corporate hon- Business Today; Jnaneswar Sen, Senior General Manager, Honda Siel Cars India; 


chos, away from bottom-line pres- ‘Sudeep Chitlangia, MD, Madhya Bharat Papers 
sures and boardroom battles. 8 








The sprawling RCGC eventually 
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New Destination? 


IS R. ‘SESH’ SESHASAYEE ON HIS WAY OUT AT ASHOK 
Leyland? Neither Seshasayee nor the company would 
comment, but BT learns that the 59-year-old CEO of 
the Chennai-based commercial vehicle manufac- 
turer may have decided to call it a day after spending 
31 years with it—the last 10 as its top man. Another 
source says that Sesh won't be retiring immediately 
but only in 2009 when his contract expires. 
Considered one of India's finest executives, Sesh 
has been responsible for turning a plain vanilla truck 
and bus manufacturer into a global player, with ac- 
quisitions in the Czech Republic and a manufac- 
turing unit in Ras Al Khaimah in the UAE. Over the 
last few years, Sesh emerged as an industry champ, 
first as the President of SIAM, and then of top indus- 
try lobby, cit. coo Vinod Dasari, who joined Leyland 
from Cummins, is tipped to be the successor. 


UMESH GOSWAMI 


Purple Patch 











Power Dip 


WEEKS AFTER L. MADHUSUDHAN RAO STUNNED POWER 
sector watchers by bagging the ultra-mega power 
project at Sasan, he was in for some surprise himself. 
The Bermuda-registered partner, Globeleq, that 
Rao's company Lanco Infratech had teamed up with 
to bid for the 4,000 mega Watt project (cost: Rs 
16,000 crore), seemed to want out. However, Rao, 
40, says he is not surprised. *Globeleq, being more of 
a fund, has investments in a lot of power projects 
around the world and it is doing an 

asset sale at the moment. This 
is a normal process as they 
need to do that and re-in- 
vest," says the Hyderabad- 
based Rao. He adds this 
does not mean they are ex- 
iting Sasan. Therefore, there 
will be no impact on the 
project and that 

Lanco will “keep 
it alive”. It would 
be a pity ‘if 
things unrav- 
elled. Lanco’s 
aggressive bid 

(a ‘levelised’ 
tariff of just Rs 
1.19 per unit) 
was taken as a 
vote of confide- 
nce in a sector 
dogged by power 
theft and bank- 
rupt state electric- 
ity boards. 
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ANIL AMBANI SEEMS TO HAVE HIT A PURPLE PATCH IN FEBRUARY. IN FACT, HE HAD THREE REASONS 
to celebrate on the second day of the month—it was his 15th wedding anniversary; but 
that isn’t why he’s being featured here. That day, his flagship Reliance Communications 
crossed the magical Rs 1,00,000-crore mark in market capitalisation, becoming, in the 


process, the seventh Indian company to do so. That was also the day when it 
emerged that Reliance Mutual Fund had leapfrogged to the pole position in the 
Indian MF industry with assets under management of Rs 39,019.94 crore, well 
ahead of second-placed UTI MF’s corpus of Rs 37,535.07 crore. The younger 
Ambani, 47, who is also in the race for acquiring Hutchison Essar, must be hoping that 
his lucky streak continues at least for the rest of this year. 





214 BUSINESS TODAY FEBRUARY 25 2007 


Wary Banker 


FIRST IT WAS HDFC’S DEEPAK PAREKH WHO 
sounded the fog horn over soaring real estate 
prices. Now, it’s another industry heavy 
weight, ICICI Bank MD & CEO, K.V. KAMATH, 
who is voicing his concern. “We feel the 
property market has overheated in select 
cities,” Kamath, 59, told a newswire. As a re- 
sult, he said, his bank had become selective 
about disbursing home loans. That’s worth 
taking seriously. After all, icici Bank has been 
the most aggressive player in the retail loans 
market, with over Rs 50,000 crore locked 
up in retail mortgages. Let us not wish for a 
real estate crash, but hope that Kamath’s cau- 
tion helps cool the frenzy in the market. 





Winds of Change 


FOR TULSI TANTI, BEING GLOBAL DOESN'T MEAN ONLY GLOBAL ACQUISITIONS. IT ALSO MEANS GIVING 
his wind energy business a global face. Ergo, less than a year after his wind power com- 
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Action Time 


AFTER SITTING TIGHT FOR FIVE MONTHS FOLLOWING HIS 
first investment in Emcure Pharmaceuticals, 
Blackstone India's Chairman & Managing Director, 
AKHIL GUPTA, seems to have developed a serious 
taste for media firms. To start with, he has invested 
$275 million (Rs 1,237.5 crore) in Ramoji Rao's 
Ushodaya Enterprises, which owns Eenadu, ETV and 
Ramoji Rao Film City, valuing the Hyderabad-based 
group at over $1 billion (Rs 4,500 crore). There's also 
talk of Gupta, 54, mulling investment in NDTV 
Networks. *I would not like to comment on it, but 
you are free to speculate," he says, helpfully. But he 
does say that his third investment will also be a 
privately-held company with a strong growth plan. 
“The investment could be between $20 million and 
$2. billion," he says. Well, this is Blackstone after all. 


UMESH GOSWAMI 


`. A í a 


pany Suzlon Energy purchased Belgium-based Hansen Transmission for Rs 2,511 crore, 
Tanti, 43, has tapped GE Consumer & Industrial CEO and President (for EMEA), Andre 


Horbach, as the CEO of Suzlon's global operations. Horbach will be based out of Suzlon's 
new group management office in Amsterdam. Evidently, Tanti is in a mood to profes- 
sionalise his Pune-based company in a big way, and is looking to hire a President for 
the India operations. But this post is likely to be filled by an Indian. With Rs 35,000 
crore in Suzlon market cap, of which his share is worth Rs 2,800 crore, Tanti has realised 
that it pays to differentiate between ownership and management. 
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NAME: / 

AGE: 52 . 
DESIGNATION: CMD 
GROUP: Max India 


A Hands-off Business Leader 


NALJIT SINGH IS IN THE NEWS AGAIN, THIS TIME OVER HIS DECISION TO STEP BACK FROM 

the day-to-day running of his flagship. “Max India requires 24x7 attention as it scales 

up to the next level; and it will not be possible for me to devote so much time to it 
any more,” he says. So, he has set up a two-member leadership team that will, henceforth, 
run the company. 

Singh has also been in news recently for trying to work out an alliance between 
Vodafone and the Ruias of Essar that will enable the combine to take over Hutchison Essar 
in which he owns a stake of 7.58 per cent. Incidentally, Singh had founded the company 
in 1995 and exited Hutchison Max, as it was then called, in 1998 when he sold his 41 per 
cent stake in the company to his joint venture partner Hutchison Whampoa of Hong Kong 
for Rs 561 crore. 

He has other successes to his credit as well. An MBA from the Graduate School of 
Management, Boston University, Singh founded Max India in 1984 and has, since, built 
it into a Rs 2,000-crore conglomerate with interests in life insurance, healthcare, information 
technology, bulk drugs, specialty plastic products, electronic components and chemicals. 
Within this, his greatest triumph has been Max Healthcare, which runs a chain of super- 
specialty medical service centres and hospitals across the National Capital Region (NCR). 
And in doing so, he turned conventional business wisdom on its head. Traditionally, large 
healthcare service providers have opened hubs first and then established clinics and cen- 
tres around them. Singh did it the other way around. This was primarily driven by the 
unavailability of large tracts of land around Delhi, but it proved successful, and by the time 
Max was ready to build a large hospital in 2001, it had already established a strong brand 
equity. What’s his management style like? Max executives say he was very hands-on earlier, 
but now prefers to delegate authority to a band of handpicked executives. 

And what’s his vision for the future? To see Max as one of India’s top healthcare service 
providers. The grand plan is already in place; now for the execution. 

AMIT MUKHERJEE 


216 BUSINESS TODAY FEBRUARY 25 2007 


EI 
`ə|gtu SUILIBISIP IYI 0j SSI40ssa22? pue suəsno.n ‘SYS ‘SYING "UO S3! JO en8eo| e u! -qn[5 ə|d.nqd 
| QC 


qnyo əldind p. 


$ 
= 
< 
A 
O 
o 
C 
ua 
J 
= 
O 
O 
oO 
d 
3 


‘ajqung Aq ƏS 
‘Uses Aq peunseauu si sse»onc 





this swab holds 60,000 years of history. 


Where do you come from? IBM and the National Geographic Society are gathering the world's largest 
voluntary collection of DNA samples to trace our ancestors’ migratory routes. The Genographic 
Project calls for novel IT solutions in field research and data analysis. IBM assembled a team of 
computational biologists, emerging technology designers and project professionals to help make it 
happen. More than 150,000 people have already donated samples. Interested in innovation for 
collaboration? Talk to the innovators’ innovator. Call on IBM. To learn more, visit ibm.com/special/in 


what makes you special? 
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SAMSUNG 


52F7 Full HD Mosel 


CHOOSE YOUR REASON TO GET CLOSE TO REALITY 


Samsung, the No.1 LCD brand in the world presents a whole new era of audio visual experience with its Full HD Mosel, 
Neo Mosel, Bordeaux & Sonoma LCD TVs. Combining Samsung's technological supremacy and designing prowess, 
the superlative range of Samsung LCD TVs is your closest look at reality. 


PERFECT RANGE, PERFECT PRICE 


Baz Sonona Fol HID Mosel Neo Mosel 


A Revolution in Design Freedom to Experience 9 Experience Full HD Brilliant Images in Perfect Colours 


40R7 Rs.120,000/- 4087 Rs.110,000/- 52F7 Rs.400,000/- 46N7 HRs.180,000/- 
32R7 Rs.69,000/- 3757 Rs.85,000/- 46F7 Rs.200,000/- 40N7 Rs.130,000/- 
26R7 Rs.39,900/- 3287 Rs.60,000/- 40F7 Rs.150,000/- 


SAMSUNG Ry -B aver ‘ew 
ntaq | A Legem uoo. Quum 
` — | 2005-2006 12.8 Bp ( i B BS | 1800 1100 11 


support. indiafiisamsung.com 


Cheil .0259 


SAMSUNG INDIA ELECTRONICS PRIVATE LIMITED 
Registered Office: 7th & 8th Floor, IFCI Tower, 61 Nehru Place, 
New Delhi-110019 Tel: 011-41511234 www.samsung.com/india 


# Interbrand Best Global Brand 2006. DisplaySearch Report Q4, 2006. * Prices mentioned are MRP Beverages featured in the above image are non alcoholic 
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From The Editor 


HE MOST VALUABLE INDIAN COMPANY, RELIANCE 

Industries, today has a market value of around 

$43 billion, still quite a distance short of the magic 
$100-billion mark. The public sector energy giant ONGC 
also boasts of $43 billion in market value. And India's 
largest telco, Bharti Airtel is at #3 with $32 billion. 
Then, why are we saying that Indian companies could soon 
find themselves in the $100-billion club soon? 

Four reasons. First, the long-term trend for Indian 
stocks looks positive. Forget the past fortnight's fickleness 
on the market; in the long term, most analysts—includ- 
ing the extra cautious ones—believe the Sensex could scale 
40,000 or even higher levels. Morgan Stanley, as our cover 
story reports, expects it to hit 50,000 in 10 years. More 
bullish experts think that could happen even earlier. 
Second, if events like the Tata-Corus deal or the Birla- 
Novelis acquisition are any indications, we are at the be- 
ginning of an era of billion-dollar cross-border acquisitions, 
which can boost market values for Indian companies. 
Third, Indian companies will increasingly unlock greater 
value from their operations—either through de-mergers 
like Reliance did a couple of years back or via consoli- 
dation and domestic M&As. Fourth, there 
are a number of Indian companies oper- 
ating in high-growth businesses like 
retailing or insurance that are as yet 
unlisted. Once listed, these giants-in-the- 
making can realise their potential by 
commanding big values on the bourses. 

Keen observers of the Indian stock 
market believe it will not be long before at least 8-10 
Indian companies touch the $100-billion mark. Principal 
Correspondent Mahesh Nayak's cover story tells you 
which are the ones that are most likely to get into that 
exclusive club and why. 

The fortnight gone by was marked by two big head- 
line-grabbing events in corporate India. The first was 
Vodafone's successful bid to take over India's fourth 
largest telco, Hutchison Essar, a deal which gives the UK 
company (and the world's largest mobile services firm) its 
first major foray into the world's fastest growing telecoms 
market. Vodafone's entry promises to heighten compe- 
tition and its strategies will be watched keenly in the com- 
ing months. The second big event was when Kumar 
Mangalam Birla's Hindalco announced its takeover of 
North American aluminium maker Novelis. The acqui- 
sition marks yet another milestone in India Inc.'s road to 
globalisation. You will find features on both the megabuck 
deals in the current issue. Additionally, this issue carries 
a special report on the state of India's healthcare industry. 
If education is one part, then this is the other part that can 
make or break India's fortunes over the long term. It's 
time we paid serious attention to it. 
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Rough Ride 

THESE ARE COMPETITIVE TIMES 
for the Indian aviation indus- 
try. As salaries zoom, players 
are scrambling to find profits. 
Even the state-owned Indian is 
now seeking young airhostesses 
to take on de competition. It is planning to introduce a vol- 
untary retirement scheme for airhostesses above 40 years. On 


an average, they draw a salary of Rs 5 lakh a year. The salaries 
of pilots, too, are soaring. According to industry estimates, the 
country needs over e 099 piots over the next five years. 
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the face of increasing threats is slowing individual adoption of 
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including network intrusion, mobile viruses, spam and mobile 
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polls through SMS on your mobile phone 24 hours a day. 


TO RECEIVE BT'S TIP OF 
THE DAY 


1. Go to "Write messages" on your 
mobile phone. 


2. Type "BTTIP" on the message 
screen. 


3. Send the message to the number 
"2424". 


4, You will receive the hot management 
tip for the day in a return message. 


NOTE: Available with all cellular operators. 
Regular SMS charges apply. 


TO ANSWER THE BT-ON-THE-MOVE 
QUESTION 
Will rising interest rates hurt India's growth? 


1. Go to "Write messages" on your mobile phone. 
2. Type "BTPOLL Y" for Yes. 
Type "BTPOLL N" for No. 


3. Send the message to the number "2424". 
Readers can also participate in the poll at www.business-today.com 
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THE BEST BANKS ISSUE WAS EXCELLENT 
and your editorial Banking Minn- 
ows, incisive. The Tata-Corus deal 
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SBI, with a balance sheet of $156 bil- 
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Indian Global Banks Needed 
THE RESEARCH AND EFFORT INVOLVED 
in India’s Best Banks (BT, Feb. 25, 
2007) is commendable. As pointed 
out, India needs a much stronger 
banking sector, one which is able to 
take greater risks, is globally active, 
and at the same time, is able to 
service all segments of the popu- 
lation through a “low-cost model”. 
A. JACOB SAHAYAM, through e-mail 


IT Sector should Revamp 
REBOOTING INDIAN IT (BT, FEB. 11, 
2007) is a wake-up call for the IT in- 
dustry. So far, the going has been 
extremely good. Before the law of 
diminishing returns catches up with 
the sector, it needs to focus on 
R&D, create new products and 
future business models with com- 
patible software products. The 
industry will have to come up with 
‘technologically cool’ products to 
emerge a winner in the long run. 
UPENDRA K. BISHT, through e-mail 
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“Baseless Rumour” 
NEW DESTINATION? IN YOUR PEOPLE 
section (BT, Feb. 25, 2007) on my 
being on the way out at Ashok 
Leyland is a baseless rumour. 
R. SESHASAYEE, MD, Ashok Leyland, 
through e-mail 


Correction 

IN THE MAHARAJA DONS NEW COLOURS 
(BT, Feb. 11, 2007), it has been 
wrongly mentioned that Air India’s 
new livery has been designed by 
Lila Design. It has, in fact, been 
designed by Mumbai-based DMA 
Branding. The error is regretted. 
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returned or acknowledged 


FOR SUBSCRIPTION ASSISTANCE WRITE TO: 
Customer Care, India Today Group, 
A-61, Sector-57, 

Noida (U.P.) — 201 301 


Phone: (95120) 2479900 from 
Delhi & Faridabad; 
(0120) 2479900 from Rest of India 
Fax: (0120) 4078080 


E-mail: wecare@intoday.com 
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BRIC Inc. 


HERE HAS BEEN MUCH STOCK MARKET CONSTERNATION 

over the prices that India’s ambitious corporate 
groups have been willing to pay for their foreign acq- 
uisitions. Tata Steel’s stock on the Bombay Stock Exc- 
hange plunged 7.5 per cent on the day it announced 
that it had won Anglo-Dutch steel maker Corus on an 
additional premium of 33.63 per cent over its initial 
offer of 455 pence a share. At $12.1 billion, the Tata 
Group’s Corus purchase is the biggest ever in corporate 
India. Unimpressed, Standard & Poor’s put Tata Steel’s 
long-term corporate credit rating on credit watch. 
Similarly, when Kumar Mangalam Birla announced that 
his aluminium company Hindalco was acquiring North 
America’s Novelis for $6 billion (including debt on 
Novelis’ books), the Indian buyer’s stock fell more 
than 7 per cent. 

Why is there a disconnect between managements 
and shareholders over the perceived value of these 
acquisitions? To put it simply, most institutional share- 
holders are focussed on short-term earnings, whereas 
the managements, especially the ones controlled by busi- 
ness families, think long term. Now, there’s a second 
reason why deal valuations are soaring. Increasingly, 
companies from the BRIC nations (Brazil, Russia, India 
and China) are competing with each other for assets that 
can fetch them global scale. A simple reason why Tata 
Steel had to increase its Corus offer was the fact that 
Brazil’s Companhia Siderurgica Nacional (CSN) de- 
cided to join the fray. In July 2002, Corus had unveiled 
a plan to merge with CSN but that never materialised. 

It’s not unusual for big M&A battles to be hard- 
fought. But these days, the distance that some aggres- 
sive bidders are willing to go has increased. Blame it on 
BRIC. Robust growth in their own economies is helping 
BRIC Inc. grow faster than their global peers. As a result, 
global investors are willing to bankroll them for 








Not enough to fuel power: A Reliance Industries rig 
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Picking up steam: A Corus plant in the Netherlands 


acquisitions that are much bigger than the buyers’ 
own balance sheets. Therefore, as long as the BRIC 
economies keep growing, there is little chance of deal 
valuations—at least, of those assets perceived as strate- 
gic—cooling. And there’s little chance of that hap- 
pening anytime soon. 

Within days of Hindalco announcing its Novelis 
buy, there were reports that Russia’s aluminium maker 
Rusal would make a counter-bid for the Us-Canadian 
company. China's China National Petroleum Company 
has routinely pipped India's ONGC Videsh at the post for 
oil assets in parts of Central Asia and Africa. As is evi- 
dent, BRIC Inc. is in a tearing hurry to grow. Corus cat- 
apults Tata Steel to the #5 position globally; Novelis . 
has, by the Aditya Birla Group's own estimation, fast- 
forwarded Hindalco by 10 years in terms of down- 
stream capacity. Stiffer competition will, however, 
mean that the buyers have to work that much harder to 
make the deals deliver. Should it happen that these deals 
don't fetch the promised value, the market will correct; 
buyers and lenders will be more cautious, and valuations 
will start looking like something that the buyer's share- 
holders are more comfortable with. Until then, BRIC vs 
BRIC will continue to delight the shareholders selling out, 
and not the ones buying in. 


Let Gas Be 


HE GOVERNMENT’S ATTEMPT TO SECURE GAS SUPPLY 

from Reliance Industries’ KG basin for the power 
sector is entirely misplaced. Yes, power shortages are 
acute and securing gas will help quick capacity additions. 
However, such a move, if anything, will only distort the 
fuel market and push back reforms in the power sector. 
Here’s why. It is a fact that pushing reforms in states to 
enable transmission and distribution (T&D) losses and 
thereby, restoring viability of the sector, is not enough. 
It would be the best choice had the problem not been 
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so acute, and the sector any less critical to the economy. 
Hence, the growing power needs of the country in the 
medium term need to be met largely by capacity ad- 
dition in the public fold, as reforms alone can ensure 
greater private play. And here, the government has 
failed, given its latest report card—during the Tenth 
Plan period (2002-2007), capacity addition at 23,000 
MW is short by 40 per cent. 

But that is not reason enough to spoil the evolving 
gas market. For, directing supplies to the power sector 
may result in electricity generation at a cost higher than 
that from alternate sources like coal and hydel. In 
turn, the power deal will leave an expensive and in- 
delible imprint on the gas market, where demand 
outstrips supply by half. This is all the more relevant 
since the government has so far planned for future 


capacity addition largely on coal as fuel, where the costs 
are lower. This is amply reflected in the recent 
ultra-mega power bids, where prices were as low as Rs 
1.20 per unit. Furthermore, the urgency to commission 
new capacities is not driven by industrial demand—in- 
dustry is largely powered by captive capacity. 

The bottom line is one of simple economics: sup- 
ply without a price does not make for a commercial 
deal. If Reliance's gas supply is secured, it must be 
competitive vis-à-vis coal. After all, for the Eleventh 
Plan period, of the 68,000 Mw planned capacity ad- 
dition, only 2,000 Mw is expected to operate on gas. 
Since the principal gas buyers—fertiliser and power sec- 
tors—are in government domain and not in the pink 
of health, the government has even less reason 
to intervene. 





Nurturing the Entrepreneurial Spirit 


HERE ARE REPORTS THAT THE GOVERNMENT IS PLANNING 
T set up an incubation fund to provide finance 
and mentoring to entrepreneurs with bright ideas. On the 
face of it, no one in his right mind can argue with this. 
Any programme that institutionalises access to venture 
capital, which is distinct from bank or development fi- 
nance, can only give the economy a huge fillip. 

But some caveats are in order. The first question that 
arises is: who will be in charge of running this fund? 
Bureaucrats and regular bankers are trained to be prudent 
and risk-averse. This makes them particularly unsuited 
to be in charge. One must quickly add here that there are 
many honourable exceptions to this rule. But it's also a 
fact that top-level appointments in public sector finan- 
cial institutions depend crucially on political patronage. 
This is what gives rise to a queasy feeling. 

Venture capital, by its very nature, cannot be dis- 
bursed along prudential lines. The venture capitalist 
has to make an often subjective call on which ideas 
will work and which won't. Also, only one or two out of 
every 10 ventures financed really take off, and many of 
the others have to be written off as duds. Most venture 
capitalists depend on a combination of scientific pro- 
jections and their gut feel while backing projects. Giving 
bureaucrats and their political masters discretionary 
powers over vast sums of money carries with it the in- 
herent risk that the entire exercise may degenerate into 
a game of patronage. 

Is it, then, a good idea whose time hasn't yet come? 
No. Business Today feels that the idea, laudable as it is, 
will also become feasible if the government follows the 
public-private partnership model while implementing it. 
The government will do well to involve established 
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A TiE meet: Everyone wants to be an entrepreneur 

venture capitalists in this programme. This way, it will 
retain a say over the broad direction of the venture, but 
not an overriding influence in the actual disbursal of 
funds. It can even follow the template created by The 
Indus Entrepreneurs and the Band of Angels where 
venture capitalists and other like-minded investors come 
together to finance and mentor enterpreneurs. 

Also, it makes immense sense to route a part of the 
corpus through institutes like the irrs, the Ms and 
other centres of higher learning, which should also be 
encouraged to set up their own venture capital funds. It 
bears reminding that Harvard University is also one of 
the world's largest venture capitalists. A few Indian 
institutions are now considered worthy peers of that au- 
gust institution. This is another facet that they should try 
to emulate. NM 
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Growth must be more inclusive; the alternative ARE REAL ESTATE 


is social unrest. VENKATESHA BABU PRICES HEADED FOR 
€4— — | | | A CORRECTION? 


No. Kunal Banerji, Vice 
President (Marketing), Ansal API 
The general demand for real 
estate continues to be healthy. 
There may, however, be pockets 
in which a correction takes place. 
This is particularly likely in 
markets that have overheated 
due to investors’ expectations of 
quick returns. 
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Bandhs, agitations: Is globalisation to blame? 


1 ARNATAKA GRINDS TO A HALT OVER 
I< the Cauvery dispute. The Nandigram issue 
paralyses West Bengal. Life comes to a halt in Assam following the 
gunning down of migrant labourers from Bihar. Agitating farmers shut 
down a national highway in Maharashtra. Normal life disturbed as 
traders in Delhi down shutters. 

Pick up any newspaper and you will come across one or more such rep- 
orts. Each of these issues has its own unique trigger but there is also a com- 
mon thread running through them. At their root lies real or perceived 
threats to the livelihood of the agitators. As the economic, social and cul- 
tural forces unleashed by economic reforms and globalisation play them- 
selves out, they turn existing equations upside down and create new 
sets of haves and have-nots (actually, they are creating more of the latter). 
And most of these agitations and violent protests are seen as the backlash 'owever, price 
from those sections that are feeling left out of the process of wealth cre- micr -market nave i 
ation that is happening across the country. been driven. up Oe speculate 

M.V. Rajeev Gowda, Associate Professor of Economics and Social P 23 ivit | P xd 
Sciences at IIM Bangalore, says that this is the price democratic societies have “COMPILED be KAPIL BUM 
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to pay during a transition phase. “Over the last 15 years, we have 
moved from being a fairly closed society to one that is integrating fast 
with the rest of the world. This process has created a churn—and we 
are increasingly becoming a winner-takes-it-all kind of society. 
The losers, naturally, are feeling alienated. Growth is important, but 
it has to be seen to be equitable for it to be acceptable to everyone.” 

T.S.R. Krishnamurthy, former Chief Election Commissioner, 
points out that the benefits of economic development have been lop- 
sided. “It has brought a windfall for some and hopelessness for oth- 
ers,” he says. Arvind Kejriwal, founder of Parivartan, which describes 
itself as a “citizen’s movement,” adds that the social unrest is the result 
of an absence of any meaningful participatory democracy and gov- 
ernance. “Who consulted poor farmers before their lands were 
notified for SEZs? Is it, then, any surprise that they resort to violence 
to retain their only source of livelihood?” 

Globalisation has greatly benefitted knowledge workers and a 
large section of the white-collar workforce in the manufacturing and 
top-end services sectors, who comprise barely 25-30 per cent of the 
country’s population, and increased disparities between this class and 
the rest of the country. | 

If one looks at history, it will be evident that this is not a 
uniquely Indian phenomenon. Post-industrial revolution, England 
faced a similar situation two centuries ago and successfully addressed 
it. The Luddite Movement of the early 1800s, during which work- 
ers, led by Ned Ludd, destroyed textile machinery in 
Nottinghamshire, Yorkshire and Lancashire, which they felt were 
throwing workers out of jobs, is a classic example of how rapid ind- 
ustrialisation can disrupt a society in transition. At one point, 
British troops fighting workers opposed to the Industrial Revolution 
outnumbered those battling Napolean Bonaparte in the Iberian 
Peninsula. More recently, countries such as Venezuela, Brazil and 
even China have witnessed violent agitations over this issue. 

N.R. Narayana Murthy, Chief Mentor and Chairman of Infosys, 
says that while the progress made by the economy and business over 
the last 10 years is outstanding, “we have taken our eyes off the crit- 
ical farm sector, which is the only source of income for 65 per cent 
of Indians. We have to embrace compassionate capitalism not only 
for inclusive growth but also to tackle the socio-economic ills 
plaguing our society." More than half of India's population is 
under the age of 25. Unless we evolve steps to deliver them an equ- 
itable portion of the pie, the much hyped demographic dividend 
could well turn into a demographic disaster. 
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Sabine Hertveldt 


Caralee McLeish 


Q&A 
"India has Archaic 
Labour Laws" 


ABINE HERTVELDT AND CARALEE 

McLeish of the World Bank have re- 
cently come out with a report on 
“Doing Business in South Asia”. 
Hertveldt discussed the report with Wr's 
Aman Malik over phone from 
Washington D.C. Excerpts: 


Despite being one of the fastest growing 
large economies, India ranks quite low on 
your list. Why is it so tough to do business 
in India? 

It could be because we did not factor in 
most macro-economic indicators. South 
Asia scores well only on two out of 10 
indicators. 


What are the specific reforms that South 
Asia must adopt so as to make it signifi- 
cantly easier for people to do business? 
South Asian countries have archaic 
labour laws. It is very difficult to lay 
people off. Also, the legal process in 
India takes much longer than in most 
other regions of the world. It must, 
however, be said that individual Indian 
cities do follow best practices in specific 
areas. If the country as a whole were to 
follow these, its ranking would go up 
to #79 from #134 at present. 


Your report concludes that it is easier to do 


. business in smaller cities than, say, in 


Mumbai or Kolkata. What explains this? 

In cities like Mumbai, it takes very 
long to resolve business disputes. In 
smaller cities, disputes are more easily 
resolved primarily because the vol- 
umes are much smaller. 
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Why the Inflation Rate is Rising 


Domestic Production: Need More Where it Cuts: Procurement 


90- of Wheat Needs to Improve 


H.K. RAJSEKHAR 


ALL IT END-OF-THE-YEAR BLUES. 

At the fag end of what has 
been a rollicking year by all meas- 
ures, inflation has reared its ugly 
head, scraping close to 7 per cent, 
well above the RBI’s and the gov- 
ernment’s tolerance range of 
5-5.5 per cent. Unlike in the past, 
when global crude oil prices were 
the main culprit, this time around 
the run-up in inflation is due to 
food articles. Prices of wheat, 
pulses, milk, fruits and vegetables 
have all risen sharply over the 
past few months. 

Why? There is no single reason. 
Localised crop failures have led to 
blips in prices of some commodi- 
ties. Others have been pushed up 
by more serious 
issues such as ins- 
ufficient produc- 
tion to match ris- 
ing consumption, 
poor productivity 
and insufficient 
procurement by 
government agen- 
cies. All these are 
conspiring to push up prices. 

“The inflationary pressures (on 
food articles) have been particu- 
larly acute this time due to sup- 
ply side constraints which are a 
combination of temporary and 
structural factors,” says Subir 
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Unlike in the past, when 
global crude oil prices 
were the main culprit, 

this time around the run- 
up in inflation is due to 
food articles 
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Gokarn, Executive Director and 
Chief Economist, CRISIL. Is an inf- 
lation rate in the region of 7 per 
cent exceptionally worrisome? 
Maybe not, if you look at the ave- 
rage decadal growth in inflation 
over the past two decades, but it is 
a fact that in recent times, India 
has got used to more benign inf- 
lation rates. 

Galloping prices make bad po- 
litical news, especially ahead of 
elections in crucial states (read: 
Punjab and Uttar Pradesh). The 
price to be paid is often heavy. 
The BJP was routed in Delhi in the 
wake of the onion price rise in 
1998. Ominously enough, onion 
prices have more than doubled 
over the past 
month to over 
Rs 20 per kg. 

No wonder 
then, no efforts are 
being spared to 
douse the infla- 
tionary fire. The 
government has 
cut fuel prices for 
the second time in the last three 
months. Though not directly res- 
ponsible for price rise this time, 
the cut is expected to partially 
offset the rise in prices of food 
articles. However, the ripple-effect 
will take some time to make a 
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tangible impact. 

To cool agri-commodities, the 
government response has ranged 
from curbing exports (at different 
times, it has clamped down on 
exports of wheat, sugar and milk 
powder) to easing import duties 
to even banning futures trading in 
select commodities. 

Mostly fire-fighting measures, 
these efforts, too, are not likely to 
have an immediate impact. Former 
Finance Minister Yashwant Sinha 
points out that the supply side can- 
not be managed on a 15-day notice 
or even on a month's notice. “We 
know from the experience of onion 
and pulses in 1998 that there are 
no readily available, exportable 
surpluses anywhere in the world 
that can be accessed at such short 
notice," says Sinha. This is espe- 
cially so in case of crops such as 
pulses which are unique to India. 

So, maybe, it is time to learn to 
live with higher inflation, at least 
for the next few months. A better 
option would be to use the trigger 
provided by higher inflation to fix 
some of the systemic and struc- 
tural issues related to Indian agri- 
culture. Maybe it is time to wipe 
the dust off the numerous reports 
on agriculture and see what needs 
to be done there. 

SHALINI S. DAGAR 
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— Darjeeling Tea. 


You either love it or you grow to love it. 





If the fine flavour of Darjeeling Tea* passes ‘ 












you by at first go, don't lose heart. 


Ittook us over a century to perfect the delicate 
art of Darjeeling Tea. You might have to allow it 


to grow on you. 


To fully appreciate the heavenly aroma and d 


taste, treat your cup of Darjeeling as the finest 
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*Only tea that is cultivated, grown and produced in 87 designated tea gardens in the defined region of the district of Darjeeling can be called Darjeeling Tea. The DARJEELING marks are registered as 
certification marks under the Trade Marks Act, 1999, as Geographical Indications (GI) under the Geographical Indications of Goods (Registration and Protection) Act, 1999 and the DARJEELING logo is 

















The story of the legendary Darjeeling Tea. 


Darjeeling is a sleepy little hill station in north-east India where no miracle happens. 
Except for tea. 


Over the last 100 years, many learned men 
have taken great pains, to unravel the mystery 
behind the miracle called Darjeeling Tea. ` 
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i To figure out what is it about Darjeeling that 
lends such unique aroma, flavour and colour to 
its teas. 


What is it that makes Darjeeling Tea one of the 
most expensive, yet most coveted? 





What is it that makes the world's tea aficionados flock 
to Darjeeling during springtime, to 'book' the First 
Flush teas? 


After decades of research and analysis, the wise men's 
verdict was telling. 





That Darjeeling Tea just happens. 


Lam 


The reports blame it on the mixed soil, the pristine air, the well orchestrated 
rainfall, the lofty altitude, the optimum humidity levels — and how they have all come 


together uniquely to make Darjeeling Tea Darjeeling Tea. 


To science, Darjeeling Tea is a | | 
strange phenomenon. To the faithful, it Darjeeling Tea has now been registered 


is a rare blessing. as a GI (Geographical Indication) in 


Thankfully, the Darjeeling Tea India. Which officially places Darjeeling 
Ek. estates have always lived by their faith — 
du AE AUR by humbly accepting this unique gift of | | | 
Esse. nature and doing everything to retain its a Champagne - other famous Gls. 
Weder re natural eloquence. | 


in the esteemed company of a Cognac or 






So, Darjeeling Tea is hand-plucked by local women with magician's fingers, 
withered, rolled and fermented in orthodox fashion, with the sole intention of bringing 
out the best in them. 







Then, the tea is manually sorted, packed and begins its world tour. The only 
problem with Darjeeling Tea is that there is never enough of it to 
satisfy connoisseurs around the world. 






But then, the finest things on earth are like that — very very 
rare — or they would not beconsidered the finest. 
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registered as an artistic work under the Copyright Act, 1957. Misuse of the marks or dealings in a tea which is not drawn from any of the 87 gardens or which is a mixture of non-Darjeeling and Darjeeling teas 
and sold under and by reference to the name DARJEELING and/or DARJEELING logo constitute cognizable offences under the aforesaid acts and can attract criminal liability under the Indian Penal Code. 
LINTAS PERSONAL/T-02/07 
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If you Can't Fight Them, 


FEW YEARS AGO, WHEN US 
JA riinsuis were moving 
jobs to India (and slashing 
them at home), the phrase 
“Getting Bangalored" became 
a pejorative term for losing 
one's job to a cheaper (and 
often higher quality) engineer 
in India's Silicon Valley. 
However, as Indian compa- 
nies begin to expand their 
global footprint and scale up 
their presence in the us, they 
are now creating new jobs in 
that country. According to a 
FICCI-Ernst & Young study, 
the Us attracted the highest share of 
[Indian direct investment ($2.15 bil- 
lion or Rs 9,460 crore) between 
1995 and 2005, with the much- 
maligned rr industry leading inv- 
estments into the country. While 
India initially attracted foreign inv- 
estment in its technology and out- 
sourcing sectors, global expansion 
plans by rr firms such as Infosys, TCS 
and Wipro, among others, are now 
beginning to generate jobs in the Us. 

Overall, data from iBM-Plant 
Location International (PLI) indi- 
cates that India has jumped three 
places from #10 to #7 in the list of 
FDI-origin countries. "Investors 
come to the Us for access to the 
world's largest and most sophisti- 





US calling: And India's respo 
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cated consumer and business mar- 
kets, as well as for top-notch talent 
in areas like biotech. This explains 
why the services, consumer goods, 
and pharmaceuticals sectors, which 
are the heaviest users of IT, are rel- 
atively more successful than other 
US industries at attracting new inv- 
estments," notes Navi Radjou, an 
analyst with Forrester Research, a 
Cambridge, Massachusetts-based 
technology research agency. “These 
FDI flows give an early indication of 
the specialised and synergistic roles 
that India, China and the us will 
play in future," he adds. 

Despite this apparent 
cooperation, points of friction 
remain. IBM Plan Location 





Join Them 


[International Co-leader Roel 
Spree argues that “global 
competition for new jobs and 
capital investment is increas- 
ing and developed and dev- 
eloping regions must contin- 
ually define and implement 
new strategies to attract 
investment". 

Perhaps as a result of the 
changing dynamics of off- 
shoring, the clamour against 
it, which had reached a 
crescendo prior to the last us 
presidential elections, is 
slowly petering out. There is 
growing realisation that even as 
some US jobs are becoming redun- 
dant, others are being created— 
some of them by the very Indian 
companies that are accused of tak- 
ing them away. 

“The us’ long-term prosper- 
ity lies in specialising in skills that 
complement, not duplicate, 
Chindian talent," observes 
Radjou. *We believe that the skills 
available in the us, India and 
China are complimentary to each 
other and it's in India's best in- 
terest to focus on its strengths of 
abundant, high-quality and low- 
cost talent," adds T.V. Mohandas 
Pai, Director (HR), Infosys. 
RAHUL SACHITANAND 
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MF Segment: More Retail Investors 


BHASKAR PAUL 


ETAIL INVESTORS ARE JOINING THE PARTY 
Rs the bourses in droves. Says Sameer 
Kamdar, National Head (MF), Mata 
Securities: “From a high of 80-85 per 
cent, the institutional share in the MF ind- 
ustry has come down to 55-60 per cent." 
[n some segments, retail investors have 
even ousted institutional ones from their 
dominant positions. The equity segment 
now accounts for 35-40 per cent of total 
assets under management compared to 16 
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per cent three years ago. And retail inv- 
estors account for 90 per cent of this seg- 
ment. Says a senior MF industry executive: 
“Liquid funds and fixed maturity plans 
(which make up 45-50 per cent of the MF 
industry's total corpus) are still domi- 
nated by corporates. Secondly, most retail 
players are not mature investors. Till they 
become more financially literate, I don't 
see them dominating the market." 

MAHESH NAYAK 





A people-ready business runs on Microsoft software. 

What helps a people-ready business run like a well-oiled machine? Software that's easy to learn and 

use, so people can get up and running quickly. Software that integrates seamlessly, so information and 

productivity don't get stuck between departments. Specifically: software like Microsoft Dynamics;" 

working in tandem with the 2007 Microsoft" Office system. Harmony. What a glorious thing. 

Microsoft. Software for the people-ready business." microsoft.com/india/peopleready 
Ym mt LA Your potential. Our passion.” 


i 
/m 


Listen closely: you can hear 
the sound of a people 


ready business humming. 


2 2007 Microsoft Corporation. All rights reserved. Microsoft, Dynamics, 2007 Microsoft Office System and "Your potential. Our passion." are either registered trademarks or trademarks of 
Aicrosoft Corporation in the United States and/or other countries 
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bt trends 


e-mail service Gmail will swear 
by it. Despite its invitation-only 


status, it became a de facto stan- 
dard for private e-mail addresses 
across the world. Even though it 
_ was Sabeer Bhatia’s Hotmail that 
. started the concept of free web- 
based e-mail, the engineers at ° 
Google realised that with greater 
- bandwidth and heavier file sizes, 


people wanted more storage; so 


on April Fool’s Day in 2004, they 


launched Gmail with 1 gigabyte 
of storage and on the same day 
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 erating AdWords contextual adv- 
ertising into Gmail. 
= Other free e-mail providers | 


(such as Yahoo! and Hotmail) 
have had problems catching up 
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Gmail is Now Open to Everyone 
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service, which 

meant that not everyone could 
sign up for Gmail. . 

. Now, Google has PERA, this 

issue. Anyone visiting the Gmail 

. homepage can sign up for the serv- 


World Bank Opens its Purse Strings for India 


S INDIA STRUGGLES 
As charge up its ru- 
ral economy and invest 
in infrastructure, the 
World Bank is scaling 
up its commitments to 
India. “The Bank will 
increase its funding pro- 
gramme in India from 
an average of $2.5 bil- 
lion (Rs 11,000 crore) 
to $4 billion (Rs 17,600 
crore) over the next 
two-to-three years. We 
will especially focus on 
strengthening  inf- 


rastructure, supporting states that are lagging behind the 
rest and scaling up service delivery,” says Praful C. Patel, 
Regional Vice President (South Asia), World Bank. 





MAREE in PEEN World Bank scales t b its oct 


Some of proposed projects that will benefit from 
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this are the Andhra 
Pradesh Urban Reform 
and Municipal Services 
Project, the Bihar Rural 
Livelihoods Develop- 
ment Project, the 
National Urban Ren- 
ewal Mission, the Coal- 
fired Power Station 
Rehabilitation Project, 
Delhi Water Supply and 
Sewerage Project, 
Gujarat Urban Develop- 
ment Programme, and 
the Himachal Pradesh 
State Roads Project. The 
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enhanced commitments come at a time when the 
bank has recognised India’s efforts to improve its 
business environment. 


KAPIL BAJAJ 







- . - next year, they doubled capacity; with Google and not just because ice, and with class-leading features, 
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Tensions Growing Within Left 


T AGITATIONS OVER SINGUR 
and Nandigram and the West 
Bengal government's handling of 
the issue have exposed the deep 
chasms that lie beneath the mono- 
lithic image that the Left has culti- 
vated for itself. Buddhadeb 
Bhattacharjee's pro-industry poli- 
cies have resulted in even smaller 
Left partners like the cpl, Forward 
Bloc and rsp, hitherto, too timid 
to speak out against Big Brother 
CPI(M), coming out openly against 
the Chief Minister. The pro- 
Bhattacharjee camp in the West 
Bengal unit of the party feels these parties are being 
encouraged by hardliners in Delhi and elsewhere who 
don't want to openly take on Bhattacharjee. The CM 
himself does not deny differences within the party and 
with a section leaders in Delhi. *Debates on imp- 
ortant issues are only healthy and natural. But we 
are trying to establish a ‘consensus’ within the party that 
will facilitate the implementation of development 
programmes connected with contentious issues,” he 
recently told the media. 


The Election Effect 


OW DO YOU KNOW WHEN THE GOVERNMENT IS 
Fl: into election mode? You know it when 
it suddenly starts worrying about such mundane 
things as price rise, farmers’ agitations and middle 
class anger. With elections due in states like Uttar 
Pradesh, Manipur and Uttaranchal, it is little wonder 
that the UPA government has woken up, albeit late, to 
the inflation rate, which touched 6.73 per cent in the 
third week of February. The Congress, stung by the 
recent reverse in the Mumbai municipal elections, and 
expecting to fare badly in Punjab, was quick to react. 
It cut prices of petrol and diesel by Rs 2 and 
Re 1, respectively. 

UPA Chairperson and Congress President Sonia 
Gandhi shot off a letter to Prime Minister 
Manmohan Singh asking him to go slow on allowing 
multinational retail majors like Wal-Mart and Tesco 
access to the Indian market. She also asked the gov- 
ernment to halt the acquisition of farmlands for 
SEZs. “The letter seeks appropriate safeguards and 
measures to ensure that the aam admi is not preju- 
diced by such economic activities," says a Congress 
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Bhattacharjee: Will he survive? 


SAIBAL DAS 


Bhattacharjee, who feels he has 
the people’s mandate to carry for- 
ward his version of economic ref- 
orms, is increasingly feeling cor- 





of his party’s central leadership and 
the “armchair” comrades who make 
up the party’s (fast depleting) num- 
bers outside of West Bengal, Tripura 
and Kerala. No one is yet talking of 
a split in the country’s mainstream 
Left movement, but party insiders 
say that senior leaders like Jyoti 
Basu and Harkishen Singh Surjeet 
are working hard behind the scenes 
to avert a headlong collision between the hardline 
central leadership and the reformist state satraps. 
“One formula being discussed is a variation of China’s 
(but of course) ‘one country, two systems’ policy,” says 
a senior leader in the West Bengal unit of the party. 
What does this mean for the party, and the UPA gov- 
ernment it supports, at the national level? “A good 
watchdog growls but seldom bites,” says the leader. 
That can only be good news for the government. 
RITWIK MUKHERJEE 
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spokesperson. 

The Left parties, expectedly, are taking credit for 
this “pro-people” intervention, even though they are 
surprised by its timing. “We gave her a note on the sub- 
ject in 2005; it's very strange that she has suddenly writ- 
ten this letter," says CPI(M) MP Nilotpal Basu. It isn't rea- 
lly strange. He just needs to consult his election cal- 
endar to know why. 

AMIT MUKHERJEE 
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Score with Equity Investments 
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uti Advantage Fund 


Series 1 
A CLOSE-ENDED EQUITY LINKED SAVINGS SCHEME 





UTI Mutual Fund 


Let’s plan to get rich 


@ Toll Free No.: 1800 22 1230 SMS: ‘SAVE’ to 676756 @ Email: save@uti.co.in Web: www.utimf.com 


Investment Objective: To provide medium to long term capital appreciation alongwith income tax benefit. Asset Allocation: Equity & Equity 
related instruments: 80% - 100%; Debt & Money Market instruments including Securitised Debt: 096 - 20%. Deduction under Section 80 C of 
the IT Act: Investment made in the scheme will qualify for a deduction from Gross Total Income upto Rs.1,00,000/- (along with other 
prescribed investments) under Section 80 C of the Income Tax Act 1961. Load Structure: Entry Load : Not Applicable Exit Load : NIL. However, 
redemption before expiry of 10 years from the date of allotment will be subject to an early exit charge. An early exit charge will be equivalent 
to proportionate unamortised portion of the NFO expenses outstanding as on the date of the redemption. The scheme will offer redemption 
of units on first five Business days on a monthly basis at NAV based prices after lock-in-period of 3 years from the date of allotment. Statutory 
Details: UTI Mutual Fund has been set up as a Trust under the Indian Trust Act, 1882. Sponsors: State Bank of India, Punjab National Bank, Bank 
of Baroda and Life Insurance Corporation of India. The sponsors are not responsible nor liable for any loss resulting from the operation of the 
scheme beyond the contribution of an amount of Rs. 10000/- made by them towards setting up of the Mutual Fund. Investment Manager: UTI 
Asset Management Co. (P) Ltd. (Incorporated under the Companies Act, 1 956). Trustee: UTI Trustee Co. (P) Ltd. (Incorporated under the 
Companies Act, 1956). Risk Factors: All investments in mutual funds and securities are subject to market risks and the NAV of the funds may 
go up or down depending on the factors and forces affecting the securities markets. There can be no assurance that the scheme's 
objectives will be achieved. Past performance of the Sponsors/Mutual Fund/Scheme(s)/AMC is not necessarily indicative of future results. The 
name of the fund does not in any manner indicate the quality of the scheme, its future prospects or returns. The scherne is subject to risks 
relating to Credit, Interest Rates, Liquidity, Securities Lending, Investment in Overseas Markets, Trading in debt and equity derivatives. Please 
read the offer document carefully before investing. Registered Office: UTI Tower, 'Gn' Block, Bandra Kurla Complex, Bandra (E), Mumbai — 
400051. Phone: 022 - 66786666. UTI 6 2517 | 
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It’s now BRIC vs BRIC 


HEN GOLDMAN SACHS COINED THE WORD BRIC (BRAZIL, RUSSIA, 

W India and China) in 2003, the world sat up and began to look at 

these countries in a new light. Since then, the BRIC nations have largely 

followed the script, dutifully recording high growth rates, attracting ever 

increasing foreign direct investment inflows and featuring on the front 
pages and covers of the world's leading publications. 

Now, the script has taken an interesting turn. The BRIC nations, it seems, 
are competing furiously among themselves to acquire primary industrial 
and energy assets across the world. When Tata Steel announced its bid for 
European steelmaker Corus, it attracted a counter-offer from Brazilian steel 
company CSN. The auction that finally settled the issue in favour of the Tatas 
resulted in the final price escalating by 34 per cent over the original offer. 

Says R.K. Agrawal, Director, Ernst & Young: “Yes, it is, indeed, a fact 
that the race to acquire overseas assets is hotting up and that BRIC 
countries are now competing among themselves in quite a number of 





HEALTHY COMPETITION OR... 


COMPANY BIDDERS — — VICTOR CONSIDERATION 
Corus Tata Steel/ — — Tata Steel $12.1 billion 
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Ominex de Colombia 


ONGC-Sinopec $800 million - 





Sinopec, China combine | 
PetroKazakhstan ONGC Videsh- = China National — $4.18 billion 

LNMGroup/ — Petroleum Corp. PAUL 212 

China National (CNPC) 

Petroleum Corp. 
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cases.” Sure enough, within days of Kumar Mangalam Birla announc- 
ing his $6 billion (Rs 26,400 crore) bid to take over Canadian aluminium 
company Novelis, there are sporadic reports of Russian Aluminium 
Company (RUSAL) considering a counter-offer. “I have no doubt what- 
soever that the trend of companies from BRIC countries taking on each 
other for overseas acquisitions will continue in the years to come,” says 
Sanjiv Goenka, Vice Chairman of RPG Enterprises and former President 
of cit. But, says Agrawal: “The successes of the Tatas, and L.N. Mittal 
before them, have given Indian companies the courage and confi- 
dence to take on a win against all comers.” 


One sector where Indian companies have been beaten com- 


prehensively by their Chinese counterparts is oil. The China 

National Petroleum Company has routinely trumped ONGC Videsh’s 

(OVL’s) attempts to establish beachheads in the oil rich countries of 

Central Asia and parts of Africa. Whenever OVL came close to a deal, 

it found itself pipped at the post by a combination of aid and 

diplomacy launched by China. 

So, are more such tussles likely in future? Watch this space. 

RITWIK MUKHERJEE 
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UBS EYES LARGER 





Us INVESTMENT BANK IS 


J aggressively eyeing the Indian : 
market. It has already marked its 
presence in the M&A segment by 
partially funding two major deals— 


Vodafone's $11.1 billion (Rs 


48,840 crore) acquisition of 
Hutchison Essar and Hindalco's 


still pending $6 billion (Rs 26,400 


crore) buyout of Novelis. “We see a 
tremendously increased appetite 
in India for mergers and acq- 


uisitions, and that is why we want ` 


to rapidly ramp up our presence 


here,” says Huw Jenkins, Chairman ` 
and CEO, UBS Investment Bank, 


who was in India recently. — 
The company has acquired 


Standard Chartered Bank's asset 
management company in India, 


and it is also considering expanding 


its existing offshoring business here. 


“We are also keen on setting up a 


branch of our bank here," he says, 


adding that UBS has been trying to 
get a clearance for the licence, 
application which is now pending 
for more than two years. 

UBS feels Indian companies 
should look at West Asia for opp- 


 ortunities in the infrastructure, steel 


smelting and hydrocarbon sectors. 
“We can play a large role advising 
Indian companies on these and 
also help fund deals that materi- 
alise," he says. 

The group also has a 2,000- 
seat offshoring centre in. ^. . 
Hyderabad. "We wantto / - 
expand this to world-class 
levels," Jenkins adds, but 
declines to get into | ` 
specifics about numbers. ` 

= AMIT MUKHERJEE | 


Eyeing India: 
UBS Bank’s Jenkins: 










-w 


| j 
i I 


| 20] lg | 


World Class Quality, World 


Global and pan-India Service Reach: 
Major business hubs across Asia, 
Europe, the Americas and vast reach 


across | |ó Indian cities. — 


. Tata Indicom, the first service provider in India with the ‘Cisco Powered Network’ designation, extends the 
benefits of Global VPN to your enterprise. Our Global VPN service aims to increase your business productivity 
and communication effectiveness; delivering you unparalleled global and pan-India connectivity for a flexible and 
cost-effective wide area network. 


= Layer 2 (Ethernet) & Layer 3 services over MPLS = Managed or Un-managed CPE # Multiple application 
support through differentiated class of services m Secure and reliable communication 

m Scalable Global VPN service 

Thus, providing you with many reasons to rely on our network for your company's progress. 


Go ahead, call us on 022 666 44000, visit us at www.tataindicomebu.com or email us at 
mysolutions@tataindicomebu.com to give your organisation the global reach it needs. 


TIInIT 
CISCO TATA 


business without limits Tale ICOM 
— 
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The man behind it all: Bill Gates 


What is it? Voice Recognition in 
Windows Vista, Microsoft's latest 
operating system software. 


What's so great about it? Bill Gates 
believes that in the future, we will all 
be “talking” to computers as a pri- 
mary input device (instead of using 
a device such as a mouse or stylus 
or even a keyboard), so Vista has 
taken Voice Recognition (VR) a 
step further. 

Does it work well? You might 


have teething problems, but this 
still works quite well. 


Problems? Unlike the Mac VR, 


Vista's VR, once activated, doesn't need a keyword to start listening and do- 
ing things, so if you have your speakers turned all the way up and your mi- 
crophone on, a malicious site can, in the form of an embedded audio file, tell 
your computer to, well, make life difficult for you. 
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ECONOMY 


Rising Steadily 
44.67 44.17 44.12 


s Nov. '06 Dec. '06 Jan. 07 T 


Figures are value of $1 in rupees 
Source: BT Research 


Status: Rs 44.04 per dollar as on 
February 14, 2007. 

Impact: Strengthening of the dom- 
estic currency against the US dollar 
spells bad news for exporters, esp- 
ecially the IT industry and a bonanza 
for importers. Foreign investors will 
get higher returns if they decide to 
repatriate some of their returns. 








Swelling Kitty 
175 
163 165 
| x | x 
Mar. O ‘June '06 | - Sept. '06 Dec. '06 
Figures are reserves in $ billions 
Source: RBI 


Status: $185 billion (Rs 8,14,000 
crore) for the week ended February 9, 
2007. 

Impact: Rising foreign exchange 
reserves will strengthen the domestic 
currency against the dollar. It may 
also encourage the RBI to relax the 
limits on foreign exchange that can 
be taken out of the country for 
travel, education and investment. 
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| 
p WATCH | A bird’s eye view of what's hot and what's 
= | not on the government's policy radar. 





GOVT APPROVES MINORITY SALES INPOWER COMPANIES 

MARKET REGULATION IS SUPERIOR TO 
government regulation, appears to be the 
sentiment behind the government’s recent 
move to sell minority stakes in public sec- 
tor power companies Power Grid 
Corporation or PGCIL (5 per cent), Nat- 
ional Hydroelectric Power Corporation 
or NHPC (5 per cent) and Rural Elec- 
trification Corporation or REC (10 per 
cent). In the process, it hopes to mop up as much as Rs 1,500 crore through 
sale of a small part of its equity in the company (see Embracing the Market). 
Furthermore, a fresh issue of 10 per cent equity will net the PSUs an aggre- 
gate of around Rs 2,400 crore. 

Not surprisingly, the companies have their share of problems. While 
PGCIL has transmission assets idling in the North East that costs the transmis- 
sion utility as much as Rs 700 crore per annum, in the case of NHPC, the com- 
pany leans on the exchequer to fund its new projects. | 

Listing power Psus, clearly, a reform measure, will have a knock-on 
effect—it will strengthen the Centre's hands in pushing reforms in states. 

KAPIL BAJAJ 


Embracing the Market 
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SECURTIY BUG BITES FDI NORMS 

SCALING DOWN THE FOREIGN INVESTMENT WALLS HASN’T BEEN EASY FOR THIS 
government, given its alliance with the Left parties. However, just when the 
government gathered the courage to raise the investment limits in sectors 
ranging from aviation to telecom, the security bug has bitten it hard. 
National Security Advisor M.K. Narayanan has expressed serious appre- 
hensions about some foreign investors manipulating stock markets in the 
country to aid “terrorist outfits”. 

Following this disclosure, the National Security Council Secretariat 
scs) has been asked to prepare guidelines specifying areas, countries and 
companies whose investments need to be monitored with greater care. 

While the FDI gatekeepers should tread with caution, surely over- 
regulation is avoidable. 

AMIT MUKHERJEE 


OIL BLOCK AUCTION: WHO GAINS? 
RARELY DOES THE PRIME MINISTER, THE FINANCE MINISTER AND THE PLANNING 
Commission Deputy Chairman quiz the Petroleum Minister at the same 
meeting. When the Cabinet met recently, that happened. The issue: award 
of blocks under the sixth round of the New Exploration Licensing Policy 
(NELP). The question: will government be able to extract a handsome rent 
from the contractors in case oil and gas is found? This, since some of the bid- 
ding patterns went topsy-turvy this time, compared to the previous NELP 
rounds. Petroleum Minister Murli Deora prevailed at the Cabinet. But, will 
the bill register ring loudly for the government? Time alone will tell. 

BALAJI CHANDRAMOULI 
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GREAVES IS THE ENGINE 


that ensures light always triumphs over darkness 





Greaves Engines power India’s highly 
reliable generating sets 


REAVES IS THE ENGIN 


that powers the common man's transportation 





we 





Over 250,000 Greaves engines power 
leading diesel three wheelers 
in India annually 


REAVES IS THE ENGIN 


that powers farm mechanization in India 








Greaves Engines and Power tillers 
help enhance farm productivity 


REAVES IS THE ENGINE 


| that helps create world class infrastructure in India 








Greaves uses cutting edge technology 
to produce world class 
construction equipment 
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Greaves : Leaders in Engines and Infrastructure Equipment 
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GREAVES Greaves Cotton Limited 
SINCE 1859 Industry Manor, Appasaheb Marathe Marg, Prabhadevi, Mumbai 400 025, India.Tel. : 91- 22 24365510 Fax : 24377730 Website : www.greavescotton.com 
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VIVAN MEHRA 


NEWS 


B.V.R. SUBBU 





B.V.R. Subbu: Cashing in on car components — MES. 


N THE CLOSE TO A DECADE HE SPENT WITH HYUNDAI 
Motor, B.V.R. Subbu played a key role in trans- 


forming a company, which had no brand recognition | 
in India when it entered, into one of the country's. 


most successful automotive companies. In the year 
or so since he parted ways with Hyundai, Subbu has 


joked to this magazine that he has had to fend off. : 
calls from potential investors all the time. But some 


calls are difficult to fend off. In November 2006, he 


tied up with M. Lokeshwar Rao of the Hyderabad- 


based Lokesh Machines to build a small Car. 
However, Subbu, who will be Chairman of the 


company, refused to divulge much more than saying 


that it will build an affordable small car. - 


However, it seems that even after that, the 
phone calls didn't stop coming. In February, Subbu, | 


Ajay Singh (of SpiceJet fame) and a clutch of pri- 


. vate equity companies (calling themselves Crosslinks i 
Finelease) bought the Surajpur plant of the now de- 
funct Daewoo Motor India (DMIL) for Rs 765- 


crore. What are his plans for Surajpur? Says Subbu: 
“The state of the plant is too poor to restart pas- 


senger car production. We plan to make advanced. 

powertrains (engines and gearboxes)." The idea is - 
to supply these to car makers in western Europe | 
where costs are 30 per cent higher. Subbu may also — 
restart the press shop. "All those plants in- 
. Uttaranchal need sheet metal parts, which we | 
can supply,” he says. After a career selling com- - 
mercial vehicles and cars, Subbu plans to make ` 
money making components for cars. And given his - 
track record, one can be pretty certain that the new ` 


company will soon start making news. | 
| KUSHAN MITRA 
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NUMBERS OF NOTE 


45 per cent: The growth rate of India's aviation 
market in 2006, according to a study by the Centre 
for Asia Pacific Aviation and FICCI 


4.5 million: The number of international tourist 
arrivals in India in 2006, compared to 20 million in 
China and 16 million in Malaysia 


1 0 per cent: Household borrowing as a percent- 
age of disposable income in India. In Thailand, the 
figure is 36 per cent and in South Korea 65 per cent 


1 1 0- 1 50. The number of jets ordered by 


corporate India in 2006 
Rs 2, 300 crore: Industry estimates of e-com- 


merce transactions in India, not counting travel, in 
2006-07 compared to Rs 1,200 crore in 2005-06 


14.7 million: The number of households whose 
members received employment under the National 
Rural Employment Guarantee Act (NREGA) 


10. The number of design colleges in India. South 
Korea has 300 


£2 .4 million (Rs 20.64 crore): The fine imposed 
on Google Inc., which lost a court battle with Belgian 
publishers over violator of copyright laws. Google 
allegedly published links to Belgian newspaper articles 
without permission 


45, 335. Number of Civic hybrid cars Honda 
Motor Co. is recalling globally to fix a faulty voltage 
converter that could cause a short circuit and stop 
the engine 


$0. 09 (Rs 3.96): Amount spent on market 
research per person in India. The figure is $39 for the 
US, $36 in France and $13 in the rest of Europe 


3 1 billion: Estimated number of e-mails 
exchanged daily on the internet worldwide. 
Forty per cent of these are spam 


€1 million (Rs 5.8 crore): 
The amount Alitalia, Italy's 
national carrier, is estimated 
to have lost every day in 
2006. It has not earned any 
profits since 2002 
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Avail FREE facilities 





KVB) 


celebrates 


Savings Festival 


Free facilities: 

e Anywhere Banking 

e Mobile Banking 

e Net Banking 

e F-Statement 

* International Visa Debit Card 

e Personal Accident Insurance Cover 


Contact your nearest KVB branch for details. 





Karur Vysya Bank 





Regd. Office, Erode Road, Karur 639 002. www.kvb.co.in 


The Bank has proposed to issue Rights Equity Shares and filed Draft Offer Document with the Securities and Exchange Board of India (SEBI) and also with 
National Stock Exchange Limited. The Draft Letter of Offer is available on SEBI Website www.sebi. gov.in as well as on the Lead Manager's Website www.sbicaps.com. 
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- coming to an electronics mall near you. Here = 
are some of our picks of the best of Barcelona, 


and no, none of them is Brazilian and called 
Ronaldinho. KUSHAN MITRA 


The highlight of the second generation of E-series 
phones is undoubtedly the new Communicator, 
now called the E90. The full-keyboard E61 gets an 
upgrade and an ‘i’ appended to its name, but the 
one that should move the most will be the 
VoIP-enabled E65. 


Due Date(s): Mid-to-End 2007 
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The current RIZR Z3 looks quite ordinary, so 
they've given the old banana-slide form factor 
a bit of a twist, and come out with possibly 
their most attractive phone since the RAZR. 
And it has the Symbian OS! 


Due Date: Mid-2007 





A product like this ‘dual-slider’ from Samsung 
might actually give Apple’s new phone a problem. / 
This phone will have a full-keyboard, and a touch- 
sensitive screen, which does away with the need 


for a stylus. Due Date: NA 


The true value of mobile phones to developing markets 


An estimate of the economic benefits of wireless activity must include not only wireless operators but also auxiliary players and end-users. 


Indirect impact is considerable Calculating the value to the user 


= Wireless economic impact 
Mili Commonly 3.8 as % of GDP | ‘al ARP Nantes ED S S 
perceived Historical ARPU ——— Contemporary ARPU IEEE End-user surplus 
wireless š Indirect Impact from T 
value 8 auxiliary players China Philippines 
Other wireless sectors | 250 
obses pipe End-user surplus End-user surplus End-user surplus, ` 
set manutacturers 2005 — at least 2005= at least 2005= at least ^ 
$4.5 billion $37 billion $3.7 billion 
Direct impact from 
wireless operators 


ARPU per month 
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28 4] Wireless market penetration(75) Millions of subscribers Source: McKinsey 


a wey 


em | ee 





Is generation 


x M And it 
eem with quad-band 
- EDGE capabilities, GPS, 
- and Bluetooth 2.0. 

Due Date: Depends 


on service provider 















SonyEricsson 
W880 


SonyEricsson's Walkman — 
phones get an aesthetic — 
update with the W880; the 
brushed metal lookisa = 
vast improvement over | 
previous models. The slim 
form factor and newer 
keypad are nice touches 
as well. 


Due Date: Soon 
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Graphic by Randheer 


According to a study of the wireless markets in China, 
India and the Philippines, the economic impact of all 
wireless activity on these countries is up to four times the 
value to the wireless operators alone. By promoting the 
use of mobile phones, regulatory and industry players can 
amplify gains, as well as the contributions that wireless 
industries make to GDP In fact, although wireless had an 


impact on the GDP of each country, the differences among 
them correlated strongly with penetration: from 2 per cent 
of GDP in India, where penetration was lowest, to roughly 
9 per cent in China and 7.5 per cent in the Philippines, 
where it was highest. For India, a 10 per cent increase in 
penetration would add $2.3 billion to the end-user surplus 
and a further $6.2 billion in operator revenues. 













TO BE PRECISE 





“This is the absolute paradox of India. On the 
one hand there’s huge buzz about India’s 
growth opportunity. But on the other hand, 
there are lots of poor people whose situation 
has not improved. And these people are the 
main vote bank of politicians” 


Love Goel, CEO, Growth Ventures Group, a global private equity firm 
that’s focussed on investment in the Indian retail sector, on CNN 


“Indian industry today has the confidence to 
bid for business abroad, raise resources, 
purchase and manage enterprises” 

P. Chidambaram, Finance Minister, in Fortune Online 


“It makes no sense to say to a young scientist 

in India: You can’t come to America to help b 
this (country) develop technologies that help 
us deal with our problems" 

Goerge W. Bush, President of the US, to agencies 


“Today, it's a war for talent. People don't come 
into the company and stay for reasons other 
than compensation. The compensation part 
becomes the great leveller" 

Indra Nooyi, Chairman Designate, PepsiCo, in The Economic Times 


*For them (foreign multinationals), India is a 
backroom; for us, India is the front room” 
Azim Premji, Chairman, Wipro, in BBC online 


“Delivering public service work from outside 

the UK is sensitive. But we are talking about š: 
sending people to have operations in France; so | 
what's wrong with processing someone’s invoice 

in India?” 

Alistair Cox, Chief Executive, Xansa, on the NHS decision to export 

hundreds of clerical jobs to India, in The Times 


“For the past 20 years, you told the developing 
world: Don’t worry about poverty. Now it’s 
the developed world that’s worrying about 
inequality” 


Montek Singh Ahluwalia, Deputy Chairman, Planning Commission, on 
the sidelines of the World Economic Forum, in Time 


“India is now a part of Italy’s global strategy for 


gaining market access in this part of the world” 
Romano Prodi, Prime Minister of Italy, in The Financial Express 
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™ ANNOUNCED: 

fo~ By the govern- 

=e ment, Navratna 

$ status for Hindus- 

—— tan Aeronautics 

= Limited (HAL) and 

= Bharat Electronics 

— (BEL). Once the 

approval process is completed by the 

Cabinet Committee on Economic 

Affairs, these companies will enjoy 
more autonomy. 





ANNOUNCED: By Citigroup, 
Blackstone Group and Infrastructure 
Development Finance Company (IDFC) 
a $5-billion fund (Rs 22,000 crore) to 
finance infrastructure projects in India. 
IDFC will manage the equity financing 
part and invest primarily in roads, 
ports, airports, power and industrial 
and commercial infrastructure. 


FOUND: In a study on employment 
trends in global IT companies that one 
in every six employees in IBM, 
Accenture, Hewlett Packard, EDS, 
Oracle, Microsoft, CapGemini and SAP 
is an Indian. These eight IT majors 
employ around 990,000 people, of 
whom 162,000 are Indians. 


RANKED: South India as the highest 
revenue contributor to consumer 
durables companies. A study by market 





research agency ORG-GfK found that 
the region accounted for 35 per cent of 
revenues of these firms, followed by the 
North, at 33 per cent. The West ranks 
third, contributing revenues of 25 per 
cent and East fourth with 15 per cent. 


RAIDED: By the US Food & Drug 
Administration, Ranbaxy's US head- 
quarters in New Jersey following a full- 
scale search by "criminal investiga- 
tors". A Ranbaxy spokesperson was 
quoted as saying: "The action has 
come as a surprise, as we were not 
aware of any wrong-doing. The com- 
pany is fully cooperating with officials." 


SLASHED: By 
Bharti Airtel, 
MTNL, Hutch 
and Reliance 
Communications 
national mobile 
roaming charges 
starting February 
15 in compliance 
with TRAI guidelines. Subscribers will 
now be charged 56 per cent less at Rs 
1.75 for incoming calls on roaming. 
Rates of STD and outgoing local calls 
will be Rs 2.40 and Rs 1.40 a minute, 
respectively. MTNL subscribers, how- 
ever, will have to pay a surcharge of 14 
per cent on all local and STD calls 
while roaming. 


MAURITIUS REMAINS TOP INVESTOR 


RITI ATN N FL 
the top source of FDI into India. 
According to the latest figures, It 
accounts for 55.5 per cent of 
the $7.23 billion (Rs 33,030 
nflows into the country 
between April and November 


crore) 


ONC La ^ lalan IN tinm KITA 
2006. The double taxation avoid- 


ance treaty that India has with 


the island nation is obviously 
what encourages companies to 
route their investments through 
that country. 
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IRST, THE GOOD NEWS—THE 
[- ons industry continues 
to be on a fast growth path and 
despite some quality and delivery issues 
over the last couple of years, 89 per 
cent of respondents in KPMG's 
Strategic Evolution Survey of 659 com- 
panies around the world said they 
planned to maintain or enhance their 
level of outsourcing. 

"Several organisations are consid- 
ering outsourcing as an integral part of 
their strategy. This has given impetus 
to the outsourcing industry," says 
Pradeep Udhas, Global Partner In 
Charge, Sourcing Advisory, KPMG. 
Despite the obvious benefits, compa- 


KEY FINDINGS 


m 89 per cent of respondents will 
maintain or increase their levels of 
outsourcing 


m Half the respondents considered 
their service providers to be moder- 
ately or very ineffective in responding 
to business changes 

m 42 per cent of respondents said 
outsourcing had improved their 
financial performance 


m 60 per cent of respondents face 
problems getting the right people 














nies don't have a uniform method of 
measuring the impact of outsourcing. 
Over 40 per cent of respondents do not 
have a formal strategic measurement 
network, beyond the conventional serv- 
ice level agreements to measure the 
success (or failure) of their deals. 

But people, a key attraction for 
most large organisations looking to 
outsource work to low-cost countries 
such as India, are also tuming out to be 
a major irritant, with 60 per cent of 
customers (and 59 per cent of suppli- 
ers) admitting that their main prob- 
lems were people-related. 

RAHUL SACHITANAND 
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Sectors - Off Shore & Maritime - Remote Sites - Health Care 
Business & Industry - Education - Travel, Retail & Leisure 



















. Industrial & 
Commercial Cleaning 
. Engineering Services . Choice of Hot & 
. Food Court . Business Support Services Cold Beverages 
. Food Concept & Brands . Range of Equipments 
. Executive Cafeteria . Machine Maintenance 


Program 

. Pantry Services 

. Comprehensive 
Service Packages 


. Fine Dining 
. Industrial Canteen 
. Student Cafeteria 
. Therapeutic Patient Menu 
. Off Shore & 
Remote Site Catering 
. Transit House Management 
. Hotel Management Services 
. Design & Build 





CA > Radhakrishna Hospitality Services Pvt. Ltd., 

E 6 & 7 Jyoti Wire House, 1st Floor, 23-A, Shah Industrial Estate, 
RKHS Off Veera Desai Road, Andheri (W), Mumbai 400 053, India. 
COMPASS Tel: +91-22-26730229, +91-9967010059 Fax: +91-22-26734894 
Email: contact@rkhs.co.in Website: www.rkhs.co.in 
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THE BT 50 A WORLDWIDE JOB BOOM ^ 


Companies will be hiring, particularly in Asia, according to a recent survey. Executives in 





INDEX India say many of the new jobs created by their companies will be created outside of India. 
The survey received 3,149 responses from a worldwide representative sample of executives 
Markets on the march. at publicly- and privately-held businesses across a range of industries, as well as non- 
BT 50 profit and governmental organisations. 


519.25 Holding steady 
371.79 The McKinsey Global Confidence Index 


Scores above 50 indicate ^ current economic conditions in 
bullishness. your country vs 6 months ago? 
A economy 6 months from now | 
BT Auto 50 ` 

884.74 1,023.79 S Current economic conditions in 58 
: your industry vs 6 months ago 9] 
Expectation for your industry 6 58 
0 | months from now 3] 


February 20, 2006 February 19, 2007 NEN Sept. 06 Mi Dec. 06 
Constructed from weighted average of responses to four questions 









BT BFI 769.94 
583.25 Where the jobs are 
% of respondents* 
How do you expect the size of your company's workforce to change over the next 6 months? j 
February 20, 2006 Februay 19, 2007 Increase Decrease Stay the same 
India : 
BT Pharma 
China E 
311.83 340.89 Developing markets, 14 
excluding China, 
India 11 
February 20,2006 February 19, 2007 Europe 2 
X Ete 17 
BT Telecom dee 13 


497.08 


370.06 North America® is À 
ES Sept.'06 Mam Dec. '06 * All data weighted by GDP of constituent countries, figures 


may not add up to 100 per cent because of rounding and/ or because respondents who answered ‘don't 








February 20,2006 e aa. E Eada 19, 2007 know’ are not shown. @ Canada, US 
BT FMCG What to do? 
373.59 382.65 % of respondents* 
(E ert What kind of jobs will the majority of new employees be hired to perform? 
China India Asia 
Newly added jobs in 
February 20, 2006 February 19, 2007 existing Void E. 2 68 
units 60 
BT Tech Replacement jobs in 16 6 11 
existing business 
347.28 unit 6 9 18 
236.54 ae = 
New jobs in new jum 16 35 21 Z * 
business units eee 19 24 22 >= | 
> 
ruin A, e ase aen EN Sept. 06 Im Dec. 06 *All data weighted by GDP of constituent countries. = 
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-check-In 


Five easy steps to get a Boarding Pass online: , 


Now Indian introduces | check-in* It gives you the freedom to check-in through the Internet on 
www.indianairlines.in. This Internet check-in facility is available 24x7 on all domestic flights. You can choose 
your seat online. The online check-in is available for flights departing either on the same day or the next day. 
The passengers holding e-ticket, Dial-A-Ticket, Neticket or Bid & Fly can check-in online up to two hours 
prior to scheduled departure of the flight. So, the next time when you travel by Indian, check-in online and 
ensure that you reach Security Check thirty minutes prior to the departure of the flight, along with your photo 
ID. Happy flying. 


w J 
Contact Indian ticket counter or approved travel agent for e-ticket or call all India 24x7 flight helpline number 1407 
or toll free number 1800 180 1407 from MTNL/ BSNL phones for Dial-A-Ticket. 


R K SWAMY BBDO IAL 16730 F 


*Conditions apply 
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India Inc. Gets Dirty 


Corporate espionage isn’t that unusual any more. RAHUL SACHITANAND 


ORPORATE ESPIONAGE 
may sound like cloak 
and dagger, although 
sometimes it borders 
on the bizarre. A few 
months ago, for instance, allega- 
tions flew that six employees of 
Yahoo! India, including its Managing 
Director George Zacharias and Ajay 
Nambiar, the portal’s head of con- 
tent, faked entry passes and took 
pictures during the Lakme Fashion 
Week (LFW). The sponsor of the 
event? Sify, a competitor to Yahoo!. 
The intrigue factor? Zacharias and 
Nambiar are former Sify honchos. 
The plot thins out after that though, 
what with there being no earth- 
shaking reason for the Yahoo! boss 
himself to be shooting pix of scant- 
ily-clad models romping down the 
ramp. A senior Sify official had 
launched a police complaint against 
the six Yahoo! employees. A Yahoo! 
representative maintains that “no 
employee of Yahoo! India was pres- 
ent at the LFW event, yet George 
Zacharias and Ajay Nambiar, both 
ex-Sify employees, have been named 
in the complaint. Further, the mis- 
representation of facts by the media 
is sensationalising the matter 
unnecessarily.” 

Now, from the near-ridiculous 
to the more-stimulating: An 
employee of Tata group company 
VSNL, who is personal assistant to N. 
Srinath, Managing Director of VSNL, 
allegedly stole sensitive data and 
passed it on to another telecom 
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company, Reliance Communications 
(R-Comm), for a ‘fee’ of Rs 40,000. 
The employee, Prashant Indulkar, is 
said to have named one Gaurav 
Wahi, R-Comm's vp for Corporate 
Communications, as the provider 
of those pieces of silver. For the 
record, officials of Reliance, VSNL, 
Tata and Sify told BT that they 
couldn't say much as their cases 
were subjudice. 

So, is the VSNL-Reliance episode 
a stray saga of a mole-at-work, or is 
it just the only one that's made it to 
the front pages? According to legal 
experts, as the stakes for India Inc 
get higher and competition gets 
fiercer, there would be many more 
underhand corporate dealings going 
on under the surface. “We are 
beginning to see a surge in the cases 
of corporate theft and espionage 


R-Comm’s Ambani (left) and Ratan Tata: Focus on corporate ethics 


AP 





over the past 6-12 months; and we 
see that, rather than brush these 
cases under the carpet, companies 
are now aggressively in prosecu- 
tion mode,” says Pavan Duggal, 
Managing Partner at Pavan Duggal 
Associates and an authority on IT 
and intellectual property law. Whilst 
criminals can be sued for damages, 
a lack of clarity surrounding related 
laws means that convictions are 
hard to come by. Experts say that a 
key reason for the increase in cor- 
porate theft and espionage is 
because it’s become so much easier 
to steal data, now that most of it is 
online or can be accessed on a com- 
puter. VSNL’s Indulkar, for instance, 
is said to have stolen a heap of cor- 
porate data, including critical cor- 
porate data involving buyout trans- 
actions and tenders. “With a pen 





drive and some rudimentary com- 
puter knowledge, I can today walk 
away with some mission critical 
company data and if the person is a 
trusted aide or employee then this 
makes life even simpler for crimi- 
nals,” says Duggal. 

According to the India Fraud 
Survey Report 2006 by KPMG, 
employees are the biggest culprits 
when it comes to data theft (36 per 
cent of respondents to the survey felt 
so). “The findings of the survey are 
consistent with the findings of the 
investigations undertaken by us in 
the recent past, wherein it was found 
that in most cases, the perpetrator 
was found to be the employee in 
collusion with suppliers or the 
employee himself,” says Deepankar 
Sanwalka, Executive Director, KPMG 
in the report. Poor internal controls 
and a lack of ethical values among 
employees were citied as the main 
reasons for these kind of incidents. 

Security and forensic experts 
say that on an average, they receive 
at least four or five cases every 
month, asking detectives to ferret 
out data on their rivals, ranging 
from salaries to hints or even con- 
crete ideas about future business 
plans. “We often see cases of com- 
panies trying to get confidential 
data such as salaries or government 
tender information and we have 
even heard of dummy candidates 
being sent out to get such data," 
says Sunil Sharma, CEO, Authentic 
Investigation, a New Delhi-based 
private investigation agency. 

Such desperation also means that 
perpetrators are using novel methods 
to try and get hold of sensitive 
company data. Security experts cite 
examples of tiny mikes being hidden 
in flower bouquets to allow com- 
petitors to listen in on a boardroom 
discussion and using tracking soft- 
ware to monitor e-mails from a spe- 
cific account. But even in today’s 
hi-tech world nothing beats the 
favourite: A good old backhander to 
spill the beans. 
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hat the 
Doctor Ordered 


Is Ranbaxy in trouble with the 
US FDA? 


NSTEAD OF CUPID, FEDERAL AGENTS 
Li the us Food and Drug 
Administration (FDA) paid a visit to 
Ranbaxy's North American head- 
quarters in Plainsboro and a manu- 
facturing facility in New Brunswick, 
New Jersey, on February 14. Papers 
and electronic documents were 
amassed. According to a company 
spokesperson in India, the searches 
were a surprise and the warrant did 
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not appear to indicate what agents 
were interested in. A press release 
didn’t shed too much light: “The 
company is not aware of any 
wrongdoing. The action has come as 
a surprise, but the company is fully 
cooperating with officials.” Ranbaxy 
has no clue as to when the investi- 
gations will end. It says this is the 
first time such an incident has hap- 
pened. Says B.N. Singh, President, 
Indian Drug Manufacturer’s 
Association (IDMA): “Such action 
not only mars the company’s repu- 
tation in the international market 
but also makes the other Indian 
players a bit apprehensive. Secondly, 
even after so many days, the FDA 


Organic Growth, Inorganically 


L’Oreal is scouting around for an ayurveda buyout. 


SARANG SENA 


Kama’s Pathy: Partner on the anvil 


WORLD’S LARGEST COSMETICS 
brand, L’Oreal, is going 
organic, as last year’s acquisitions of 
Body Shop and French Laboratoire 
Sanoflore do testify. The French 
cosmetics giant is now training its 
sights on India in search of an 
ayurveda range of skincare brands 
which, CEO Jean-Paul Agnon told 
the Wall Street Journal, will be 
L’Oreal’s launch pad to introduce 
ayurvedic products globally. ` 
Agnon has quite a few options. 
There’s the Coimbatore-based 
Kama Ayurveda, for example. An 





excited Rajshree Pathy, one of its 
four Managing Partners, says: 
“The company is looking at vari- 
ous options and although we are 
not considering a sell-out, some 
form of partnership will definitely 
be worth exploring.” Marico’s less 
than four-year-old chain of Kaya 
skincare clinics is another outfit 
that’s open to alliances. “We are a 
skincare company and as such we 
need to drive growth in both the 
segments—services and products— 
simultaneously. We are review- 
ing proposals for only the products 
segment,” says Rakesh Pandey, 
CEO, Kaya. 

But not all are as excited. Says 
Vinita Jain, Chairperson, Biotique. 
“Biotique is competent enough to 
grow on its own globally,” says 
Jain. Hindustan Lever’s Ayush too 
is “not entertaining” any such pro- 
posals as, it says, it has its own 
growth strategy of opening five 
new health centres every month. 
So, whom will L’Oreal buy out? 
Watch this space. 

PALLAVI SRIVASTAVA 
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has not given a plausible reason for 
the raid, which also raises doubts 
about the entire incident.” 

The search of Ranbaxy’s us 
offices came within a week of the 
Indian company receiving the FDA’s 
final approval to manufacture and 
market in the us its formulation for 
the treatment of major depressive 
disorders in adults. FDA-approved 
Ranbaxy formulation of Sertraline 
Hydrochloride was determined to 





Ranbaxy’s Malvinder Singh: No clue 


be bioequivalent and have the same 
therapeutic effect as that of Pfizer 
Pharmaceuticals’ Zoloft. The drug 
has an estimated annual market sale 
of $3.07 billion (Rs 13508 crore). 
Ranbaxy sales in the Us, where the 
company introduced 10 new prod- 
ucts last year, are currently around 
$350 million (Rs 1,540 crore), 
which the company is aiming to in- 
crease to $5 billion (Rs 22,000 
crore) by 2012. 

PALLAVI SRIVASTAVA 
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Taking Stock 
of Exchanges 


Which bourse is more valuable? 
The BSE or the NSE? 


AST FORTNIGHT, THE 422-YEAR- 
Line German stock exchange, 
Deutsche Bórse, picked up a 5 per 
cent stake in the Bombay Stock 
Exchange (BsE) for Rs 189 crore. 
The transaction comes hot on the 
heels of another such buyout at 
competing exchange, the National 
Stock Exchange (NSE), which had 
offloaded 5 per cent of its equity to 
the New York Stock Exchange in re- 
turn for $115 million or Rs 512 
crore (as per regulation a single for- 
eign entity can buy only 5 per cent 
in an Indian bourse; in addition to 
the NYSE, Goldman Sachs, General 
Atlantic and SoftBank Asian 
Infrastructure had also bought into 
the NSE). The BSE made a fresh issue 
of 3.63 lakh shares to facilitate the 
buyout by Deutsche Bórse that took 
place at a price of Rs 5,200 per 
share, pegging the Dalal Street ex- 
change’s valuation at $854 million 
(Rs 3,777 crore). The NSE would 
appear to enjoy a higher valuation, 
at $2.3 billion (Rs 10,120 crore). 
Turnover and profits of the NSE, at 
Rs 473 crore and Rs 191 crore re- 
spectively, are over three times that 
of the BsE. Also, the NSE enjoys an 85 
per cent share of the total trading 
turnover of the Indian equity mar- 
ket. On an average, NSE does a 
turnover of a little over Rs 40,000 
crore from its cash and derivative 
segment; that figure stands at just Rs 
5,000 crore for the BSE. 

Yet it’s the BSE that enjoys a 
higher price multiple (P-E) as of the 
year ended March 2006. Its P-E 
stands at a little over 60 (on a con- 
solidated basis, however, which 
would mean including the BSE's other 
operations like the training institute 
and depository—the BSE's P-E comes 


down to 42). The NSE enjoys a P-E in 
the 52-58 range (that's because the 
entire 20 per cent stake sale of the 
NSE took place in a price range of Rs 
2,250-2,500 per share). Says S. 
Ramesh, coo, Kotak Mahindra 
Capital: “The second guy always 
enjoys a higher premium as the 
benchmark for valuation has been set 
for him by the leader. Secondly, it's 
been a scarcity-led demand that has 
enabled both exchanges to get an 
attractive valuation." Sure enough, 
the P-E multiple that the BsE and the 
NSE command are higher than those 
of most other global exchanges. The 
Nasdaq, London Stock Exchange, 
Singapore Stock Exchange, Deutsche 
Bórse and Australian Stock Exchange 
command an average P-E of 31. 
While among the biggies, NYSE is 
the only exchange that enjoys a mul- 
tiple in line with the BSE and the 
NSE. If the BSE pips the NSE on this 
front, that may have to do with the 
headroom it has to grow via an 
entry into commodities and an 
improvement of its derivatives busi- 
ness model (two areas where the 
NSE already has mature activities). 
MAHESH NAYAK 


Mercator Eyes 
Oil Sector 


The shipping company is 
diversifying into other sectors. 
HESE ARE EXCITING TIMES FOR 
Mercator Lines. Revenues have 
grown from Rs 30 crore in 2001-02 
to Rs 826 crore now; profits have 
grown from an insignificant Rs 3.28 
crore to Rs 198 crore during this 
period; and the company, which 
is among India’s largest shipping 
lines, has total tonnage of over 
13.69 lakh DWT (dead weight 
tonnes). Now, its Chairman and 
Managing Director, H.K. Mittal, 
is looking to keep the momentum 





The days of the big eating the small are passe, 
and today, the smart & fast overturn the big. 
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Triple Bottom Line Contest open to all SMEs! 
(Not just CorpBank customers) 


At CorpBank, we believe size is a function and does not mean power. The spirit of entrepreneurship runs across micro, 
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Mercator’s Mittal: Thinking big 


going with a combination of 
expansion and diversification. “We 
should continue to grow fast over 
the next five years,” he says, adding 
that he’s looking to invest $1 billion 
(Rs 4,400 crore) over the next three 
years. “Of this, $650 million (Rs 
2,860 crore) will be spent on 
acquiring assets in offshore oil 
exploration and shipping,” he adds. 

The company is setting up an 
overseas subsidiary, Mercator Lines 
(Singapore) Pte; this company has 
been set up to capitalise on 
Singapore’s position as Asia’s 
regional shipping hub. Mittal plans 
to raise $150 million (Rs 660 crore) 
through this company and list it 
on the Singapore, London and Oslo 
stock exchanges. “We will con- 
tinue to hold a majority (51 per 
cent) in this company," says Mittal, 
who is also scanning the acquisition 
radar for potential targets. *If some- 
thing looks good, we will look at 
it," he says guardedly, even as he 
declines to reveal further details, 
except to say: “Return on invest- 
ment (Rol) will be the key deter- 
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minant of any buyout.” 

Mercator is also looking to 
expand into the oil rigs and oil 
exploration businesses. It has set up 
a new company, Mercator Oil and 
Gas, which is negotiating with 
some foreign players to form a 
consortium that could then bid for 
oil blocks in the next round of 
NELP (New Exploration Licensing 
Policy) bids. The consortium will 
also look at the possibility of 
acquiring oil blocks in South East 
Asia and West Asia. Another com- 
pany, Mercator Offshore will buy 


Tripped Again 


and operate oil rigs. Mittal is tight- 
lipped about his plans in the sector, 
pointing out that shipping remains 
his primary focus area. “Our plans 
in oil and gas will depend on the 
partners we finally tie up with,” 
he says. 

The big picture seems to be to 
shield the group’s top and bottom 
lines from the cyclical nature of 
the shipping industry. Says Arun 
Kejriwal, Director at the Mumbai- 
based Kris Securities: “The long- 
term strategy looks interesting." 

KRISHNA GOPALAN 


Power capacity addition once again falls short of target. 


Fe YEARS, INVESTORS IN INDIA 
have cited power (as in elec- 
tricity) as their key constraint. 
Their lament is unlikely to change. 
During the 10th Plan period 
(2002-07) that ends in April this 
year, the estimated power capacity 
addition of 23,000 Mw will be 
close to 56 per cent of the original 
target of 41,000 Mw. That, by the 
way, is not the bad news. Of the 
projected capacity of 23,000 mw, 
only 18,500 Mw has been com- 
missioned so far. “Yes, there has 
been a shortfall. We are monitor- 
ing the capacity programme 
closely,” says the newly-appointed 
Power Secretary, Anil Razdan. 
The silver lining to this oth- 
erwise bleak news is that the sec- 
tor’s performance in the 10th Plan 
has been marginally better than 
that in the previous one. Against a 
target of 40,000 Mw, the capacity 
addition in the 9th Plan was 
19,000 ww. What is to blame for 
the shortfalls? The fact that, due to 
theft and technical reasons, only 
65 paise of every Re 1 of power 
sold is recovered, is well known. 
But there's another culprit: state- 
owned utilities, which have added 
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Sushil Kumar Shinde: Power woes 


only 13,725 Mw against their 10th 
Plan target of 22,832 Mw. A major 
reason for that: equipment sup- 
plier BHEL is capacity-strapped, 
prompting Union power minister 


Shushil Kumar Shinde to talk of 


setting up another power equip- 
ment company. Meanwhile, big 
power consumers are becoming 
more and more self-reliant. At 
40,000 Mw, captive power gener- 
ation is already at a third of the in- 
stalled non-captive capacity in the 
country. 

BALAJI CHANDRAMOULI 
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Breakinc 
Up Bajaj 


Will Sanjiv keep the books, 
and Rajiv the bikes? 


O DEMERGE OR NOT TO 

demerge", that is the question 
that Rahul Bajaj, Chairman of Bajaj 
Auto, must be contemplating 
often. At a recent investor meet, 
Bajaj reportedly pointed out that 
the company's scrip could be un- 





dervalued by 15-20 per cent. “This 
is price-sensitive information; any- 
thing that I say can impact the mar- 
kets. However, there has been no 
decision taken on the subject as yet, 
and nothing will be decided until 
the board meeting in May. Once 
that happens, I will have something 
further to say," is what Bajaj had to 
say to BT about the speculated de- 
merger of Bajaj Auto's investment 
portfolio, estimated to be valued 
at Rs 8,500 crore, into a separate fi- 
nancial services company, which 
could also become the holding com- 
pany for Bajaj's life and general in- 
surance subsidiaries. A senior broker 
feels that Bajaj Auto's insurance and 
investment business handled by 
Sanjiv Bajaj (Rahul Bajaj’s younger 
son, currently Executive Director, 
Finance at Bajaj Auto), should be 
valued at Rs 900-1,000 per share. 
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On the other hand, Rajiv Bajaj 
(Rahul’s elder son), Managing 
Director, Bajaj Auto, has in the past 
five years completely transformed 
the manufacturing side of the busi- 
ness, taking Bajaj Auto from a has- 
been scooter manufacturer to pos- 
sibly the ‘coolest’ motorcycle man- 
ufacturer in India with the highly 
lucrative Pulsar line. For the first 10 
months of the current fiscal, Bajaj 
closed with a 32.5 per cent share of 
the motorcycle market compared 
to Hero Honda’s 47.4 per cent (and 


: V a Xs $ 
Sanjiv and Rajiv Bajaj: Will they be able to take Bajaj Auto to the next level? 


with better operating margins). At a 
recent press briefing to launch the 
latest member of the Pulsar fam- 
ily, Rajiv Bajaj firmly avoided any 
questions on a possible demerger, 
“This is not a demerger meeting,” 
he said when asked about recent 
reports on the topic, although he 
was quoted in some sections of the 
press saying: “Sanjiv keeps the 
books, I make the bikes.” 

There have been reports about 
Rajiv and Sanjiv not being on the 
best of terms, but that may not be 
important at least from the share- 
holder point of view. Brokers point 
out that a demerger would unlock 
tremendous value for investors, just 
as the settlement between Mukesh 
and Anil Ambani—which enabled 
both brothers to go their separate 
ways—did. 

KUSHAN MITRA 


IINVAASOD HSAWN 





Blues 


Why MTR had little choice 
but to sell to Orkla. 


UROPEAN CONNECTIONS GO BACK 

over half a century at the 
Bangalore-based ready-to-eat (RTE) 
food maker MTR, which last fort- 
night was acquired for around 
$100 million (Rs 440 crore) by 
the $8.8 billion (Rs 38,720) 
Norwegian consumer goods giant 
Orkla. In 1950, Yajnanarayana 
Maiyya, founder of the restaurant 
(which later expanded into the RTE 
market), overhauled hygiene stan- 
dards after a long European tour, 
setting in place a five-decade asso- 
ciation with the continent. Since 
that time, MTR has gone from one 
restaurant on Bangalore’s busy J.C. 
Road, to a Rs 165-crore company 
with some 120 varieties of RTE 
food under its belt. Despite these 
numbers, MTR Foods has struggled 
to compete, with the topline re- 
maining stagnant at Rs 140-150 
crore mark for the last three-four 
years. A retail venture in the form 
of Namma MTR (our MTR) is re- 
stricted to just one outlet in south 
Bangalore and a handful of kiosks 
around the country. 

While MrR's packaged food idea 
was novel three decades ago when it 
sold its first package of rava idli 
mix, since then several competitors, 
most notably rrc Foods, have 
entered the nascent, yet fast-growing 
market. According to some industry 
estimates, the RTE market is worth 
Rs 250-300 crore and is growing 
20-30 per cent annually. While MTR 
has managed to scale up its rev- 
enues from Rs 130 crore in 2003-04 
to around Rs 150 crore at the end 
of last fiscal, that's some distance 
away from the ambitious Rs 600 
crore target originally laid out 
for 2005-06. 

The problem for MTR could be 
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that competitors such as ITC Foods 
have been able to better leverage 
their supply chain and retail reach 
and expand from RTE foods into 
related categories such as biscuits 
and toffees. At the same time, a 
poor supply chain has meant that 
MTR has been forced to shutter its 
retail operations in cities like Delhi 
and Chennai. “Our reach to over 
two million points from our tobacco 
business is a huge advantage com- 
pared to our rivals,” says Hemant 
Malik, Head, Marketing, rrc Foods. 
MTR officials, including Chairman 
Sadananda Maiyya, refused to com- 
ment on this and other queries, cit- 
ing unspecified regulatory issues. 
The urgency to sell the business 
may have also been hastened by 
venture capitalists, JPMorgan Global 
Packaged Foods, Indocean Packaged 
Foods and Magnus Capital 
Corporation, who jointly control 
around 40 per cent of the com- 
pany and have reportedly been 
clamouring for an exit for some 
time. Maiyya did try to profession- 
alise the company by hiring former 
HLL Foods honcho J. Suresh to run 
the foods business, but after a brief 
and bright period (when turnover 
doubled) the latter found himself on 
the way out. While both Maiyya 


MTR's Maiyya: Timely exit 
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the country. “India is an impor- ` - lii 
tant market to us, itisafastgrow- PI 


_ ing economy and more people; are D 


buying better cars," he says. 





So, how big is the market orca e A oy 3 


According to data from the Soc 
of Indian Automobile Manu- 








length) and luxury (longer th 


five metres) have sold a cumulative ` DAMES 


luxury/premium cars in India? s the Chennai plant i ina "few 
|y month 5, will initially be restricted | 

to the 3-series (with three engine 
facturers (SIAM), cars classified as — op: With t | 
premium (more than 4.7 metres in 





the 5-series coming 


ass “We Ms even announced 


h ul, start our ftus in India, 
4,788 units for the first 10 months - will be Rs 26.95 lakh ex-show- 


of the current fiscal. Add to this roo 
imports of cars and luxury SUVs 


(which are not counted in SIAM 


5,000. Kronschnabl believes this 


market will double in five years. 


But BMW India does not plan to 


bring in its complete range to India 


and Suresh publicly deny any dif- 
ferences, industry insiders argue 
that the latter found it difficult to 
function when the family contin- 
ued to tightly hold onto the reins as 
the company expanded its product 
offerings and its geographical reach 
into the European and North 
American markets. 

However, with the market 
growing at around 30 per cent 
annually and MTR planning a Rs 
10-crore expansion of its production 
facilities near Bangalore, Orkla may 
have found a convenient passage 
into the Indian market. “MTR Foods 
is located in an interesting, growing 
market. We expect to spend some 
time learning and assessing the sit- 


all India.” With an initial 





distribution strategy that will 
s involve. eight. showrooms in six 
data) and that number exceeds c des, inclu 





ing Chandigarh (“The 


Punjab market is crucial", 
Kronschnabl says), BMW does not. 
m to be an also-ran in India. — 


_KUSHAN MITRA 


MES 


uation before any final decisions 
are made concerning further strate- 
gic investments in India," says 
Torkild Nordberg, Executive Vice 
President in charge of Orkla's 
Branded Consumer Goods business. 
The company's products are 
focussed primarily on the European 
markets and this move could give it 
a strong foothold in the fast-grow- 
ing Asian market, say industry 
executives. Orkla is expected to 
keep MTR and its products on 
shelves for some time and also lever- 
age MTR's distribution network to 
vend its products (it sells everything 
from processed potatoes to juices 

and jams) in the Indian market. 
RAHUL SACHITANAND 


Trucking 
with Fiat 


Tata Motors prefers Fiat to 
Daewoo for Europe. 





ATA MOTORS’ AMBITIONS OF 

becoming a major global auto- 
motive player received a fillip last 
fortnight when the company an- 
nounced that it would be extending 
its partnership with Italian giant 
Fiat to make pick-up trucks in 
Argentina. With an investment of 
$80 million (Rs 352 crore), the 
truck will be based on the new- 
generation Tata pick-up and will 
be made at Fiat’s plant in Cordoba 
in Argentina. Production is sched- 
uled to begin in 2008 with an 
annual capacity of 20,000 units. 
The trucks will be sold in south- 
ern and central America as well as 
parts of Europe through Fiat’s dis- 
tribution and importer network. 

*[ am pleased at this first step in 








Ratan Tata: Tapping foreign markets 


expanding this relationship beyond 
Indian shores. Latin America is a 
key market for us. We hope this 
would augur well for a truly global 
partnership across markets and busi- 
ness segments,” says Tata Group 
Chairman Ratan Tata in an official 
statement. 

Tata Motors also signed a mem- 
orandum of understanding (MoU) 
with Fiat’s commercial vehicle arm, 





IINVAASOD HSAWNA 


Iveco, to analyse the feasibility of 
cooperation across markets, in 
engineering, manufacturing, sourc- 
ing and distribution of products, 
aggregates and components for 
commercial vehicles. 

Fiat and Tata Motors formalised 
an alliance in December 2006 fol- 
lowing an Mou in July last year. It's 
also noteworthy that, in early 2004, 
Tata Motors acquired Daewoo 
Commercial Vehicle, the truck mak- 
ing arm of the bankrupt Korean 
chaebol Daewoo. Market watch- 
ers, however, feel that Daewoo's 
truck line weren't the perfect fit 
for the sophisticated European mar- 
kets. “With the Fiat Jv, Tata Motors 
can tap the sophisticated West 
European markets, besides the com- 
petitive South and Latin American 
markets. Their Daewoo tie-up, on 
the other hand, can be used to tap 
the Chinese, and East European 
markets,” says Kalpesh Parekh, 
Head of Institutional Sales, ASK- 
Raymond James and Associates. 

T.V. MAHALINGAM 
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Microsoft: 


Get the power of 
‘Windows’ Mobile’ 
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CHOOSE FROM THE WIDEST RANGE OF SMART PHONES 
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Goooó 
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Joining the Race 


Are cheap made-in-China bikes a threat to the big ey | 


VEN AS TATA MOTORS’ RS 1 LAKH | 


car unit, the first automobile . 7 
amies in West Bengal i in inde- ` if 
pendent India, is embroiled in $f; 


controversy, the state on February 


1$ got its first two-wheeler man- | gi 
ufacturing facility at Chinsurah, a E. 
stone's throw from Tata Motors! ` 


proposed site in Singur. Int- 
erestingly, Global Automobiles, 


a joint venture between the - 


.Kolkata-based Xenitis Group 
(makers of the popular Aamaar 
PC brand) and Guangzhou Motors 
of China (the state-run company 
that manufactures Wuyang-Honda 


motorcycles in China), will roll - 


out its assembled two-wheelers 
ahead of Salim Group’s 


“Mahabharat” motorbikes— ` 


another venture in West Bengal— 
although the latter had announced 
its project earlier. Quite similar 
to how Xenitis penetrated the 
rural and semi-urban markets with 
its sub-Rs 10K pcs, Global Auto- 
mobiles has now flagged off sub- 
Rs 30K motorbikes. Branded as 
Xoom, the two-wheelers come in 
three variants: 100cc, 125cc and 
150cc with price tags ranging be- 
tween Rs 25,000 and Rs 45,000. 





Home, 
Doctor 


New immigration rules spook 
sub-continental physicians. 


AST MONTH, UK-BASED DR IMRAN 

Yousuf committed suicide. A 
qualified doctor who migrated to 
the UK from Pakistan in 2004, 
Yousuf was unable to find a job 
because of the changes in the Highly 
Skilled Migrants Programme (HSMP) 
in April 2006. Yousuf is not the 
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Bang i in Bengal: It's Fides now 


The Rs 300-crore j mbi line 
has a capacity to put out 3.6 lakh 


vehicles per annum. Santanu 


Ghosh, Chairman, Xenitis Group 


and CMD, Global Automobiles, 
says the JV will explore possibilities 
in other segments, including small 
passenger cars. “Together with 
our Chinese partner, we will cre- 
ate new generation vehicles for 
the young and the restless 
GenNext,” Ghosh says. The 
Xoom bikes will be available 


nationally through its 60 dealers 


from March 1. Should competi- 
tion be worried? Says a Tvs offi- 
cial, “Indian consumers are more 
quality-sensitive than price. They 
go for established brands and 


-time-tested quality." 


RITWIK MUKHERJEE 


only one who has been affected. 
“The situation is terrible for 
thousands of doctors who spent 
thousands of pounds to come to 
the UK and give the Professional 
and Linguistic Assessment Board 
(PLAB) exam, attend courses but were 
unable to get jobs and are returning 
home emotionally and financially 
devastated. Many of them stay in 
very cheap accommodations and 
eat in temples and gurudwaras,” 
says Dr Raman Lakshman, Vice 
Chair (Policy), British Association of 
Physicians of Indian Origin (BAPIO). 
Dr Yousuf, along with BAPIO, 


had filed a case against the UK gov- 
ernment's department of Health 
(DoH) which had ruled that Non- 
European Union (EU) doctors would 
need a work permit to train in 
Britain. According to the new rules, 
doctors from EU countries would 
be preferred over non-EU doctors 
who now need a work permit. Last 
fortnight, a British High Court up- 
held the government's ruling. BAPIO, 
meanwhile, has announced that it 
was mobilising funds and would 
file an appeal before March 2. 
Lawyers say the appeal process 
would take about six months. 

BAPIO is challenging the govern- 
ment on two fronts. One, it is chal- 
lenging the new immigration rules 
by the Home Office and seeking 
that the special arrangement to train 
overseas doctors, Permit Free 
Training (PFT), which has existed 
since 1985 and was abolished by 
the new rules, be restored. It is also 
challenging the guidance issued by 
the Department of Health with 
regard to the employability of doc- 
tors on Highly Skilled Migrant 
Programme. Till the appeal is 
decided, doctors expecting to go 
on to PFT cannot work while doctors 
on HSMP can continue working till 
the appeal court decides. 

Till that happens, the livelihoods 
of doctors of Indian origin, who 
have been the backbone of the 
British healthcare system, will hang 
by a thread. “It is estimated that 
the number affected by changes in 
PFT is probably 10,000. The num- 
ber of doctors affected by HSMP is 
thought to be 15,000. About 80 
per cent in each group are thought 
to be from India. Most PFT doctors 
have gone back to their countries. 
About 60 per cent of HsMP doctors 
(9,000) may be forced to return 
if the appeal is unsuccessful," says 
Anthony Robinson, Associate 
Solicitor with Manchester-based 
Linder Myers Solicitors who are 
handling the case. 

T.V. MAHALINGAM 
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make investments in companies 
with revenues ranging between 
Rs 80 crore and Rs 100 crore and 
with a track record between three 
and five years, says Vohra. 
Clearly, outsourcing of finan- 
cial services and legal processes is a 
hot favourite and, like Avendus, 3i 
too wants a slice of such action. 


Mumbai last fortnight. The fund, 
which was launched in December in 
association with Us-based venture 
capitalist Mayfield Fund, is still in 
the process of tying up the finances, 
Vohra adds. According to the 
Mayfield website, the fund has 
$2.4 billion (Rs 10,560 crore) 
under management. Avendus will 


Outsourcing’ S 
Day Out 


A maturing BPO sector is 
attracting private equity. 





Avendus' Vohra: BPO calling 


Lu HAS ENTERED THE NEXT PHASE 


INVASOD HSAWN 


The Next Big Thingy 


Engineering services outsourcing it is. 


HAT DO BOEING, AIRBUS, 

Alstom, General Motors, 
Ferrari, and United Utilities have in 
common? They all have been out- 
sourcing their design and engi- 
neering requirements to India. The 


revenues of $28 million (Rs 126 
crore) last year, has big plans for 
the engineering services outsourc- 
ing space. To start with, the com- 
pany, which is a subsidiary of a 
US company called Quest Inc—in 


next big opportunity for India lies which private equity firm Carlyle 
in engineering services outsourcing. Venture Fund holds a 24 per cent 
According to a study by Booz Allen ^ stake—is looking at raising $25-30 


Hamilton for the National 
Association of Software Services 
e Companies (NASSCOM), global 
spend on engineering services is 
projected to spurt to $1.1 trillion 
(Rs 48,40,000 crore) by 2020, 


million through an initial public 
offering in the Alternative 
Investment Market (AIM) of the 
London Stock Exchange, its 
founder and CEO Ajit Prabhu told 
BT. Japan’s Nomura Securities has 


of BPO (business process out- from $750 billion in 2004. Indiais been appointed the investment 
sourcing)," says Bruce Keith, _ well-positioned to increase its mar- — banker to the issue. “Engineering 
Director (Growth Capital), at the _ ket share of engineering offshoring services and manufacturing, espe- 
London-headquartered private from 12 per cent to 30 per cent by  cially in the aerospace segment, is 


equity (PE) major, 3i Plc. *The con- 
vergence of offshore and nearshore 
is happening," adds Keith. That's a 


good enough reason for 3i to scout 
around for BPO firms into which it 
could invest. 3i, which is looking at 


minimum investments of $20 mil- 
lion (Rs 88 crore) in such compa- 
nies, isn't the only PE major with an 
eagle eye on Indian outsourcing. 


The Mumbai-based Avendus 
Advisors has floated a $200-mil- 


lion (Rs 880 crore) fund dedicated 
to BPO investing, according to 
Managing Director Ranu Vohra. 
"We are looking at investing in 
knowledge-oriented and outsourc- 
ing companies in the areas of legal 
processes, financial services and 
equity research," Vohra told Br on 
the sidelines of a NASSCOM summit in 
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2020. The potential engineering 


‘market in India could exceed $60 


billion (Rs 2,64,000 crore) by 
2020, the étudy indican. 
That s one big reason the 


Bangalore: based QuEST is 


focussing sharply on this space. 
The company is looking at an op- 
portunity of $7.5 billion (Rs 33,000 
crore) worth of business to be gen- 
erated in the aerospace segment, 
derived from the orders to be 


placed by the civil aviation sector, 


over the next five years. Aerospace 
services contribute 35 per cent to 
QuEST's revenues, the remaining 
coming from power generation, 
oil and gas, and transportation. - 

~ QUEST, which reported profits 


of $3.5 million (Rs 15.8 crore) on 


a huge opportunity for us and we 
need the money to add to the in- 
frastructure in India and make ac- 
quisitions,” says Prabhu. The com- 
pany requires $20 million (Rs 88 
crore) to expand its existing centre 
in Bangalore, while it says it is 
close to making a $10-15 million 
(Rs 44-66 crore) acquisition in the 
us. The company is in the process 
of acquiring 300 acres of land in 
southern Indian town of Belgaum 
(Karnataka) to set up a special eco- 
nomic zone. It will set up a design 
ad manufacturing centre here at 
an investment of $25 million 
(Rs 110 crore). This unit is 
expected to commence operations 
in early 2008, says Prabhu. 
ANUSHA SUBRAMANIAN 


— Me 






H = $ ystems 
anasonic rofessional 


ideas for life 





Everyone’s favourite award winner 
brings you its impressive range of AlOs. 


66 In our 12 years of testing products, BERTL has 
never had a bad experience with a Panasonic 
machine. Indeed, the feedback we have received 
year after year from product resellers and end-users 
has supported our own lab experiences. 99 
Carmel Rowley, CEO, BERTL 
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“At this point in time, the proposi- 
tion has to be to look for companies 
that have good international con- 
nections—companies that have 
offshore and nearshore operations,” 
adds Keith, who was also present at 
the NASSCOM summit. 

Investors in BPOs are typically 
looking at returns of 25-30 per 
cent—in line with the IT-BPO sec- 
tor's growth, which is estimated at 
28 per cent for the year ending 
March 2007. Such returns, points 
out an investor, are possible even af- 
ter paying up a 15-20 per cent pre- 
mium on investments. Now, does 
this mean that global PE investors 
themselves will consider outsourcing 
equity research from India? 

ANUSHA SUBRAMANIAN 
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Build or 
Design? 


Should Semlndia be 
making chips at all? 


OW CAN A COMPANY EXPECT TO 
Es up revenues of Rs 100 
crore even before it begins produc- 
tion of any kind? Simple, it acquires 
a firm with manufacturing facili- 
ties. Just 12 months ago, SemIndia 
announced its plans to make semi- 
conductors out of India. However, 
the status of the $3-billion 
(Rs 13,200-crore) silicon wafer fab- 
rication project is still linked to the 
government's announcement of a 
semiconductor policy. The pro- 
moters, though, weren't twiddling 
their thumbs. Last year, they ac- 
quired a major stake in Xalted 
Networks, a Bangalore-based fabless 
semiconductor company (such com- 
panies typically outsource fabrica- 
tion work to specialised chip fabri- 
cators), for an estimated $8 mil- 
lion. And it's the revenues of this 
company with 100 engineers, which 
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has since been rechristened 
SemIndia Systems, that are expected 
to tot up close to Rs 100 crore by 
the fiscal year-end. 

And that is not all. “There could 
be more acquisitions,” says Ajay M. 
Marathe, Chief Operating Officer, 
SemIndia USA Inc. Marathe was 
president of AMD India until he 
joined SemIndia last fortnight. 
Marathe is not alone. Joining the 
founding team led by us-based 
Vinod Agarwal, is now B.V. Naidu, 
who till recently was a director of 
Software Technology Parks of India 
(STPI) in Bangalore and Hyderabad. 
Naidu will head the fab project. 

SemIndia Systems designs and 
develops chips, and outsources the 
manufacturing to Flextronics (one of 
the investors in SemIndia), which in 
turn makes and ships them to cus- 
tomers; SemIndia gets the intellec- 
tual property rights, though. 
SemIndia is simultaneously working 
on having its $100 million or 
Rs 440 crore ATMP (assembly, test, 
marking and packaging) facility— 
put simply, it's a testing facility—up 
and running by the second quarter 
of 2008. But the big question is still 
on the chip manufacturing facility. 
While the quantum of incentives 
in the semiconductor policy will 
show the road ahead, nevertheless, 
at the moment, the jury is out on 
whether India needs to get into 
manufacturing at all. 

"There is a pride thing about 
having the manufacturing," says 
Bryan Lewis, Research vp and Chief 
Analyst, Gartner. He feels the first 
step would be to do the homework 
well. “If we look at the worldwide 
demand, product requirements 
(domestically and worldwide) and at 
the customer base, I get a feeling it 
is emotion that is driving the (chip 
making) story and not the home- 
work," adds Lewis. At the moment 
at least, he sees global capacity util- 
isation down to 80 per cent which 
means 20 per cent of capacity is 
just sitting there. Agrees Jodi 


A. PRABHAKAR RAO 


Shelton, Executive Director of the 
US-based Fabless Semiconductor 
Association: *Access to advanced 
manufacturing is essential but does 
India need to provide that in order 
for its ecosystem to be complete? 
My answer is no." Her point is 
MNGS will always go to the leaders 
even if there is a foundry at their 
backdoor and becoming a global 
leader in manufacturing is a tough 
job. Both Lewis and Shelton, how- 
ever, agree that it would make sense 
for companies in India to focus on 
building and leveraging their design 
skills. In terms of numbers, the mes- 
sage from a recent report called the 
India Semiconductor Association 
(ISA)-Ernst & Young Benchmark 
Study: India in the Global 
Semiconductor Design Ecosystem 
is clear: India is well-poised to play 
a leading role in the global semi- 
conductor design ecosystem. Today, 
it has the second-largest pool of 
engineers (after Us) employed in 
the semiconductor design sector, 
of around 75,000—just under 5 
per cent of its engineering talent. 
E. KUMAR SHARMA 


Semindia's Agarwal: New design 
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Radio Ga-Ga? 
Maybe 


In a cluttered world, FM may 
be a breath of fresh air. 


ADIO ACTIVATION, PROMOTING 
R. brand through radio events, is 
the new name of the game in the 
radio industry. Radio City is the 
latest to Join the bandwagon and 
add “activation” to its range of 
brand value services after Red FM’s 
‘Red Active’ and Radio Mirchi’s 
‘Mirchi Activation’. While Red 
and Mirchi ‘activations’ are in- 
house, Radio City has entered into 
an exclusive strategic alliance with 
the Delhi-based Vibgyor Brand 
Services for all non-traditional me- 
dia advertising. Vibgyor will use 
Radio City for all radio promo- 
tions for its clients. “Our internal 
research and feedback from our lis- 
teners showed us that if we want 
to develop ourselves we have to 
make radio a part of the traditional 
media,” says Apurva Purohit, CEO, 
Radio City. Activating helps not 
only in terms of revenues but also in 
terms of on-ground presence, 
visibility and an opportu- 
nity to reach out to the 
consumer. “We have re- 
alised that every client 
wants his brand to be 
felt, touched, sampled 
and seen in order to 
deliver immediate 
results and the 
nature of radio 
being ‘immedi- 
acy’, it fulfils 
the role per- 
fectly,” she 
adds. Adds 
Gautam Shah- 
ane, Head, 


Radio City’s 
Purohit: Catching 
up fast 


























Knock on Sandalwood 


It's early stage, and focussed on the internet, energy and tech. 


O HAVE 30 PER CENT OF YOUR 

fund dedicated to the inter- 
net sector might appear excessive, 
keeping in mind the low penetra- 
tion levels in the country, but 
Silicon Valley entrepreneur Bob 
Kondamoori isn't bullish on online 
businesses just for the heck of it. 
"The retail sector is going to boom 
in India and there are two ways to 
get into it: Either put up a shop or 
go for the internet. After all, every 
cell phone is a fantastic broadband 
device," says Kondamoori, who 
co-founded Sandalwood Partners 
last October. Now Sandalwood 
has flagged off a $100 million 
(Rs 440 crore) early-stage venture 
capital fund focussed on cross-bor- 
der investments into India and *out 
of India’ (that's Indian players 
investing abroad). Focussed on 
early-stage start-up companies, the 
rest of the fund is earmarked for 
energy (mainly renewable energy 


Mirchi Activations: *Radio is local, 
retail, immediate and credible 
medium for brands. It allows 
access to multiple touch points 
through multiple creatives in 
a focussed area." 

Abraham Thomas, coo, 
Red FM, explains: “Increas- 
ingly, clients want on- 
ground to be coupled with 
on-air promotions. 
Secondly, there is no 
one single-point pro- 
fessional agency that 
can execute from 
start to finish. Red 
Active is a single- 
point contact for 
the advertiser. 
We take over 
the entire 
process, right 
from the brief, 


like wind, solar and biogas) and 
technology (like semiconductors 
and telecom—Sandalwood has 
invested $10 million in the 
SemIndia project, adding up to a 5 
per cent stake in the company, the 
same as Flextronics). So, whilst 
the internet, energy and technology 
get 30 per cent each of the fund, 
the balance 10 per cent will be 
opportunity-led. The fund is aimed 
at entrepreneurs aspiring to 
become global market leaders by 
leveraging the India advantage. 
With more than third of the 
world's population in India and 
China, Sandalwood Partners 
believes entrepreneurs from these 
two countries will craft disruptive 
business plans and models that will 
have a global impact for decades to 
come. Unsurprisingly, Sandalwood's 
two offices are located in 
Bangalore and Hong Kong. 
E. KUMAR SHARMA 


to providing creative solutions to 
implementation to measuring 
response." 

Thus, radio station officials 
claim *ownership" for the entire 
campaign and that is why they are 
attractive to advertisers. In fact, 
many of the companies do not 
pine that they do not see them- 
selves just as a radio station but as 
a provider of 360 degree solutions 
to their clients. For instance, 
Mirchi Activations works with the 
tagline *Not Just Radio'. To be 
sure, radio has its advantages. One 
of them is ad avoidance by listen- 
ers, which is virtually nil in radio 
in comparison with 68 per cent 
in newspaper and 44 per cent in 
TV. Advocates of radio also argue 
that it offers far tighter targeting, 
which means less wastage or 
spillover. Yet, radio, as a part of 
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the media and entertainment in- 
dustry, is still very small in India. 
The latest TAM Adex data for the 
year ended 2006 shows that the 
radio industry garnered only 3 per 
cent of the total media ad market 
of Rs 16,300 crore—although this 
is a 58 per cent growth over the 
previous year. 

ANUSHA SUBRAMANIAN 





with Love 


India gets a titanium project; 
chance to clear rouble debt. 


ELIEVE IT OR NOT, BUT A SPECIAL 
P aan zone (SEZ) project 
could help India clear some of its 
historical debt with Russia. The 
Indian government gets a chance 
to reimburse a $1-billion loan from 
Moscow by allowing its Russian 
counterpart to set up an SEZ for ti- 
tanium and related industries in 
Orissa. During Russian President 
Vladimir Putin’s recent visit to the 
country, the two nations hit upon 
the following formula: The tech- 
nology for the $250 million 
(Rs 1,100 crore) titanium SEZ will 
come from Giredmet, the Russian 
state body responsible for equip- 
ment supply and construction; the 
latter will be authorised to pick 
up 30,000 tonnes of titanium 
dioxide, adjustable against India’s 
outstanding debt. The aim of this 
transaction is clearly to keep the 
amount of actual cash transferred 
to a minimum while eating into 
the debt. This will also help the 
two time-tested allies increase the 
volume of bilateral trade to $10 
billion (Rs 44,000 crore) a year 
by 2010, from the current level 
of $2 billion (Rs 8,800 crore). 

The Centre will also finance 
the project as part-repayment of its 


64 BUSINESS TODAY MARCH 11 2007 


debt to Russia. The proposed SEZ 
over 500 acres near Gopalpur will 
have a total titanium dioxide ca- 
pacity of 40,000 tonne. Work for 
this SEZ will begin in mid-2007 
and will be made fully operational 
by 2009. Rahul Saraf, whose com- 
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line resides a large source of 
ilmenite, equivalent to a sixth of 
the world’s total ilmenite resources. 
Ironically, India has hardly been 
converting this ilmenite into tita- 
nium. In contrast, Russia has been a 
market leader in titanium sponge 





zn 


Russian President Putin (left) with Manmohan Singh: Trading times 


pany Saraf Agencies will develop 
the SEZ, as well as put up the an- 
chor industry within the SEZ in a 
joint venture with the Russian gov- 
ernment, says: “We got an in-prin- 
ciple approval in August 2006. 
So, I don't think our project will 
be affected by Union Cabinet’s re- 
cent decision on SEZs. Otherwise, 
the Prime Minister would not have 
attended the agreement signing in 
presence of the Russian President." 
(In mid-January, a long-pending 
legislation on SEZs got delayed 
with the Cabinet referring the mat- 
ter to a group of ministers). Saraf 
adds that the process of land ac- 
quisition has already begun. Saraf 
Agencies will float a 50:50 Jv with 
the Russian government to put up 
the anchor industry over 250 acres 
within the SEZ. The sez will be 
developed with a capital outlay 
of Rs 200 crore and the anchor in- 
dustry will require an investment 
of Rs 1,300 crore. 

Scientists call titanium the “metal 
of the future.” Along Orissa's coast- 





and pigment. Other than aircraft 
and aircraft spares manufacturing, 
titanium is also used in industries 
like power, chemicals, pharmaceu- 
ticals and jewellery. In developed 
countries, per capita consumption of 
titanium is 4-6 kg, while in India it's 
only 600 gm. 

RITWIK MUKHERJEE 


Picture 


Media will attract $300 mil- 
lion of IT spending by 2010. 


ECHNOLOGY AND MEDIA (ALONG 

with telecom) are often viewed 
as a single sector—remember 
TMT?—but as analysts will tell you, 
the media & entertainment (M&E) 
industry too needs its dose of tech- 
nology. The sector, which is esti- 
mated to have almost doubled to 
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HITACHI 


Inspire the Next 


Create a brighter vision for your business. 








CP-RS55 CP-X251 CP-X260 CP-X268 
SVGA/ 1,500 ANSI LUMENS XGA/ 2,100 ANSI LUMENS XGA/ 2,500 ANSI LUMENS XGA/ 2,500 ANSI LUMENS 
Wireless 





CP-X445 CP-X605 CP-X1250 CPSX1350 
XGA/ 3,200 ANSI LUMENS XGA / 4,000 ANSI LUMENS XGA / 4,500 ANSI LUMENS SXGA / 3,500 ANSI LUMENS 


NEW DELHI: 9810274166, 9810095352, MUMBAI: 9821431514, 9821332922, 9821238623, KOLKATA: 9830992677, 9330999809, 
CHENNAI: 9840615615, 9840783817, BANGALORE: 9845021788, 9844033197 HYDERABAD: 9849599374, 9866248935, 
AHMEDABAD: 9898906209, 9898906170, CHANDIGARH: 9872633992, 9417567359. LUCKNOW: 9935002505, 9935002507, 
PUNE: 9822434992, 9881498569. COCHIN: 9947042801 , 9895242795. COIMBATORE: 9894021685 GUWAHATI: 9435340105, 
MADURAI: 9894326007, BHOPAL: 9826066669, 9826069469, DEHRADUN: 9719004400. Email to: avikram@hcl.in 


Hitachi projectors are now available on DGS&D rate contract 
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Rs 36,000 crore between 2000 and 
2005, is expected to attract IT 
spending worth $300 million 
(Rs 1,320 crore) by 2010. That 
works out to a compounded an- 
nual growth rate of 32 per cent 
over the next four years. These 
numbers have been put by Delhi- 
based Springboard Research in a 
recent first-of-its-kind report titled 
India’s Booming Media © 
Entertainment Industry: rr Market 
Trend and Opportunities 2006- 
2010. The spends are likely to be 
driven by the need for Indian M&E 
firms to reach new markets and fo- 
cus on systems that better manage 
and deliver their content. This is 
the first of its kind report on IT 
spends by Indian M&E companies. 
“IT is viewed as a way to help M&E 
firms achieve these two business 
goals and deliver their content more 
efficiently within the Indian sub- 
continent," says Nilotpal 
Chakravarti, Market Analyst for 
Springboard Research. 

Of the 80 media companies 
interviewed across media segments 
such as print, films, television, radio, 
online games and web portals, the 
majority of them spent more than 
$225,000 each on IT in the past 24 
months and 41 per cent of them 
spent more than $700,000 imple- 
menting IT solutions during the 
same period. *Today, technology 
is used by all segments of the media 
and entertainment industry. But 
within the film sector it is increasing. 
Digital imaging is catching on in 
Indian film industry. Pre-visualisa- 
tion happens at the scripting stage, 
like it happened in Dhoom-2. 
Cinema has become technology 
heavy," says Pankaj Kedia, Regional 
Manager (South East Asia and 
India), Autodesk Media & 
Entertainment. Autodesk's prod- 
ucts cater to the film and advertising 
post-production studios, animation 
studios and design visualisation 
companies. Adds Amit Gupta, 
Director (Corporate Development) 
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One Resource to Another 


Why are finance heads being shunted to human resources? 


7HO's MORE IMPORTANT—THE 
| person handling a company's 
cash dong or the one in-charge of 
| the workforce? Till a few years 


ago, few would be asking this ques- 
tion—the CFO was king, and HR 





just another secondary function, 
Today, however, with a broad swa- 
the of Indian industry witnessing a 
talent crunch, the HR head’s role 


has never been more critical. So - 
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much so, CEOs are actually shunting PP E 


their finance heads into the HR hot 
seat. Recently, T.V. Mohandas Pai 
vacated the CFO slot at Infosys after 
12 years to move as Member of the 
Board- HR, E&R (education and re- 
search) & Administration. The rea- 
son given then by Narayana 
Murthy, Chief Mentor, Infosys, for 
the shuffle was: *As we continue to 
scale up, the major challenges for 
Infosys will be in the HRD and E&R 


areas. | am glad we have Mohan 


handling these critical functions.” 
Last fortnight, : another CFO moved. 


out (after nine years of heading 


the. finance department) to take 


up such a major challenge—Milind 


Sarwate, till recently CFO at Marico, 
now heads the HR function at the 


fast-moving Ç consumer goods ma- 
jor. Vinod Kamath, who heads 
supply chain and IT, will take over 
as CFO of Marico from April 2007. 
“I believe tha 





t Finance and HR have 
a meeting point in that they both 





are functions targeting effective 


of Prime Focus, one of Mumbai’s 
leading post-production studios: 
“Technology is key in our business.” 

Digitisation and streamlining 
content delivery and distribution 
are the other focus areas for the 
M&E companies. Last year, Subhash 
Chandra's Essel Group entered into 
a tie-up with Intel Corporation to 
provide digital content over its Viiv 
platform. Prior to that, Zee 





| Marico' S i Sšrwate: It's re to switch 


use of resources—one financial and 


the other human. To that extent, 


my finance domain knowledge will 
contribute," says Sarwate. Adds 
Vardha Pendse, Director, Cerebus 
Consultants, an executive search 
and HR consultancy: “The HR 
function as a whole has found a 


new meaning today. From the ear- 


lier perspective of being looked 
upon as just for employee rela- 
tions and personnel administra- 


tion, HR is now expected to partner 


the business functions on various 
aspects such as sourcing of talent 
(drawing pre-hiring strategies), 
training, capability building within 
an organisation and implementa- 
tion of performance management." 
Is your HR honcho listening? 
ANUSHA SUBRAMANIAN 


Telefilms tied up with IBM Global 
Services India to digitise 60,000 
hours of television programming 
that it generates annually and 1,500 
films from its library. “It’s the end of 
TV as we know it. The next wave of 
TV will be known by the technology 
it is being delivered on,” says Ashish 
Kaul, Vice President (Corporate 
Brand Development), Essel Group. 

ANUSHA SUBRAMANIAN 
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The world's a stage. 
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vongregate with its biggestenterfainment players. 
Participate EMT 


FRAMES 2007 ! 


Asia’s Largest Convention on 26"-28" March, 2007 
the Business of Entertainment Hotel Renaissance, Mumbai, India 





Various Tracks at FICCI-FRAMES 
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New Focus Areas 
j (Financing, Licensing, Sports, IP & more...) 


- Partner Country: Italy ` 


Meet the who's who from Indian & Global Media and Entertainment Industry 
Business Delegations from over 20 countries *Exhibition showcasing latest technologies 
FICCI BAF Awards ° X |Media! Lab * Tremendous Networking opportunities 


For Participation & Sponsorship, contact 


Delhi - Sumeet Gupta/Manish Ahuja/Aditya Pandey | Mumbai - Leena Jaisani/Anirban Chatterjee 
FICCI, Federation House, Tansen Marg, New Delhi - 110001 2 FICCI Entertainment Division, 33 B, Krishnamai Building, Pochkhanwala Road, Mumbai - 400025 
Tel: 011-23316527 (D), 23738760- 70, Ext.- 323 Fox: 011- 23765333, 23320714 4 Tel.: 022-32414471 (D)/24968000, 24966633-39 Fax: 022-24966631/32 
il: frames@ficci.com/sumeetgupta@ficci. com/manish@ficci. com/aditya. pandey@ficci. com ! Email: leena@ficci.com/anirban@ficci.com 


invention Partner | FICCI BAF Awards Sponsor ^ Lunch Host (Day 1) Lunch Host (Day 3) — Plenary Session Sponsor Plenary Session Co-Sponsor Delegate Bag Sponsor Media Lounge Sponsor 
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T Bor ahaw who cherish 
Life, come tos Jaypee Greens 


Another Place. AnothemWaorid. 


Jb. 


Jaypee Greens, India's first and 

only premium Golf-Centric Real 

Estate development situated 

in Greater Noida. * 


T seek a place in which to feel alive...far away from the 


maddening crowd and the maze of concrete jungles... 
place where nature is wedded to life, where the elements 
of this universe live in consonance with each other... 


You may say I am a dreamer...but I have found that š 
place...Jaypee Greens...Another Place Another 
| WorlQ...A destination, a state of mind which can only be 
SSos experienced...A place that defies description.’ 


The creative mult-generational community nestled in Jaypee Greens is India's first and only premium golf-centric real estate 
nature, all offering breath taking views of lakes & greens. ; ; ; 
development project, integrating homes with golf course, landscaped 
ESET ATELIER EEE LE CURRERE RIO ONG EEE emerald spaces, resort living and commercial developments. 


Nestled in nature, Jaypee Greens, Greater Noida, is spread across a 
sprawling 450 acres and is a complete lifestyle real-estate destination, 
offering individual homes and apartments amidst an 18-hole Greg 
Norman designed golf course, member exclusive clubhouse, luxurious 
cottages, conference and banquet facilities, tempting eateries, spa and 
health club, a golf academy and a host of entertainment and , 
recreational options already functional and firmly established. It is a ` 
secure multi generational community within 90% of greens, comprising 
of a golf course, lakes and landscaped parks, 197 acres of rolling 
fairways speckled with 14 shimmering lakes and 88 snow white bunkers 
and an exclusive nature reserve spread over 60 acres. 
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View from the Crescent 
Court Towers. 





In fact, Jaypee Greens is also a perfect holiday package- except that 


this isn't your short holiday but a life-long retreat!! 


The homes at Jaypee Greens celebrate life, health and creativity, The 
real estate development is packed with modern-day features like 
perimeter security and burglar alarm systems, optical fiber network, 
rain water harvesting, full power back up and continual water supply 
system. 


Homes at Jaypee Greens comprise of Estate Homes, Villas and Town 
Homes which can be customized to each individual's taste and style. 
Then, there are exclusive apartment towers such as the Sun Court, 
Earth Court, Sea Court and Crescent Court. 


The chosen ones have already made their choices and an entire range 
of homes including all Estate Homes, Villas, Town Homes, Lofts and 
Penthouses in Sea Court apartments and a majority of Sun Court 
apartments have already been sold out! 


Presently, Jaypee Greens has at hand, a limited number of ultra- 
luxurious apartments, which are generating a lot of interest in various 
exclusive circles. 


SUN COURT 


Ushering in a revolutionary new concept in urban living and being 
introduced for the first time in India, Jaypee Greens brings to you a 
unique experience of living in a complete glass cylindrical masterpiece. 


The Sun Court offers an uninterrupted panoramic view of the golf 
course, the lakes, the parks and the sky above. Sculpted in glass and 
stone, these apartments epitomize the best in modern design and 
resonate with comfort and positivism. 


These spaces incorporate colors and designs which help to create a 
seamless continuity with the external environment. The 27 storey 
tower comprises of two apartments of Three bedroom Unit on each 
floor, along the diameter of the circular building. Each apartment has a 
built up area of over 3900 sq. ft. approx. and has been designed to 
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Aerial view of residences 
at Jaypee Greens 


offer an allround panoramic view of the 450 acres. 


CRESCENT COURT 


The Crescent Court is a unique collection of 22 storey towers, placed in a 
crescent shape, flanking the 350 yard driving range on one side and the 
golf course on the other side. 


The apartments are spacious, well proportioned and functional with all 
the elements of luxury existence and offer spectacular views of the scenic 
beauty prevalent all around. Each floor level comprises of three 
apartments of One bedroom Unit of approx. 1250 sq. ft. area, Two 
bedroom Unit of approx. 2500 sq. ft. area and Three Bedroom Unit of 
approx. 3400 sq. ft. area. 


laypee Greens has attempted to create a lifestyle experience which fuses 
modern living with the traditional. 


Quality beckons quality and hence Jaypee Greens seeks to forge lasting 
relationships with those who truly believe in experiencing quality life. With 
the coming together of the right minds and the right attitudes, the vision 
of creating a community with a soul of its own can be realized. 


For those of you, who share this vision and would like to avail of this life 
changing opportunity, Jaypee Greens is looking forward to your 
patronage before the 31“ of this March. Book your new home and soak 
in the ambience and experience in person, life at Jaypee Greens with a 
one night stay at the five star deluxe BOUTIQUE RESORT. Enjoy a game of 
golf or pamper your senses at the health spa or simply take a walk 
through the verdant grounds. You can be assured of an entire gamut of 
enriching moments which would change your complete outlook towards 
experiencing life! 


Jaypee Greens is about lifestyle and community; it's about the best Ways 


to bring up children; it's about living in an environment which caters to 
everything that the urban soul cherishes... 


Jaypee Greens 
(A Division of Jaiprakash Associates Limited) 


Greater Noida Office, G-Block, Greater Noida-201 306 (U.P), India 

Phone : +91 120 2326533/34/35/36 Toll Free No. : 1800-180-9900 (National) 
Response Cell : 9810279989, 9910449989 Fax: 91-120 2320150 

Delhi Office, Joypee Vasant Continental, Vasant Vihar, New Delhi - 110 057, India 
Phone : +91 11 26140101/26143518 Fax: +91 11 26151177. 

E-mail : response@jaypeegreens.com Website : www.jaypeegreens.com 
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In terms of market value, Indian companies are still puny 
compared with their international counterparts. Not for long 
though. Here are six reasons why the emergence of the 
Indian mega-corp is only a matter of time . usu Nayak | 
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HEN WARREN BUFFETT, PERHAPS THE 
greatest investor of all time, started 
acquiring the stock of Berkshire 
Hathaway in the 1960s—at that time 
a humble textile manufacturer—the 
company was worth just about $8 per share. When 
Business Today last checked the company's price on the 
New York Stock Exchange (NYSE), it stood at a mind- 
numbing $106,710. Berkshire today is an insurance and 
banking behemoth, has an investment portfolio to 
kill for (Coca-Cola and American Express being just 
two of the marquee names on that list), and for good 
measure has some 50 subsidiaries that operate in var- 
ied areas ranging from jewellery to candy to furniture. 
It's also the world's most valuable company to boot, 
with a market value of a little over $1.4 trillion. 

The likes of Berkshire—and Buffett—come once in 
a lifetime. As does appreciation of the kind this stock 
has witnessed. Yet, the Berkshire example extols the 
virtues of long-term investing, something Buffett 
swears by. As one of the countless Buffettisms go: 
^Only buy something that you'd be perfectly happy to 
hold if the market shuts down for 10 years." 

If the Indian stock markets had to put up the 
shutters for 10 years, where would some of today's 
favourites—as well as a few rank outsiders and yet-un- 





WITHIN A SHOT OF 
THE $100-BILLION CLUB 


Indian companies that can hit a three-figure 
market cap in the next decade. 


COMPANY NAME 


Reliance Industries 
ONGC 

Bharti Airtel 
Infosys Technologies 
TCS 

NTPC 

Reliance Comm* 
Wipro 

ICICI Bank 

HDFC 

HDFC Bank 


* Start price is March 6, 2006; N.L.: Not Listed ^ Source: CMIE 
* Start price is Dec. 30, 2005 m-Cap as on Feb. 13, 2007 
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listed companies—be? Or, to cut to the chase (this 
isn’t after all a feature on the virtues of long-term in- 
vesting): Which Indian companies are best poised to 
become $100-billion giants, by market value, in a 
decade, or even less? A flurry of cross-border acqui- 
sitions, and impressive double-digit earnings growth on 
the back of a booming economy and a burgeoning con- 
suming class, have set India Inc. firmly on a high- 
growth path. Yet, in comparison with their global 
peers, or even some of their Asian counterparts, do- 


WHY INDIAN MEGA-CORPS AREN'T A PIPE DREAM 


Sensex is poised for 50K: Short-term blips notwithstanding, long-term global interest in Indian stocks 
is high. Some of the biggest global investors like Calpers, Vanguard and Barclays still have a very low 


.. exposure to Indian equity ` 


Billion-dollar cross-border transactions: "Maga: Seat, outbound acquisitiode wil boda the Impetus ^ 
for non- linear growth, by virtue of which even today’s mid-caps have a chance of pole-vaulting into the 
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There’s tremendous value still locked in in Indian companies: The process of de-merging allied 
| businesses, listing emerging ones and merging related activities has only just begun 


The PSU goldmine: Right from ONGC to NTPC and State Bank of India to yet-unlisted public sector 
behemoths like BSNL, Oil India and Life Insurance Corp, there’s huge value waiting to be dug out. 


.. LIC and BSNL, for instance, have revenues of $25 and $9 billion respectively ` 


' Younger companies will disrupt current rankings: Those with real estate/SEZ | projects, insurance 


| activities and forays into sunrise sectors like retailing have a real chance of hot-footing it into the big league 


l———————— — MÀ ——Ó—— —— 


I Don't forget the India story: With the economy set to grow at 8-9 per cent over the long-term, 
companies riding on domestic consumption are onto a good thing 
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LONG HAUL AHEAD 


The global top three in respective industries and 
how their Indian counterparts stack up. 
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R. Gopalakrishnan/ Executive Director/ Tata Sons 

Software, telecom, steel & automotives 
are four sectors that the Tata Group is 
counting on for super-growth 


mestic corporations are still puny. Example? Bharti Airtel may 
have registered an over 2,000 per cent spurt in share price over the 
past four years (since the Sensex was at 3,000), but its market cap at 
$32 billion is still small when compared to China Mobile’s $189 bil- 
lion. Similarly, 1cict Bank, India's largest bank by market value, which 
stands at $20 billion, can't hold a candle to HSBC Group's $201 bil- 
lion. At $43 billion Reliance Industries is the Indian company with 
the highest market capitalisation, but its global peers, ExxonMobil, 
BP and Royal Dutch/Shell, are miles ahead. 

The good news, though, is that an entry into $100-billion club 
is only a matter of time for a clutch of Indian corporations. The trig- 
gers? Long-term interest in Indian stocks (which is why Morgan 
Stanley believes a 50,000 level for the Sensex isn't impossible in less 
than 10 years), the beginning of an era of billion-dollar cross-border 
transactions, unlocking of heaps of value from existing operations, 
the imminent listing of some public sector Goliaths alongwith 
young companies from emerging, high-growth sectors; as well as 
unique, organic, scalable and global growth models of companies like 
Reliance and Infosys. Says Edward Pulling, Managing Director, 
Pacific Regional Group, JF Asset Management: “India will soon have 
8-10, $100-billion companies in market cap." 

Whilst the likes of Reliance, ONGC, Infosys, Bharti and TCS 
would be the obvious choices to propel India Inc. into the $100 
billion club, don't forget the till-date unlisted pack, which is capable 
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Nandan Nilekani/ CEO/ Infosys Technologies 

Infosys has become a truly globalised 
company without leaning too heavily 
on acquisitions 


of packing quite a punch. Consider, for instance, Life Insurance 
Corporation of India (LIC), which for the year ended March 2005, 
reported a topline of $25 billion and profits of $0.15 billion (Rs 697 
crore). Compare those figures to China Life Insurance: Sales of $9.4 
billion and profits of $0.87 billion for the year ended December 
2005. Today, China Life Insurance has a market capitalisation of 
$150 billion and is China's biggest life insurer. In less than a year, its 
value has surged almost five-fold, from $30.5 billion last March. Lic, 
of course, is still a state-owned corporation, and the private sector 
brigade is just six years young. Says N.S. Kannan, Executive 
Director, ICICI Prudential Life Insurance: “The industry is still at a 
nascent stage and the potential for growth is immense due to rela- 
tively low penetration levels. Per capita life insurance premia in com- 
parison to GDP is still lower and that offers enough opportunities for 
further growth in the coming years." Adds Pulling: “With India ex- 
pected to replicate growth being witnessed by the Chinese economy, 
life insurance companies of HDFC, ICICI and Bajaj have the potential 
to emerge as large as China Life." Pulling points out that sectors like 
real estate and roads & ports can also throw up $100-billion com- 
panies in the years ahead. 

Don't forget some other so-far-unheralded jewels in the pub- 
lic sector. Take Coal India. With an 85 per cent market share in 
coal mining in India, the company is among the largest coal 
producers in the world with profits of $1.9 billion (Rs 8,550 crore) 
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SECTOR 
COMPANY 


COUNTRY MARKET VALUE 


($ BILLION) 


UTILITIES 





Elecricite de France France 94.94* 
E.ON Germany 31.31 
ENEL Italy 67.71 
NTPC India 

GAIL India 

MATERIALS | 

BHP Billiton Australia/UK 135.98 
Rio Tinto UK/Australia 73.77 
Anglo American UK 7] 
Tata Steel* India 17 
Hindalco* India 10.5 


* Provisionally combined with Corus and Novelis 
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Berkshire Hathaway US 1,481.1 
UBS Switzerland 125.03 
ING Group The Netherlands 100.94 
HDFC Group* India 18 


* Includes HDFC and HDFC Bank 
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sii Motor Japan 219.50 
DaimlerChrysler Germany 71.24 
Honda Motor Japan 74.37 
Tata Motors India 8 


Market capitalisation as on February 13, 2007, figures 
in $ billion, *m-cap as on February 28, 2006 


Source: CMIE; Investopedia 
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Mukesh Ambani/ CMD/ RIL 
RIL is ideally placed to serve 
world markets with domestic 
capacities of global scale 


and revenues of $7.5 billion (Rs 33,750 crore). 
According to the foreign brokerage CLSA, using 
Chinese comparisons, the current market cap of 
Coal India could be in excess of $30 billion and 
could easily exceed $50 billion in a few years. Ditto 
with the state-owned telecom colossus BSNL, whose 
revenues are pretty much in tune with those of Saudi 
Telecom, at $8.9 billion (Rs 40,177 crore). And 
Saudi Telecom’s market cap is already in the $90-100 
billion bulge bracket. Of course, what goes against 
BSNL is its track record of low profitability, thanks in 
the main to its huge work force. 
So, whilst Saudi Telecom's net 
profit stands at $3.31 billion for 
the year ending December ‘05, 
BSNL lags behind at $1.9 billion 


for the year ending March ‘06. Tata Motors 


Yet, if you go by the growth Tata Power 
rates and valuations being racked GMR 
up in the telecom sector, BSNL’s naa 


day in the sun may not be a long 
time coming. As, Ridham Desai, 
Managing Director, Morgan 


Suzlon Energy 
Sterlite Industries 


Stanley, points out: “Telecom is Tech Mahindra 
one sector that will grow faster 
Satyam Computer 
than others. And I wouldn’t be ay ey 
i: aont Cairn India 
surprised to see companies like Financial 
Bharti Airtel touching a $100-bil- Technologies 


lion m-cap in the coming five 
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THE DARK HORSES | 


Companies that are still small but 
with huge potential for appreciation 





BI Market Cap($ billion) Source: CMIE 


Sunil Mittal/ Chairman/ Bharti Airtel 


Bharti Airtel has been one of 
the fastest-growing stocks, 
outperforming the Sensex by far 


years." Bharti Airtel has been among the fastest grow- 
ing stocks in recent times, outperforming the Sensex 
handsomely. In the last four years the stock of the 
telecom major has jumped nearly 2,200 per cent, com- 
pared to a 383 per cent increase in the benchmark BSE 
Sensex. Currently, the company has a market value of 
$32.3 billion (Rs 1,45,368.5 crore). Since Bharti is 
already among the top-10 GSM cellular operators in the 
world, analysts from CLSA expect the company's sub- 
scriber base to touch 120 million by the year ending 
March 2012 from the current 29 million. It would then 
become the third-largest opera- 
tor globally with a cash profit of 
$5 billion (Rs 22,500 crore). 
Bharti's entry into the $100- 
billion isn't difficult to project 
based on its domestic, organic 
growth story (although Chairman 
Sunil Mittal has reportedly hinted 
at mega-acquisitions overseas in 
the days ahead). However, the 
fortunes of a clutch of Indian cor- 
porations have suddenly bright- 
ened courtesy the large-size ac- 
quisitions they've pulled off in 
the recent past. Consider, for in- 
stance, two recent acquisitions, 
and how they promise to over- 
haul the market cap sweepstakes 
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over the long term? Totally Integrated Automation. 
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for the Indian companies involved. 
Without British Steel giant Corus, 
Tata Steel’s value on the bourses is 
a shade under $6 billion. If you add 


COMPANIES 
Corus’ market value, the steel giant BSNL 
from the Tata stable rockets to con- = =~ 
solidated capitalisation of $17 bil- Coal India — 
lion, which would make it the sec-  QNGC Videsh 
ond-largest Tata company after TCS, LIC IW NOTE 


which is currently Bombay House's 


most valuable company, at $28.8 V Pies hier) TAE 


billion. Similarly, Hindalco’s buyout QIL 
of Novelis, once completed, will 
give the Aditya Birla aluminium- 
major a provisional capitalisation 


ICICI Prudential Life Insurance 
Hindustan Aeronautics 


WAITING IN THE WINGS 


Unlisted companies that can make the cut 
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of $10.5 billion. Others like Tusli 
Tanti of Suzlon, and Venugopal 
Dhoot of the Videocon group are 


lane 
just two examples of promoters in a Tata Teleservices™ — — 
hurry to grow non-incrementally Tata Sons — — — 

on the back of overseas buyouts. Air India ^ 


However, Just as in the case of 
Bharti, two companies that are 
hurtling towards $100 billion with 
almost purely organic roadmaps 
but which still give them a great 
shot at being global companies are 
Reliance Industries and Infosys 
Technologies. By straddling the entire hydrocarbons 
value chain, with operations that begin upstream with 


Hudco ` 





K.V Kamath/ CEO/ ICICI Bank 

ICICI Bank has a unique 
business model that minimises 
the need for acquisitions 
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Power Grid Corporation of India 
Nuclear Power Corporation of India 


Indian Rly Finance Corp. —— 


Airports Authority of India ES 


* BT Estimates; ** EBITDA ^ Result as on FY2005; N.A.: Not Available 
Results for financial year 2006; All figures in Rs crore. 
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exploration and production, move on to refining and 
end with petrochemicals and polymers, Reliance is 
ideally placed to serve world markets with domestic ca- 
pacities of global scale and size. A 29-million tonnes per 
annum refinery dedicated solely for exports will also en- 
sure that Reliance is one of the biggest global refining 
players. As far as value goes, analysts point out that once 
the company begins gas production in a couple of 
years, its value will easily more than double (which is 
why they don't rule out the demerger of the exploration 
and production business). Then, Reliance also has 
mega plans for special economic zones, for agri-retail, 
for healthcare, which can result in mind-boggling val- 
uations if these projects take off. 

An innovative business model coupled with its 
unique culture, systems and processes make it possible 
for Infosys to become a truly globalised company with- 
out leaning too heavily—or perhaps at all—on acqui- 
sitions. Or, as Nandan Nilekani, CEO, Infosys puts it at 
a Nasscom-Business Today panel discussion last fortnight: 
“It’s not a great idea to contaminate the business model 
unless there is a sound, strategic reason to do so." 
Infosys, says Nilekani, has created a model that creates 
value for customers faster, better and cheaper, and it's 
a model that’s disruptive to incumbents. “We can't 
have an acquisition that upsets the economics of the 
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The focus of our latest innovation: 
A lighter and brighter future for 
your business. 






As a global leader in IT/networking integrated solutions, NEC is 
constantly looking for new ways to empower you through innovative 
business solutions. 


Our extensive know-how has inspired a new mobile projector that's 
4 the lightest and brightest* in its class anywhere in the world. 


These kinds of innovations keep us on the cutting edge of technology. 
And reinforce our reputation as a dependable partner in business. 


It's yet another instance of how NEC empowers people through 
innovation. 
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business model,” adds Nilekani. However, it’s not as if 
he’s ruling out buyouts totally. “Given that our intent is 
to create a next generation IT services and consulting 
firm, there are acquisitions that could make sense if we 
want to expedite the pace at which we enter new ge- 
ographies, develop domain skills. It could be because 
there could be a business model out there that we 
think we need to have but we can’t build organically.” 

Another company with a unique and well-hedged 
business model that minimises the need for cross-bor- 
der acquisitions is ICICI Bank. In the near future it 
expects to have rural and international operations 
accounting for half of its asset base. The other half will, 
of course, accrue from retail banking, with home loans 
and consumer loans to a thriving middle class, ensuring 
the growth engine doesn’t falter. 

Unarguably, Ratan Tata is in the sweetest posi- 
tion. Not only does he have 28 listed companies with 
a collective market cap of close to $60 billion, he’s also 
got the unlisted Tata Sons, which boasts of a turnover 
of close to Rs 1 lakh crore (by virtue of its holdings in 
various Tata companies). Right up on the list of listed 
companies is TCS, with a market value of a little under 
$30 billion. R. Gopalakrishnan, Executive Director, Tata 
Sons, says, software, telecom, steel and automotives are 
four sectors that hold promise for huge growth. Tata 
Teleservices, the CDMA-telecom player, of which only 
the Maharashtra circle is listed, is estimated to be val- 
ued over $11 billion by analysts. What’s more, 
Gopalakrishnan points out that the Tata Group has 
some 90 companies which provide an opportunity to 





Tulsi Tanti/ CMD/ Suzlon 
He is in a hurry to grow 
inorganically on the back of 
overseas buyouts 
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Deepak Parekh/ Chairman/ HDFC 

The life insurance company 
of HDFC has the potential to 
emerge as a mega-corp 


build critical mass via mergers and demergers. “M&A is 
(also) the way to grow," he adds. 

M&A may be the way to go but, as experience in 
global markets suggest, two out of three such transac- 
tions are doomed to fail. In that light, a host of value- 
destroying acquisitions will come to the fore, particu- 
larly when business cycles turn for the worse. Says 
Prahlad Shantigram, Managing Director & Head 
Corporate Advisory, Standard Chartered Bank: “Many 
deals being done are leveraged buyouts, which are 
risky and could hit companies, and markets, badly." 
Another concern is the seemingly stretched valuations 
at which Indian companies are buying out assets in their 
keenness to go global—which is reflected in the Tata 
Steel-Corus and Hindalco-Novelis transactions, and in 
Suzlon Energy's proposed takeover of Repower 
Systems. What's more, concluding an acquisition by no 
means ensures success. Making it work does. “The 
real work starts after the deal," avers Frank Hancock, 
Managing Director, ABN AMRO Asia Corporate Finance. 

Clearly, M&A is risky business, but for most of 
India Inc. that's the only way to enter the big league 
of global mega-corps. As Manish Chokhani, 
Managing Director, Enam Financial Services, says: "If 
companies have to grow to $100 billion in m-cap, 
consolidation is the way to go." A handful like 
Reliance and Infosys may be poised to make it largely 
on their own steam. The routes may be different, but 
for the elite of India Inc., the $100-billion destination 
is just a few milestones away. l 


VIAVHO INVNW3H 


- — 9 


w- 


- 





Paving the way for the future 


P 
ees 
um 
miat 

FX, 
E^] 
fir c» 
x: 

p 

‘Ah 
J 
x 


With concrete, steel an 





Luari Bridge, Goa 


National Highway No. 45 


At Afcons, we believe we can shape the nation. We certainly 
have the raw materials. Passion. Dedication. A committed 
cadre of engineers and technicians. And the backing of our 
renowned parent company - Shapoorji Pallonji. We've 
already built some of the most impressive civil engineering 
projects in India and abroad. The Metro in Delhi, 





Delhi Metro Rail Corp. Ltd. 


pipelines at Jawahar Deep and colossal bridges all across 
the nation. With such a proven track record, we're 
set to achieve self-reliance in the field of specialised civil 
construction and heavy engineering work. It’s no wonder 
that we're now poised to become one of India’s leading 


infrastructure companies. 
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Birlas GLOBAL 
GAMBIT 











ILL YESTERDAY, HINDALCO 
was a company with 
one aluminium sme- 
Iter, a couple of alu- 
mina refineries and 
rolling mills, an extrusion plant, a 
foil plant and a string of memo- 
randa of understanding to put up 
new smelting and refining capaci- 
ties. All these proposed and 
existing capacities are, of course, 
domestic. One fine day, after a 
year of negotiations and plenty of 
prodding from investment bankers, 
Kumar Mangalam Birla, Chair- 
man, Aditya Birla Group (of which 
Hindalco is a part), wakes up to 
discover he's now got plants 





located in 34 locations that are 
spread over four continents and 11 
countries. Birla has reason to be 
contended with the develop- 
ment—and with his core team that 
spearheaded this transaction, which 
includes Debu Bhattacharya, 
Managing Director, Hindalco, and 
Sumant Sinha, Group CFO. By tak- 
ing over Novelis, a world leader in 
aluminium rolled products—the 
deal is expected to be completed 
by the first quarter of 2007-08 
and the acquisition needs the 
approval of at least two thirds of 
Novelis’ shareholders—Hindalco 
has taken a giant stride on the 
global stage. 


THE ROUGH WITH THE SMOOTH 


Novelis brings value, but creating shareholder value won't be easy. 


Pluses 








m Addition of 3 million tonnes of down | 
stream aluminium facility — 


m Hindalco can supply aluminium to Novelis m 
at low costs resulting in significant cost 


reduction overall 


m Novelis’ clientele includes big names like Li 
Coca-Cola, General Motors and Ford | 
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Access to global markets which will 
make Hindalco an international player 


Minuses 


Over $2 billion will be borrowed which will 
be a big debt burden 


Margins could be under pressure when 
aluminium prices start increasing _ 








Hindalco gets an international 
footprint with Novelis, but 
Chairman Kumar Mangalam 
Birla's greater challenge begins 
NOW. KRISHNA GOPALAN 


This clearly is the Aditya Birla 
Group's largest acquisition on 
international shores—and the sec- 
ond-largest by an Indian company 


after Tata Steel's buyout of 


Corus—but it isn't as if going 
global is a new phenomenon at 
this group, whose roots date back 
to the 19th century. Way back in 
1969, when the late Aditya Birla 
was just 24, he set the group's 
global agenda at a time when few 
promoters were even thinking 
about it. In the years ahead, he set 
up some 19 companies outside 
India in countries like Thailand, 
Malaysia, Indonesia, the Philippines 
and Egypt. By acquiring Novelis, 


Novelis, in spite of accounting for a fifth of 
the global rolled aluminium capacity, is said 


to have limited pricing power 


Novelis made a loss of $170 million for the 
first nine months of 2006 and it could take 


a while to turn the company around 
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Novelis’ Top Line has Been 
Growing... 





2002 2003 2004 2005  2006* 
Figures are sales in $ million * Jan.-Sept. 


...But the Bottom Line has 
Moved Erratically 
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2002 203 204 205 


Figures are net profit in $ million 
* Jan.-Sept. 








The Global Giants 
Top aluminium companies in the world. 
Company Capacity (000 tonnes per annum) 


ALCOA 4,200 

ALCAN 3.480 

NORSK HYDRO <3,000 

RUSAL 2,100 
CHALCO 1,250* 

BHP «1,000 

SUAL 71,000 


Note: These are primary aluminium capacities. 

From a position of 12th ! gm rrt with the Novelis deal 
will be among the top 5. As on Jul. 2006 

Source: www.aluminiumleader.com, media reports 





Birla has given the group's globalisa- 
tion strategy a huge shot in the arm. 

The deal should have also come 
as a shot in the arm for the share 
price of Hindalco, which has been 
languishing for some time now. In 
absolute terms, it's fallen 9 per cent 
over a year, and relative to the Sensex 
it’s down 35 per cent. If the trans- 
action was expected to provide some 
respite in the short term to the stock, 
exactly the opposite took place: A 
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day after the deal was announced, 
the Hindalco share plunged 13.74 
per cent, and at the time of writing 
the stock was down 12.55 per cent 
from its price before the an- 
nouncement. A $6 billion (Rs 
26,400 crore) price tag (debt 
included) for Novelis combined 
with a complex funding mechanism 
spooked the markets, with a sec- 
tion of analysts dismissing the deal 
as a value-destroyer. 

It isn’t as if the deal doesn’t 
have some compelling reasons. The 
acquisition is complementary to 
Hindalco given its own strengths in 
the upstream business where it is a 
very large player. The deal gives it 
access to the global market and, in 
one stroke, will add close to 3 
million tonnes of downstream alu- 
minium facility. Besides, there is 
the advantage of Hindalco being 
a low-cost aluminium producer. 
Novelis will be in a position to 
source this which will reduce its 
own production costs and make it 
more cost-competitive. “Hindalco 
is a global leader in aluminium and 
the proposed transaction provides 
compelling benefits for both 
Novelis and Hindalco. It is in line 
with our strategy to expand our 
involvement in downstream alu- 
minium markets,” says Birla. The 
transaction, hence, provides a com- 
bination of access to geographies 
and a large customer base. “The 


Debu Bhattacharya 
Managing Director/ Hindalco 





By acquiring Novelis, Bhattacharya has given the 
group s globalisation strategy a huge shot in the arm 





acquisition for Hindalco offers an 
opportunity to scale up globally,” 
says Rajeev Gupta, Managing 
Director and Head of Carlyle’s 
India buyout team. 

A comparison with Tata Steel’s 
acquisition of Corus is almost 
inevitable. Both are multi-billion 
dollar deals involving large busi- 
ness houses from India. Besides, 


Markets have a Mind of their Own 


How stocks involved in recent M&A have reacted. 


Hindalco Vs Novelis 
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.. Corus Vs Tata Steel 

540- | 602-610 
520- p 
ee | - 590 
500- 478.4 - 580 
480- -570 
460- = 560 
| - 550 

440- 83 E 

3 -540 - 

420- 442.1 -530 
a — - 820 
Jan. 2 Feb. 15 ° 


IIB Tata Steel (Rs) 


IBI Corus (Pence) 


both the transactions are looking 
at grabbing the advantage of being 
low-cost producers which will 
facilitate shipping products from 
India. Agrees Jitesh Gadhia, 
Managing Director, ABN AMRO, one 
of the lenders to Hindalco, who 
points out that there are synergies 
for the buyers in both cases. *There 
is some similarity in the industrial 
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Transforming Australia. Transforming Egypt. 
Now transforming Thar? 





(ee Ves (2 


NEG Micon India is now Vestas India 


When a World No.1 enters a country, transformation is inevitable. New technology. 
New expertise. New systems. The possibilities are infinite! 


Especially when the company is the wind power major - Vestas. 


In 25 years Vestas has installed over 30,000 turbines in more than 60 countries - performing in 


every conceivable climate and site condition. Vestas has more turbines in more countries than 
anyone else. 


Now, when India needs it most, Vestas will lead the ‘Green Power Revolution’ towards clean, 
unlimited power. 


Watch the wind power movement take shape. Watch India move towards energy 
Wibdesémderice. Watch Vestas. 


Vestas Wind Technology India Private Limited 298, Old Mahabalipuram Road, Sholinganallur, Chennai 600 119, India. Tel: + 91 44 2450 5100 
(Wholly owned subsidiary of Vestas Group, Denmark) Fax: + 91 44 2450 5101 E-mail: vestas-india@vestas.com Web: www.vestas.com 


Regional Off. Tel Nos.: Ahmedabad: 6543 3728 Bangalore: 4132 0488 Coimbatore: 2216 091 
Delhi: 4600 9639 Hyderabad: 2373 4590 Kolkata: 4006 0236 Mumbai: 6712 0712-18 
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Aditya Birla 
Died in October 1995 
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a 
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He set up some 19 companies outside India in countries 


like Thailand, Malaysia, Indonesia and Egypt 


rationale between the Tata Steel- 
Corus and Hindalco-Novelis deals 
as far as vertical integration is con- 
cerned. Both buyers have visible 
upstream strengths and they will 
now be able to complement this 
with high-quality downstream 
operations in western markets,” 


Gadhia told BT. 


The Concerns 

There’s little doubt about the long- 
term benefits of the transaction and 
its ability to create value for 
Hindalco shareholders by shipping 
primary aluminium to Novelis that’s 
produced at a much lower cost than 
that of global competitors. It’s, how- 
ever, the potential short-term dam- 
age the deal can wreak that’s 
worrying analysts and investors. 
Consider: The enterprise value of $6 
billion has $2.4 billion (Rs 10,560 
crore) by way of debt, with Hindalco 
forking out the rest in an all-cash 
transaction. That may be too high a 
figure to be comfortable with. “The 
acquisition price for Novelis is at a 
100 per cent premium to Novelis’ 
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2006 average price and at a 57 per 
cent premium to the last three 
months' average price," says for- 
eign brokerage firm CLSA in a re- 
port following the announcement 
of the deal. CLSA places an “under- 
perform" on the Hindalco stock at a 
price point of Rs 149.40. 

Then there's the big mountain of 
debt which, fear analysts, could 
affect future cash flows. Ratings 
agency, Fitch has placed Hindalco's 
ratings on negative. CLSA, in its 
report, points out that for the year _ 
ended March 2006, Hindalco had < 
over $800 million (Rs 3,520 crore) š 
in cash and equivalents. “Hindalco Š 
has free cash flows of $770-870 ^ 
million (3,388-3,828 crore) over 
the next two years but post capex 
cash flows are negative," it adds. 
Novelis’ financials too are hard to 
ignore and the company, for the 
first nine months of 2006, had a 
loss of $170 million (Rs 765 crore) 
on revenues of $7.4 billion (Rs 
33,300 crore). 

“The valuation depends on the 
intrinsic capability of an asset,” 





FUNDING A 
MEGA-DEAL 


There’s tonnes of debt. 


Cash from the treasury 
of Hindalco 


Borrwings from Essel Mining 
& Industries (an Aditya Birla - 
Group company) 


Debt that will be raised by 
an SPV of Hindalco to be 
incorporated in Canada 


Existing debt on Novelis’ 
balance sheet that 
Hindalco will take over 
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Sunirmal Talukdar 
CFO/ Hindalco 
“The valuation depends 
on the intrinsic capability 
of an asset” 










rationalises Sunirmal Talukdar, CFO, 
Hindalco. He points out that it 
would have taken Hindalco at least 
10 years to create that kind of 
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bt acquisition 


MANY - 
IRONS IN 
THE FIRE 


OR KUMAR MANGALAM 

Birla, the last few 
years have been 
packed with action in 
the main businesses 
that include cement, 
telecom, textiles, IT and BO 
IT-enabled services, fi- 
nancial services and 2003 


In Deal Mode 


Key acquisitions of the Aditya Birla Group. 


PSI Data Systems COME Dg" 


———— 


metals. In cement, the — 2003 Transworks = 59* 
Aditya Birla Group is — 2003 — L&T's cement division 2,200 
among the largest play- ^ 2006 Idea Cellular 4,406 
QOEM ux uma. . à Bar 

2007 Novelis 26,180* 


million tonnes. The ac- 
quisition of L&T’s ce- 
ment division in 
2003—which was subsequently renamed UltraTech Cement—has seen the group 
becoming very strong in that sector. Idea Cellular is set to be listed on the bourses. 
The company which operates in 11 circles should be operational in Mumbai and 
Bihar by the end of 2007 and is eventually looking to be a large pan-India player. 
With valuations in the sector on a high, Idea Cellular seems to be well-placed to 
ride the boom. Likewise, the IT/ITES story too is gaining ground. Starting off with 
relatively smaller acquisitions like PSI Data Systems and Transworks, the Aditya 
Birla Group has emerged stronger after buying out Canadian BPO, Minacs. 
Garments, where the group has brands like Van Heusen and Louis Philippe, is 
a competitive segment and has a host of players. Given that this business has a 
strong retail network, Birla will find this handy when it comes to launching his 
much-talked about retail foray. To be launched under a new company, Aditya Birla 
Retail, the retail business is said to be ready to get off the blocks over the next 6- 
9 months. Birla has already announced his intentions by buying over Trinethra's 
chain of over 170 outlets spread across southern India. That acquisition has given 
the group ready access to the business which promises to be among the most com- 
petitive in the years to come. Insurance has been a bit slow though Birla intends 
to be a big player in the financial services business. With low levels of penetra- 
tion and a large population, there seems to be space for many more players. With 
Birla Global Finance and Indo-Gulf Fertilisers having merged into Aditya Birla 
Nuvo—earlier called Indian Rayon—Birla is clear that the conventional businesses 
will slowly become less important. With sectors like retail and telecom, Birla is 
sure to make huge investments in these businesses. That apart, he is sure to look 
at other business opportunities as well. 


* As per today's exchange rates 





1999 Coats Viyella : 236 





2003 Nifty Copper Mines, Australia  275* 
Mt. Gordon Copper Mine, Australia 72* 


capacity on the downstream front. 
“The acquisition is a good strategic 
fit and the way we see it, there is a 
lot of upside potential in aluminium 
as a commodity,” adds Talukdar. 
He speaks of areas like transporta- 
tion, architecture, packaging and 
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pharmaceuticals which will be big 
markets in the future for aluminium. 

But servicing the debt and the 
loss of other income, according to 
analysts, will be around $250 million 
(Rs 1,100 crore) per annum. Will 
Hindalco be able to wring out ade- 


quate earnings from Novelis to keep 
its head above water? “We know 
the interest outgo. In the manufac- 
turing sector, EBITDA (earning be- 
fore interest, tax, depreciation & 
amortisation) is key and our focus 
will be on that,” says Talukdar. 
What also augurs well for the trans- 
action is the expiry of price ceilings 
on Novelis’ products. One look at 
Novelis’ financial numbers for the 
nine month period of 2006 indicates 
that a loss of $170 million (Rs 748 
crore) was incurred on account of 
the company having a ceiling on 
the price of its products. It is esti- 
mated that these contracts accounted 
for around 20 per cent of Novelis' 
sales. Importantly, from January 
2007, around half of these contracts 
with the price ceiling have expired. 
The ceiling on the other half will ex- 
pire by 2009-10 and Novelis, ap- 
parently, will not accept any new 
contracts with a price ceiling clause. 
That should augur well for the com- 
pany's financials. Analysts expect 
Novelis to enter the black in 2007 
and 2008 pretty convincingly. 

The big picture that Birla sees is 
an entry into the Fortune 500 list 
for Hindalco three years ahead of 
plan—the original target was for 
2010. “Acquisitions are not geog- 
raphy dependent. They depend on 
value-creation and will have to be in 
sync with existing businesses," says 
Birla, who's clearly following in 
his father's footsteps. Unlike the 
seventies and the eighties (during 
that time Aditya Birla built his em- 
pire), the current global environ- 
ment has never ever been as con- 
ducive for Indian business. That 
would explain the larger scale of the 
younger Birla's ambitions when 
compared with those of his father. 
The intent, though, is similar: To be 
truly global, and not just geo- 
graphically. With Novelis, though, 
Birla and his team will have to use 
all their skills to get the best possi- 
ble value out of it. The world is 
closely watching this one. 8 


—— = _ 


200¢°2¢8S 


'noÁ 04 8s0J9 J49|i838J paziJouj3ne ue pull 03 WOD'suajaDeAW' MMM 3ISIA 


> S 
p. aZ 'hof JO} s38S pom ayy suJeqmed aui |[e xeaJq osje jm 3nq 'eoueuJ0jJad PjJOM au jo 3no ue nof an6 snl 30u |||M 4| `sə9ejuns fup se jjam se 19M uo BdUeEWUOJJEd ashy azIWIXeW 
p / > 7 ^ WU! 
e 


03 paubisap s! usayed pea paouenpe s,sJÁ, ssejaqn? siu "u1a33ed peau: aiu3auruÁsy ui z34odg eJejeoy ojody - ABojouyoa aa jo janaj 1xeu ayy BuruasaJg 


—NES- a.v 





$38AJ OTIOdV 


AS 





N THE NIGHT OF 
February 13, when 
Arun Sarin, the CEO 
of UK's Vodafone, "NE 
landed in Delhi, the media 
went berserk. Tv journalists turned delirious cheer- 
leaders, mobbing the 52-year-old head of the world’s 
largest mobile telecoms company as if it was the 
homecoming of a crusading hero. A few days earlier, 
when Vodafone’s $18.8-billion deal to take over 
India’s fourth-largest mobile telecoms firm, 
Hutchison Essar Limited (HEL) or Hutch, was first 
made public, the decibel-level in the Indian media 
had reached ear-splitting levels. Here was a British 
company that had just taken over what was, in a 
manner of speaking (after all, the 67 per cent of 
Hutch that Vodafone will buy belongs to a Hong 
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THE LURE OF HUTCH 


Vodafone gets access to the fastest growing mobile 
phone market in the world that is expected to touch 
500 million subscribers by 2010. 


Cellular penetration in rural India is below 2 per cent, 
but 67 per cent of India’s population lives in rural India. 


Hutchison-Essar is not just the #4 player, but also 
one of the better-run companies with higher 
average revenue per subscriber. 


3G is set to take off in India, allowing data and video 
to ride on cellular networks. Vodafone already offers 
3G elsewhere in the world. 


India is key to Vodafone strengthening its presence in 
Asia, a region seen as the big telecom story. 


















b: oed d S Arun Sarin 
Ex. t int oan : xpensiv IE 
j erged 
ust get 
a Tlercely ct etitive 
- market and. prove tl hat he 
can em Hutch-Essar 
from #4 to #1. 


KRISHNA GOPALAN 





SAPTARISHI BISWAS 


, It's a hard-won prize, but there's downside to the deal. 


THE DOWNSIDE 


@ The cellular telephony market is extremely 
competitive, and India has one of the lowest ARPUs 
in the world. Besides, ARPU growth is slowing. 


@ It has an uneasy equation with Essar, which is a 
one-third partner in Hutch-Essar. That could be 
a source of problem. 


@ The Vodafone brand is relatively unknown in the 
Indian market. Building the brand will cost 
money and take time. 


@ Telecom valuations are at a high and this could 
mean it is years before Vodafone recovers its 
multi-billion dollar investment. 


. . . A x 
@ Its big competitors are home-grown majors, / 
who can manage the ‘environment’ better. | 








LATER, 





Kong firm), an Indian telecoms firm and the Indian me- 
dia were going ecstatic. Why? 

Well, to begin with there is the Indian connec- 
tion. Sarin, whose life story is now known to everyone 
who reads a paper or watches TV, was born in India and 
grew up here. So, even though he heads a British 
telco, his Indianness fuelled much of the media’s 
breathlessness. Then, there was the enterprise value of 
the deal at $18.8 billion, which translates into Rs 
82,870 crore. Vodafone’s buy-out of the 67 per cent (52 
per cent directly from Hutchison Telecom International 
Limited and economic interest underlying another 15 
per cent held by the local partners) was worth $11.1 bil- 
lion and it's not every day that India Inc. is rocked by 
deals of such magnitude. Add a third dimension to the 
Vodafone-Hutch story and it makes for a surefire pot- 
boiler: Sarin's Vodafone pipped several big badge- 
name bidders to the post, including Anil Ambani's 
Reliance Communications, the wealthy Hinduja fam- 
ily and even Hutch's own minority shareholders, the 
Ruias of the Essar Group. 


Hello, India 

Now, after the hoopla is over, let's see what Vodafone's 
big-ticket takeover means for everyone in the business. 
For Vodafone, whose biggest market is in Europe, the 
Hutch acquisition is a gate-pass to the fastest-growing 
mobile telecoms market in the world. Vodafone adds 
over 30 million subscribers annually in its existing mar- 
kets; in India, around seven million additional sub- 
scribers sign up for mobile phones every month. 

That is the essential lure of Hutch. It's not that 
Vodafone has not tried to get into the Indian market be- 
fore. The company had a joint venture till 2003 with the 
RPG Group, operating mobile services in the Madhya 
Pradesh and Chennai cellular circles. But it sold out 
from that venture and it wasn't until the end of 2005 
when it paid $1.5 billion to buy a 10 per cent stake in 
India's largest telecoms company, Bharti Airtel through 
a combination of direct and indirect holdings. 

For Sarin, who has been steering Vodafone 
through a stormy patch—last year the telco posted a 
loss of £21.8 billion on revenues of £29.35 billion— 
a 10 per cent strategic stake in an Indian telco, albeit 
the largest in the country, was small beer. For 
Vodafone to get a piece of the high-growth action 
here he needed a bigger presence and Hutch is what 
gives him that. With 24.4 million subscribers, spread 
across 16 cellular circles, Hutch offers Vodafone 
more than just a toe-hold—it’s a base that it 
"» can build on. The company had been on the 
^& lookout for that big-bang acquisition in 
— . India and Hutch offered an opportunity to 

do just that—an opportunity for which 
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What Vodafone is Up Against 


A bunch of fierce, home-grown competitors. 
Msi ENTERS INDIA AT THE #4 POSITION, BUT IT 





had better not take the slot for granted. It has 

fierce, home-grown competitors such as Bharti 
Airtel, Reliance Communications, BSNL, Idea, Tata 
Teleservices, and Spice to contend with. The ques- 
tion is, how will competition react to Vodafone's en- 
try? R-Comm, for example, was also in the race for 
Hutch-Essar in a bid to become the #1 player. 
R-Comm, which offers cellular services both on 
the CDMA and GSM platforms, has announced 
plans of investing Rs 11,000 crore in 2007- 
O8. It has a subscriber base of 28 million, and 
has grown the fastest since its services went 
commercial in the middle of 2003. At present, R- 
Comm's CDMA service in 21 circles accounts for 
the chunk of its total subscribers (31.89 million), 
but Chairman Anil Ambani is keen on building a 
pan-India presence as a GSM player. 

Sunil Mittal’s Bharti Airtel, with more than 33 
million subscribers, is the largest player in the mar- 
ket today and is the only one that has a pan-India 
presence. With Vodafone diluting its investment in 
Bharti, Mittal with his other overseas investor, 
Singtel, is certain to move into top gear. The agree- 
ment between Bharti and Vodafone on infrastructure 
sharing and routing of traffic augurs well for Bharti. 
“The Vodafone agreement on long-distance services 
and leased lines should provide an upside to revenue 
and EBITDA of Bharti's long-distance business," 
says a report from Macquarie Securities. 
On the agreement with Vodafone for 
roaming (Vodafone will give 50 
per cent of its global inbound 
roaming traffic to Bharti. for three 
years) Macquarie points out that 
there will be an increase in in- 
bound roamers in the future. 

The smaller players such as 
Idea Cellular and Spice seem to be 
getting their act together as well. 
Idea, for instance, will be listed on the 
bourses shortly and, over time, intends to 
take the pan-India route. B.K. Modi's Spice, 
which is currently a two-circle operation (Karnataka 
and Punjab), is looking to go public and could list by 
May this year. "A player like Vodafone will take time 
to understand the Indian market. Besides, we (read: 
Indian consumers) do not really value foreign brands 
in India," says Modi. Well, Modi and the others will 
soon find out if that's really true. 
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After much suspense, Shashi & Ravi 
Ruia made their plans clear to stay — 
invested in Hutch with a long-term horizon 


Vodafone was willing to pay a hefty price. 

At an enterprise value (EV) of $770 (Rs 33,880) 
per subscriber and an EV/EBITDA (earnings before interest, 
taxes, depreciation and amortisation) multiple of 16.4 
for FY 08, this deal has certainly not come cheap for 
Vodafone. In comparison, Bharti's Ev/subscriber is 
$690. In all likelihood, Vodafone will have to borrow 

$3.5 billion (Rs 15,400 crore) to finance the deal. 
And although the business opportunity is huge 

for Vodafone, some analysts have ques- 
tioned the valuation. Yet, shortly after 
the deal was announced, Vodafone's 
share price rose by 1.35 per cent on 
February 12. 


Competition Ahead 

Besides forking out a pile, Vodafone 

will also will be up against serious com- 
petitors like Bharti, Reliance and BSNL, 
all of whom have huge subscriber bases in 
India and together account for 58 per cent of the 
156 million Indian mobile phone subscribers. India 
could also pose other challenges for Vodafone. Indian 
operators like Bharti and Hutch earn big profits by 
squeezing costs although the average Indian phone 
call is the cheapest in the world at two cents per 
minute (or 88 paise). Analysts wonder whether 
Vodafone, whose overheads are huge, can offer low 
prices and yet make fat profits. Says Edelweiss Securities’ 
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Vodafone's Financials are Shaky... 
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...But Investors are Cheering The Hutch Deal 


Percent Pence 
21.45 2006 2007 154» 


14.3 145.2 
BoURCB z 
= os T e ed 
N eo N 7.15 - 136.1 
— 
x = 
e co co 
s S Ed T EM 0 127.0 
an co Y + |? 
cO 
e Loss/profit 
3 forthe | Loss/profit 715 1179 
: Loss/profit | period from from Loss/profit | : 
Operating before continuing | discontinued for the 
Revenue | Gross profit | (loss)/profit taxation | operations | operations period 


Ill Six months to September 30, 2006 
r Year ended March 30, 2006 


Figures in million pound 
Ill Six months to September 30, 2005 


Head of Research, Shriram Iyer: “Operators can lower 
their capital costs by sharing infrastructure. Speaking for 
India, there will be big subscriber growth over the 
next two years and it is important for operators to make 
entry points attractive for subscribers.” In effect, the 
trick lies in lowering tariffs accompanied by a cost-con- 
trol mechanism. 

One way of doing business the Indian way would be 
for Vodafone to retain Hutch’s Indian management 
team and indications are that Hutch’s CEO Asim Ghosh 
will continue to head the business. Ghosh, incidentally, 
along with entrepreneur and original co-promoter 
Analjit Singh, holds just over 12 per cent in Hutch. 

At a news conference in New Delhi on February 14, 
Sarin was unfazed by the competition that Vodafone 
will face in India, declaring: “We intend to be #1 
and we will compete aggressively with them in the 
marketplace.” 

With the deal in the bag, Vodafone will now have 
to dilute its stake in Bharti Airtel because India’s tele- 
coms regulations do not allow it to hold shares in 
two telcos. The 5.6 per cent stake that the UK major 
holds in Bharti Airtel will be sold to the Indian pro- 
moters over time for $1.6 billion but because the bal- 
ance 4.4 per cent is held in a holding company— 
Bharti Enterprises—there is no urgency to let go of that 
for the moment. 

In the Indian telecoms market, nothing will change 
immediately. The number of operators remains the 
same; only the ownership of Hutch changes. The 
advantage for Vodafone is that it has bought a very well- 
run operation with a large presence in circles like 
Mumbai, Delhi and Gujarat, which count among the 
biggest revenue generating pockets of the Indian mar- 
ket. Says Manisha Girotra, Managing Director and 
Chairperson (India), UBS Securities, which advised 
Vodafone on the deal: “It (Vodafone) brings to the table 
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a strong financial backing and also technology that will 
help it get across to rural India." 

Hutch's healthy finances are another big gain for 
Vodafone. In 2006, Hutch earned a profit of more than 
Rs 1,000 crore on revenues of Rs 5,724 crore, making 
for an EBITDA margin of 32.7 per cent. Contrast that 
with Vodafone's revenues for 2006 at £29.35 billion 
and a loss of £21.8 billion. 

Besides operating in the low-cost Indian market, 
Vodafone faces other imponderables. Like the Essar 
Group that owns 33 per cent of Hutch and was one of 
the rival bidders for Hutchison Telecom's stake that fi- 
nally went to Vodafone. “It is our sincere hope that 
Essar will stay. But if they want to exit, we have told 
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Asim Ghosh is likely to continue to head 
the management team in India 
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Don't you wish every experience was as good as FedEx? 


FedEx Express is the world's largest express transportation company, 
providing fast and reliable delivery to more than 220 countries and territories 


worldwide. Each one of our 140,000 employees is committed to Fe do E EY 
making every FedEx customer experience outstanding. This commitment Xpress. | 


is what makes us different in the international express business. Experience the FedEx difference A 
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BPL's Mumbai Circle 





“A little wrinkle in the carpet,” says Arun Sarin. 


HE RUIAS OF ESSAR MAY HAVE DECIDED TO STAY INVESTED 
JT in Hutchison Essar, but they still have one issue to 
sort out with Hutchison Whampoa's Li Ka-shing: 
BPL Mobile. When the Ruias acquired BPL 
Communications from Rajeev Chandrasekhar in 2005, it 
brought along four cellular circles—Mumbai, Maharashtra, 
Tamil Nadu and Kerala. All the circles were merged 
with Hutchison Essar, except Mumbai. Why? Since 
Hutch-Essar was not able to get the go-ahead from the 
Government, Essar took Hutch-Essar to court. As things 
stand, the fight over the Mumbai circle has been referred 
to an arbitrator. Vodafone's Arun Sarin isn't losing sleep 
oyer it. When asked how he viewed the fight over the 
Mumbai circle, he said that, "I hope they are able to re- 
solve it. Till then, it will be a little wrinkle in the carpet." 
The worrying part for the Ruias is that the Mumbai 
circle is among the most lucrative in the country and un- 
certainty over its future will mean opportunity lost. 
Within Mumbai, BPL Mobile has a subscriber base of 
1.06 million. But competition is intensifying. Already, 
BPL Mobile's growth is beginning to slow. Besides, the 
Aditya Birla Group-owned Idea Cellular is expected to 
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BPL Mobile: Legal wrangle may hurt its valuation 


AEEY 
INVASOD HSAWN 


Mumbai is said to be on their radar. “The business 
needs to be looked at closely. BPL Mobile’s valuation 
will only suffer if something is not done at the earliest,” 
says a Mumbai-based investment banker. 

Now that Hutchison Whampoa is exiting telecom in 
India, there may be chances of an out-of-court settle- 


launch its operations in Mumbai by the end of this year. 
Even smaller players such as Spice Telecom of B.K. 
Modi are looking to expand their operations and 


them that we will be willing to pay them what we 
paid Hutch. One does not want them to leave but at the 
end of the day, the choice is theirs,” says Sarin. The 
Ruias of Essar, who have big plans for their other 
businesses like steel and refining, could do a lot with the 
more than $6 billion (Rs 26,400 crore) that could 
come their way should they decide to exit. But in a re- 
cent briefing to media, Ravi Ruia, Vice Chairman of the 
Essar Group, has said that his group does not intend to 
exit. “We are clear that Essar is a long-term player in the 
telecom industry and we have no plans to exit this com- 
pany or business.” Worryingly for Vodafone, it has been 
reported that Essar could take the legal recourse— 
because they felt they should have been consulted be- 
fore Vodafone announced an infrastructure sharing and 
roaming agreement with Bharti Airtel. 

Then, of course, there is the small matter of the 
Hutch brand and its iconic dog, a lovable pug, which it 
uses in its ad campaign. Many believe that eventually 
Vodafone would like to replace the Hutch brand with 
its own eponymous brand like it has done in countries 
like Czechoslovakia, Turkey and Romania, where it en- 
tered by taking over local companies. Says brand con- 
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ment with the Ruias. And if the arbitration goes Essar's 
way, then the Ruias may want to sell BPL Mobile to 
their new-found partner, Vodafone. 


sultant Harish Bijoor: *Unlike fast-moving consumer 
goods, the process of changing a brand name in tele- 
com is far easier since the involvement of the consumer 
with the service is much greater." 

Having paid a bomb for Hutch, Vodafone would 
also be keen to see how soon it can recover its invest- 
ments in India. Indians typically spend little on phones, 
with around 70 per cent of Indian mobile phone users 
preferring to opt for pre-paid services that are offered 
for small-ticket monthly outlays. The average revenue 
per user (ARPU) in India is just less than $100 a year— 
it is around $8 per month compared to around $10 per 
month in China, $59 in Switzerland and $63 in Japan. 
That could mean a long wait for Vodafone to recover 
the money it has spent on acquiring Hutch. But most 
Indian operators make up for low spends by playing the 
volume game, signing on huge numbers of new con- 
sumers every month. And, of course, by keeping costs 
down to a bare minimum. 

Can Vodafone do that? *We are here for the very 
long term. The country has just 13 per cent mobile pen- 
etration, which will go up to 50, 60 or 70 per cent in 
the years to come,” says Sarin. M 
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What's in noma run 
à J nd pedis CONSTANS 
Chidambaram S ihe Melis — 


walk the tightrope 
between good 
economics and 
good politics. 
AMIT MUKHERJEE 





€ HESE ARE THE BEST OF 
times for Finance 
Minister Paliniappan 
Chidambaram. The 
economy is galloping 
ahead at 9.2 per cent, the booming 
stock market is spreading cheer all 
around and most projections forecast 
more of the same in the months and 
years ahead. These are also the worst 
of times to be in his shoes. The in- 
flation rate has been rising relent- 
lessly, eating into household budgets; 
interest rates have gone up in tan- 
dem, making loans—the lifeblood 
of middle class aspirations—more 
expensive, and the economy is show- 
ing early signs of overheating. And as 
B-day draws closer, he is acutely 
aware of the economic constraints 
that he will have to tide over. 
"Several steps are being taken to see 
that the monetary situation remains 
under control," he says. 

On the political side, he will be 
under pressure from his Left allies 
and sections of his own party to go 
easy on necessary, though unpopular, 
reforms. Congress President and UPA 
Chairperson Sonia Gandhi has al- 
ready written to the government ex- 
pressing reservations over the pro- 
posal to allow foreign retailers to 
enter the country and the contentious 
SEZ policy. But happily, there are 

3 N signs that the Left is coming to terms 
P. Chidambaram: Another tightrope ` Y with the limits on its ability to influ- 
walk, but expect some populist stance» ence key decisions. “The govern- 





me 


ment has, by and large, ignored our 
views on most issues, but we will still 
vehemently oppose any move to 
bring in measures that go against 
the interests of the common man,” 
says CPI(M) MP Nilotpal Basu. 

So, what exactly does India Inc. 
expect from Budget 2007? Prime 
Minister Manmohan Singh has 
indicated that the tax regime will be 
simplified. “Our tax regime should 
not have too many exemptions that 
make tax administration an unn- 
ecessarily complex exercise vulner- 
able to misuse,” he has said rec- 
ently. The apex chambers are com- 
fortable with this idea, provided 
“the corporate tax rate is cut from 
33.66 per cent to 25 per cent”. 
This, they feel, will enable them to 
compete more effectively in the 
global marketplace. Multinationals 
can also expect some relief. There is 
a strong possibility that they will 
be taxed at the same rate as their 
Indian counterparts from the com- 
ing financial year. MNCs currently 
pay an effective corporate tax of 
41.8 per cent. 

The Left and several UPA con- 
stituents agree that exemptions 
should go, but they also advocate 
raising the tax rate to 35 per cent. 
“Profits are rising 40-50 per cent in 
most cases. There can, thus, be no ra- 
tionale for such mollycoddling,” says 
CPI(M)'s Basu. The Left parties claim 
that total exemptions to the corpo- 


GREAT EXPECTATIONS: WHAT INDIA INC. WANTS 


Rank in order of preference the 
most desirable expectation from 
the Budget 


Measures to improve 
availability of 
skilled labour 












Indirect tax sops 

















simplification 
of FBT 


Extension of tax 
holidays 


Do you expect the following 
changes to be introduced in 
the Budget? 

Rise in FDI limits in Insurance 


18 Can't Say 










45 Yes 
No 36 


Rise in FII/FDI limits in PSU banks 
18 Can't Say 


45 Yes 
No 36 


Permitting FII investment in ARCs 


18 Can't Say 
T) 82 Yes 


Figures are in per cent 


WILL THIS BUDGET BE EASIER ON YOUR POCKET? 


What change do you expect from the Budget in 
a T 
33 
2]: 
18 19 
13 10 
1800 83783 156 116 
Corporate Surcharge Education Minimum 
Tax Rate Rate Cess — 
ax 

Figures are in per cent E Remain Unchanged 
E Decrease WWW Abolished IB Can't Say 


Sample size: 256 companies interviewed 


Can't Say 20 





Do you expect the following to be introduced in 
the Budget? 


Infrastructure status to Customs duty exemptions for 
healthcare sector all life-saving drugs 
No 60 40 Yes Yes 100 





Reduction in excise duty 
to 8 per cent 


Tax holiday for income earned 
from IPRs 


No 60 


40 Yes 


40 Yes 








No 60 

Can't Say 20  40Yes 
Reduction of customs duty — 
on naphtha 


No 60 


Do you expect the following changes to be introduced 
in the Budget? 


Removal of service tax on Setting up of a regulatory body 
construction contracts for the real estate sector 
No 25 50 Yes Yes 100 





Can't Say 25 


Liberalisation of the FDI Extension of tax benefits under 

regime in real estate Section 801B 

No 25 75 Yes No 25 75 Yes 
No50 50 Yes 


Increase in the exemption 
limits of housing loans 












tax rates? Do you expect the following to be introduced in 
the Budget? 
73 72 
60 
92 
22 1816 
1.3 ] 
1 6 
Securities Dividend Exempt- M&Asopsfor  Removalof E-payments  Curtailing 
Transaction Distribution Exempt Tax ^ overseas differential mandatory of tax 
Tax Tax Regime investments treatment to exemptions 
IB Increase FII/FDI investment 
Figures are in per cent RSS Yes EN No mx Can't Say 


Source: Grant Thornton 
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rate sector add up to Rs 57,000 
crore. “This amount alone can take 
care of the deficit and fund a num- 
ber of welfare schemes,” he adds. 

Industry, understandably, is less 
than enthusiastic about the Left 
agenda. “Collections are buoyant 
this year; so, there is no need to 
increase tax rates or bring more 
services under the tax net. Rather, 
the corporate tax structure needs 
to be rationalised further,” says 
Siddhartha Roy, Chief Economist, 
Tata Sons. The consensus is that 
India Inc. will have to live with 
fewer exemptions. Will this be ac- 
companied by lower corporate tax 
rates? Opinion is divided on this. 

Other items on India Inc.’s wish 
list are: rationalisation of surcharge, 
abolition of fringe benefit tax, re- 
duction in duties in select areas and 
increased capital expenditure, es- 
pecially in the agri sector. Will these 
wishes be granted? “We believe the 
Budget will continue with the FBT 
while making an attempt to further 
exempt genuine business expendi- 
ture from the tax net. We also think 
that the stock investor may have 
to shoulder some additional bur- 
den,” says a senior Kotak Securities 
executive. 

Finance Ministry officials are 
tightlipped on what the Budget 
holds, but Business Today learns 
that it is fairly certain that 
Chidambaram will announce a 
Rs 2,200-crore package for small- 
scale industries. He is also expected 
to reduce customs duty on ma- 
chinery imports for sectors such as 
leather, footwear, textiles & cloth- 
ing and sports goods. 

Then, India Inc. can expect tax 
relief on reinvested profits, though 
short-term capital gains tax on 
stocks may rise from 10 per cent to 
15 per cent. “We also want the tax 
on distribution of dividends to go,” 
says a top executive in a multina- 
tional company. Customs duties is 
another area that is bothering in- 
dustry. At present, sectors such as 


98 BUSINESS TODAY MARCH 11 2007 


NUMBERS TO WATCH 
These are figures that Finance Minister P Chidambaram needs to keep an eye on. 
INFLATION RATE FISCAL DEFICIT 
Rising prices can spoil India’s The government hasn't quite managed to cut its coat according 
growth story. i: to its cloth. 
;- Feb. '07 2003-04 1,53,637 (5.6%) 


*Projected 








m Fiscal Deficit (estimates) 








1,32,103 (4.8%) 


1,37,407 (4.4%) 
1,39,231 (4.5%) 


1,51,144 (4%) 
1,46,175 (4.3%) 


1,48,686 (3.8%)* 


Figures in Rs crore Figures in brackets are in % to GDP 


N.A.: Not Available 
Illi Fiscal Deficit (revised) 





THE SUBSIDY BILL 


This has hovered at 8-10 per 
cent of total expenditure and 
the FM is under pressure to step 
up this amount. 


4,69,000 





4,43,000 
4,37,000 








BALANCE OF TRADE 


Imports are growing faster than exports. 


1,56,993 





2003 2004 d" T 
MC ST pT 2003-04 2004-05 2005-06 2006-07* 
Figures in Rs crore mmm Subsidy 
5 Per cent of expenditure Figures in $ million = Exports E Imports 
Source: CMIE EE Trade balance —*Till Sep. Source: CMIE 
metals, minerals and heavy ma- Urban Renewal Mission, the National 
chinery, among others, face an in- Rural Health Mission (NRHM), and the 


verted duty structure, i.e., the tax 
regime is skewed against domestic 
manufacturers. “It makes no sense 
to pay more for raw materials than 
finished products as such duties 
only make foreign players more 
competitive,” says Tata Sons’ Roy. 

Finance Ministry officials say 
Budget 2007 will provide a signif- 
icant amount of support to projects 
with political overtones. Among 
them, the biggest beneficiaries are 
likely to be the Jawaharlal Nehru 


National Rural Employment 
Guarantee Scheme. Also on the anvil 
are massive investments in agriculture 
and education. 

The Left feels the government 
can mobilise additional resources 
for these welfare measures by rein- 
troducing capital gains tax, in- 
creasing the securities transaction 
tax from 20 per cent to a higher 
level and by raising the wealth tax 
rate from 1 per cent to 3 per cent. 
The consensus: Chidambaram is 


THE LEFT CHARTER 


Surprise! The Left hasn’t made too many 


subversive demands. 


Increase Plan allocations to meet NCMP 
commitments. LIKELY TO BE ACCEPTED. 

Raise resources by increasing tax rates for 
corporates and the rich. NOT LIKELY TO BE 


ACCEPTED. 


Increase public investment in agriculture 


and irrigation. Expedite completion of 
ongoing irrigation works. 
LIKELY TO BE ACCEPTED. 


Reduce interest rate on loans for farmers 
to 4 per cent. Provide debt relief to all 


debt-stressed farmers. 
MAY BE PARTIALLY ACCEPTED. 


Check price rise in essential commodities. — 
Strengthen procurement and increase agri- 











MARKET MOVER 
Will LTCG 81 No 
be introduced? 
Can't Say 6 — 
ws 139———— 
The LTCG rate will Rise to 
1076 
—75 
Rise to 5% 25 
Budget's impact Rise 
on stock markets 95 
Fall 18 — 
Remain Flat 27 


Figures are in per cent Source: Grant Thornton 
LTCG: Long-term Capital Gains Tax 
sample size: 256 companies interviewed 


unlikely to give in on any of these. 

Inflation is a huge and legiti- 
mate concern. *The spurt in the 
Wholesale Price Index from 5.58 
per cent to 6.12 per cent is indeed 
a matter for concern," the FM ad- 
mitted recently. It has since risen to 
6.73 per cent. The Finance Minister 
will need to device a multi-pronged 
strategy to cage this monster. The 
most likely measures: a further ra- 
tionalisation of duties on petro- 
leum products and, possibly, the 
reintroduction of standard deduc- 
tion for salaried people. 

Will all these grand expecta- 
tions bear fruit? We'll find out on 
February 28. m 


cultural production. Universalise the PDS 
by increasing food subsidy. 
MAY BE PARTIALLY ACCEPTED. 

Bring down prices of petrol and diesel by 
restructuring the duty structure on petro- 
leum products. ALREADY DONE. 


Extend NREGA to 200 more districts. 
Allocate more funds for the rural employ- 
ment and infrastructure development. 
LIKELY TO BE ACCEPTED. 


Increase expenditure on education from 
3.8 per cent to 6 per cent of GDP. Increase 
education cess to fund expansion of educa- 
tion at all levels. MAY BE PARTIALLY ACCEPTED. 


Allocate funds to initiate social security 
scheme for unorganised workers. 
LIKELY TO BE ACCEPTED. 


Reintroduce standard deduction for salaried Prakash Karat: Tax the — 
employees. MAY BE PARTIALLY ACCEPTED. rich to raise resources ` ERSS 





CORPORATE EXPECTATIONS 


@ Thrust on infrastructure: Development of basic infrastructure in power, 
roads, ports and airports will receive a boost. 





@ Lowering of corporate taxes: Even the Prime Minister has hinted at it. 
Most corporate leaders feel this is a given. 


@ Rationalisation of tax exemptions: Companies in India enjoy a range 
of exemptions like tax holidays for software technology parks, EoUs, 
infrastructure service providers and units set up in backward areas. 
These are likely to be phased out. 


@ Rationalisation of indirect taxes: Rationalisation and lowering of indi- 
rect taxes is another demand that is likely to be accepted, at least partially. 


@ Abolition of surcharges/cess: Surcharges are usually levied to raise 
resources for situations caused by natural disasters or military emergencies. 
Given the buoyancy in revenues and the comfortable fiscal situation, 
industry expects surcharges to go. 


@ Rationalisation of FBT: The most contentious levy imposed by the 
government. The FM may tinker with it and exempt some legitimate busi- 
ness actitivities, but outright abolition seems unlikely. | À 

@ Better and simplified tax administration: This is part of the 
government's stated policy; so expect something on this front. 


@ Thrust on education and health: Given Congress President Sonia 
Gandhi's personal interest in this issue, the FM will have to deliver. 


@ Boost to agriculture: This is the only sector in the economy that is not 
on steroids; yet some 65 per cent of the country’s population depends on it. 
The consensus is that Chidambaram will definitely allocate a major chunk 
of resources to agriculture to bring it up to scratch and touch that magical 
10 per cent growth figure. 


@ Fiscal responsibility & accountability: The government is mandated 
by law to cut its coat according to its cloth. The FM will almost definitely 
ensure that the government continues to live within its means. Not doing 
so can result in severe long-term damage to the economy. 
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It’s still India’ S #4 Bem 
company, but the gap T 
leen Satyam and the 
other Tier-l. players such 
as TCS, Infosys anc 
Wipro ie prawn 
has Satyam lost pace 
and what I its founder- 
Chairman Ramalinga 
Raju doing to ` 
accelerate growth? 


VENKATESHA go 


Gy tc MAP po UR. OA Wap 









a ` N JANUARY 19 THIS YEAR, HYDERABAD- 


£ E k based Satyam Computer Services ann- 
om | | ounced its third quarter numbers. By 
E J most measures, the results were imp- 

"as — ressive. Its revenues had grown 31 


per cent to Rs 1,661.1 crore compared to the same 
quarter in the previous year, and its net profit had 
jumped 25 per cent to Rs 337.2 crore. Yet, Dalal 
Street reacted by hammering the Satyam stock by 6 
per cent on that day, wiping out nearly $500 million 
(Rs 2,250 crore) in market capitalisation. 

What went wrong? While announcing the re- 
sults, Satyam's founder-Chairman, Ramalinga Raju, 
said that the company was revising—downwards— 
its growth guidance for 2006-07: Instead of the 
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Speed needed: Satyam campus in Hyderabad = 
; ze AAA " eS 


initial projection of Rs 6,476 
crore in revenues for the full 
year, Satyam would now be do- 
ing anything between Rs 6,434 
crore and Rs 6,442 crore. 
Hardly a significant drop, but 
what miffed investors possibly is 
the fact that Satyam couldn’t 
meet a target set by itself. They 
didn’t care if the rupee was hard- 
ening (which was the actual rea- 
son for the minor revision). 

That investors consider Sat- 
yam—the word means truth in 
Sanskrit—a relatively less de- 
pendable performer among the 
Tier-I IT companies is evident 
from the lower price-to-earning 
multiple its stock commands. 
Compared to a multiple of 30.99 
for Infosys and 33.19 for Wipro, 
Satyam gets just 26.8. Indeed, a 
Business Today analysis of in- 
dustry numbers for the last five 
years reveals that Satyam has 
been the slowest-growing com- 
pany in Tier-I. While Infosys has 
grown at a compounded annual 
growth rate (CAGR) of 38 per 
cent, TCS at 34 per cent and Wipro at 32 per cent, 
Satyam has managed just 28 per cent. Similarly, its bot- 
tom line has expanded at 19 per cent, compared to 32 
per cent of Infosys (see Tier-I Laggard). If Satyam 
doesn’t accelerate its pace, it runs the risk of losing its 
#4 position to Cognizant Technology Solutions by 
2008, even if the latter merely maintains its topline five- 
year CAGR of 58 per cent. 


Tier-I Laggard | gg 60 
Satyam is the slowest growing among the top IT companies. mi 
38 





s 32 


32 





27 





24 





| Satyam 


HCL Cognizant 
Il PAT CAGR* 


" Wipro 
I Revenue CAGR* 
* Compounded annual growth rate over a five-year period Excludes all-one time income 


TCS 
Figures in per cent 


Infosys 


RAM MYNAMPATI/ President 
(Commercial & Healthcare business) 


"All contracts, new as well as 
renewals, are being struck at 
rates comparable to those of 

other players in the industry" 





Losing Pace 

As recently as five years ago, 
Infosys was just a third bigger 
than Satyam. Today, or rather 
by March 31, 2007, it will be 
double Satyam's size. Neither 
Raju nor his top executives admit 
that there have been missteps, 
but the numbers speak for them- 
selves. Why did Satyam slip 
where the other three Tier-I play- 
ers continued to soar? One part 
of it has to do with Satyam's 
own DNA. TCS, India's oldest IT 
services company, was launched 
and run by professionals, as was 
Infosys. Wipro is the only other 
large player that was family- 
owned and managed, except that 
Azim Premji managed to attract 
some top-notch professionals 
from the industry. 

Satyam, in contrast, was even 
more family-managed. Raju, his 
younger brother Rama Raju 
(who is the CEO) and cousin Srini 
Raju (he was the coo between 
1992 and 2000) were the people 
who shaped the Satyam culture 
in its initial years. While the Rajus weren't techies 
(unlike the founders of Infosys), they were savvy en- 
trepreneurs—the family had been in the textiles and 
construction businesses earlier—and imparted a risk-tak- 
ing and entrepreneurial culture to the company. While 
that's good for any company to have, it led to Satyam 
chasing opportunities in a variety of areas. Satyam 
Renaissance was launched in 1995 to do consulting, 
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Profit Pressures 


Satyam's net margins are also smaller than those of the top three players. 


10,967.9 
10,667.7 
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24.42 26.3 27.71 20.98 18.43 16.81 
TCS Wipro Infosys Satyam HCL” Cognizant ° 
RE Revenue* NH PAT* Net margins as per cent of revenues 


*For nine months ended December 31, 2006 
m For trailing 12 months as its fiscal year is from June to May 
@ For fiscal year ended December 31, 2006 


Source: Company data and B7 research 
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followed by Vision Compass (a 
product development company), 
Satyam Ventures (an engineering 
services company), and Satyam 
Infoway (an internet company), 
among others. Most of these ven- 
tures have since been integrated 
with the parent company or sold 7 
off (like Satyam Infoway, now | 
called Sify), but while they lasted, | 
they took precious management 
time and energy away from 
Satyam Computer. 

Therefore, while the rr out- 
sourcing market changed rapidly, 
and Indian vendors moved away 
from body-shopping to more 
value-added work, Satyam was 
relatively slow in making the tran- 
sition. Even when Satyam won 
contracts going head to head with Indian or foreign co- 
mpetitors, it quoted lower rates to win. Says a senior 
manager with a competitor: “Infosys walked away 
from its GE relationship when the margins offered 
were unattractive, but even today, GE, which is known 
for squeezing its vendors, is the single-largest customer 
for Satyam. This speaks volumes about what Satyam is 


bigger deals" 





What Critics Say 


@ Net margins of Satyam are low compared to 
those of Tier-I peers. 20.3 per cent for Satyam 
versus, say, 27.5 per cent for Infosys* 


e Onsite-to-offshore ratio is skewed towards onsite, 
. leading to lower margins ` 








e It's a late entrant to the BPO/ITeS segment 








e It's more of a price warrior in the market place 


e At $50-$55, Satyam's onsite man-hour billing 
rates are lower than Tier-I players’ (60-65) ` 





HETZEL W. FOLDEN 
Senior VP (Strategic Deals Group) 


“For the first time, we are 
getting invited to the global 
high table. We should get 





ready to accept.” 

Ram Mynampati, President, 
(Commercial and Healthcare 
business), Satyam, bristles at the al- 
legation. “Maybe this was true 
three or four years ago, but not 
now. All contracts, new as well as 
renewals, are being struck at rates 
comparable to those of other play- 
ers in the industry.” According 
to analysts, marginal differences 
still exist. Satyam’s onsite billing is 
said to be in the $50-55 range, 
compared to $60 or more of most 
other Tier-I players. That’s a dou- 
ble-whammy of sorts, since on- 
site engineers cost more too. And 
in Satyam’s case, even today a lit- 
tle more than half of its revenues 
come from onsite billings. In a 
December 2006 report on pricing, CLSA India ana- 
lysts, Bhavatosh Vajpayee and Aniruddha Dange, say 
that “Satyam’s early ERP clients came in at rates that ar- 
guably did not include a premium for the skill-set 
(rates were similar to those of application development 
and maintenance), but established credibility over the 
last two-three years could help Satyam reap the bene- 


Satyam vs CritiCs: the chinks in Satyam’s armour and what it's doing to fix them. 





What Satyam Says 


Margins have improved in the recent past and in the 
third quarter of current fiscal, they actually rose 
nearly 2 percentage points 


Over the last three years, Satyam has improved the 
ratio and will continue to do so 





BPO arm Nipuna set to grow 80 per cent this year 





. We do value-added services, including consulting is 





The new contracts and the existing ones being 
renewed are being billed at higher price 





e Not perceived as a good paymaster in the 
. industry, leading to higher attrition rates 





e Management talent is not deep enough 


e Iit has had too many spin-offs, joint ventures 
. and subsidiaries - 





e Satyam doesn't have significant presence in 
fast-growing verticals such as IMS & testing _ 


Compensation benefits and attrition rates are in line 


with industry standards; rated as a best employer 
Have made several lateral hires at senior positions 


Have integrated most of them into the parent 


. (like Renaissance) or sold them (like Sify) 





Couple of quarters not a trend. Have made 


. investments. Bullish about growth prospects 











e Overly dependent on a few segments like 
manufacturing and package implementation 


*Comparsion for the third quarter ending December 31, 2006 
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Those are areas of strength, but have entered (over 


. the last three years) new areas such as Healthcare & 


Pharma, Retail, Transportation & Logistics, which 
now fetch 15-20 per cent of revenues 


66A7 IIPM 
DIFFICULT WAS ALWAYS EASY... 
IT'S IMPOSSIBLE 99 
THAT TOOK A LITTLE TIME!! 


Management Guru and Economist, Arindam Chaudhuri, on IPM 


The Largest B-School On Earth! 


An institute with a difference. An institute oriented towards the promotion of corporate growth, based on innovation and entrepreneurship in harmony with national economic 
planning objectives, aiming at a sustainable and ethically acceptable growth rate. Conceptualised by Dr. M. K. Chaudhuri, India’s leading economic visionary, The Indian 
Institute of Planning and Management was formally registered in the year 1973 after he resigned from his prestigious position at IIM Bangalore as Professor of Economics. Today, 
\IPM is the largest B-School on earth and is regarded as India's Greatest Academic Movement. The IIPM Movement! 


The Most Globalized Programme! 


MAKING INDIA PROUD: THE IIPM COURSE IS THE MOST GLOBALIZED COURSE ON EARTH! 


>> EVERY YEAR 100% OF IIPM STUDENTS ARE TAKEN FREE OF COST... TO EUROPE, USA AND Across The Globe To Get First 
Hand Experience Of How The Best In The World Work... As A Compulsory Part Of The lipm Programme!! 


>> Professors From The Top 20 B-schools And Universities Of The World Travel To lipm To Deliver Lectures. They Come From 
HARVARD, WHARTON, STANFORD, YALE, COLUMBIA, GSB CHICAGO, LSE, OXFORD, CAMBRIDGE, INSEAD, IMD & THE LIKES. 


>> 100% OF IIPM STUDENTS GET A FREE LAPTOP For A Globalized Learning Environment. 


Absolutely Stunning Placements! 


For the class of 07... More Than 509 Companies In Campus Already 
More Than 1442 Students Already Placed 
Average Package > 4.40 Lac Per Annum 
Highest Package: 27.5 Lac Per Annum (for 4 students) 


No. Of International Placements Already: 44 
All this as on 7th Feb ‘07 ... Much More To Happen... Keep Watching Out For This Space!! 


Dare to Think Beyond! 


APPLICATIONS ARE INVITED FOR THE SPRING-SUMMER ADMISSIONS TO IIPM’S UNIQUE COURSE IN PLANNING AND ENTREPRENEURSHIP 


MBA DEGREE BBA DEGREE 


35th Full Time Programme 28th Full Time Programme 
In Planning & Entrepreneurship In Planning & Entrepreneurship 


All students who undertake IIPM's Entrepreneurship Programme receive an additional International MBA/BBA Degree from INTERNATIONAL MANAGEMENT INSTITUTE (IMI), EUROPE 


COLLECT YOUR FREE PROSPECTUS (IN PERSON OR BY iri FROM IIPM OFFICE TODAY ITSELF 


PLANMAN LIFE/DEL/301 


i i Delhi 


LAST DATE OF REGISTRATION : 14-04-2007 
_ THE INDIAN INSTITUTE OF PLANNING & MANAGEMENT 


IPM Tower, B-27, Qutab Institutional Area, New Delhi - 110016; E-mail : info@ iipm.edu ; www.iipm.edu 
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“We Will Acquire, Not Be Acquired” 


prospects at NASSCOM's recently concluded India 

Leadership Forum, Bhimavaram Ramalinga Raju 
Byrraju, 52, Founder-Chairman, Satyam Computers, sat 
down for a free-wheeling chat with BT’s Venkatesha 
Babu in Mumbai. Excerpts: 


Ae DELIVERING AN UPBEAT MESSAGE ABOUT INDUSTRY 


Even, say, five years ago, Infosys was just a third bigger 
than Satyam Computer. But today, Infosys is more than 
double Satyam’s size. Has Satyam lost its way a bit 
compared to the industry troika (TCS, Wipro & Infosys)? 
No, | don’t agree. Satyam has grown well in the recent past. 
We are the youngest of the Tier-| companies and we have done 
well to become the fourth-largest player in the market. But 
would we have liked to grow faster? Obviously, yes. | think we 
are well poised to accelerate our growth even further. 


Despite being the fourth-largest player, Satyam seems 
unable to differentiate itself. For example, if Infosys is well 
known for its strength in the BFSI space, Wipro is known 
for outsourced R&D and telecom, while TCS is seen as a 
provider of end-to-end solutions. Where does Satyam 
position itself? 

We have several unique strengths, not just as a services but 
as a solutions provider. Our strengths in the automotive sec- 
tor are well known. We are the leading player in the enter- 
prise applications (read: package implementation) space. We 
are extremely bullish about IMS (infrastrcture management 
services) and extended engineering services. We have had 
significant momentum in sectors like retail, 

healthcare and pharma, transportation and 
logistics. Our consulting practice is growing 
nicely. | think our customers understand the 
value we bring to the table. 











You were the only Tier-I company that revised 
its revenue guidance (in rupees) for 2006-07 
downwards. Markets responded by ham- 
mering your stock 6 per cent down in a 
single day, that too in a raging bull market. 


fits now." In the same report, the analysts point out that 
Satyam has a 10-13 per cent discount to Infosys on both 
offshore and onsite rates. 


From Volume to Value 

Mynampati points out that the skew towards onsite rev- 
enues is due to Satyam’s strength in package imple- 
mentation, which is primarily an onsite activity. As for 
improving billing rates, he says that there has been a 
conscious movement away from volume to value. 
There’s something else that Satyam needs to fix. Tradit- 


Look at our third quarter numbers. We have had 31 per cent 
growth (compared to the same quarter of the previous 
year). Our margins (EBITDA) went up by more than 200 ba- 
sis points. By all measures, we are doing well. The small 
revision in our guidance is due to rupee’s appreciation. We 
think we have guided the investors well about current 
and future prospects of the company. 


What are you doing to change the perception of Satyam 
as a price warrior? Your onsite-offshore mix is skewed to- 
wards onsite, leading to lower margins. 

| completely disagree. (Slightly raises his voice), Satyam has 
not been a price warrior. | don't know whose perception you 
are talking about... 


... Borne out by your margins and... 

... We continue to grow our revenues and margins well. Our 
onsite-to-offshore mix is as per industry standards. We remain 
a preferred choice as employer as bome out by many surveys. 
(Editor's note: Satyam is one of BT-Mercer's Best Companies 
to work for in India.) 


You were late in recognising the potential of the BPO 
sector. Will Satyam catch up this year? 

This year, (Satyam's BPO arm) Nipuna will grow upwards 
of 80 per cent. So, we are already seeing significant growth. 
But if opportunities present (for acquisition) and if the fit is 
right, we will examine it. We are not ruling out anything. 


Why are there persistent rumours about Satyam being a 
possible acquisition target for IBM? 
| think we have clarified this enough number of times. (Sighs 
wearily) Let me repeat this: At no point of time have we 
had any talks with IBM or any other system integrator. | 
think certain vested interests might have (floated this ru- 
mour) for their own benefit. If at all we 
move (in that direction), we will acquire, 
not be acquired. Our goal is clear. To 
make Satyam the world’s leading IT 
services and solutions provider. 


ionally, it has been heavily dependent on a few lines of 
business and even a few customers. Manufacturing 
and enterprise application have been its forte, and 
nearly a third of its revenues comes from its top 10 cus- 
tomers. “The problem with this approach is that it is fo- 
cussed heavily on only one area and is light on several 
other verticals where its larger rivals have built a lead- 
ership presence,” says Sanjeev Hota, rr analyst, Emkay 
Share & Stock Brokers. He further points out that 
Satyam gets around 40-42 per cent of its topline from 
package implementation and maintenance services 
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from customers such as SAP, 
Oracle, and Microsoft. “This is 
one of the highest (figures) in 
the industry,” says Hota. “In the 
case of TCs, Wipro and Infosy, the 
figure is between 15 and 25 per 
cent." (see Satyam vs Critics.) 


Stepping On It 
Satyam has also been seen as 
missing out on larger deals (up- 
wards of $100 million). So, a lit- 
tle over a year ago, it brought 
on board Hetzel W. Folden as 
Senior Vice President (Strategic 
Deals Group). A veteran of CSC, 
Folden was given a clear man- 
date—bag deals that fetch $100 
million in billings a year. That 
hasn't happened yet, but Folden says that nine deals in 
the $50-million category have been bagged in the last five 
quarters. “For the first time, we are getting invited to the 
global high table. With customers unbundling multi-bil- 
lion dollar deals into several smaller pieces meant for dif- 
ferent vendors, we should get bigger deals," says Folden. 
Once again, Satyam has been late to offer BPO 
work as part of its IT outsourcing capabilities. Ergo, 
Nipuna, its two-year-old BPO arm, will contribute just 
$36 million (Rs 158.4 crore) to Satyam's topline of 


$1.43 billion (Rs 6,292 crore). “This year (2006-07), we ` 


will grow north of 80 per cent, though, admittedly, on 
a small base," says Venkatesh Roddam, Head, Nipuna. 
“Also, we have changed the mix of voice-to-non-voice 
ratio, which is critical in the long run." But turning 
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dem rumours of Satyam Computers being in play. While a 
LE ` fiendiy or hosti takeover can never be ruled out (after 
. all, EDS did buy Mphasis), it's unlikely that Satyam would be 
docs rubi d as IBM (which has been the 
-rumoured suitor —and not just because Ramalinga Raju 
says so (see “We Will Acquire, Not Be Acquired”). For 
oo S its market cap of Rs 33,000 crore ($7.5 billion) means 
that there are few players who would have the ability to 
— pull. off such a large acquisition. Also, Raju's family owns only 















8.3 per cent of Satyam. That means most of the shares 





-will have to be m o ped up from the open market at higher 
as . prices. Says a Senior Vice President at a competitor company: 
. “IBM already has 53 000 employees i in India. What do they 
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SHAILESH SHAH 
Director & VP (Corporate Strategy) 


“We did not go out and hire 
rainmakers to kick-start 
consulting. We have tried to be 
focussed on customer needs” 





Nipuna into a growth engine for 
Satyam could take a long while. 
Simultaneously, Satyam is fo- 
cussing on more value-added 
consulting work. In October 
2005, it acquired Knowledge 
Dynamics, a Singapore-based 
business intelligence firm, for 
$3.3 million, and in May 2005, 
it purchased Citisoft, a London- 
based consulting company, for 
£20.5 million. “Unlike others, 
we did not go out and just hire 
rainmakers to kick-start con- 
sulting,” says Shailesh Shah, 
Director & vp (Corporate 
Strategy), who is spearheading 
the consulting initiative. “Rather, 
we have tried to understand, ad- 
vise, anticipate, and deliver customer needs.” According 
to him, consulting (including that within verticals) 
fetches 14 per cent of Satyam’s revenue. 

The good thing for Satyam is that it is not too late 
yet. It is still the #4 player and has acknowledged 
strengths in areas such as package implementation, 
which, technology research firm AMR says, could be 
a $40-billion (Rs 1,76,000-crore) global business 
over the next 3-4 years. So, if it can convert its 
strengths into a market dominating leadership posi- 
tion with the ability to price by results (read: value) 
and not efforts (man-hour), it can move into a higher 
growth trajectory. The opportunity exists. Raju and 
his team need to cash in on it. Is 
ADDITIONAL REPORTING BY RAHUL SACHITANAND 
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engineering services, other paris of the ‘company are eni that S 
attractive. But Satyam i is unlikely to break itself up into parts." Ë 





the most likely of all Tier fen to go in for a big bang. 
isiti O or at least draw level with — 





the top players. Š en nde, Director (ICT Practice), Fi Frost - 
& Sullivan: “I think Satyam needs to be seen more as a - 
predator rather than an acquisition target, as it seeks. to 4 
scale up.” Going by this and Raju's own statement b the E 
Satyam sale story should perhaps be puton hold. wi 
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ARIJIT SEN 





It's a no-brainer that a knowledge economy needs an educated workforce. 
But archaic laws and a short-sighted government are conspiring to deprive the 
sector of the autonomy and the private funding it so badly needs. 


SHALINI S. DAGAR 


T IS ONE OF THE MOST 
mystifying paradox of our 
times—the Indian economy, 
powered in large measure 

by its knowledge industries, 

' is expanding at over 9 per 

cent per annum; the country has 
more than a billion people, half of 
them under 25 years of age. Yet, 
there's a major shortage of skilled 
workers in this country. Mind you, 
we're not talking here just of rocket 
scientists and the like; good 
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plumbers, carpenters and brick lay- 
ers are proving as hard to find in 
large numbers as people higher up 
the knowledge ladder. Another par- 
adox: world class educational in- 
stitutions like the IIMs, the IITs and a 
few others exist as microscopic is- 
lands of excellence amidst the gen- 
eral decay and rot that characterises 
the country's education landscape. 
In this chasm between the possibil- 
ity and reality resides a sorry tale of 
missed opportunities. 


“India compares very unfavour- 
ably with its peers in indicators of 
educational attainment at all lev- 
els. Both spending and the effi- 
ciency of spending on education 
remain weak," says a recent 
Goldman Sachs report on India. 
The country is still struggling to 
scale up its investment on education 
to 6 per cent of GDP from 3.8 per 
cent at present. And this may prove 
to be a very costly oversight in the 
years and decades to follow. The 


E 


Goldman Sachs report adds that in 
2000, the working-age population 


in India, had, on average, attended. 


5.1 years of school, compared to 6.4 
years in China and 6.8 years in 
Malaysia. *The demographic divi- 
dend may not materialise if India 
fails to educate its people," 
Goldman Sachs report warns. 

It's a no-brainer that the educa- 
tion sector could do with massive 
spurts in funding; but there's an 
even more urgent need to ensure 
that existing and future investments 
are used efficiently and reach the 
intended beneficiaries. The gov- 
ernment recognises its limitations 
and is now looking at alternate 
sources of investment. “We can't 
wait any longer. We must experi- 
ment with several things," says Kris 
Gopalakrishnan, Director, Infosys 
Technologies, one of India's leading 
knowledge companies. 

The urgency seems to have car- 
ried to the corridors of power. 
Finance Minister P. Chidambaram 
Is expected to increase gross budg- 
etary support for education by about 
30 per cent to over Rs 31,000 crore 
in his forthcoming Union Budget. 
There is also a move to liberalise 
investménts in higher education 
level. Ironically, the more the econ- 
omy grows, the more the real extent 
of the problem becomes apparent. 


Primary Colours 
The real problem begins at the ele- 
mentary school level. The statistics, 
though, look rosy at first sight. Over 
95 per cent of children between 
ages 5 and 10 are enrolled in 
schools and there is a school within 
1 km of every habitation, barring a 
few in Bihar and Rajasthan. 
However, that is where the good 
news ends. “Children learn little 
and what they do comes too late. 
Whereas they are expected to learn 
to read fluently by the end of 
Standard 2, only about 50 per cent 
can read fluently even in Standard 
5,” says Madhav Chavan, Trustee of 


WE HAVE A LONG WAY TO GO 
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Pratham Mumbai Education 
Initiative, an NGO working for the 
education of underprivileged chil- 
dren. *Neither the syllabus nor the 
teaching methods are adjusted for 
that. Hence, most children in class 
are utterly lost,” says Abhijit Banerjee, 
Professor of Economics & 
Director, Abdul Latif Jameel 
Poverty Action Lab, mir. No 
surprise then that about 70 
per cent students drift 
away by the time they 
reach Standard 8 (See 
The | Mess in 
Education). 

The govern- 
ment is pursu- 
ing its aim of 
universalis- 



















a, 


Higher Professional 
Studies 


Data compiled by YS. Rajan, Principal Advisor, Cll T 


ing elementary education through its 
agship programme, called Sarva 
Shiskha Abhiyan, and the Mid-day 
Meal Scheme wherein cooked meals 
are provided to children who attend 
school. Says Bhalchandra Mungekar, 
Member, Planning Commission: 
"These schemes have dramatically 
reduced the drop-out rate at schools 
over the last two years." The num- 
ber of out-of-school children in the 
6-14 years age group has dropped 
from 13.4 million in 2005 to 7.06 
million in end-March 2006. 
Rajendra Pawar, Chairman, NIT, 
one of India’s leading purveyors of 
knowledge, is ready to believe this 
magical rise in gross numbers. “Do 
not forget the parallel system that is 
flourishing,” he says. Over the last 
decade, there has been a virtual 
mass movement towards private 
schools, say education experts. 
But there are problems galore. If 
government schools are afflicted 
by creaky infrastructure, absent or 
apathetic teachers and general lack 
of verve, then their private coun- 
terparts are afflicted by a wide vari- 
ance in standards and the fees 
charged. However, “private schools 
at least impart education and that is 
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THE MESS IN 
EDUCATION 


Out of every 100 students 
who join school, only 8 
reach the graduate level. 
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because there is a functioning chain 
of accountability,” says Anurag 
Behar, Corporate Vice President, 
Mission Quality, Corporate Brand 
& Innovation, Wipro Technologies. 
So, it does seem as if the numbers 
issue at least is being addressed; 
even if imperfectly. 


Vocational Intent 

The inability of the system to deliver 
relevant and quality education dis- 
illusions and disappoints a large 
section of the addressable popula- 
tion by the time they reach Standard 
8. The formal system does not 
address these issues. And there is 
no way of switching to vocational 
streams. “There has to be conver- 
gence between mainstream educa- 
tion and vocational training. 
Currently, if someone fails Standard 
10, his entire education is lost,” 
says Mungekar. 

Cultural issues aggravate the 
shortage. “There is a social barrier to 
vocational education. Technical staff 
hesitate to roll up their sleeves and 
work with their hands,” says 
Murlidhar Rao, President and coo, 
NIS Sparta, one of India's largest 
corporate training companies. 

The country has 6,500-odd 
Industrial Training Institutes that 
impart vocational training. Yet, they 
teach only 100-120 trades, com- 
pared to about 4,500 in China. 


MIT's Banerjee: The future is bleak 
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A PRESCRIPTION FOR CHANGE 


The Prime Minister’s Knowledge Commission has made the following 
recommendations to energise the education sector: 





e Target: 1,500 universities by 2015. 


e Set up Independent Regulatory Authority for Higher Education 
(IRAHE) in tandem with the overhaul of the University Grants 


Commission. 


e Scale up government support for higher education to at least EO 
per cent, if not 2 per cent of GDP, by 2012. 


e Fees should meet at least 20 per cent of an university's expenditure; 
these should be adjusted every two years through price indexation. 


e Change tax and trust laws to incentivise corpus building by 


universities. 


e Create at least 10 National universities over the next 3 years, and 


50 over the long term. 


e Reform existing public universities and undergraduate colleges. 
e Universities should revise or restructure curricula at least once in 


three years. 


e Increase total spend on VEC to 10-15 per cent of the total ` 


education spend. 


e Levy a cess on employers (as in Singapore) or make it mandatory 
for companies to invest in training (as in South Korea). 


e Set up a National Institute of Vocational Education Planning and 
Development to formulate strategy, advise government and | 


undertake R&D. 


e Appoint an independent regulatory agency for VEC. 
e Maintain an electronic database of certified training Argos 


and certified workers. 


Moreover, there is a mismatch of 
skills imparted in these institutions 
with market demand. The course 
curriculum and equipment are also 
outdated. “These boys are far, far 
away from the current technology 
that is being used in their respective 
fields. One has to put them through 
at least 6 months of on-the-job 
training to get them work-ready,” 
says S.Y. Siddiqui, Head (HR), 
Maruti, which has hired about 800 
automobile technicians from ITIs 
over the last 18 months. It is now 
taking over the management of four 
such institutes in Haryana. At the 
vocational training level, move 
towards certification bodies and 
adoption of standards hold the key 
to success. The government has 


decided to set up a National Skills 
Mission to address these issues. 


Tertiary Education 

The Knowledge Commission's 
report late last year found that only 
8 per cent of our population, in the 
18-24 years age group, reaches the 
higher education level—half the av- 
erage for the Asian region. India 
has around 350 universities and 
about 17,700 undergraduate 
colleges. Though quantity is an issue 
(See We Have a Long Way to Go), 
the quality of graduates coming out 
of these institutions is equally 
worrying. According to NASSCOM, 
only a quarter of the technical grad- 
uates and 10-15 per cent of gen- 
eral college graduates are suitable 
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for employment in the offshore IT 
and BPO industries. 

Yet the situation is not entirely 
without hope. Vivek Wadhwa, 
Executive-in-Residence and Adjunct 
Professor at Duke University (Us), 
points out that multinationals are 
able to hire from a majority of 
Indian universities; they simply put 
graduates through special training 
programmes to compensate for the 
quality problems. “Graduates from 
comparable Chinese universities are 
simply unemployable,” he says. 

Granting universities autonomy 
can improve the situation. “The 
government has created excellent 
tertiary institutions; it is time now to 
give them academic and financial 
freedom so that they can be inde- 
pendent,” says Ajit Rangnekar, 
Deputy Dean, Indian School of 
Business, Hyderabad. 

Yet, functional autonomy is a 
difficult issue for most governments 
to cope with as was evident from the 
very public spat between the HRD 
Ministry and the tIMs. The dispro- 
portionate public emphasis on the 
IITs and the IIMs also underlines our 
national obsession with these pre- 
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mier institutions at the expense of 
other centres of higher learning. 
“President A.P.J. Abdul Kalam, 
Infosys Chairman N.R. Narayana 
Murthy, and Knowledge Commi- 
ssion Chairman Sam Pitroda have all 
studied at private colleges. We really 
need to shake off this obsession with 
the ITs and IIMs and realise that 
private institutes are as good,” says 
Y.S. Rajan, Executive Director, TIFAC. 


Solutions 

If there were magic bullets then just 
two would suffice to fix the educa- 
tion story—improving the delivery 
channels for public education and 
opening the floodgates for foreign 
and private investments in the sector. 


LAWS DISCOURAGE PRIVATE INITIATIVE 


Unless the government recognises the profit motive as a legitimate one, 
education in India will continue to languish. 


@ The law stipulates that a private sponsoring body can set up a society, 
charitable trust or Section 25 company which can provide education 


to those requiring it. 


@ The key requirement is that profits from the venture have to be 
reinvested in the venture; i.e., they cannot be distributed as dividends. 


e The government's “no commercialisation of education” policy is a major 
roadblock to greater private sector participation in this field. 


e Policy-makers are considering allowing foreign investments in higher 
education but they cautiously temper that proposal with the requirement 
for a level playing field for Indian players. 


@ Expert groups have recommended a public-private partnership model 


as the way forward. 


e The Birlas run 45 schools, 10 vocational training centres and BITS, 
Pilani. Many other corporate houses, notably the Tatas, the Bajajs, the 

. Ambanis and the Singhanias, among others, run schools, colleges and 
other educational institutions across the country, but all of them are 
part of their corporate social responsibility initiatives. 
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Infosys' Gopalakrishnan (left) and NIIT's Pawar: Need for nifty reforms 








While there is scope for private 
sector participation across the ed- 
ucation value chain, the govern- 
ment will have to shoulder a major 
share of the burden. “The biggest is- 
sue in the education sector is 
scarcity of good teachers. We need 
to increase salaries to attract good 
people to join," says Infosys' 
Gopalakrishnan. Then, technology 
can be used to enforce attendance. 
Says MIT's Banerjee: “Teachers 
should sign in using fingerprint 
readers three times a day; those 
who fail to do so on a given day 
should be declared absent." Finding 
a way to help poor children receive 
after-school tuitions is also neces- 
sary. “The government can give tu- 
ition vouchers to all poor families; 
these should be used only in recog- 
nised tuition centres," says Banerjee. 

And if education and jobs are 
linked up, then the financial issue 
also automatically gets solved. Nirr's 
Pawar points to a financial services 
course launched by the education 
and training company where the 
student gets an appointment letter 
from a financial services company 
on enrolment for the NIIT course. At 
stake is the ability of the student 
to complete the course. 

But such solutions will become 
universal only if the government 
must muster up the political will 
to shed old shibboleths. The situa- 
tion is reaching crisis proportions, 
but it is not beyond redemption. m 
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The Academic System 
Is Not Market Responsive 








A BT-NASSCOM panel ponders on a looming qualitative 


talent crunch, and looks for longer-term solutions. 
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Ramalinga Raju, Chairman, Satyam Computer Services ; Nandan Nilekani, CEO, Infosys; Bob Welch, Group VP and General 
Manager, Worldwide Services Research, IDC; Vineet Nayar, President, HCL Technologies and Kiran Karnik, President, NASSCOM 


WO OF THE MORE RECURRING 

| themes at NASSCOM 2007, 
tbe annual congregation of 

the Indian IT services sector, were in- 
novation and talent—both essen- 
tial ingredients in the recipe for the 
industry’s leap into the next growth 
phase. Not inappropriately, the 
theme for the Business Today- 
NASSCOM panel discussion was Indian 
IT: The Opportunities and 
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Challenges Ahead. Debating the sub- 
ject were Kiran Karnik, President, 
NASSCOM; Nandan Nilekani, CEO, 
Infosys; Vineet Nayar, President, 
HCL Technologies; Ramalinga Raju, 
Chairman, Satyam Computer 
Services; and Bob Welch, Group vp 
and General Manager, Worldwide 
Services Research, Ipc. The discussion 
was moderated by Brian Carvalho, 
Executive Editor, Business Today. 


BT: It's interesting to think that what 
was considered an opportunity or a 
competitive advantage five-six years 
ago may not be one any more for Indian 
IT services companies. For example, 
till not too long ago India’s vast pool of 
talent was considered a great compet- 
itive advantage. Yet, two years ago, 
NASSCOM predicted a shortfall—a tal- 
ent shortage of 500,000 by 2010. 
What was an opportunity yesterday 
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could well be a challenge today. Mr 
Karnik, how has the industry been 
gearing up to tackle the talent crunch? 
KARNIK: The 2005 NASSCOM- 
McKinsey study very clearly said 
that if we do nothing, we could 
have a shortfall of 500,000 by 2010 
for this sector alone. But fortunately 
over the past two years, we have not 
sat on our backsides. We have ini- 
tiated a number of actions. We are 
fairly optimistic that given what we 
are doing now, we should be able to 
take care of that shortage. But | 
must tell you that what we have 
done are short-term actions. . .rubber 
band solutions but in the long-term 
there are serious issues that need 
to be addressed. We need to get 
the quality aspect of talent right. 
It's not the numbers that are the 
issue. We already turn out 4,00,000 
plus engineers a year. This year's 
admission in engineering schools is 
5,69,000. It's the skill sets that they 
come out with, as a result of which 
they are not employable, that's the 
Issue. Bigger companies are able to 
provide 3-6 months of training but 
not all companies have the where- 
withal to do that. But even that's a 
medium-term problem that can be 
fixed by curriculum changes, faculty 
training and improving linkages be- 
tween industry and academia. The 
long-term problem, however, has 
two dimensions to it. One, where is 
the faculty of the future going to 
come from? Two, the academic sys- 
tem by and large is not delivering. 
That's happening because the aca- 
demic system is not market-re- 
sponsive as a result of which people 
coming out of the system are un- 
employable. To change that, we 
need major reforms in the educa- 
tional system. Our system is what 
the British left us with 60 years ago. 


BT: | want to quickly run through 
what each company would do on their 
own to fix this talent shortage and 
probably also reign in that wage bill. 
Mr Nayar, if we could begin with 


HCL's game plan on this front? 

NAYAR: Before we get alarmed 
about the talent problem, it's good 
to remember the fact that we can 
draw the future by looking at his- 
tory. If we can go back and look at 
2002-03, did we imagine that we 
could produce as many high qual- 
ity people as there are today? The 
answer is no. Did we have a clear 
idea about how this would 
happen? The answer is no. It is 
good for industry and HCL to be 
alarmed about this issue, but at 
the same time this alarm should 
not turn to disorientation and 
panic. The second issue is that, 
five years ago, Indian IT companies 
were thinking only India. Today, 
Indian IT companies have several 


‘options—there are Chinese, 


Vietnamese, Polish, and all kinds of 
people we can recruit. Because 
domain capabilities, competence, 


knowledge of verticals are the driv- 
ers of businesses. For the last five 
years, our ability to hire and 
deploy was the big driver and con- 
tinues to be a big factor. But in the 
next five years that may not be 
the only factor. 


BT: Mr Nilekani, as Indian companies 
become more multicultural, is there a 
challenge of managing growth? 


NILEKANI: I think certainly manag- 
ing multicultural forms have some 
degree of complexity that compa- 
nies have to be clear about especially 
when growth comes through ac- 
quisitions. Because in acquisitions, 
companies can acquire several thou- 
sands of employees in several coun- 
tries and cultures. That’s food for 
thought. But I personally think that 
over past 4-5 years, there has been 
a dramatic improvement in ability to 
manage a global workforce. I think 
companies are beginning to under- 
stand what is it about a company 
that is of universal value, what is it 
that is of local value and how to 
merge the two. On the talent is- 
sue, things are happening at sev- 
eral levels. First, at Infosys at the 
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firm level, we take training very se- 
riously. We have invested $300 mil- 
lion into building the world's largest 
corporate university in Mysore. At 
a slightly broader level, we have a 
programme called Campus Connect 
where we are working with 300 
colleges of India. We are trying to 
explore ways in which quality of 
teaching in these colleges can be 
improved, how to make courses 
better. I think in engineering and 
business management, the quantity 
issue is getting addressed. There 
has been a blossoming of engineer- 
ing colleges and business schools 
in India. We have more business 
schools than the us has. I think the 
quality issue now needs to be ad- 
dressed. At the same time, the in- 
dustry is working with AICTE, the 
regulator of all engineering and 
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business schools, to improve the 
relevance of courses. Finally, the 
Knowledge Commission that I am a 
part of has come up with recom- 
mendations for higher education 
reforms. One of the recommenda- 
tions is that India should dramati- 
cally increase spending on education 
to 6 per cent of GDP, which is one 
point the left and the right seem 
to agree on. 


BT: Mr Raju, would you want to add to 
that? 

RAJU: The talent gap we talk about 
exists at several levels. Normally, 
when we talk about a talent gap 
we refer to a talent gap in the junior 
or entry level. That's a serious prob- 
lem we cannot run away from 


especially when we are using 15-20 ` 


per cent of people graduating from 
colleges. I would like to compare 
the situation to having raw dia- 
monds in plenty and not having 
capacity enough to polish them. All 
you have to do is spend 3-6 months 
with them to ensure that they are up 
to global standards. We have 
established Gram IT centres in vil- 
lages and we found that people 
come up to mark rather quickly. It 
proves that it doesn't take years but 
only months or quarters to prepare 
them. Our experience over the last 
5-6 years shows that the issue of 
talent is more pronounced at middle 
and higher levels. The dearth of 
talent is becoming more pro- 
nounced at the top 2-3 percentile 
levels of companies. That's where 
we find pressure for finding talent is 
at the highest. 


BT: Mr Welch, if one were to compare 
the productivity levels of Indian companies 
with the Accentures and IBMs of the 
world, is there a noticeable difference? 

WELCH: If you look at the efforts 
that companies like Accenture have 
made to build the base of labour in 
India, they have recognised that they 
had a productivity issue they had to 
address. In general, the Accentures of 


the world would tell you they have 
achieved in what they set out to do, 
which is to lower costs and attract 


people-intensive projects that they 


were having trouble doing. I think 
they have made a good start. 


BT: If one had to go beyond just ramp- 
ing up headcount, what are the op- 
tions in front of Indian companies today? 
NAYAR: I believe there are various 
business models that will emerge. 
Each major global and Indian com- 
pany will emerge by leading one 
particular business model, which 
will be a successful business model. 
From HCU's point of view, we see 
three key events happening in the 
market space. One of them is the 
commoditisation of services—if any 
industry has lasted for a particular 
period of time delivering high qual- 
ity at low costs, commoditisation is 
bound to happen. So, you need to 
have a strategy against commodi- 
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tisation. Two, our industry is based 
on effort-based pricing and cus- 
tomers are seeking higher value 
all the time. Our ability to jump 
from efforts to outcome is going to 
be the second-biggest challenge. 
Thirdly, we are an extremely effi- 
cient, backward-integrated, oper- 
ationally-efficient industry, with 
companies that have a strong em- 
phasis on supply chain. We have to 
move away from that emphasis to 
innovation. To address these 
changes, we have transformed our- 
selves as a new generation com- 
pany over the past two years. We 
have changed our business model 
from unique services to multi-serv- 
ice offerings. We have changed our 
pricing model from effort-based to 
transaction-based pricing. 


^ 
BT: Infosys is one of the few Indian 
global companies in a sense but 
acquisitions haven't been one of the 
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drivers to take it global. Mr Nilekani, do 
you think Infosys can be truly a global 
company without making acquisitions? 
NILEKANI: First of all, I think ac- 
quisitions are a means to an end 
and not an end in itself. Acquisitions 
make sense when you have a strate- 
gic intent and for a variety of rea- 
sons that strategic intent is not 
achieved organically. Our funda- 
mental strength comes from the 
fact that we have created a new 
business model, which is innova- 
tive. It's a model that creates value 
for customers faster, better and 
cheaper. It's a model that's disrup- 
tive to incumbents. Therefore, when 
the entire strength of your model 
comes from the momentum you 
have in the marketplace, which is 
driving profitability, it's not a great 
idea to contaminate the business 
model unless there is a sound strate- 
gic reason to do that. Now, what is 
the potential sound strategic rea- 
son we need to embellish the busi- 
ness model? Clearly, it can't be an 
acquisition which upsets the eco- 
nomics of this business model. 
However, given that our intent is to 
create what is the next generation IT 
services and consulting firm, there 
are acquisitions that could make 
sense if we want to expedite the 
pace at which we enter new geog- 
raphies, and develop domain skills. 
It could be because there could be a 
business model out there which, 
we think, we need to have but can't 
do organically. 


BT: Mr Welch, any specific threats that 
the Indian outsourcing industry has to 
face up to? 

WELCH: One emerging threat is the 
convergence of the software and 
services markets. It's getting harder 
and harder to define what the 
services market is anymore. When 
you look at emerging delivery mod- 
els like on-demand services, and 
software as a service, it impacts di- 
rectly the way in which these com- 
panies plan their future. It takes a 
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lot of the labour out, and substitutes 
it with technology. It’s not a prob- 
lem faced by Indian companies 
alone but it is a problem faced by 
IBM, EDS and Accenture... I think 
there are a number of countries 
which are very active trying to be 
sources of labour ranging from the 
Philippines, which has competitive 
BPO capabilities, to Latin American 
countries like Brazil, which is good 
in finance and accounting. (But) 
one of the things that I fear for 
them is that they are building 
capabilities for a battle that is 
beginning to be over. When they 
get really good to supply labour- 
based services into the global supply 
chain, the supply chain will be look- 
ing for something else. We can 
argue about how quickly that is 
going to happen. m 








What does Rs. 15,000 crores in 
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When you’ve taken technology 
to diverse fields like aerospace, 
life sciences and healthcare, 

you don't just get noticed... 


...you stand out! 


HCL is doing breakthrough work at the new frontiers of technology. We're taking technology to diverse 
fields like aerospace, life sciences, healthcare and business process outsourcing - using innovations to 


help multiply their potential. No wonder, we get noticed. 


To know more about the amazing things that HCL does, visit www. hcl. in 
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REALITY OF PERCEPTIONS 


A first of its kind Nasscom-Business Today-Perot 


Systems survey conducted amongst visitors to - 
Nasscom 2007 throws up some interesting results. 


How will 2007 be best remembered (in the 
information technology market) in India? 


98 Consolidation of Indian and 

: multinational service providers 

| 6 3 India-based service providers establish 
| dominance over multinationals 


1 7 Inability or difficulty of India-based service 
providers to sustain past growth percentages 


14 Increased competition from China 












retention of workforce) 


Where might the next 
surge in outsourcing 
come from for Indian IT 
companies? 


Within the 
medium-size 
business market 


North 
America 


What is the chief operating challenge for Indian software companies? 


. ; Globalisation and Providing customised 
1 16 Staffing (recruitment and 36 pen from 27 industry solutions versus 1 4 Cost structure 
other countries 


What issue facing 
India seems to be its 
greatest challenge? 







Political challenge: (e.g. 
national data protection 
legislation, job loss fears) 


Support of new services: 
(e.g. data centres and hosting) 


Technical challenge: (e.g. network latency, 
bandwidth and reliability for support services) 


"off the shelf" solutions 


How important are industry-specific BPO solutions 
compared to non-industry-specific ones? 
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Very important Moderately important 





What will be the catalyst in organisations developing an 





outsourcing strategy? 
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42 When cost reduction is 
paramount 


2 4 When executive management demands 
it due to market pressures 


When there is a compelling 
value proposition 





1 1 When their competitors are doing it 








What is the most 
important criteria in 
making a BPO 
buying decision? 


45 


Referenceable 
customers 


85 


Industry experience 


41 


Relationship 


Cost 1 4 


Infrastructure expansion: 
1 53 (e.g. power, roads, 
ww’ railways, airports, etc.) 
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When will India start transitioning/ hosting data What growth do you expect for infrastructure 
centres for international customers? f services delivered from India in 2007? 


45 15 per cent 


B Never 60 "SSH RODREESUNIICI C 
51 


What is the most pressing issue facing 
Indian IT firms related to staffing? 6 E 0 per cent 


256 Attrition How many senior 
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Coimbatore 





When will India be the largest employer of 


IT professionals in the world? 





What are the preferred growth strategies 


for your business? 
1 1 3 In 5-10 years 106 
dee 

71 In 2-4 years x. 
9 EE Never 88 Mergers & Acquisitions 


Figures indicate number of respondents Total doesn't add up to 195 as respondents did not answer every question 
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2006 — 209 — 2 
Source: Ernst & Young Report 
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| HEN HIDAYATULLAH, 
a 23-year-old shop- 
keeper from Karim- 
nagar in Andhra 
| Pradesh, visited a 
doctor following shortness of breath 
and palpitations, creating medical 
history possibly wasn’t on his mind. 
Yet, that's exactly what he ended up 
doing, when doctors at Hyderabad- 
based Care Hospital decided to per- 
form India’s first robotic surgery 
for mitral valve replacement on 
him. With just a five centimetre- 
long incision on his chest and eight 
days of recuperation, Hidayatullah 
was back at work. 
Bleeding-edge technology is just 
one sign of the transformation un- 
derway in the Indian healthcare 


industry. With the economy grow- 
ing and Indians becoming more af- 
fluent, healthcare providers are be- 
ginning to step up their own in- 
vestments. The market potential, 
to put it mildly, is mind-boggling. 
There are just 1.1 beds for every 
1,000 Indians, compared to 4.3 in 
other Asian countries such as China, 
Korea and Thailand. As India’s pop- 
ulation ages and more people get af- 
flicted with lifestyle-related diseases 
(such as heart and nervous prob- 
lems, and diabetes), the demand 
for quality healthcare will explode. 

The government alone won't 
be able to cope with the demand; 
private sector investment will be 
needed. In fact, it will be needed 
more than ever. For two reasons: 
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One, the government’s investment 
in the sector is declining relative to 
the growth in Gpp. Currently, it 
stands at 0.9 per cent of the GDP. 
Two, the quality of public health- 
care is abysmal, which drives the 
rich and the poor alike to private 
care. According to a World Bank 
study, nearly 8 out of every 10 poor 
patients prefer private clinics, al- 
though the average cost of private 
treatment is higher at Rs 193.50 
compared to Rs 121.50 of the pub- 
lic system. 

Not surprisingly, then, the pri- 
vate sector is expected to drive the 
healthcare revolution in the country. 
A recent FICCI-Ernst & Young report 
on the sector projects that of the 1 
million hospital beds expected to be 
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100% =$34.2 billion (Rs 1,50,480 crore) 


HEALTHCARE PIE: 2012 








100%= $78.6 billion 






(Rs 3,45,840 crore) 

Figures in per cent 

mm Infrastructure ma Medical Equipment 

mm Bed revenues mm Pharmaceuticals 
Health Insurance Health Outsourcing 

mm Medical Value Travel 

mm Independent Path Laboratories 

mu Clinical Trials sa Training & Education 

== Medical Textiles r x Consumables 


Source: Emst & Young Report 
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Apollo Hospital S Dr Reddy i is looking to 
tie up with VCs to operate and manage a 
major hospital chain in the UK 


added by 2012 (under a best-case 
scenario), 896,000 will come from 
the private sector. The investment 
required: $69.7 billion, or Rs 
3,06,680 crore. By that time, private 
sector healthcare revenues are ex- 
pected to touch $35.9 billion (Rs 
1,57,960 crore) from $15.51 billion 
(Rs 68,244 crore) at present. Says 
Prathap C. Reddy, Chairman of 
Chennai-headquartered Apollo Hos- 
pitals, which was the first to set up a 
corporate hospital in the country 
back in 1983: “Earlier, we were 


MAKING ROOM 


The major healthcare chains are on an expansion spree. 


APOLLO HOSPITALS: Has 41 hospitals offering 7,228 beds. 
By 2010, it expects to have 12,000 beds 


VIVAN MEHRA 
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centralised in Chennai. Now, we 
are going to places where people 
need us.We have only nine hospitals 
in super metros, and the rest are in 
smaller cities and towns." 


The Pieces Come Together 

It has been almost a quarter century 
since corporate hospital chains first 
appeared in India, but their growth 
had been limited, simply because 
the boom in the domestic economy 
and the global investor's interest in 
India are recent. Now, however, 





Fortis Healthcare, where Shivinder Mohan 
Singh is the CEO, plans to increase its number 
of hospitals from 12 to 40 by 2010 
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all the pieces needed to create a 
robust healthcare industry seem to 
be coming together. Start with con- 
sumers. According to the FICCI-E&Y 
study, a middle-level manager with 
a family of four spent an average of 
Rs 1,935 on healthcare in the late 
80s. At last count (2001-02), such a 
family spent between Rs 7,650 and 
Rs 11,475 on medical care. 

Until recently, corporate 
hospitals were also hamstrung by a 
lack of finance. But now global in- 
vestors, in the form of private Mind 


FORTIS HEALTHCARE: Has 12 hospitals with 1,900 beds and 
has plans of going up to 40 hospitals and 8,000 beds by 2010 ` 


WOCKHARDT HOSPITALS: It plans to double the number of 
hospitals to 14 by 2008 and take the cumulative bed capacity to 
__ 3,000 from 1,500 at the moment SAEN 


CARE HOSPITAL: Has eight hospitals with 1,000 beds and 
plans to add 5,000 beds in the next five years (1,000 each 
year or six to seven hospitals each year), taking the total 
number of hospitals to close to 40 in five years 


le 


MAX HEALTHCARE: Has seven hospitals with 800 beds and by 
2010, will have 11 hospitals and 1,500 beds 
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investors, are willing to put money 
behind them. George Soros’ Qua- 
ntum and Blue Ridge funds, for ex- 
ample, have invested in Fortis Healt- 
hcare, a chain set up by the pro- 
moters of Ranbaxy. Manipal Health 
Systems received $20 million (Rs 
88 crore) from IDFC Private Equity 
Fund (see Private Equity and Hea- 
Ithcare), and Warburg Pincus picked 
up 23 per cent stake in Max Heal- 
thcare. *The entry of Warburg two 
years ago was a sign of confidence 
in the Max Healthcare model," says 
Mukesh Shivdasani, Max's Exec- 
utive Director (Operations). The 
growth apart, what interests PE inv- 
estors in healthcare is the fact that it 
is an industry with no down cy- 
cle—there are no years when people 
don't fall sick. “Hospitals will grow 
as long as they earn the trust of 
their patients," says Shivdasani. 

Medical equipment suppliers, 
too, are willing to offer sweeter 
deals to lock in with the big players. 
According to an Ernst & Young 
estimate, the medical equipment 
industry is worth Rs 9,790 crore 
in revenues and is growing at 15 per 
cent a year. By 2012, it could touch 
Rs 22,000 crore in revenues. Most 
of the medical devices (65 per cent) 
are still imported, but local manu- 
facturing could take off when the 
market expands. GE Medical Systems 
already manufactures in India in 
partnership with Wipro and there is 
Siemens that is currently celebrating 
its 50 years of presence in the coun- 
try. Siemens has an x-ray manufac- 
turing facility in Goa, where it may 
soon make ultrasound equipment as 
well. Says D. Ragavan, Executive 
Vice President (Medical Solutions 
division), Siemens: “Like in the elec- 
tronics industry, there will be a trend 
towards price erosion. What will 
also happen is that for a similar 
price band, there will be equipment 
with more functions available. In 
other words, one can only expect to 
see more value for money.” 

Not all of the expansion will 
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HEALTHCARE BPOS 


Medical outsourcing is an emerging market. 


and consulting work too. A thyroid profile in the US costs $50 (Rs 

2,200), but could be analysed by Indian companies for as little as 
$6 (Rs 264). Outsourced pathology, under which this and other 
hormonal tests come, promises to be another area of opportunity for 
the knowledge process outsourcing (KPO) services provider in health- 
care. Teleradiology, which involves reading CT scans and MRIs of pa- 
tients, is another emerging opportunity. "There's a critical shortage of 
trained radiologists during the graveyard shift (in the US) and it is es- 
timated that around 20 per cent of vacancies remain unfilled,” says Dr 
Arjun Kalyanpur, a Yale-trained doctor, who started Teleradiology 
Solutions with his doctor wife Sunita Maheshwari in 2002 and now. 
has a dozen radiologists working with him in Bangalore. Adds Sangita- 
Reddy, Executive Director (Operations), Apollo Hospitals Group: 
“Medical outsourcing occupies a high priority at Apollo.” The group al- 
ready has Apollo Health Street, a healthcare KPO, that offers services, 
including medical coding, billing, claims creation, payment posting and 
account receivables follow up. “We manage high domain and complex 
processes like medical coding, which are clearly KPO in nature,” says 
Reddy, who’s the Managing Director of Apollo Health Street. 
Certification is an issue in areas like pathology and radiology, since US 
regulations do not allow non-US certified agencies to read reports of 
American patients. Just the same, medical outsourcing opportunity for 
India is expected to double to Rs 33,000 crore by 2012. At least, that’s 
the hope. : 


T'S NOT JUST MEDICAL TOURISTS WHO ARE COMING INDIA'S WAY, BUT TESTS 


PRIVATE EQUITY AND HEALTHCARE 


Global investors are betting on the Indian healthcare market. 


@ George Soros’ Quantum and Blue Ridge funds bought around 
7 per cent stake in Fortis Healthcare for $33 million (Rs 145.2 
—crore)in2006 ` act 


@ IDFC Private Equity pari in 1$20n million dis ) Manipal H Health 
. Systems in 2006 — 


@ IDFC Private Equity also invested d $101 million in 
. Bangalore-based HealthCare Global Enterprises in 2006 


@ ICICI Venture's India Advantage Fund-! paid $8 million to 
acquire around 18 per cent stake in Metropolis Health Services, 
India’s leading corporate diagnostics chain, in 2006 








happen within the big hospitals or 
cities. In fact, Delhi-based consul- 
tancy Technopak says that most of 
the new facilities will come up in 
Tier-II cities and will be secondary 
care. (In healthcare, the big, super- 
and multi-speciality hospitals are 
considered tertiary facilities, clinics 


as primary and mid-way nursing 
homes/small 100-bed hospitals as 
secondary.) The reason for that is, 
says Technopak, the abysmal pop- 
ulation-to-hospital bed ratio in such 
cities. Only critical surgeries or treat- 
ments will be referred to the tertiary 
hospitals. It is also likely that the 
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NEW, NEW DRUG RETAILERS 


Big corporates are getting into pharmacy retail. 


HE DOMESTIC DRUG RETAIL INDUSTRY IS HIGHLY COMPLEX 
|= fragmented. There are an estimated over 5 lakh 

retailers and about 1 lakh stockists/sub-stockists 
and distributors. The domestic pharma retail market is 
today valued at close to Rs 50,000 crore and could well 
double in the next five years. Modern retail formats, how- 
ever, comprise a small part of this overall market. But 
that’s about to change. A variety of big corporations have 
plans of setting up pharmacy chains. Fortis Healthworld, 
set up by promoters of India’s biggest pharmaceutical 
company Ranbaxy, is talking of opening 1,000 drug 
stores at a cost of Rs 800 crore, and 200 of these are to 
be launched by 2008. “The idea is to gauge the response 
to our new-age drug retail outlets and then expand it to 
other cities,” says Shivinder Mohan Singh, CEO & MD, 
Fortis Healthcare. 

Fortis is not alone. Pharmacy retail is attracting 
some of the biggest names from corporate India. 
Reliance-Anil Dhirubhai Ambani Group and Kishore 
Biyani’s Future Group, for instance. In early August 
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Modern retail: Neighbourhood chemists, beware 


last year, Pantaloon Retail, part of the Future Group, and 
Manipal Health Systems, signed a deal to jointly operate 
pharmacies (selling medical products) and provide 
medical services across the country under the 'Manipal 
Cure & Care' brand. The initial investment is pegged at 
Rs 10 crore. “Health, beauty and wellness capture 
close to 7 per cent of the consumer's total wallet spend, 
and that's huge,” says Kishore Biyani, Future's Chairman. 
It's an assessment that will bring in more players. 
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secondary facilities will be hooked 
to the bigger hospitals electroni- 
cally (think telemedicine), thereby 
minimising the cost of travel and 
waiting time for patients. 

As the big players get bigger, the 


Wockhardt Hospitals, where 

Vishal Bali is CEO, plans to 

expand at a cost of Rs 400- 
900 crore over next four years 
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industry will want to consolidate. 
The smaller, stand-alone hospitals 
may not be able to compete with the 
larger players, who will not just 
have better negotiating powers with 
equipment suppliers, but also greater 
brand equity with the healthcare 
professionals and consumers. Says 
Habil Khorakiwala, Chairman, 
Wockhardt Hospitals: *Wockhardt 
has already announced that it will in- 
vest Rs 400-500 crore for its ex- 
pansion plans in the next three-four 
years, both through organic and in- 
organic routes." Rather than buy, 
Apollo's Reddy plans to tie up with 
venture capitalists and, on his part, 
provide manpower support to op- 
erate and manage a major hospital 
chain in the UK. 


Tip of the Iceberg 

At present, less than 10 per cent 
of Indians have any sort of health 
insurance. Result: quality healthcare 
is out of reach of the vast majority. 
Insurers, understandably, are licking 
their chops. According to 
Technopak, healthcare insurance 
premium collected in 2005-06 
jumped 35 per cent over the previ- 
ous year. In addition, the firm finds 


community health insurance 
schemes slowly penetrating rural 
markets. There are more than 25 
such schemes covering 8 million 
people all over India, and with the 
insurance regulator, IRDA, stipulating 
that 5 per cent of business of an 
insurance company must come from 
rural India, a slew of innovative 
schemes is likely to hit the markets. 

There are some in the industry 
who believe that India is headed 
for the ‘managed care model’ of 
the Us, wherein the care provider 
(the hospital) also provides med- 
ical insurance. Not everyone agrees, 
though. Executives at Apollo feel 
that it is not an appropriate model 
for India because it is very restrictive 
and does not provide a choice to the 
patient to get treated anywhere else. 
Instead, Apollo has chosen to part- 
ner with Germany's DKV Health 
Insurance Company to offer medical 
insurance to people at large. 

As can be expected, different 
players will experiment with dif- 
ferent models as they seek to grow 
and cater to a larger universe of 
consumers. That shouldn't mat- 
ter—as long as healthcare gets bet- 
ter and more universal. 


OUR ADVANCED FACILITIES MAKE US 


ONE OF THE TOP HEART CARE HOSPITALS 
IN THE WORLD. 


— 


Specialized knowledge and a modern 
infrastructure. 


n collaboration with 


JOHNS HOPKINS 


Medicine International 
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The Promise of 





Telemedicine 





Quietly, telemedicine is circumventing 
the medical infrastructure problem 

by putting state-of-the-art healthcare 
within the reach of some of the 
pores, NITYA VARADARAJAN 
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N AUGUST 2005, WHEN DR 
Vikram Muralidharan was try- 
ing out the new telemedicine fa- 
cility at his 25-bed hospital in 
Annamalai in Tamil Nadu, a 
bizarre case came up that would 
reinforce his decision to go in for 
the new-fangled technology. A 
tribal, who had been knocked about 
by an elephant, was wheeled into Dr 
Muralidharan's hospital, with lac- 
erated bones and eyes popping out 
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of their sockets. 

As luck would have it, Dr Mur- 
alidharan was actually on a video 
conference with an orthopaedician in 
Chennai and an ophthalmologist in 
Hyderabad. When he was informed 
of the emergency case, Dr Mura- 
lidharan asked the other two doctors 
to stay online for consulting. 
Fortunately, the tribal patient had 
no serious internal injuries. So, with 
the help of the two specialists, Dr 


Muralidharan put the tribal’s eyes 
back into their sockets and treated 
the lacerated bones as well. In just 
three days, the tribal was back home 
(determined, perhaps, never to cross 
the path of an elephant again). 

Mauled by an elephant, saved by 
a mouse. The nature of the patient 
and the nature of the technology 
used to save the tribal’s life drive 
home the promise of telemedicine in 
a country like India, where med- 
ical infrastructure is scarce and pa- 
tients far flung. By allowing doc- 
tors—typically, specialists—to con- 
sult even the poorest of poor pa- 
tients remotely, telemedicine can 
help not just spread healthcare to re- 
mote corners of the country, but 
maximise utilisation of the existing 
healthcare resources. A FICCI-Ernst 
& Young report on the sector says 
that telemedicine is “potentially, the 
biggést success story in the healthcare 
sector: telemedicine today has given 
ordinary doctors the capacity to do 
extra-ordinary things”. 

Dr Muralidharan would agree. 
Although his investment in 
telemedicine facility is, he says, 


All wired up: Dr S.P. Murugappan with a 
telemedicine patient at his Tiruvallur hospital 


= 
eat ws) |e 
EIE 










ss: BlackBerry. 


Takes you out of office. 


Messages 


n Ap 


e 
mats 






= f$ 








V . \ E 
\ \ N 7A [Hutchison EEG partnership 
\ : ery "Ñ N J 
I \ < b 
BlackBerry® powered by Hutch. 
« Business and personal mails For details, visit www.hutch.in 
« Configure up to 10 email accounts To book your BlackBerry handheld, send 
+ Internet access BlackBerry as an SMS to 123 (RS 3/SMS) or 
| + Instant messenger mail in your requests to 
j « Organise calendar, contacts & tasks blackberry@hutch.in 
5 «Attachment support 
ç + Secure access to data Multiple handhelds available. Starting price 
= «EDGE & Bluetooth as low as Rs 14,990. BlackBerry® 8700q" BlackBerru* 7290" X BlackBerry*71309" 
š Cost of service would range from Rs 499 to Rs 1,099 per month and would depend on your usage pattern. International roaming charges extra. 


All features may not be available in all models. The BlackBerry and RIM families of related marks, images and symbols are the exclusive properties of and trademarks or registered trademarks of Research In Motion Limited - used by permission 





tel 


relatively high at Rs 1.80 lakh and 
yet to break even, the doctor is 
happy with the results. He is able to 
tap online specialists at Madras 
Medical Mission or KG Hospital in 
Coimbatore, or expert diabetolo- 
gists at MV Diabetes Centre for a sec- 
ond opinion. He is learning new 
treatment regimens every day 
(thanks to, instructions from super- 
specialists on patient treatment) and 
enhancing his own knowledge. 
More importantly, his patients 
are happy. For a consulting fee of 
Rs 450, they are able to get a pre- 
scription from a super-specialist 
with whom they can speak online. 
“Without telemedicine, I would 
have lost my patient to a city doc- 
tor—he would never have come 
back to me,” says Dr Muralidharan. 
For patients, at least in small 
towns and villages, it’s a terrific deal, 
too. They need not spend money 
commuting to a city hospital, waste 
time in the doctor’s waiting room, or 
undergo a lot of routine tests. The 
same rigmarole can be avoided in 
cases where follow-up visits are re- 
quired. Says Dr S.P. Murugappan, 
who runs a 20-bed hospital in 
Tiruvallur, 45 km from Chennai: 





Bhardwaj's Space Hospitals 
plans to introduce mobile vans 
with V-SAT facilities to take 

emedicine to remote areas 
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“Earlier, trauma cases used to head 
straight to Ramachandra Medical 
College (25 km from Tiruvallur), 
but now my hospital has become 
the first destination.” 

Dr Murugappan speaks of a pa- 
tient who came in with a heart at- 
tack on New Year’s eve recently, 
and how telemedicine saved his 
life. After stabilising his condition, 
the doctor patched through virtu- 
ally to a super-specialist at the 
Madras Medical Mission (MMM) 
who could monitor the patient’s 
condition remotely. 

After a couple of days, the pa- 
tient was transported to MMM, 
where an angiogram was perfor- 
med, followed by a bypass surgery. 
And within a week of his admis- 
sion to Murugappan’s Surya Hosp- 
ital, the patient was back home in 
Tiruvallur. “A lot of red tape relat- 
ing to admission was bypassed be- 
cause the specialist was already fa- 
miliar with the condition of the pa- 
tient even before he arrived,” says 
Dr Murugappan. 


Not Just New Technology 

Telemedicine is not new, and some 
of the bigger hospitals such as 
Apollo Hospitals, Manipal Hospital 
Group and Wockhardt Hospitals 
have been using it for some years 
now. But, typically, they use it wit- 
hin their own hospitals and for their 
own patients. Helping connect the 
larger, tertiary hospitals with the 


Yes, | can hear you: Neemrana in 
Alwar gets its first telemedicine centre 
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smaller, secondary hospitals is a 
Chennai-based firm called Space 
Hospitals. Despite its name, Space 
Hospitals is not a hospital but a 
third-party service provider. The 
smaller hospital is required to invest 
in equipment such as a personal 
computer, scanner, web cam and 
a black box (for measuring blood 
pressure, ECG and the level of oxy- 
gen in blood) that is then connected 
to Space Hospitals’ network. Often, 
there is a separate telemedicine 
room with a bed for the patient. 
At present, Space Hospitals has 
16 major hospitals in its network 
(including Asian Heart Institute in 
Mumbai, and Rajiv Gandhi Cancer 
Institute in Delhi) and dozens of 
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Dr Raghupathy’s G. Kuppuswamy Naidu Memorial Hospital 
has implemented Asia’s largest PACS facility and has a digital 
Storage capacity of 3 terabytes, or 3,000 giga bytes 


} 
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smaller ones (like Samatha Nursing 
Home in Nellore, Andhra Pradesh, 
and Apna Hospital on NH-21 
Ghagas-Bilaspur, Himachal 
Pradesh). Sanjay Bhardwaj, President 
& CEO, Space Hospitals, expects 
the network to grow rapidly in the 
years ahead. He explains why. 
According to him, only 10 per cent 
of India’s total doctors (5.92 lakh) 
are specialists. Worse, almost all of 
them are in the metros. “Out of 
every 10 patients who consult with 
a super-specialist, only six really 
need his validation. The other four 
can be served by a general physician 
in their own towns,” says Bhardwaj. 
In Space Hospitals’ brief 12-month 
history, only eight of the 1,800 
telemedicine consultations had to be 
moved on to bigger hospitals after 
two weeks of monitoring. “Just 
imagine how much time, money, 
and energy was saved for patients,” 
he says. Adds Dr Muralidharan: 
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“This is the basic ethos of the con- 
cept that we are selling." 

In March this year, Space Hos- 
pitals plans to introduce its own 
mobile vans with V-SAT facilities. 
These vans will serve as Space Hos- 
pitals hubs for tele-consultations, 
and go around villages and, much 
like a medical camp, identify pa- 
tients and initially give them free 
treatment and also free medicines, 
which would be procured from the 
city and couriered where necessary. 
The idea is to popularise telemedi- 
cine among villagers. 

With the government planning 
to build an internet kiosk at every 
panchayat in the country, telemed- 
icine may find its feet in rural India 
much faster than most people ex- 
pect. Under the model that Space 
Hospitals has in mind, the kiosk 
operator would offer the black box 
facilities, and a local doctor would 
issue a prescription based on the 
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recommendations of a small-town 
hospital doctor or even a super spe- 
cialist, if need be. Some private eq- 
uity investors, including an NRI in- 
vestor from Singapore who does 
not want to be named, have already 
put in seed money behind Space 
Hospitals. But Bhardwaj says bigger 
venture capitalists have expressed in- 
terest in greater investments. 

Another area where patients, 
poor and rich, are going to be seeing 
a lot of progress is digitisation of 
medical records. G. Kuppuswamy 
Naidu Memorial Hospital, a chari- 
table 600-bed hospital in Coim- 
batore run by the Lakshmi Mills 
Group, has implemented Asia's 
largest PACS (Picture Archiving 
Communication Services) facility. 
PAGS is nothing but digitisation of di- 
agnostic records the minute a test is 
completed, so that doctors can ac- 
cess it off a central server anytime 
and anywhere within the hospital. 
“We are not counting immediate 
benefits in our investment in tech- 
nology, but in the long term, several 
benefits would definitely accrue," 
says Dr Ramkumar Raghupathy, 
Dean of the hospital, which has a 
digital storage capacity of 3 ter- 
abytes (that's 3000 Gp). 

There are other hospitals such as 
Vallabhai Patel Chest Hospital in 
Delhi (it was the first to implement 
PACS in India), the Asian Institute of 
Gastroenterology, and Wockhardt 
Heart Hospital that are using PACS. 
Larger hospital systems such as 
Apollo are also maintaining elec- 
tronic medical records. Apollo, for 
instance, has scanned 10 lakh 
records. Wockhardt allows round- 
the-clock remote monitoring of pa- 
tients by specialists. Its ambulances 
have the capability to transfer key 
patient data en route to hospital so 
that treatment can be planned with- 


-out loss of time. 


Clearly, information technol- 
ogy is going to dramatically change 
the way healthcare is delivered to 
millions of people in the country. 
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Medical tourism could be a Rs 7,000-crore business by 2012, 
if private hospitals continue to invest in high-end beds. 


KAPIL BAJAJ 


Finger on the pulse: An Uzbek 
patient with Escorts’ Dr Trehan 


ONVALESCING AFTER HIS 
open-heart surgery at 
Delhi’s Escorts Heart 
Institute and Research 
Centre (EHIRC), B. S. 
Sayitkulov (62) from Tashkent 
(Uzbekistan) is as happy as happy 
can be. He tells his son, who can 
speak English, to tell this writer 
that he has been to Russia, North 
America and many countries of 
western Europe on business trips 
and knows a lot about heartcare 
facilities there. *But doctors, sur- 
geons and nurses in India are the 
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It's a Bargain 


MEDICAL VALUE TRAVEL 


The market is booming. 
450 








Figures in $ million Source: Ernst & Young Report 


most professional in the world. I 
could not have received the treat- 
ment and care I got at Escorts in 
Moscow or London," says 
Sayitkulov, as he is wheeled from his 


second-floor room to the first-floor 
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room of Dr Naresh Trehan, the 
founder and Executive Director of 
EHIRC, and India’s poster-boy for 
cardiology. At the doctor’s room, 
Sayitkulov adds to his gratitude by 
suggesting that Escorts should con- 
sider setting up an hospital in 
Uzbekistan. “Life-saving heartcare is 
just one of the many comparative 
advantages India has,” says Dr 
Trehan. “Today, the entire SAARC 
region, Afghanistan and CIS coun- 
tries look at India as a destination 
for cardiology, orthopaedics, cos- 
metic treatments, eyecare, dentistry 
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and other specialties.” 

Various studies, starting with 
cil-McKinsey’s in 2001, have put 
India’s medical tourism (nowadays 
called medical value travel) potential 
between $1.48 billion (FICCI-E&Y 
projection) and $2 billion (CII- 
McKinsey) by 2012, accounting for 
3-5 per cent of the total healthcare 
delivery market. *India received 
close to 2 lakh foreign patients in 
2006 and HCF (Indian Healthcare 
Federation, an industry association) 
members earned revenues of about 
$335 million," says Vishal Bali, CEO, 
Wockhardt Hospitals. “There is 30- 
35 per cent year-on-year growth 
in number of foreign patient ar- 
rivals. So, I think we can reach the 
$2 billion target in 2010,” he says. 

Wockhardt, which has eight hos- 
pitals across India and many more in 
the pipeline, treated 2,000 foreign 
patients, 80 per cent of whom were 
from the Us and the UK. Most of 
these patients were here for high- 
end procedures such as coronary 
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Narayana Hrudayalaya has 
become a global destination 


ediatric heart surgeries 
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In safe hands: Tanzanian 
patients at a Care hospital 


angiography, angioplasty and 
stenting, brain surgery for abnormal 
blood vessels, corrective skull sur- 
geries, and neuro-muscular disor- 
ders, among others. 

Fortis Healthcare, which now 
controls EHIRC and other Escorts 
hospitals, logs an average of 400 
foreign patients a month in its dozen 
facilities, a majority of them from 
the developing countries, but a 
growing number from the devel- 
oped world, says Daljit Singh, 
President (Strategy and 
Organisational Development). Fortis 
plans to have 35-40 hospitals by 
2010, with primary focus on the 
domestic market, but with the med- 
ical tourist in mind as well. 

In Bangalore, Dr. Devi Prasad 
Shetty’s Narayana Hriduyalaya has 
become a global destination for 
paediatric heart surgeries. “There 
are more than 30 IHCF members, 
including Apollo, Wockhardt, Fortis 
and Max, which we are vigorously 
promoting in international markets, 
particularly the us, the UK, and West 
Asia,” notes Amitabh Kant, Joint 
Secretary, Ministry of Tourism. 


A. PRABHAKAR RAO 


“We have made these entities ad- 
here to uniform price banding and 
standards of medical healthcare so 
that we can promote Indian health- 
care as a quality-benchmarked in- 
dustry,” says Kant, who is better 
known as the prime mover behind 
the Incredible India campaign. 


Value Healthcare 

So what’s India’s trump card versus 
the developed countries and rival 
healthcare destinations like Thailand 
and Singapore? “A cardiac proce- 
dure costs anywhere between 
$40,000 and $60,000 in the us, 
$30,000 in Singapore, $12,000- 
15,000 in Thailand and only 
$3,000-6,000 in India. The asso- 
ciated costs of surgery are also low,” 
says the FICCI-E&Y study. The over- 
all success rate of cardiac bypasses in 
India is said to be 98.7 per cent, 
compared to 97.5 per cent in the Us, 
says the same study. “Indian health- 
care is no longer about only the 
cost differential; it's about the value 
differential," says Bali. “Today we 
offer life-saving therapies to the 
world, from heart surgeries to min- 
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Dr Gopal’s Sankara Nethralaya 
treated 5,000 foreign patients 
in the first half of 2006 at its 

x Kolkata and Chennai centres 
EASE RAN ACA ARISEN OAS TAE ON 


imally invasive neuro-surgeries. 

In eyecare, for example, India 
has state-of-the-art facilities such 
as Sankara Nethralaya in Chennai, 
Aravind Eye Hospital in Madurai 
and LV Prasad Eye Institute in 
Hyderabad. “In ophthalmology, I 
can say with confidence that our 
facilities and therapies are as good as 
those of the developed world. 
Moreover, our pricing doesn’t dis- 
criminate between Indian and for- 
eign patients,” says Dr Lingam 
Gopal, Chairman-elect of non-profit 
Sankara Nethralaya, whose 265- 
bed facilities in Chennai and Kolkata 
attracted about 5,000 foreign pa- 
tients in the first half of 2006. 

Bali says the presence of 61 
million people with no health in- 
surance in the US, overstretched 
National Health Service (NHS) in 
the UK and, more generally, a grey- 
ing population in the West are “nat- 
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ural" opportunities for India, given 
the huge cost advantage that it has 
and the prestige that Indian clini- 
cians enjoy in the Western coun- 
tries. The government-IHCF team 
has a strategic focus on the devel- 
oped world. The logic: if you can at- 
tract the Americans and the Britons, 
you can attract anyone in the world. 

Trehan points out that Indian 
healthcare providers are already 
seeking tie-ups with health insur- 
ance companies in the developed 
world. *Very soon you will see in- 
surers in the Us and the UK offering 
people policies that give them the 
option of seeking elective therapies 
and surgeries in countries like India, 
cutting their own costs and giving us 
a growing stream of healthcare 
tourists," says Trehan. Bali adds 
that the arrival of health-insured 
westerners would be “the next big 
wave" in medical tourism. 


The Spin-offs 

With healthcare in India booming, 
capacities are being expanded 
(Gurgaon alone will soon have at 
least three ‘medi-cities’), and scores 
of Indian clinicians are returning 
home. Medical tourism is now the 
talisman attracting big money and 
big business into India’s healthcare. 
Almost all existing corporate players 


World-class: A CT scan 
underway at Apollo 


in healthcare are in various stages of 
implementing their expansion plans. 
And big groups (the Tatas and Rel- 
iance-ADAG, to name just two) are 
looking to cast their net too. In the 
last two years, Wockhardt hospi- 
tals alone has hired 25 Indian super- 
specialists returning from the US. 
Bali says he continues to receive at 
least five CVs a week from Indian cli- 
nicians in the Us or the UK, exploring 
the possibility of returning to India. 

The government is also lending 
a helping hand. Kant’s ministry 
has been conducting a number of 
international marketing campaigns 
on medical tourism, some of which 
blend India’s prowess as an Ayur- 
veda destination with its sophisti- 
cation in modern medicine. “We 
made Ayurveda one of the most 
well-known tourism products of 
India. Now, we trying to do that to 
India’s modern healthcare,” 
he says. 

India has already introduced 
special medical visas (called m-visas) 
to fast-track entry. “There is nothing 
new about medical tourism. Earlier 
Indians would go to the Us or the UK 
for treatment. Now we want 
Americans and Britons to come to 
India," says Trehan. A simple re- 
versal of equation that has begun 
working to India's advantage. 
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Wanted: Doctors 
and Nurses 





The healthcare industry’s biggest 
challenge is manpower. The supply is 
far short of demand, besides which, 
there are other countries poaching 
from India. £. KUMAR SHARMA 


HAT CAN TRIP UP 
India's healthcare 
boom? You proba- 
bly know it already: 
A dearth of doctors, 
nurses and technicians. At present, 
the country just doesn't have 
enough of them. Consider this: 
According to FICCI-E&Y estimates, 
there are just 592,200 doctors and 
929,826 nurses in the country. To 
raise the doctors-to-1,000-people 
ratio to 1 by 2012, India will need 
1.2 million doctors, and to achieve 
a doctors-to-nurses ratio of 1:2, 
some 2.4 million nurses will be re- 
quired by that year. But as things 
stand, India produces just 22,000 





10 per cent of doctors and nurses 
emigrate from India every year. 
"Medical migration is a cause of 
concern for the healthcare industry 
in India. The job opportunity land- 
scape has suddenly changed from 
West Asia to the Us and the UK, par- 
ticularly for the nurses," says Vishal 
Bali, CEO, Wockhardt Hospitals. 
As sector after sector is discov- 
ering, the shortage of skilled man- 
power is due to a lack of educa- 
tion and training facilities in India. 
It is imperative that the govern- 
ment builds more such institutions 
or at the least, allows (profitable) 
private sector participation in them. 
The industry is already lobbying 


creating training infrastructure of 
their own. The promoters of Fortis, 
for instance, have announced plans 
of building a Fortis International 
Institute of Medical & Bio-Sciences, 
which will be a *medicity" in Gur- 
gaon, with a medical college, dental 
college, nursing college and other 
educational programmes. The 
Medicity will be owned by a 
non-profit affiliate and not by Fortis 
Healthcare. 


doctors and 30,000 nurses, which 
means by 2012, there will still be a 
yawning gap between demand and 
supply. On top of it, an estimated 


for a say in the curriculum design > 
and training in all government-run z 
courses. While that will help, the š 
private players will have to look at š 


Future hope: India needs more 
doctors than what it produces 
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Others like Care Hospital and 
Apollo Hospitals also have nursing 
colleges and train doctors. Apollo, 
which has a full-time workforce of 
18,000 and almost an equal number 
of outsourced or contractual em- 
ployees, has nursing and paramed- 
ical training schools (13 of them) 
and also does campus recruitment. 
It intends to double its workforce by 
2010. Some other hospitals are 
turning to Indian doctors abroad 
as well. “Over the last one year, 
we have launched an aggressive 
programme to hire some special- 
ists from abroad,” says Mukesh 
Shivdasani, Executive Director 
(Operations), Max Healthcare. And 
this is yielding fruit. Recently (early 


January or so) Max tapped an ex- 
perienced doctor from the us, Dr 
Pervez Ahmed, as the Executive 
Director of Medical Operations. 
Along with Dr Shivdasani, Dr 
Ahmed makes up the leadership 
team at Max Healthcare today. 
The setting up of world-class 
hospitals, comparable doctor salaries 
(at least, at the specialist level), and 
growing restrictions on licensing 
and practice within the European 
Economic Community are 
encouraging hundreds of Indian 
doctors abroad to return home. 
And there are more than 60,000 
of them to tap; the UK alone has 
15,000 doctors of Indian origin. 
Recently, the British Association of 
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Physicians of Indian Origin said 
that more than 5,000 Indian doctors 
may have returned to India since 
April of 2006 due to changes in 
immigration rules. “Before 2004- 
2005, about 10,000 doctors from 
India used to come every year. Since 
the new immigration rules were 
announced in April 2006, about 
5,000 doctors might have gone 
back,” the association’s spokesman 
Raman Lakshman told PTI. 
Britain’s loss will be India’s gain, 
but the healthcare industry cannot 
depend on such supplies to meet 
its soaring needs. Domestic sup- 
plies have to be stepped up. It’s a 
familiar problem, but in this case it’s 
the health of a nation at stake. m 
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The stars at the DHL Business Today-KPMG awards ceremony 
for the best banks weren't just those who took home prizes. 


T'S NOT OFTEN THAT YOU SEE A 

room—or in this case a ter- 

race—full of bankers who aren't 
jaw-jawing interest rates or infla- 
tion or the expected tinkering by the 
Reserve Bank of India in its next 
credit policy. But then an awards 
ceremony is as good an occasion 
to help bankers lighten up. The 
mood was clearly buoyant at the 
fourth Business Today-KPMG Best 
Bank Awards, presented by DHL 
and held under the open sky on 
the terrace garden of rrc Grand 
Sheraton in central Mumbai on 
February 12, 2007. The ceremony 
was to felicitate the Best Banks 
based on an annual study—this was 
the 13th one—that the magazine 
conducts in partnership with knowl- 
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edge partner, KPMG. The event was 
flagged off with a welcome address 
by BT Editor Sanjoy Narayan. 
Pointing out how BT pioneered the 
survey 13 years ago, he highlighted 
this year’s finding. Said Narayan: “I 
could discern three important 
trends. For starters, Indian banks 
are finally taking their small steps 
towards going global by spread- 
ing their wings overseas. Secondly, 
more and more foreign banks are 
increasing their focus on India, 
and thirdly, the first signs of con- 
solidation in the banking industry 
are already visible.” However, he 
was prompt to cite the inability of 
Indian banks to compete with their 
foreign counterparts on cross-bor- 
der funding to India Inc. 


On some insight about the sur- 
vey and how it was conducted this 
year, KPMG’s CEO, Russell Parera, 
said: “The Indian banking sector is 
on the verge of substantial trans- 
formation. Imminent consolida- 
tion, global expansion, new cus- 
tomer acquisition, pace-led mar- 
ket valuations and rapid growth 
in credit are new challenges for 
banking CEOs. Add to this the need 
for supporting India's aspirations 
for inclusive growth and to be a 
part of the consortiums, which will 
fund India's infrastructure growth." 
Keeping all these emerging chal- 
lenges in mind, KPMG decided to re- 
vamp the methodology, and, for 
the first time, added growth as a 
key metric along with the tradi- 


tional metrics of size, strength and 
efficiency for evaluating perform- 
ance of the banks. Apart from the 
few changes in methodology that 
focussed on the results from these 
strategic initiatives, this year, the 
banking awards were categorised 
into two groups, one with balance 
sheet size over Rs 20,000 crore 
and the other lower than 
Rs 20,000 crore. 

Releasing the BT Special Issue, 
Montek Singh Ahluwalia, Deputy 
Chairman, Planning Commission 
and the Chief Guest of the evening, 
congratulated the magazine for its 
effort to rank banks and keep a 
track record of their performance in 
the last 13 years. He said: “This is a 
reflection—if you like—of my 








reaction when I heard of the idea of 


ranking banks. I’ve heard about the 
multi-dimensional ranking proce- 
dure that has been followed, and I 
think it’s good to create public 
awareness that banking is important, 
and efficient banking is important. 
And personally, I thought it would 
be interesting to see if you were an 
investor and had followed their 
(BT-KPMG survey) advice on India’s 
most efficient and dynamic banks 
since 1993 onwards, how you 
would have fared.” 

He emphasised on the impor- 
tance of banking in a developing 
country like ours and felt without a 
very efficient financial system it 
would be impossible to achieve a 
strong GDP growth of 9 per cent. 
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Deputy Chairman, Planning Commission 


“It’s good to create public 
awareness that efficient 
banking is important " 





CEO, KPMG 


“The Indian banking sector is 
on the verge of transformation 
and global expansion ” 





Country Manager, DHL 


“The banking sector has given 
us much support, both in local 
and overseas markets" 
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He said the banking system has 
evolved, but compared to the econ- 
omy we are much lower than many 
other countries, and cited the 
example of China, where out- 
standing credit from the banking 





Star perfomer: State Bank of 
Mysore's Patnaik receiving an award 


HE 93-YEAR-OLD STATE BANK OF 

Mysore left many new private 
sector banks like Kotak Bank and 
IndusInd Bank way behind to emerge 
as the best bank overall in the 
Business Today-KPMG Awards in 
the less than Rs 20,000-crore bal- 
ance sheet size category. An associ- 
ate of the country's largest bank, the 
State Bank of India (SBI), which 
owns 92.33 per cent of the 
Bangalore-headquartered bank, State 
Bank of Mysore came out trumps on 
parameters like deposits, operating 
profits, balance sheet size and return 
on capital employed (ROCE). 

The bank today has a healthy 
deposit base of Rs 18,093 crore 
against advances of Rs 13,725 crore 
as on March 31, 2006. With a 
nationwide branch network of 642 
branches and 9,676 employees, this 
bank could dwarf many private sec- 
tor banks. With an ROCE of 25.62 
per cent, the bank is well positioned 
to take care of shareholders in any 
adverse situation. That is also 
reflected in its uninterrupted track 
record of paying dividends since 
inception. 
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system is 120 per cent of GDP, com- 
pared to 45 per cent in India. 
Ahluwalia said: “We envisage that 
we are very well positioned as a 
country to transit to a high growth 
trajectory in the 11th Plan, which is 
the next 5 years. But it’s very 
important to underscore that this 
transition will only be possible if 
every element of the financial sec- 
tor expands to perform the role of 
efficient market allocation.” He 
hoped that the focus of the Indian 
banking system will be on innova- 
tion. At the moment, there is a per- 
ceived difference between the 
purely prudential aspect of banking 
policy and the aspect that deals 
with innovation in bringing in new 
systems and creating new methods 
of intermediation. The change will 
meet special needs of a rapidly 
changing and growing economy. 
Congratulating the effort of all 
banks, he presented the awards to 
the winning banks. The first award 
for the evening was for India’s 
Fastest Growing Small Bank (bal- 
ance sheet size lower than Rs 
20,000 crore) that went to 
Centurion Bank of Punjab. 
Shailendra Bhandari, Managing 
Director of CBOP, received the 
award. Eighty-three-year-old pri- 
vate sector bank, Karur Vysya Bank 
was judged the Most Efficient Bank 
in the small banks category; its 
Chairman, P.T. Kuppuswamy 
received the award. The surprise 





Most Efficient Bank: 
Karur Vysya Bank 


HE 84-YEAR-OLD KARUR VYSYA BANK 

has been judged the Most 
Efficient Bank in the Business Today- 
KPMG Best Banks study amongst 
banks with a balance sheet size of 
less than Rs 20,000 crore. This old 
private sector bank, which is head- 
quartered in Karur in Kerala, scores 
the highest on capital adequacy as 
well as on the return on assets. In 
fact, the bank paid a 100 per cent 
dividend in 2005-06 for the third 
year in a row to shareholders. A top- 
notch performer, Karur Vysya Bank, 
which has a pan-India network of 
250 branches, has also managed 
to reduce its non-performing assets to 
0.49 per cent; not too many Indian 
banks have NPAs that are lower 
than that figure. The bank is also 
known for its innovation on the rural 
front; last February, for instance, it 
introduced a no-frills savings ac- 
count designed to make available 
banking facilities to the poor. There 
is, however, one area in which Karur 
Vysya Bank could improve its per- 
formance: it needs to grow its share 
of low-cost deposits. 





Bonding of bankers: Federal Bank's Venugopal (left) with HDFC Bank's Puri 


Newspanpend ak: 


Daily Telegraph = 


ae SHOPLIFTER, DRIVING CONTIONE P 


AND SELF-CONFESSED LIAR 4 
REVEALED: THE COLOURFUL PAST OF THE CAR © 
TYCOON'S MISTRESS TRYING TO SAVE MARCUS EINFELD 





Veehnolegy, Page 4 Automotive X Aviation, Pa s Property Report, Page 6 a 
| THE WALL STREET JOURNAL BRIEFING | — L PAIS 
Los Angeles Times tc eT 
—— —— NE) Mae Watu $ [ii 
HL 4t: ns re if Í ine il 
D aH dero 8 M 
Jaíly = Mail Junt FI x al 








ICHINAŠDAILY E= 





Start today lose welght « 707 M 








= 5s GULF E NEWS = 





Sranffurter Allgemeine 





[EA EN — : i SES LT 


nenwlf. 1 ` 





Phe Daily C IT 





THE GLOBE AND MAIL 





Z 


sv. Lie A 
ç > y 
j p Sy 
- Bo 





_ THE WALL STREET JUR. 





=== | Ehe New Pork Cimes ^^ 


; Lie n 
Worldwide Newspapers - Same Day Delivery) 


Newspaper) r-r: 


Licensee for India- Living Media India Ltd. 
K-9, Connaught Place, New Delhi-110001 
Phone: (011) 6451 2424 Monday thru Friday, 
10:00 18:00 HRS 
E-mail us at newspaperdirect@intoday.com 
SCMC/TEYT - Nn ta 9424 fin India (inl 





Anantaksh-ND-001-07 


bt 





Stellar growth: For 
Centurion Bank of Punjab 
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ITH TWO ACQUISITIONS IN THE BAG—BANK OF PUNJAB IN 

2005 and Lord Krishna Bank in 2006—Centurion 
Bank of Punjab has emerged as the fastest growing bank 
in the less than Rs 20,000-crore balance sheet size cat- 
egory. Growth (whether organic or inorganic) is the mantra 
at the Rana Talwar-managed private sector bank. The new 
generation private sector bank, which witnessed a change 
of management in 2003 after it went into red, has turned 
around in double-quick time. The bank was initially pro- 
moted by 20th Century Group promoter Devendra Ahuja. 
In the BT-KPMG Best Banks study, this professionally-run 
M bank has scored over its rivals on all growth parameters, 
© including deposits and advances. The bank, with 249 
branches and 5,000 staffers, has shown how a success- 
ful integration (with Bank of Punjab) can happen without 


hampering the financials. The merger with Lord Krishna 


element of the evening in the small 
banks category was the Best Bank 
award which went to the 93-year- 
old south-India based State Bank of 
Mysore. P.P. Patnaik, Managing 
Director, State Bank of Mysore, 
was present to receive the award 
from Ahluwalia. 

Among the large banks, M. 
Venugopal, Chairman, Federal 
Bank, walked away with the Most 
Efficient Big Bank award, while 
V. Vaidyanathan, Executive 
Director (Retail) of ICIcI Bank, was 





Bank in September 2006 will further consolidate its po- 
sition in retail as well as corporate banking. 


present to receive the India's 
Fastest Growing Bank Award for 
the second year in succession. The 
final and the biggest award of the 
evening—that of India’s Best 
Bank— went to HDFC Bank. 
Receiving the award for the fourth 
consecutive year in a row, Aditya 
Puri, Managing Director of HDFC 
Bank, ended the awards function 
on a cautious note by hinting at 
loan default and requesting 
customers to return the money 
and help banks grow faster. m 


Winning moment: Narayan (left) with Ahluwalia releasing the Best Banks issue 


154 BUSINESS TODAY MARCH 11 2007 


Preferred bank for NRIs: 
Federal Bank 


HE SOUTH-BASED FEDERAL BANK HAS 

many firsts to its credit. Be it in- 
ternet banking or getting all its 
branches automated, this 75-year-old 
bank, which has its headquarters 
in Aluva in Kerala, has always been 
one step ahead of the competition. In 
the 13th B7-KPMG Best Bank study, 
Federal Bank has emerged as the 
Most Efficient Bank among banks 
with a balance sheet size of over 
Rs 20,000 crore. The bank today 
enjoys a high return on assets and 
return on capital employed. Federal 
Bank is also a preferred bank for 
non-resident Indians, with 30 per 
cent of its deposits coming from 
Indians who are based overseas. 
The capital adequacy of the bank is 
at 13.75 per cent, which puts the 
bank in the #4 position in the BT- 
KPMG study. The good times are 
rolling for Federal Bank, which 
recently acquired Ganesh Bank of 
Kurundwad, which is based in 
Maharashtra. This gives the Kerala- 
based bank a vital outpost in the 
western market, particularly in 
Maharashtra where lending for agri- 
cultural purposes is a big business. 
The bank is also said to be eyeing 
some more acquisitions. Meanwhile, 
the largest shareholder in Federal 
Bank, ICICI Bank, which had a stake 
of a little over 20 per cent, has exited 
the bank. 
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Free for Life 


Free, to set my own goals. 
Free, to change my destiny. 
Free, to spread my wings. 
Free, to enjoy life limitlessly. 
With ICICI Bank Credit Cards, 


free is the way to be. 








India's First Free for Life Credit Cards. 


Experience unlimited freedom with India's first 'Free for Life' credit cards, | 
from ICICI Bank. Unlike other credit cards that charge you annual fees after 
the first year, ICICI Bank Credit Cards are free for your entire life. Which means 


you pay absolutely no subscription fees or annual fees whatsoever. Now every 


Indian can have the power to dream big. The power to fulfill every wish. The power Credit Cards 


to be truly free. Because free is the way to be. To apply, visit www.icicibank.com or SMS 'CARD «YOUR CITY>" to 676766. 






Conditions apply. Card issuance at the sole discretion of ICICI Bank Credit Cards. Offer not valid on Travelsmart and Golf Card BATES ENTERPRISE 
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Build a Gore Portfolio 


With the economy on a sound footing, stock markets are 
poised to increase your wealth over the long haul. Where 


should you look for growth? KRISHNA GOPALAN 


N THE GOOD OLD DAYS, MOST 
old-timers used to invest in 
the ‘Blue Chips’, i.e., in com- 
panies that were very big in 
size and strong financially, and 
with large stock market values. 
People relied on the stability of 
these big companies and their steady 
increase in profitability. Most of 
their investments have paid off. 


Their holdings have increased man- 
ifold, and dividends have com- 
pounded handsomely. 

Even today, there’s reason to 
embrace long-term optimism in eq- 
uity investments. Morgan Stanley 
India released a strategy report 
“India Strategy—Road to 50k" out- 
lining how and when the Sensex 
could reach 50,000. *Corporate 


earnings are increasing and balance 
sheets are in good shape. Com- 
panies have huge cash reserves and 
a large number of them are under- 
geared," points out Ridham Desai, 
Managing Director, Morgan Stanley 
India Securities Private Limited, co- 
author of the report. It states that 
the BSE Sensex could take almost 
13 years to reach the 50,000 mark 
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UMESH GOSWAMI ` 


from its current level. “If the 
assumptions are optimistic, the pe- 
riod to 50K shrinks to under 10 
years,” the report adds. 

“For investors in today’s market, 
there is not much option but to 
think long term,” says Nilesh Shah, 
Chief Investment Officer, PruiCICI 
Mutual Fund. In his opinion, long 
term means a three-five year time 
frame, though Shah is quick to clar- 
ify that this varies with the objective. 
“If a person is 35 years old today, 


The Wealth Creators 


$ tum, will 


long term for him could be 60 
years,” adds Shah. 

It is interesting to go back a little 
into the past—around a decade—to 
make a few comparisons. Take a 
sector like automobiles, for instance. 
An investor who had put in his 
money on a stock like Maruti is 
not as well placed as one who had 
invested in Hindustan Motors. In a 
sector like IT, an investment in 
Infosys has yielded far greater re- 
turns than that of Silverline 





Ah Jhunjhunwala/ Bonds Rare Enterprises 


“For the dee 50,000 mark į in 





(ON INVESTING: tts a à factor of earnings and valuation. 


yoking good and | do not think P/E 


| multiples are necessarily unsustainable 
ON THE SENSEX: This will depend on earnings, which, in 


on economic development and interest 


š rates. To me, for the es 50,000 mark in 13 years. 
appears pessimistic 

. ON LONG TERM: tts important to have a long-term view. 
E | look at long term as at least 3-7 years 
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Technologies or Pentamedia. Over 
the last few years, out of 88 com- 
panies with a market capitalisation 
of over Rs 500 crore then, all but 
five have yielded positive returns. 
Some of the names are familiar 
household names (see The Wealth 
Creators). Their business models 
changed as these companies scaled 
up in size. Citing the case of a 
changing market, Shah points out 
that Tata Steel in the mid-90s was 
trading as a Tata Group company. 


Top 15 companies that have created wealth for investors in the last 10 years. 


Company Name 


Infosys Technologies 
Wipro 

Hindustan Zinc 

Hero Honda Motors 
HDFC Bank 

Siemens 

Cipla 

HDFC 

Reliance Capital 

Bharat Heavy Electricals 
Dabur India 

Reliance Industries 
Sterlite Industries (India) 
ACC 

Bharat Earth Movers 


*As on Feb 9, 2006 ^' |n Rs crore 





Source: Prowess 


Out of 88 companies with a market capitalisation of over Rs 500 crore 10 years ago, only five companies gave negative returns. Had you invested Rs 10,000 in 
some of the larger, stronger and dominant companies, your wealth would have compounded with time. For instance, an investment of Rs 10,000 in Infosys would 


have increased to a whopping Rs 17,46,782. 
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*CRISIL CPR 1 INDICATES “VERY GOOD PERFORMANCE” 
‘The criteria used in computing the CRISIL Composite 
Performance Rank are Superior Return Score, based on NAV's 
over the 2 year period ending December 2006, Concentration and 
” Liquidity of the schemes. The methodology does not take into 
account the entry and exit loads levied by the scheme. The 
composite performance of DSP Merrill Lynch Opportunities Fund 
in the Large Cap Oriented Equity Category ranks within the top 
10% of the 23 schemes ranked in this category. The composite 
performance of DSP Merrill Lynch India T.I.G.E.R. Fund in the 
Open End Equity Category ranks within the top 10% of the 53 
schemes ranked in this category. The CRISIL CPR is no indication 
of the performance that can be expected from the schemes in the 
future. These rankings are not accompanied by rankings by the 
same agency based on time period shorter and longer than 2 
years, since CRISIL publishes Composite Performance ranking for 
only 2 year period. Ranking Source: CRISIL Fund Service. CRISIL 
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DSPML Top 100 Equity Fund (DSPMLTEF) is an open ended growth scheme, seeking to generate capital appreciation, from a portfolio tnm is Ja Meaney 
constituted of Equity securities and Equity related securities of the 100 largest corporates, by market capitalisation, listed in India. Asset Allocation: Equity & equity 
related securities: 90%-100%, Debt, securitised debt & Money Market Securities 096-1096. DSPML India T.I.G.E.R. Fund (The Infrastructure Growth and 
Economic Reforms Fund) (DSPMLITF) is an open ended diversified equity Scheme, seeking to generate capital appreciation, from a portfolio that is substantially 
constituted of equity securities and equity related securities of corporates, which could benefit from structural changes brought about by continuing liberalization in 
economic policies by the Government and/or from continuing investments in infrastructure, both by the public and private sector. Asset Allocation: Equity & equity 
related securities: 90-100%. *Debt, securitised debt & money market securities 096-1096. ADR, GDR & foreign securities: 0-2596. DSP Merrill Lynch Tax Saver Fund 
(DSPMLTSF) is an open ended equity linked savings scheme, whose primary investment objective is to seek to generate medium to long-term capital appreciation 
from a diversified portfolio that is substantially constituted of equity and equity related securities of corporates, and to enable investors avail of a deduction from total 
income, as permitted under the Income Tax Act, 1961 from time to time. Asset Allocation: (1) Equity and equity related securities: 80% to 100%; Of (1), investments in 
ADRs, GDRs and foreign equity securities: 0% to 20%; 2. Debt, securitised debt and money market securities: 0% to 20% (Exposure to securitised debt will not exceed 
10% of the net assets of the Scheme). DSPML Opportunities Fund (DSPMLOF) is an open ended growth scheme, seeking to generate long term capital apprecia- 
tion and whose secondary objective is income generation and the distribution of dividend from a portfolio constituted of equity and equity related securities concentrat- 
ing on the Investment Focus of the Scheme. Asset Allocation: Equity and equity-related securities: 80%-100%. Fixed income securities (Debt, securitised debt and 
money market securities): 0%-20%. Common Features: Minimum investment Rs. 5,000/- and minimum additional purchase of Rs 1,000/- thereafter. (For 
DSPMLTSF, both minimum investment as well as additional purchase is Rs 500/-) Entry load: - 2.25% for investments < Rs. 5 crore. NIL for investments > Rs. 5 crore 
Exit load : NIL. Growth and Dividend options available (for DSPML Equity Fund only Pay Dividend and Reinvestment of Dividend options available). SIP, STP, SWP, 
Nomination & Direct Deposit application facilities available subject to applicable conditions as per the Offer Document. Declaration of NAV on all Business Days. 
Redemption normally within 3 Business Days. Sale and Redemption of units on all Business Days at Purchase Price and Redemption Price. Statutory Details: DSP 
Merrill Lynch Mutual Fund was set up as a Trust by the settlors, DSP Merrill Lynch Ltd. (DSPML) and Merrill Lynch Investment Managers LP, USA. Sponsors: DSPML, 
HMK Investment Pvt. Ltd. and ADIKO Investment Pvt. Ltd. (collectively) (Liability restricted to Rs. 1 lakh). Trustee: DSP Merrill Lynch Trustee Company Pvt. Ltd. 
Investment Manager: DSP Merrill Lynch Fund Managers Ltd. Risk Factors: Mutual funds, like securities investments, are subject to market and other risks and there 
can be no assurance that the Schemes’ objectives will be achieved. As with any investment in securities, the NAV of Units issued under the Schemes can go up or 
down depending on the factors and forces affecting capital markets. Past performance of the sponsor/AMC/mutual fund does not indicate the future performance of 
the Schemes. Investors in the Schemes are not being offered a guaranteed or assured rate of return. Each Scheme is required to have (i) minimum 20 investors and 
(ii) no single investor holding>25% of corpus. If the aforesaid point (i) is not fulfilled within the prescribed time, the Scheme concerned will be wound up and in case of 
breach of the aforesaid point (ii) at the end of the prescribed period, the investor's holding in excess of 25% of the corpus will be redeemed as per SEBI guidelines. 
DSPMLTSF, DSPMLTEF, DSPMLOF and DSPMLITF are the names of the Schemes and do not in any manner indicate the quality of the Schemes, their future 
prospects or returns. For risk factors related to trading in derivatives and overseas investments, and other scheme specific risk factors, please refer the Offer Document. 
For more details, please refer to the Key Information Memorandum cum Application Form, which is available at the ISC/Distributor. Please read the Offer 
Document before investing. 1576.2006 
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*[t trades as a steel company 
today," he says. 

But, remember, the market is 
unpredictable in the short run. “Yes, 
investment in equities is sometimes 
fraught with uncertainty. I always 
E take a long-term view and that is 
i anywhere between three-seven 
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years,” says well-known investor 
Rakesh Jhunjhunwala. He is quick 
to add that there is definitely a level 
of comfort in today’s markets. 
“2015 could be a horizon for the 
investor, though the question to be 
asked is ‘when I will need the 
money?’,” he thinks. 


22. 76 2,504.45 28.7 | 


For now, India is linked to the 
global market. *The Indian mar- 
kets are highly correlated to the 
global markets and to that extent, 
India is affected by what takes place 
globally. Also, our dependence on 
portfolio flows is quite huge,” says 
Desai of Morgan Stanley. In other 
words, even a small reduction in 
portfolio flows coming into India 
could have a pretty serious impact 
on the domestic stock markets. But 
more new investors will increase 
the levels of interest in the markets 
as well. Large contributions from 
this will come from households. 
“Over the next 10-12 years, there 
could be inflows as large as $200 
billion from households into equi- 
ties,” predicts Desai. 

Where will the growth for com- 
panies come from? Morgan Stan- 
ley’s report points out that for 
India’s top 30 companies (these are 
those that constitute the BSE Sensex), 
revenue growth will exceed GDP 
growth. In that context, the growth 
story over the next few years could 
well continue to be the big story 
investors are looking for. 


Cherry Picking - 


But how should you cherry pick in 


a market like this? That could well 
be the easiest question to ask but the 
most difficult one to answer. The 
trick lies in identifying companies 
with robust business models. “There 
are a couple of factors that need 
to be looked at. The investor will 
have to look at areas like the quality 
of management and the possibility 
of wealth being shared with the 


stakeholders,” says Shah. That, of 


` course, is easier said than done as it 


requires investors to spend quality 
time in identifying and studying 
companies. 

Those tracking the business are 
unanimously of the opinion that 
the story often is in deciding the 
soundness of a company over a 
long period. “The strategy is to in- 
vest in the business model of a 


, 


company," says Jhunjhunwala. 
Clearly, a couple of questions need 
to be asked about any company 
and Shah puts it down to just two 
basic ones. “An investor will need to 
answer if a company will be in ex- 
istence after 10 years. Secondly, he 
will need to see if it will make more 
profit in 10 years than it does 
today," he states. 

Occasionally, nasty surprises 
could spoil the party and investors 
need to watch out for them. 
“Returns from the stock markets 
are never secular. They are either 
front-ended or back-ended," warns 
Shah. Again, for an investor looking 
for stocks for the long haul, pa- 
tience is the key. 

That apart, the issue is what 
stocks or sectors could be poten- 
tial blue chips. *Over the next 13 
years, I am very bullish on agricul- 
ture. There are major plus points 
like large upsides from here, in- 
vestments going up and increasing 
levels of transparency in farming," 
says Desai. With the story in this 
sector barely unfolding, there seems 
to be some serious play that is wait- 
ing to unfold in agriculture. Acco- 
rding to Desai, infrastructure too 
is interesting though it is expen- 
sive. “The consumption story too is 
looking good and in the short term, 
offshoring looks the most attrac- 
tive," he maintains. 

Morgan Stanley thinks there are 
a couple of key advantages in India's 
favour that are the key long-term 
value drivers for equities. Among 
them are India's macro story, the 





Ridham Desai/ MD/ Morgan Stanley India Securities 





"Over the next 10-12 years, there could be inflows as large as 
$200 billion from households into equities" 


demographic advantage and a 
robust capital market infrastruc- 
ture. Desai, himself, is of the opin- 
ion that Indian companies are 
largely under-invested and there is a 
lot more that can be done. 

The Indian structural story for 
the long haul remains intact. The 
fiscal situation is improving, there's 
a steady demographic change that is 
driving demands for goods and serv- 
ices. Companies are increasing pro- 
ductivity and improving the effi- 
ciency of capital. Infrastructure spe- 
nding is picking up, and that is the 
key driver of a sustained growth in 
the economy. 

Therefore, favour the large cap 
companies in the next decade over 
other companies. They are a play on 
outsourcing, infrastructure and con- 
sumer demographic changes tak- 
ing place in the economy. 


Companies like Reliance Industries 
are investing in new businesses in 
the retail space, whereas Larsen & 
Toubro is growing in scale and size 
that is unparalleled in the con- 
struction and engineering space. 
Infosys has already proven itself in 
the offshoring business model evolv- 
ing from just a vendor supplying 
code to value-added services such as 
consultancy. Look for core indus- 
tries where India has a sustainable 
advantage over the long-term (see 
10 stocks for 2020). 

Spread your eggs over a basket 
of stocks to spread the risks of eq- 
uity investments. Over time, there 
could be newer blue chips in the 
market. All you need is patience to 
weather the unpredictable nature 
of the markets. And you'll be fairly 
surprised that achieving satisfactory 
results in the market was a lot easier. 
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Bond with an FMP 





Looking for steady returns with a lower tax incidence? 
A fixed maturity plan is just right for you. SHALINI S. DAGAR 


income investment, which locks 

in your returns but almost as- 
sures you of, well, tax-free returns, 
consider fixed maturity plans (FMPs). 
For those bracketed at the top end 
of the tax spectrum, there's little 
that can be done, as there aren't 
too many investments that come 
with tax breaks. But fixed matu- 
rity plans of maturities, say 14 to 26 
months, are tailored just right for a 
tax-free status. 

FMPs have varying maturities 
ranging from as little as 15 days to 
as long as five years. They are sim- 


[: YOU ARE LOOKING FOR A FIXED 


ilar to fixed deposits offering a fixed : 


return on an investment, very much 
akin to a bank fixed deposit. FMPs 
use the mutual fund structure to 
aggregate investor funds and then 
invest the funds in instruments that 
have similar tenures that match the 
duration of the fund. For example, 
a 26-month FMP will invest in secu- 
rities that mature in the same pe- 
riod. These investments are made in 
fixed-income bills like government 
bonds, money market instruments 
such as treasury bills, certificates of 
deposit and commercial papers, 
including corporate bonds. 


The Game Plan 
So, what makes them different from 
a bank fixed deposit? They fall un- 
der a different head of income when 
tax is being computed, and there- 
fore, the differential tax treatment. 
In bank deposits, the interest in- 
come is taxed under the head of 
income from other sources, whereas 
the redemption proceeds of FMPs 
are taxed under capital gains. 
What makes FMPs particularly 
relevant at this time of the year 
(just short of the financial year close) 
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Ritesh Jain/ Fund Manager/ Kotak Mutual Fund Amitabh Singh/ Tax Partner/ Ernst & Young 


“Gains from a 13-month FMP 
will be taxed as long-term 
capital gain” 


“The tight liquidity situation has 
led to rates of around 9.25 per 
cent for 3-month FMPs" 


Advantage FMPs 


FMP with 
indexation 


FMP without 
indexation 





Fixed Deposit 














A. Amount invested (Rs) 1,00,000 1,00,000 1,00,000 
B. Assumed annualised return (per cent) 8.75 8.75 8.75 
C. Interest/ gain for 14 months (Rs) 10,208 10,208 10,208 
D. Maturity/ repurchase amount (Rs) 1,10,208 110208 ` 1,10.208 
E. Applicable indexation rate** n.a. n.a. 10.25% 
F. Indexed cost (Rs) (A+(A*E) n.a. n.a. 1,10,250 
G. Gain after indexation (D-F) EE Laoag: © Cee -42 
H. Taxable returns/ gain (Rs) 10,208 10,208 Nil 
|. Applicable tax rate (per cent) 33.66 11.22 Nil 
J. Tax liability (Rs) (I*H) 3,436 cate D a 0 
K. Post-tax returns (Rs) (C-J) 6,772 9 063 10,208 
L. Annualised post-tax yield (K/A) (per cent) 5.80 777 8.75 


FMP returns are indicative and subject to interest rates prevalent in the market n.a.: Not applicable 

Highest tax bracket assumed for fixed deposit; For FMPs it's long-term capital gains tax 

Fixed deposit rate is that of a public sector bank for 1 year to less than 2 years 

**|ndexation rate is assumed at 5% CAGR. Since the investor invests for 14 months, he will benefit from double indexation 


benefit at the compounded rate. Actual indexation rate could be higher or lower 
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is the possibility of increased bene- 
fits of indexation—which gives the 
investor the tax benefit of an addi- 
tional year. Hence, one sees many 


products being launched at this time — 


of the year with a maturity of just 
over a year or two years. These 
products make use of indexation 
(see Benefit with Indexation) to pro- 
vide handsome returns to the in- 
vestor. And in cases when the rise in 
inflation has been particularly steep, 
it could well be no tax (see Adv- 
antage FMPs). “While interest from a 
fixed deposit will be taxed at the 
normal rates, gains arising from the 
redemption of a 13-month FMP will 


be taxed as long-term capital gains 


at a reduced rate of 20 per cent, 
which, if suitably timed, could be 


further reduced through multiple 
years indexation,” says Amitabh | 


Singh, Tax Partner, Ernst & Young, 
explaining the rationale of FMrs. 
Agrees Dhirendra Kumar of Value 


Research, a mutual fund tracking. 


firm: “It is (FMP) a superior fixed 
income investment vehicle due to its 
tax efficiency.” — — 

Even when an FMP’s tenure is 
less than one year, the tax efficiency 
is retained as it pays a lower divi- 
dend distribution tax resulting in a 
higher net yield as against a fixed 


deposit with a similar maturity rate. 


A retail-HNI investor saves almost 
22-23 per cent tax when compared 
to a fixed deposit, even without 
the double indexation benefits. 
So, while FMPs could rank better 
than bank fixed deposits in returns, 
what are the risks and the 


downside? For one, the exit option 
is expensive with loads ranging from 


50-100 basis points to deter pre- 
mature withdrawals. As Kumar of 
Value Research says, “The real com- 
promise here is liquidity." Another 


possible downside is the credit 


risk—quality of the assets in which 
the FMP funds are invested. If the 
FMP invests in lower quality paper 
for higher yields, there's always a 
risk of default. Besides, by the nature 
of the product, there are no guar- 
antees on returns. 

. Notwithstanding these con- 
straints, FMPs make investment 
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sense at this time of the year. The 


returns on 3-month and 13-18 ` 
month FMPs have turned attractive 


given the tight liquidity constraints. 
The Reserve Bank of India further 
hiked the cash reserve ratio, mak- 


ing money dearer and driving up ` 


rates. “The tight liquidity situa- 
tion has led to rates of around 
9.25 per cent for 3-month FMPs 
and around 9.50 per cent for 15- 


month FMPs recently," says Ritesh 


Jain, Fund Manager (Debt), Kotak 
Mutual Fund. *Given such attrac- 
tive rates, retail investors' interest 
has perked up in FMPs.” 
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Beat the Inflé 


Rising prices eat into your purc 
your wealth. Here's how to hedg 


ERE'S A STARTLING 
H es 1 lakh 
will be worth a 


shade over Rs 37,500 after 
20 years at a 5 per cent 
inflation rate. The aver- 
age inflation rate the 
Reserve Bank of India 
targeting is 5 per cent. 
But at 6.5 per cent lev- 
els of inflation, your 
money is worth 
Rs 28,379 after 20 years. /7 
Inflation has recenti 
soared to these levels. And, 
if the worst happens, and 
inflation hits around 8 per 
cent, your purchasing power 
drops by a whopping 78.5 per 
cent. The value of your Rs 1 lakh 
shrinks to merely Rs 21,454. 

If you are still not worried about 
inflation, it's time you start worry- 
ing. In fact, it's particularly impor- 
tant for investors to keep a tab on 
inflation. That's because it eats into 
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now. Most alos 


ion Blues 


y. power and threaten to erode 
ourself. CLIFFORD ALVARES 


a fixed-income portfo- 
lio. The chances of los- 
ing money (inflation- 
adjusted) in a fixed- 
income portfolio are far 
higher than, say, inv- 
esting in a stocks port- 
folio. That's because in 
a fixed-income portfo- 
lio, investors get very 
«M low real rate of return 
| (see Bank on the Real 
| Return). Not surpris- 
ingly, most investors are 
f Caught unawares over 
the long haul and barely 
lanage to make both 
ds meet. 

What investors should 
s on is real returns. The 
er the real return, the bet- 
an investor is placed to fight 
the economy. Real return is 
lated by reducing the nominal 
Aterest rate (which is the interest 
ate on your deposit) by the inflation 
rate in the economy. As of now, 


the purchasing power of money —— asb 
and, over the long run, that’s not the know that it’s likely to 
recipe for wealth creation. Even a shrink in value and will be worth far 


mild inflation rate can be damaging 
to fixed income securities. Most 
investors, however, hardly recog- 
nise how really damaging inflation 
can be to their portfolios. Most peo- 
ple know what Rs 1 lakh can buy 


What's Real Return? 


TO MAKE THE BEST OUT OF ANY INVESTMENT, FOCUS ON MAKING THE 
maximum real retums. Essentially, a real retum is the nom- 


less down the years. But the truth is 
far staggering than assumptions. 


Adjusted Returns 
But despite the threat of inflation, 
most investors are happy with only 


— 


inflation rate is hovering around 
6.1 per cent, and the nominal int- 
erest rate at 9 per cent, so the real 
rate of return works out to 
2.9 per cent. 

Consider the more damaging 
aspects of this real interest rate. 
Assume you have invested 


A 
/ return is 3 per cent (9-6=3). 
Real rates of returns are extremely important. Asset 


prices move up because of inflation and for you a real ret- 
urn shows just how much you have been able to keep 


inal return on an investment after reducing ahead of the pack. Inflation eats into 


the value due to the result of inflation. For 9 the purchasing power of money. If it’s 
example, if you have invested in a 9 per cent 6 ahead of the nominal returns on your 


investment, then your investment is - 


bond for one year and the inflation rate is 3 
| losing money. 


hovering around 6 per cent, your real rate of 
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Rs 1 lakh in a deposit for 20 years 
that compounds at monthly rate. 
After 20 years, the deposit will 
balloon into Rs 4,66,095. But add 
back 5 per cent inflation and the 
value of that amount is merely 
Rs 1,85,686. At 6 per cent, it’s 
worth just Rs 1,53,620. In real- 
ity, you have made just Rs 53,620 
in a 20-year period. 

The truth is that inflation can 
make even the best of returns look 
meagre over the long haul. 
Therefore, it’s necessary to target 
inflation-beating assets and incor- 
porate them into your portfolio as 
well. Assets that rise concurrently 
with inflation are best placed to 
keep your wealth intact. Capital 
invested in a fixed income bond 
does not appreciate in value. But 
stocks, on the other hand, have the 
potential to increase in value, much 
faster than inflation rates. 

Therefore, investors must tar- 
get to cross a threshold level of inf- 
lation in their investment planning. 
As the standard of living improves, 
inflation is expected to hit investors 
far more than many can anticipate. 
What investors must also plan for in 
their finances is to anticipate the 
inflation rate of the economy. At 
times, inflation rate has even 
crawled past the 10 per cent mark. 
But an assumption of around 6 per 
cent inflation over the next eight- 
to-10 years could be a good goal. 


Stay Ahead 

Not many assets can beat inflation 
comfortably. Real estate has his- 
torically tended to move along with 
inflation, but over the last five 
years, the asset values have soared 
beating inflation by miles. Gold, 
on the other hand, too, has moved 
along with inflation many a time, 
but has managed to keep ahead of 
inflation by a reasonable margin, 
thanks to the investment and con- 
sumption demand it commands. 
In fact, gold is looked at as a store 
of value and a good hedge against 





Inflation soars as prices of various commodities Since January 2000, stocks fetched the best real 
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currency depreciation, which is 
why it’s probably a good invest- 
ment to have in your basket of in- 
flation-beating assets. 

Since January 2000, an invest- 
ment in gold has returned 11.4 per 
cent, and after adjusting it for inf- 


Inflation Beaters 


returns followed closely by gold and bonds. 
14.6 





Bonds (avg.) 


Sensex Gold 
Figures in per cent 
BN Returns Ml Real returns 
Inflation assumed at an average of 5 per cent 





lation, the returns are a reasonable 
6.4 per cent per annum. But your 
best bet over the long haul is 
stocks. Over the same period, an 
investment in the Sensex soared by 
14.6 per cent. But the real return 
has been higher in stocks by a 
whopping 9.6 per cent. Consider 
this, the investment of Rs 1 lakh in 
stocks at a return of 14.6 per cent 
per annum turns into 


. Rs 18,21,744 in 20 years. But 


after 20 years, the amount will be 
worth Rs 6,86,596, which is about 


4.5 times more than investing in a - 


fixed income investment. 

Not surprisingly, most savvy 
investors have a reasonable mix of 
stocks in their portfolio. Stock mar- 
kets usually increase in value suffi- 
ciently enough to compensate inv- 
estors for the erosion in the pur- 
chasing power of money. But in 
the short run, stocks could fail to 
beat inflation if a particular year 
or a few years turn out to be bad for 
stocks in general. In those years, 
bonds provide better returns and 
hedges. If you can manage to hold 
out during those periods and acc- 


umulate more stocks by investing. 


regularly and balancing between 
equity and debt, it makes a perfect 
recipe for building wealth. 
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In the Line of Safety 





Your home is your biggest asset. Here's how to protect it from 


some common physical disasters. T.V. MAHALINGAM 


HEN ROHIT PAPRIA 
returned home one warm 
evening in April 2006, he 


found most of his Rs 1.25 crore 
home in suburban Mumbai charred 
beyond recognition. The culprit 
was an open electrical circuit board 
which had shorted out and caused a 
fire. Papria estimates that he lost 
property worth Rs 35 lakh in the 
fire while refurbishing his house 
cost him 25 lakh. *I was lucky. If 
my neighbours hadn't intervened 
at the right time, my whole house 
would have been destroyed," he 
says. If that's the kind of bill you do 
not want to foot, read on. 

If you think that keeping buck- 
ets of water within reach is enough 
to save your costly flat, it's time to 
have a rethink. Because that's what 
Papria thought, till a *minor elec- 
trical malfunction’ turned most of 
his house into a barbecue. Today, 
most high-rises in metros are pro- 
tected against fires, especially ones 
caused by electrical short circuits. 
Says Hafeez Contractor, a promi- 
nent architect in Mumbai: “Gone 
are the days when you would have 
a fire like the one shown in the 
movie Towering Inferno. Most rep- 
uted builders today use fire retardant 
paint. In addition, fire detection 
sensors and water sprinklers are 
installed in lobbies and stairways 
of high-rise buildings.” He also adds 
that high-rises have covered elec- 
trical circuits and the chances of a 
fire are pretty limited. But for older 
buildings, there’s not much insula- 
tion, which is why you must get 
your building or home inspected 
regularly for any glitches. 

Another important aspect of fire 
safety is the installation of fire ext- 
inguishers in common areas like 
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Fight the Fire 


For starters, your home can 
Pie smoke detectors and 
water sprinklers 

e Don't just use any other paint, 
but only fire retardant paint 

e Keep fire extinguishers handy 
and easily accessible 

e Ensure your home has 

. emergency exits or is not 

cluttered 


lobbies and stairwells. “If you visit 
most apartments in Mumbai, you 
will invariably find a small fire ext- 
inguisher with the security guard 





Resist the Quake - 


€ You can install special 
dampeners in your home > 





e Use specified earthq uake- x 
resistant puis material for — . 
° Repair the walls as well as m 
roof of your home or building ` vet 
e Havean architect go through - 
the structures of your buiding | | 
| periodically | | 





who sits 10-20 floors away. And 
often that extinguisher is not 
enough to put out even a camp fire. 
Builders also often close corners by 
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cutting down on fire exits and other 
basic amenities. That can be costly,” 
says an architect who did not want 
to be named. So, one should be 
careful about the kind of fire ext- 
inguisher one uses. Using the wrong 
kind of fire extinguisher can be dis- 
astrous. For example, using a water- 
based fire extinguisher to douse an 
electrical fire can cause a major 
electric shock. But fires are not the 
only hazards that are capable of 


damaging your property. 


Quake-proof too 

A recent study by trr Bombay rev- 
ealed that Mumbai is on shaky 
ground, literally speaking. The 
study revealed that the potential 
earthquake threat is higher for 
Mumbai and some parts of western 
India than specified in 2002 by 
the Bureau of Indian Standards 
(BIS). The study also suggested that 
the city's seismicity standards need 
to be upgraded and stronger quake 
forces be considered while struc- 
tural designs are being drawn up 
for buildings. 

It's a sobering thought for own- 
ers of costly real estate, especially in 
the high-rises of Mumbai. Industry 
watchers say that a further 50 high- 
rise buildings, with 40 or more 
storeys, are likely to come up in 
the near future. Even though most 
high-rise buildings in Mumbai claim 
to be ‘earthquake-resistant’, some 
people think that’s not just enough. 
“The term earthquake-resistant by 
itself does not have any meaning,” 
says Sandeep Shah, Director, Taylor 
Devices (India) which sells earth- 
quake protection devices. 
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“Earthquake protection of build- 
ings is categorised into three 
groups—fully operational, imme- 
diate occupancy and life safety," 
says Shah. Buildings like monu- 
ments, hospitals and other vital ins- 
tallations fall under the first cate- 
gory (fully operational). 

The second category of build- 
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° What's m more, insurance e pr nit 
proper safety measures 
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jums c can n get cheaper for houses that have — 





VUHAW NVAIA 


ings (immediate occupancy), on 
the other hand, has minimal non- 
structural damage and no struc- 
tural damages are safe for occ- 
upancy even immediately after a 
major earthquake. These buildings 
have ‘dampeners’ which act as 
shock absorbers for the building. 
The last category (life safety) is 
buildings which may not collapse 
during an earthquake, but will have 
to be demolished and rebuilt. 
Unfortunately, most buildings in 
India fall in this category. In fact, 
almost 59 per cent of our country is 
susceptible to earthquakes. 

“All buildings built before 2002 
do not match minimum earthquake 
protection standards and are dan- 
gerous during an earthquake as 
they are likely to collapse. A large 
number of such buildings exist in 
Mumbai but they can be seismi- 
cally upgraded by using dampen- 
ers,” says Shah. For an unprotected 
building to be upgraded to the 
minimum standard of life safety, 
the cost would be in the range of 
Rs 50-75 per sq. ft. On the other 
hand, if the building is to be upg- 
raded to immediate occupancy lev- 
els, the costs could run up to the 
region of Rs 150-200 per sq. ft. 
That may not be exactly cheap but 
is a worthwhile investment on your 
flat worth a couple of crores. 
Installation of dampeners is nei- 
ther time-consuming nor do you 
have to move out when installation 
work is in progress. However, if 
you reside in a flat, it is not possi- 
ble to quake-proof your apartment 
alone. That would be akin to reinf- 
orcing only one card in a house 
of cards. 

Meanwhile, do a careful ins- 
pection of your structures for any 
cracks or have an architect check 
them once in a while. Get your 
electrical installations checked reg- 
ularly as well. A small step could 
potentially avoid losses running 
into lakhs, especially if you are 
sitting on costly real estate. 
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Once again, it's a clean sweep by Aaj Tak. 


All the top 10 news programs belong to Aaj Tak.* 
Amazingly, 18 of the top 20 also belong to us. 


INDIA'S No. 1 NEWS NETWORK T HEADLINES 
pit uz iura TODAY 
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NEWS ROUND-UP 


Cash on your Card 


Credit cards are luring you with cashback offers. Are they good? NITYA VARADARAJAN 


ELL, IF YOU ARE A BIGGER 

spender on your credit 

card, then cashback offers 
are for you. The only hitch is that 
you have to get familiar with the 
credit card concept and under- 
stand the minute statements of acc- 
ounts with a need to keep tabs on 
the cashback. 

On the face of it, the offers are 
exciting as banks tie up with mer- 
chants and service providers to give 
you the best deal. For instance, the 
Standard Chartered Super Value 
Titanium Card provides some ben- 
efits on petrol and telephony bills. 
HDFC Bank's Value Plus card comes 
with a cashback scheme that ref- 
unds 5 per cent on railways, hospi- 
tals and medical stores. Whereas 
Citibank’s cashback gold card offers 
5 per cent on air and rail travel, 
subject to a maximum of Rs 20,000 
per annum. 

ICICI Bank is offering cashback 
up to 100 per cent on your trans- 
action on any bank’s charge slip. 
If you make two transactions on 
your card above Rs 2,000, then 
you are eligible for the cashback. 
Usually, the cashback is about 1-3 
per cent, which is added back to 
your statement in the next month. 

But before you sign up, look at 
the merchants and service providers 
the bank has a tie-up with. 
Essentially, it means that the mer- 
chant establishment will keep a card 
swiping machine of the bank in its 
premises and you have to have the 
same bank’s charge slip. 

But a cashback offer may not 
be a good idea at some retailers. 
Retailers have to pay up a service 
charge of around 2.5 per cent to the 
card-issuing merchant bank. Some 
retailers may add this back to your 
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bill. So when you get cashback of 
2.5 per cent in your statement, you 
may have already paid for it. Where 
the retailer does not levy any addi- 
tional service charge on the cus- 
tomer, cashback proposition works 
just fine. 

Certain special cards offer 5 per 
cent cashback, though you may 
need to closely check the services 
that are eligible for the higher cash- 
back. If you are a frequent flyer, 
you would prefer a card that offers 
cashback facilities on air tickets. 
However, check whether it will 
compromise on your frequent flyer 
miles. A card that combines fre- 





quent flyer miles, attractive ins- 
urance, discounts on hotels and 
reward points may be better suited 


for some frequent flyers. These ben- 


efits could be more rewarding than 
just cashback on air tickets. 

Cashback cards may have a 
‘cap’ on the amount of cash ref- 
unded in a year. Also check if the 
cashback cards come free of annual 
charges—your gains may be lower 
if there is an annual fee. Besides, 
only certain categories of goods 
may have reward points. And 
lastly, some of the cashback cards 
do not come with any 
reward points. 
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Leading All The Way 


Waa dui 


In the core news TG, Aaj Tak scores way ahead of its competition. 


91% more than Star News 


- 140% more than Zee News 


Channel Share % 
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Touchdown India 


Global asset management companies are vying for a share of the growing fund business. 


T'S DESTINATION INDIA FOR 
lio fund managers. As the 
equity culture expands drawing 
more new investors, far away 
foreign fund houses are scout- 
ing for a space in the Indian fund 
industry. JP Morgan Asset 
Management said that it received 
regulatory approval to enter the 
mutual fund business in India. It 
will soon launch its first fund—a 
diversified equity fund. JP Morgan 
has over $1,000 billion (Rs 44 
lakh crore) in assets under man- 
agement (AUMs) in 39 locations 
around the world. 

On the other side of the com- 
petitive divide, American 
International Group Inc. too rec- 
eived regulatory approval to set 
up a mutual fund business in the 
country. This company, too, will 
soon launch its asset management 
operations through AIG Global 
Investment Group Mutual Fund. 
For the global fund managers, India 
is the draw of the season. Says 


Soaring Higher 





Martin Porter: Impressed by India’s growth 


Martin Porter, Head of Global 
Equities and Multi-asset Group: 
“India is one of the world’s strongest 
secular growth stories.” 

For the mutual fund investors, 


Loans are getting dearer for the retail borrower. 


OR THE RETAIL BORROWER, HOME 
F and car loan rates just got cost- 
lier. ICICI Bank, the country’s largest 
home financier, hiked interest rates 
on floating rate home loans from 
9.5-10.5 per cent and for fixed 
rates from 11.5-12 per cent. This 
move came soon after the Reserve 
Bank of India announced a hike in 
the cash reserve ratio that pulled 
out over Rs 14,000 crore 
of loanable funds in the 
banking system. Although 
the interest rate hike may 
seem meagre, it has inc- 
reased by around 10 per- 
centage points. The move 
has increased the household 
mortgage budget of retail 
borrowers. 
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Another key player in home 
loans, HDFC, said that it is raising its 
home loan rates by 50 basis points 
by the end of this month or early 
March. HDFC currently offers a fixed 
rate of 11 per cent and 9.5 per cent 
on floating rates. PSU banks, too, 
are expected to follow suit with 
rate hikes of 50-100 basis points. 

Car loan rates have increased in 
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that would add more to his list of 
choices. Already, 36 fund houses - 
are operating in the country man- 
aging more than Rs 3,39,662 
crore of investors' assets. But the 
entry of foreign fund houses is 
expected to usher in new tech- 
nologies and innovative prod- 
ucts and a different investment 
management process for inv- 
estors. Both the fund houses (JP 
and AIG) are already familiar with 
the Indian environment and have 
operations in other financial busi- 
nesses apart from asset manage- 
ment. More foreign fund houses 
are said to be planning to launch 
India operations. 

Mutual funds in India are see- 
ing a boom in business and AUMs 
are growing at a phenomenal 
clip. AUMs surged by 63 per cent 
from Rs 2,07,979 crore to 
Rs 3,39,662 crore till January last 
year. For the foreign fund houses, 
that's the real draw. 

CLIFFORD ALVARES 


the recent round of rate hikes by 
about 50-100 basis points. Overall, 
the banks' cost of funds increased 
with an additional increase in the 
zero-interest CRR (cash reserve ratio). 
This has put pressure on the banks' 
net interest margins. 

Given the strong growth in the 
economy and the surge in deposit 
interest rates, the interest rates are 
expected to harden further 
in the coming months. 

Floating rate borrowers 
will face the brunt of the 
hike. Fixed rate borrow- 
ers, on the other hand, can 
heave a sigh of relief as 
their rates are locked on at 
earlier rates. M 
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| TODAY 
CONCLAVE 
2007 


SOMETIMES ONE GREAT MIND CAN INSPIRE THE WORLD. 
NOW IMAGINE WHAT 24 OF THEM CAN DO. 


INDIA TODAY Conclave 2007 is a platform where Nobel Laureates, policy makers, reformers, ` 
thought leaders, writers and celebrities would peer into the keyhole of tomorrow and chart a 
future course for humanity. Hear them voice their opinion as they put up a brave front 
against the challenges of tomorrow. Get inspired as they push new frontiers of thought to 
ensure that our present is continuous and future perfect. 


DATE: 23-24 MARCH, 2007 
VENUE: THE TAJ PALACE HOTEL, NEW DELHI, INDIA. 
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Dr. Manmohan Singh Gloria Macaraeg Macapagal - Arroyo Hujjat-ul-Islam Seyed 
The Prime Minister of India President of the Philippines Mohammad Khatami 
Former President of Iran, 
Head of the Institute of Dialogue 
Among Cultures & Civilisation 





N.R. Narayana Murthy Dr. Andrew T. Weil Nandan Nilekani 


Chief Mentor & Non-Executive Chairman Physician, Author, President, CEO & MD, 
Infosys Technologies Limited Spontaneous Healing & Infosys Ltd. 


Prof. Integrative Medicine, 
Tucson University 





Dr. Kiran Mazumdar Shaw Mr. Habil Khorakiwala Mira Nair 
Chairperson & Managing Director, Chairman, Wockhardt Limited International Film Director 
Biocon Ltd. 





Thornton May Karan Johar Chandran Nair 
Author, Futurist & Thinker Film Director & Producer Founder & CEO, 
on the impact of Global Institute for Tomorrow 


information technology 
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Dr. Francis Fukuyama 
hor & Prof. Johns Hopkins University 





Frederick Carlton "Carl" Lewis 
Olympic Gold Medallist, 
Track & Field 





Sukhinder Singh Cassidy 
Vice President, Google Inc., 
a Pacific & Latin America Operations 





Kamal Nath Dr. Wangari Maathai 


Union Minister for Nobel Peace Laureate, Founder, 
Commerce & Industry The Green Belt Movement & Visiting 


Fellow at Yale University's 
Global Institute for Sustainable Forestry 





M.S. Banga Paul Saffo 


President Director and Roy Amara Fellow 
Foods Business Unilever Institute For The Future 





Clyde Prestowitz Juan Enriquez 
Author & President, Author & Chairman & CEO, 
The Economic Strategy Biotechonomy 


Institute, Washington D.C. 





Pratap Bhanu Mehta Vijay Amritraj 


Prominent Indian Political Scientist, Former Tennis Champion 
Constitutional Expert and Commentator, & Actor 


Centre for Policy Research 
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REGISTRATION FORM 


Please complete one form per participant. Registration will be confirmed on receipt of relevant fee. 


Title (Miss/Ms./Mr.] First Name: A A S E Surhahlye:t: T ies ANES V A. 
RIA Du PEE P AERE ENE ARERR e A AAT Eoo V Such d d Vae AN e SEND ARCU AT S A) 
Bann L a a DECOR cod SS metra e auia T Oia S m COUETTE ROM 
Lui Led AS a e TET C DUNS n S MSS s Pa QUA M sed TRÀ RAE Lie n den D SRI BOE REUTERS n t 
PRONG MOMs E Lao eo MA er pec Nc S ya MORRES a Sines ot SoM ae BM PR AMEE EN PALO LAS 
FL SALES enr e M AER El elc. E-niall: o Loue IL oA as Apos E del AAE AT a 
REGISTRATION FEE 
Indian Citizen/Resident International Delegate 

INR US$ 

Delegate Registration Fee 75,000 1690 

Special Offer for ICICI Bank Credit Cardholders 50,000 1130 





@ PAYMENTS 


Delegate Registration Fee: Rs/US$ 
Payments for registration may be made in any one of the following ways: 


Credit Card: 
oes om 


Card Number: ............... Sai itu EE E a Asa RXpity: PAST vo ES ua nu Susa: 








Fa, Se) oT RE Se l Ps et SEA d ui oa er A S Date of Births i.d u Lutte er 
SOS ELLE Lot i c CU PEPPER ly Ee UST ORAE Ades ae Reg RR ll ALME ITE TE OE 


A/C payee cheque: Made in favour of INDIA TODAY CONCLAVE Account Number 051- 306157-002 & mail to Surama 
Damodaran, INDIA TODAY CONCLAVE, INDIA TODAY, A-61, Sector 57, Noida -201301, U.P., India. . 


Wire transfer to: INDIA ToDAY CONCLAVE Account Number 051- 306157-002, Hongkong and Shanghai Banking 
Corporation Limited, Birla House, Barakhamba Road, New Dethi- 110001, India. 
















ISIS: UA AANS A Cak Cu casey sis ease Senden Ni Datei. ouod eoe AT edo A EARS ALT CHANG 
i 
| Remittance for International Delegates: 
Remittance Chips HSBC INDIA HSBC INDIA 
000-04417-2 with 
U S Dollars HSBC Bank, New York 302755 HSBC, New York HSBCINBB 
a 001-795020-041 with 
Australian Dollars HSBC, Melbourne ON HSBC. Melbourne HSBCINBB 
HSBC Bank, London 35189048 with 
SWIFT ADDRESS MIDLGB22 10-05-15 HSBC Bank, London RUOTE 
TRINKAUS UND ( : 
EURO BURKHARDT'S SWIFT ea Ays AMI HSBCINBB 
ADDRESS TUBDDEDD ' 
Please mail/fax this form to: Surama Damodaran, INDIA TODAY CONCLAVE, INDIA TODAY, A-61, Sector 57, 
Noida-201301, U.P., India. 
~ 


For any further enquiries, call us at: From Delhi - (95120) 2479918/19. From Noida - 2479918/19. 
Rest of India- (0120) 2479918/19, Fax: (0120] 4078080, or E-mail: conclavedesk@intoday.com, or sms CONCLAVE 
to 2424. 


In the event of cancellation, a reimbursement to the tune of 2596 will be made if notified before 
28'^ February. No claims will be entertained thereafter. 


For more details, visit ; , 4 
vww.indiatodayconclave.com Speakers may change without prior notice. 
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How to Become a Leader 


India Inc. is on a growth curve. It needs leaders to drive its ambitions. Do you 
have what it takes to lead this growth? ANUSHA SUBRAMANIAN 


(and continue to receive) institutional 
support from their employers, but 
in all cases, it was individual initiative 
that first brought them into limelight 
in their respective organisations. 

Says Gautam Nagwekar, COO 
(Farm Equipment Sector), Mahindra 
& Mahindra, who was elevated to 
his current position in November 
2006: “To be a leader, you need to 
have a purpose that is larger than 
your own self.” Adds Vinod Kamath, 
Head (Supply Chain & rr), Marico, 
who will take over as CFO of the 
company in April this year: “You 
must fundamentally be willing to 
move away from your comfort zone, 
take up new challenges and roles, 
and be able to deliver successfully.” 
To be able to do this, one needs to 
have a mindset that stops looking at 
issues from a very functional per- 
spective and views them, instead, 
from a cross-functional one. “This 
helps you to widen and broad- 
base your skill sets and mature in 
your job, and, in turn, helps 
your evolution as a leader and 
allows you to take on greater 

challenges," he adds. 

Ashu Phakey joined re- 
tailer Subhiksha as Senior 
Vice President in October 

2005, and made his mark 
by setting up 100 outlets 
in the Delhi region in 9 
months flat. He had to be- 
gin from scratch— 
Subhiksha did not even 
have an office in the na- 
tional capital. He had to hunt 
for property, recruit a team, line 
up vendors and put a supply chain 


NDIA IS GROWING AT 9 PER CENT- 

plus; several companies, across 
sectors, expect to grow to sev- 

eral times their current sizes 

in the foreseeable future. And 

they will depend on a band of as-yet- 
little-known group of executives to 
drive this scorching pace of growth. 
These are people who, over the last 
few years, have shown the verve, 
the zest and, most importantly, the 
leadership skills that 

have marked 
them out as 
the stars of 
the future. 
Of course, 
many of 
them received 
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At M&M, the grooming and nurturing 
of talent is institutionalised in the 
form of a Talent Management Council 


Rajeev Dubey/ 
(HR & Corporate Strategy 
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President 
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“A cross-functional role gave me 


a macro perspective of business” 
Ruchir Asthana/ General Manager/ IBM India 


A LEADER’S CHECKLIST 


If you want to get noticed 


among the crowd, you should: 


Move out of your comfort 
zone and volunteer for 
greater responsibilities 


Set stiff goals and assess 
yourself honestly against 
them 


Be ready to learn new 
things all the time 


Think horizontally, always 
wearing the organisational 
hat, and not in staff-line silos 


Network extensively within 
and outside your organisation 


t 


ood leaders are born, but proper grooming- 
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"Empowerment and a lack of hierarchy 
team deliver results" 


Ashu Pakhay/ President/ Subhiksha 


in place. The impressive delivery won 
him a promotion—to President. Moral of 
the story: be a self-starter; don't complain 
about problems; instead, think of solu- 
tions that makes things easier for others. 

It helps if the organisation you work 
for proactively looks for and grooms 
talent. Yashovardhan Verma, Director 
(HR), LG Electronics India, puts the is- 
sue in perspective. "It goes without say- 
ing that there is plenty of leadership tal- 
ent in our young executives. At LG, for in- 
stance, we prefer to hire fresh talent and 
groom them for leadership positions 
rather than hunt for middle- and senior- 
level executive in other companies," he 
says. Adds Phakey: *The enormous em- 
powerment, the easy and informal access 
to the top management, the total lack of 
hierarchy and the extremely quick deci- 
sion-making were major factors in the 
success we achieved." 

FMCG major Marico follows a simi- 
lar strategy. Explains Milind Sarwate, 
Chief (HR & Strategy), Marico: *Early 
empowerment, on-the-job training, and 
coaching by immediate superiors or func- 
tional experts allow us to develop our 
in-house leadership talent." 

Cross-functional exposure forms an 
important part of this grooming process. 
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"You must be able to draw lessons even from 
routine work and take up new challenges" 


Anuj Ayodhyavasi/ National Product Group Head/ LG Electronics India 


"Though my functional expertise lay in 
sales, I also got the opportunity to hone 
my skills in M&A, strategic business plan- 
ning and international operations," says 
Ashish Bhargava, Category Head, 
Marico, who was involved in the com- 
pany's acquisition of Nihar from 
Hindustan Lever. Adds Sarwate: 
"Ambitious young executives will have to 
explore new territories and take the 
attendant risks if they want to move into 
leadership positions." 

Anuj Ayodhyavasi, National Product 
Group Head (Microwave Ovens and 
Vacuum Cleaners), LG Electronics India, 
joined the company as a management 
trainee in June 1999, and has worked 
his way up to a leadership position in less 
than eight years. *Mind you, I am not 
from a Tier-I management institute (he 
did his MBA from the Institute of 
Management, Bhopal)," he says mod- 
estly. So what's his secret of success? “You 
must be able to draw lessons even 
from routine work, take up new chal- 
lenges, and diversify your experience. 
Of course, you must also have 
seniors who give you space to 
grow and the resources you 
need to carry out your 
responsibilities." 
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“You must fundamentally be willing to move away from your 
comfort zone, and take up new roles” 


Vinod Kamath/ Head (Supply Chain & IT), Marico 
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“There is plenty of leadership talent in our young executives” 





Yashovardhan Verma/ Director (HR)/ LG Electronics India 


Everyone BT spoke to for this 
report kept harping on challenges. 
It’s quite simple, really. You im- 
mediately stand out from the crowd 
if you deliver where others have 
failed, and set yourself up for the 
next level—and the next challenge. 
That’s how Nagwekar progressed at 
M&M. “In 2003, I was placed in 
charge of marketing and selling 
farm equipment. The sector was 
doing very badly, team morale was 
low and the future looked bleak,” 
he recalls of the assignment that 
gave his career a big lift. Nagwekar 
decided to start from scratch. “I 
set targets and even helped in phys- 
ically attaining them. I also went 
through several leadership and 
management developments pro- 
grammes and passed on the learn- 
ing to my team,” he says. Today, 
his team is recognised for its good 
performance within the company 
and in the market. 

Institutional support and a cul- 
ture of grooming internal talent 
also plays a huge role in nurturing 
leaders. “We have leadership, men- 
toring and succession programmes 
to identify, nurture and tap talent at 
every stage of a person’s career,” 
says Verma. Last year, for exam- 
ple, the company screened 49 young 
executives and selected 25-26 of 
them for greater responsibilities. 
“This means an executive as young 
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“To be a leader, you need to have a 
purpose larger than your own self” 


Gautam Nagwekar/ C00/ M&M 


as 25 can rise to the level of a prod- 
uct manager and receive all enc- 
ouragement and resources neces- 
sary to showcase his/her leadership 
skills,” adds Verma. 

Many companies also send 
promising executives to B-schools 
for part-time, full-time and short- 
term courses to hone their skills. 
Says Ruchir Asthana, General 
Manager, IBM India, who has taken 
short-term courses at the Indian 
Institute of Management Bangalore, 
and Indian School of Business, 
Hyderabad: “I was nominated as a 
member in IBM Global Business 
Services India to run a strategy ini- 
tiative called Vision 2008 that asp- 
ired to make IBM a more customer- 
focussed, employee-friendly com- 
pany." This cross-functional role 
allowed him to interact with stake- 
holders in various departments and 


gave him an opportunity to look at 
organisational issues from a macro 
perspective. “This allowed the team 
to suggest long-term solutions 
rather than quick fixes," he adds. 
The Future Group, which runs 
the Pantaloons and Big Bazaar 
chains of retail stores, like many 
other companies, especially in sun- 
rise industries, tries to provide an 
enabling atmosphere to learn new 
skills. *We have a host of training 
and programmes for those who, 
we believe, need development 
inputs. For example, an operations 
person who wants to move into 
category management will need 
domain knowledge; so we help him 
acquire that knowledge," says Sanjay 
Jog, Head (HR), Pantaloon Retail. 
At M&M, this grooming and nur- 
turing of talent is institutionalised in 
the form of a Talent Management 
Council. “We have six sector coun- 
cils (for each of the six business 
sectors that M&M is present in), a 
corporate council, a functional 
council and, finally at the top of 
these councils is the Apex Council 
chaired by Anand Mahindra,” says 
Rajeev Dubey, President (HR & 
Corporate Strategy), M&M. The sec- 
tor, corporate and functional coun- 
cils meet once a quarter to decide on 
succession planning for critical 
positions and also to identify high- 
potential talent and their develop- 
ment plans. The Apex Councils 
meet once a year for six days—one 
day for each business segment. 
Good leaders, they say, are 
born. But proper grooming and an 
enabling environment can also 
make them better managers. If 
you're young, ambitious and rest- 
less, remember to lift your hand 
the next time your boss asks for 
volunteers for a project no one else 
wants to touch. It could be your 
ticket to the corner room. 
ADDITIONAL REPORTING BY 
KAPIL BAJAJ, 
RAHUL SACHITANAND AND 
NITYA VARADARAJAN 
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Wanted: Dealmakers 


The demand for M&A specialists is set to explode. 


NDIA INC. IS ON A FEVERISH DEAL-MAKING SPREE. THE 
[Taras have bagged Corus; Kumar Mangalam Birla is 
in the process of buying out Novelis and Vijay Mallya’s 
takeover of Whyte & Mackay is reportedly in the 
works. These are just some of the overseas M&A deals 
that have caught the public eye. And we haven’t even 
started talking about Vodafone’s buyout of Hutchison 
Essar and other inbound transactions. Many more 
such deals, both cross-border and domestic, are in 
the pipeline. “It’s a very challenging and lucrative 
profession particularly for professionals who want 
to be always in the thick of activities,” says Joydeep 
Datta Gupta, Head (HR Practices), Price- 
waterhouseCoopers India. M.R. Sridharan, Executive 
Director, Excellers, an executive search firm, says 
demand for such professionals will explode in the 
months ahead. m 

RITWIK MUKHERJEE 


FACT BOX 


WHO'S HIRING: DSP Merrill Lynch, JP Morgan Stanley, 
UBS, Deutsche Bank, Dr Reddy's Laboratories, 
Ranbaxy, Matrix Lab, VSNL, Reliance, among others. 


WHO'RE THEY HIRING: MBAs, with specialisation in 
Strategic Management, and MBA-CA combine. 


AT WHAT LEVEL: Senior- and mid-levels. 


AT WHAT SALARIES: Mid Level: Rs 25-50 lakh pa + com- 
missions; Senior Level: Rs 50 lakh-1 crore pa + 
commissions. 

WHAT ARE THE NUMBERS LIKE: Industry-wide figures aren't 
available, but given India Inc's appetite for deal, 
there should be a demand for several thousand pros. 











COUNSELLING 


HELP 
TARUN! 


Q: | am a 24-year-old Economics and LLB graduate, 
working in the Delhi High Court. Please suggest some 
unconventional and emerging fields within the realm of civil 
law where | can utilise my knowledge of economics. Also, 
what are the prospects in corporate law? Do | need to do 
additional courses? 

LLB in itself is a good qualification. Considering 
your inclination towards economics, a Company 
Secretary course will add to your repertoire and inc- 
rease your prospects in firms dealing with corporate 
law. Another emerging sector you could consider is the 
field of business and financial contracts. 


Q: | am a commerce graduate and work as a sales execu- 
tive for a company selling PCs, laptops, servers, etc. | am 
also doing a part-time MBA in marketing. | want to change 
my job as the company is facing financial instability. 
What would you advice? 

If you are young and in a position to take a couple of 
years off work, I would suggest that you do a full-time 
MBA. In case that’s not possible, you should continue 
with the part-time MBA and probably take up some 
sales related short-term courses. Or, you could change 
your job to office automation and similar product or 
service sales. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Senior Management Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Centrum Direct Limited, Vice 
President — Forex ( Sales ), Mumbai, 6 
- 8 Years, 2758652 

The selected candidate will be responsible to 
formulate marketing strategies and head a 
national team to achieve sales targets. 


Conexant Systems, MAC Lead, 
Noida, 10 - 15 Years, 2845381 

Applicant should have worked on Wireless 
especially IEEE 802.11 space, architecting 
MAC to provide key differentiators/ optimal 
performance. 


CSC, Mainframe Project Managers, 
Chennai, Hyderabad, 9 - 12 Years, 
2934942 

Candidate should be mainframe professional 
with Exp onto COBOL, CICS, JCL, DB2, or 
PL1, Assembler, & Databases like IMS DB, 
DB2, VSAM or with System Tools exp like - 
Endevot, File-Aid, Xpeditor, Interest, MQ 
Series 


Essar Group, Business Development- 
Pipeline, Delhi, Gandhinagar, 10 - 18 
Yeats, 2977164 | 
Candidates must have a proven commercial 
acumen and capability to relate with the core 
objectives of the organization. Capability of 
establishing effective business relationship 
with renowned companies worldwide will be 
preferred. 


Dell, Test Engineering Manager, 
Bangalore, Chennai, 10 -15 Years, 
2773144 | 

Should have had exposure to testing System 
software / Enterprise Hardware, work 
experience in Enterprise H/W including 
Servers, peripherals and storage. 


Hindustan Construction Co. Ltd., 
Company Secretary / Asst. Company 
secretary, Mumbai, 10 - 15 Years, 
2958128 

To assist company secretary in organising 
board, committee and general meetings 
preparing the agenda, board notes, drafting of 
minutes, notice for general meetings. 


IPsoft India Pvt. Ltd., Head Of Sales- 


Remote Infrastructure Management, 


Bangalore, 10-20 Years, 2427301 _ 

Responsible for client delivery assurance and 
business - development within India, Asia 
Pacific business regions will head the team of 


Senior Business Development Executives aga | 


Senior Engagement Managers. 


Ispat Industries Limited, Dy. General 


Manager (Project Procurement), 
Mumbai, 15 - 20 Years, 2969363 


Candidate should be responsible for project 
co-ordination with Project 


purchase, 
Technical Team. Cost reduction over 
budgeted project cost, review of orders / 
indents, Identification and attending SERO 
areas of projects. 


Oracle India Pvt. Ltd., Sr. Regional 
Manager - Business Development, 


Bangalore, 12 - 17 Years, 2822884 


Selected person will manage a team of 
regional managers, business development, 
develop the team through recruiting, hiring, 


trainingand motivating. 


Pidilite Industries Ltd, Reginal Sales 
Manager CP, Kolkata, errs sik 10 - 15 
Years,2924147 


The job involves expanding coverage, 


aggressive sales Promotion, Launching of. 


new Products, achieving stretched targets. 


Polaris Software Labs., Siebel 


Delivery Manager, Hyderabad, 10-18 


Years, 2954869 


The incombent should be exposed to RFP and 


other presales able to lead the total Siebel 
Project team. | 


ProTeam IT Services, Vice President 


(VP) - Operations Consulting, 
Bangalore, Chennai, 18 - 22 Years, 
2950819 


The candidate should be a proven lesa? with 


a strong people network to identify and recruit 
entrepreneurial directors. 


policies, 
consistency with a positive employee relatio 


RadhaKrishna Hospitality Servi 
Ltd., GM Finance & Account 
Mumbai, 12-20 Years, 2941737 
Person should be responsible for maintaini 
and closing books of Accounts on a montl 
basis and oversee all accounting operatio 
Ensure integrity of reported profit and k 
account by cost center and balance sheet. 
Raptakos Brett & Co Ltd, Regior 
Administrators, ^ Mumbai, 10 -' 
Years, 2967190 ! 
This position requires commerce gradu: 
with post graduate qualification in busin 
management having atleast 10 ye: 
experience in sales administration a 
distribution in pharma Industry. 

Siemens Information Systems Lt 


Program Manager, Kolkata, 10 - 


Years, 2950018 

Candidate should be able to handle la: 
projects involving multiple vendors, in t 
Telecom domain design and delive 
responsibility of Transition and SLAs. Abil 
to farm existing accounts and Handling a 
exposure to clients at senior level. 

Virtusa (India) Pvt. Limited, Ja 
Architecture, Chennai, 10 - 20 Yea 
2938649 | 

Applicant will be handling, designs, a 
implements quality software solutions 
large scope, recognized leader acr 
engineering organizations and dissemina 
information to other engineeri 
organizations. 


Xansa [India] Ltd., Project Manage 


Noida, Pune, 11- 15 Years, 2182672 


Candidate should be experienced proje 
manager with ability to manage multip 
complex projects in an Integrated Delive 
environment. Must have proven track-reco 
of successful project delivery in an onshoi 
offshore delivery model. 

Dimexon Diamonds Ltd., Assista 
Manager, Industrial Relation 
Coimbatore , 10 - 15 Years, 2949200 
Responsible for implementing HR/. 
and procedures, that ensu 


environment. Review employee at 
organizational competency/ capability studi 
and implement action plans. 


To know how to apply for these jobs, go to finance jobs listing page. 


Enhance the reach of your 


resume 


Let your resume reach 1200 Top Consultants in a click. 
Know More... SMS "ER BT" to 3636 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Affinity Express Pvt. Ltd., Proof 
Reader, Pune, 0-10 Years, 2926200 
Person must have proficiency in written, 
spoken english.proficient in typing atleast 30 
words per minutes. 


ASM Technologies Limited, Web 
Developer, Hyderabad, 2 - 5 years, 
(2970418 

This opening requires the person having exp. 
in core coding for client and server side 
applications using HTML, DHTML, 
javascript. 


Aspire Systems India Pvt Ltd, Senior 
Engineer, Chennai, 3 - 7 Years, 
2858516 

The person must have worked on at least 2 
commerce server projects and have a head 
start into commerce server 2007. Good 
knowledge of .net 2.0, BizTalk 2004/2006, 
ASP.net. 


e Pairs Software Solutions India 
Pvt.Ltd., Oracle Apps Functional 
Consultant /DBA, Other 
International, 3 - 8 Years, 2974024 
Person should be technically strong in 
Oracle11i, DBA. 


Hydus Technologies (India) Pvt Ltd, 
Project Lead/Team Lead/Technical 
Lead - J2EE, Hyderabad, 5-8 Years, 
2970993 

Requires the person haying more than 5 years 
of exp. in J2EE, EJB, JSP, AJAX. Knowledge 
of Tibco is desired. 


- 


GDA Technologies Ltd., Project Lead 
- Hardware, Chennai, 5 - 10 Years, 
2927762 

Hands on experience in Board bring up and 
testing with JTAG, ARM Debugger, Code 
compressor studio, CRO, Logic analyzer, and 
spectrum analyzer. Exposure to 16bit and 32 
bit processors and microcontrollers, ARM, 
RISC, MIPS, PowerPC and DSP architecture 
designs. 


Impetus Infotech (India) Pvt. Ltd., 
Technical Support Lead, Delhi, 4 - 8 
Years, 2961256 

He/She will be responsible for answering to 
customer's technical and non technical 
product related queries, customer 
satisfactions. 


Insight Solutions, Inc., SQA 
Engineer - C++/UNIX/Perl, Other 
International, 6 - 10 years, 2617135 
Candidate should be very strong in perl. 
Good experience with RDBMS (Oracle or 
MySQL preferred). 


Inter Globe Technologies Pvt. 
Ltd.,C++, UNIX - Software Engineer, 
Delhi, Gurgaon, 2 - 5 Years, 2146483 
Selected person will be responsible 
development, coding and testing. 


Oxygen Networks Private Limited, 
Project Manager, Hyderabad, Indore, 
1-6 Years, 2970323 

Candidate should have ability to develop and 
track progress against project plans, scopes, 
timelines and changing prioritizations from 
US teams. 


RightWave Infosolutions Pvt. 
Ltd.,Database Architect/Engineer, 
Delhi, Noida, 2-5 Years , 2334724 
Candidate would be required to handle all the 
database & related activities independently. 
coordinating with the other departments & 
work on different projects. 


Global Options, J2EE Tech Leads / 
Project Leads, Mumbai, 5 - 10 Years, 
2713059 

Candidate must be strong in core Java / J2EE 
with strong in database concepts. 


Sellcraft Softech Pvt. Ltd., Sr. Siebel 
Technical Consultant, Mumbai, 
Pune, 3-5 Years, 2971000 

Person should have good knowledge in Siebel. 


SMG Infosolutions Pvt. Ltd., Senior 
Engineer - VB.net, asp.net, SQL 
Server, C#, vb, Access, Ahmedabad, 2 
-4 Years, 2974053 

Responsibilities includes develop, maintain 
and implement customized and packaged, 
standalone, multiuser, client server software, 
web applications. 


SQL Star International, J2EE Project 
Manager, Hyderabad, 7 - 10 Years, 
2678496 

Java / J2EE Project Manager will be able to 
manage a team of Developers/ Sr. 
Developers. 


SurgeWorks India, Graphics/Web 
Designer, Bangalore, Mumbai, 1 - 2 
Years, 29741703 

Must have good knowledge of web template 
designing, creating mockups, 
HTML.Proficiency in proficient in Adobe 
Photoshop, Adobe Illustrator, Corel Draw, 
Flash, Swish and Dream weaver. 


Systech Development Centre Pvt Ltd, 
SAP PP, Bangalore, 2 - 5 Years, 
2970330 

Incumbent should have 3 + years of exp. in 
SAP-PP module with two end to end 
implementations. 


Thirdwave HR & Network Pvt. Ltd., 
Team Lead / Project Lead , 
Tiruvananthapuram, 4 - 8 Years, 
2870887 

The person should have overall 4 to 8 years of 
experience in business analysis, design, coding 
and testing Java applications. 


GoRemote Software India Pvt. Ltd., 
Technical Lead : J2EE , Bangalore, 6 - 
8 Years, 2914675 

The incumbent will be responsible for 
technical leading of a team of developers. 
Responsible for the quality of the design and 
code, architecting new applications, 
supporting the Ops team for operational 


Torel Technologies Pvt Ltd, Oracle 
DBA, Hyderabad, 4 - 6 Years, 2970471 
Candidate should have exp. in installation, 


upgradation, patch and maintenance of oracle 
database on UNIX/AIX/HP UX platform. 


To know how to apply for these jobs, go to finance jobs listing page. 


Double your chances of getting 


the right job. 


Submit your resume... FREE 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ACG Worldwide, SManagement 
Trainee-Sales & Marketing, Mumbai, 
0-1Years, 2973482 

Incumbent should be smart, good 
communicator and result oriented. 


Apex Online Technology, 
Telemarketing and Order Execution 
Executive , Bangalore, 1 - 2 Years, 
2970245 

Key responsibilities includes telemarketing, 
otder execution, customer relationship, public 
relations. 


Buzz Corporate Service, Territory 
Manager, Mumbai, 1 - 3 Years, 
2970934 

Selected person will be able to achieve 
assigned sales targets through existing and 
new accounts & develop new corporate 
accounts. 


Classic Search Pvt. Ltd., Assistant 
Brand Manager - NRI Business, 
Chennai,1-3 Years, 2965880 
Responsibilities would be managing all client 
communication, design the creative brief. 


Eurobond Industries Pvt. Ltd., Sales, 
Surat,1-2 Years, 2971816 

We require the person having good 
communication and interpersonal skills. 


Khodayss Technologies Ltd., State 
Manager — Marketing & Sales, 
Bangalore, 5 -9 Years, 2945641 
Candidate should be leading the team and 
achieve sales target, assessing territory sales 
and achieving the same, completing weekly 
targets, executing work plan as per the Budget. 
Upgrading knowledge and collecting 
scientific information for results. 


Growth Map, Sales Engineer, 
Chennai, 2-4 Years, 2972122 

Sales Engineer should be bachelor in 
mechanical or electrical engineering with 2-4 
yrs. exp. Must be between 25-28 years of age 


group. 


Hughes Communications India Ltd., 
Channel Sales Executive, Hyderabad, 
1-4 Years, 2971814 

The jobholder will be responsible for tapping 
new territories for business development and 
appoint new franchises. 


Hutchison Essar Limited, Manager - 
Marketing Communications, 
Hyderabad, 7 -10 Years, 2969785 

The role is responsible for brand 
communication, merchandizing, corporate 
communication, event management & market 
research. 


Intellvisions Software Ltd., Head - 
Sales & Marketing, Bangalore, 5 - 6 
Years, 2968050 

We need dynamic, highly result oriented 
person with 5 years experience in any service 
industry such as telecom, banking, office 
equipment IT. 


Inter Globe Technologies Pvt. Ltd., 
Executive - Matketing, Delhi, 1 - 2 
Yeats, 2696596 

Responsibilities would be database 
management, customer handling, 
promotions, liasioning. 


Applabs Technologies, Sr. Business 
Analyst, Hyderabad, 7 - 10 Years, 
2980865 

Applicant will be responsible for taking an 
active role in all aspects of an engagement — 
identifying issues which need solutions, 
planning and conducting interviews with 
business users for requirement gathering and 
analyses, and helping to specify the 
requirements that can be understood by the 
development. 


International Gemological Institute 
India Pvt. Ltd., Marketing Executive - 
Independent Diamond Certification 
Laboratory, Kolkata, 1 - 2 Years, 
2969583 

The job involves business development, 
interacting with various PR team and media. 


Mindex Solutions Pvt. Ltd., Sho 
Room Sales Executive, Chennai, 1 - 
Years, 2971775 

The incumbent should have exp. in releva 
field. Willing to work in a show roo 
environment. 


Peak XV Networks Pvt. Ltd 
Buisness Development Enginee 
Bangalore,1-2 Years, 2971287 . ! 
Responsibilities includes selling hardwai 
software and IT security solutions.devek 
new clients. 


Technovision Engineers Pvt. Ltd 
Marketing Engineer, Pune, 2-3 Year 
2968504 

He/she should able to handle marketing fi 
conveyours,pallets & trolleys. Own vechile 
must. 


Vipana LLC, Business Developme: 
and Marketing Executive, Mumbai, 
4-7 Years, 2972042 

Person would be responsible for interfacii 
with senior management in New York at 
Hong Kong on a daily basis to apprise stat 
of business development efforts. 


Ziqitza Health Care, Sales Executiv 
Mumbai,1-5 Years, 2971910 

Selected candidates will have to build 
network of database. 


SOSVA, Administration Office 
Mumbai, 5 - 10 Years, 2862048 

Candidate should be graduate with 
minimum of 5 years’ experience wit 


knowledge of general administratio: 
Recruitment with NGO Sector background. 


Indiabulls Securities Limited 
Asst.Relationship Manager, Jaipur, 1 
5 Years, 2970644 

Job involves selling of financial services 

stock broking/ dp services, acquiring ne 
clients. 


To know how to apply for these jobs, go to finance jobs listing page. 


Get more interview calls. 


Give your resume the touch of a 
professional resume writer. 


To find out more, type ‘RR BT’ and SMS to 3636 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ABN AMRO Central Enterprise 
Services Pvt. Ltd., Corporate 
Accounting - Analyst, Mumbai, 2 - 5 
Years, 2971165 

Job would be inventory and analysis of 
selected general ledger accounts, preparation 
and upload of monthly general ledger entries 
such as accruals and amortization. 


'Busisol Sourcing (India) Pvt. Ltd., 
Assistant Manager / Manager - 
Finance/Accounts - Chartered 
Accountant, Mumbai, 2 - 6 Years, 
2973856 

The position requires Chartered Accountant 
with 2 to 4 years corporate experience in 
accounts and finance. 


GSC e-Services Pvt. Ltd., Finance 
Controller, Mumbai, 10 - 13 Years, 
2955174 ' 

Job involves consolidation of monthly 
managementaccounts from each of 25 offices 
worldwide, coordination of annual worldwide 
budgetprocess. 


Hewlett Packard, Credit Analyst, 
Delhi,2-8 Years ,2965504 

Person should have credit underwriting 
experience, assess and manage credit 
exposure with the customer. 


Human Factor, Asst. 

Manager/Manager-Accounting 

Process, Chennai, 1 - 4 Years, 2689863 

Responsible for work quality and accuracy and 

timely product delivery and ensure 
, compliance with SLAs. 


' Dhakalia Steel Corporation, Tally 
Accountant, Mumbai, 2 - 5 Years, 
2979020 
The person should have good communication 
skills along with 2-5 yrs experience in 
accountancy with the Commerce background. 
Knowledge of tally is must & should have 
other computer basic knowledge. 


Jabil, Manager - Finance, Pune, 10 - 12 
Years, 2962066 
Candidate must have good working 
knowledge of corporate income tax and TDS 
rules and regulations including experience of 
handling tax audit independently without 
Supervision. 
1 


Manifest Info Services Pvt. Ltd., 
Process Associate (Accounts), 
Bangalore, 1-8 Years, 2861047 
Responsibilities would be provide support to 
the team leader on the accounting and 
financial reporting processes for various 
accounting functions. 


Navneet Publications (India) 
Limited, Accounts Assistant, 
Mumbai, 2-3 Years, 2966610 
The job would be routine accounting 
including bank book and cash book, bank 
reconciliation, liaison with auditors. 


Netscribes India Pvt. Ltd., Accounts, 
MIS, Finalisation, Mumbai, 3 - 5 years 
, 2972526 

Job holder will be responsible for day-to-day 
accounting transactions, finalisation of 
accounts, payroll processing ,MIS ete. 


Personnel Selekt, Manager Finacial 
Planning and Analysis, Other 
International, 6-10 Years, 2972596 

The selected incumbent will be responsible 
for providing all financial planning support to 
the top management. 


Robert Bosch India Limited, 
Chartered Accountant, Bangalore, 6 - 
10 Years, 2958408 

Applicant should have live work exp in 
handling indirect taxes, service tax, VAT, STP 
including assessments with SAP knowledge. 


Fractal Analytics Limited, Senior 
Accounts Executive, Mumbai, 4 - 6 
Years, 2921351 

Candidate should be maintaining books of 
accounts, knowledge of accounts till 
finalizations. Responsible for Invoicing and 
preparation of Receivables statement, ensure 
speedy collections, generate 
monthly/quarterly P&L and Balance Sheet, 
Process Payroll & issuance of pay stubs. 


SAMSONS group of Companies, 
Finance / MIS Manager, Gurgaon, 4 - 
5 years, 2958062 

Selected person will be accountable for the 
direction and coordination of management 
accounting policies and implement the 
financial controls. 








Scot Innovation Wires & Cables Pvt. 
Ltd., Accountant, Delhi, 1 - 7 Years, 
2944964 

We require the person who carry rich exp. in 
sales accounting, purchase accounting & 
employees accounting, basic accounting, 
tds,taxation etc. 


Torrent Power Ltd. , Asst. General 
Manager/ Manager, Surat, 3 - 7 Years, 
2968006 

The opening requires the person having hands 


on experience of taxation matters — corporate 
tax, TDS, Service Tax, VAT, ete. 


TVS Interconnect Systems Ltd, 
Manager - Finance & Accounts, 
Madurai, 3 - 5 Years, 2853570 

He/she should have exposure to finalisation 
of accounts and analysis of 
accounts.Knowledge in accounting standards, 
purchase and sales accounts will be a plus. 


Universal Information Service, Vice 
President - Operations, Pune, 10 - 18 
Years, 2958786 

Incumbent should be chartered accountant / 
ICWA with 12 + years of experience in 
finance & accounting domain, having handled 
multiple processes in AP / AR / GL / FPNA / 
T&E etc. 


Xpress Computers Ltd., Accounts 
Executive, Mumbai, 2 - 6 Years, 
2962161 

Person will be handling day to day accounting 
& book-keeping activities. Operating 
Knowledge of Tally & Ms Excel is a must. 


Zen Soft Pvt. Ltd., Executive Finance, 
Pune, 2-3 Years, 2956580 


Key responsibilities would be compilation & 
analysis of MIS, calculation of gross margin, 
perodic business analysis. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the “Search Jobs” 
box on the home page 
3. Click the “Go” button 
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President & Chief Executive 


CONSUMER DURABLES 
New DELHI 


The opportunity The person and managing national marketing 
and manufacturing networks, leading 
to improvement in PBT and faster 
growth of the business. 


A leading Indian business house is Someone who can inspire and direct a 
looking for a President to report to the team of top professionals. A front- 
promoter VC & MD for its 3500-crore end leader with sound marketing, 
growing flagship company. The company manufacturing and finance background, 
is well established with a portfolio a keen business sense and experience 
of reputed national brands and a at the corporate level for at least five A compensation package designed to 
countrywide network for manufactur- years. Preferably an engineer or CA  befit the very best, and an opportunity 
ing and marketing. with MBA, age around 50, capable for renewed professional achievement 
of acquiring new industry knowledge and career advancement. 


The rewards 


If the challenge interests you, please courier a structured career résumé including age, present and expected 
compensations, with a covering letter to Atmaram Saraogi, Chairman, General Management Consultancy, 
70C Hindusthan Park, Kolkata 700 029 within 10 days. If you have a question, call Mr Saraogi at +91 33 2474 9664, 
10 am to 6:30 pm, Monday-Friday, till 1:30 pm, Saturday. 


GMC deals with Chief Executive and Board positions only. 


ResponseIndia.Com 


We do not reveal any candidate's identity without his or her prior permission. 
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Force Base 


DAY AFTER AN 
Impressive inaugural 
flying display and wind- 
Ing speeches from 
politicians and bureau- 
crats, delegates at the sixth edition of 
Aero India have got down to busi- 
ness, huddling in air-conditioned 
chalets and talking shop over fresh 
cookies and bad coffee. At one such 
chalet run by the Ministry of Defe- 
nce, Kiran Chadha, Chairperson, 
Defence Offset Facilitation Agency 
(DOFA), is up to her ears in work, 
managing a stream of bureaucrats, 
ministers and foreign delegates. 
“Everyone’s interested in Indian 
defence and aviation,” she quips. 
A day earlier, Defence Secretary 
K.P. Singh indicated just how big 
this opportunity could be for Indian 
vendors. “We estimate that the off- 
set opportunity (localisation of 
components and services) for Indian 
companies could be around $8-10 
billion (Rs 35,200-44,000 crore) 
over the next 10 years,” he says. 
These numbers dictate that over 
500 companies, from small Indian 
manufacturers to global giants such 


> 


AES. T 
A flying start: With 500 companies, both global and Indian, participating, the 
Aero India show attracted over two lakh visitors over four days 


w. qM 


as Boeing, Raytheon and FADS, all 
line up to catch the attention of 
visitors at this event. 

On the runway, there are plenty 
of goings on to keep both business 
and general visitors (an estimated 
two lakh over the four days) 
enthralled throughout the event, 
organised for the first time by the 
Department of Defence Production, 
Ministry of Defence, in association 
with the Federation of Indian Cha- 
mbers of Commerce and Industry 
(FICCI) and Farnborough Internat- 
ional, which runs the eponymous air 
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show in the UK. 

The Surya Kiran team (see top- 
most picture) remained the favourite 
act for the casual visitors, everyone 
stayed riveted to watch the ear-split- 
ting action from the fighters—led by 
the hulking F-18s, Sukhoi-30s and 
smaller Gripen—with each aiming 
to outdo the other in the air. While 
the crash of one Surya Kiran just 
days prior to the event didn't stop 
people from enjoying the opening 
show in the blazing sun, they were 
given another scare on Day Two 
when an Intermediate Jet Trainer's 
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tyre exploded and its landing had to 
be aborted. But the high point of the 
event was Tata Group Chairman, 
Ratan Tata, 69, riding pillion on 
an F-16 fighter jet. 

An important reason for the 
burgeoning interest in the Indian 
defence and aviation market (there 
were some 350-odd exhibitors two 
years ago compared to 500 this 
time around) is the 126 Multi Role 
Combat Aircraft (MRCA) that the 
Indian Air Force plans to purchase 
over the next few years. While a 
request for proposal is expected to 
go out imminently, aviation giants 
Boeing, Lokheed Martin, MiG and 
Gripen all showcase their best fight- 
ers to try and woo their potential 
customers. Few hints are given in 
terms of who’s ahead (or out) of the 
race, with Air Chief Marshall S.P. 
Tyagi stating that "the Air Force 
would prefer to go with a single 


Show-stoppers: US Air Force C-17 
Globemaster (above) and MiG 35 
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Need for speed: Ratan Tata, Chairman, Tata Group, (right) boarding an F-16 fighter 
aircraft under the guidance of Lockheed Martin pilot Paul Hattendorf 


vendor to reduce its maintenance 
burden". 

While the heat and dust gathers 
over the MRCA deal, other compa- 
nies are lining up to make the most 
of this huge order and the expected 
offset from this and other orders 
from the likes of Boeing. “India 
represents a huge and growing 
opportunity for us and we believe 
our products can fill multiple req- 
uirements both for Indian defence 
and civil aviation," boasts Dinesh 
Keskar, Senior Vice President 
(Sales), Boeing, which plans to invest 
some $1.7 billion (Rs 7,480 core) in 
the country, including a $100 
million (Rs 440 crore) MRO (main- 
tenance, repair and overhaul) facility 
in Nagpur and has already farmed 
out work to L&T and Astra Micro as 
part of this process. 

Tucked away discreetly from all 
the action, there's a new addition, 
business jets, that sees relatively few 
visitors, with everyone more inter- 
ested in catching the high-voltage 
fighters in action. "Business jets are 
a growing business for us," says 
Boeing's Keskar. Boeing has some 
stiff competition in the market, with 
Bombardier, Cessna, Raytheon and 
Embraer all queuing up to grab a 
piece of this fast-growing market. 
“Jet-setting Indian executives have 
realised the value of owning their 
own jets," says Thung Ngo, Vice 





President (Marketing and 
Communications), Bombardier, with 
another biggie, Raytheon, selling 
five aircraft at the show. 

Cold facts on the growth of the 
Indian aviation market comes from 
a joint study by FICCI and the Centre 
For Asia Pacific Aviation, which 
states that Indian carriers have 480 
pending orders over the next five 
years. Despite this addition, the 
report predicts some strong con- 
solidation in the industry, to two to 
three full-service carriers, three or 
four large national low-cost carriers 
(operating fleets of 70-plus aircraft) 
and three to four niche, regional 
operators (below 80 seats). While 
carriers flew 25.5 million passengers 
last fiscal, this figure is expected to 
hit 60 million by 2010. "Despite 
this growth, airport infrastructure 
lags way behind at all Indian cities," 
adds Kapil Kaul, CEO, Indian 
Subcontinent, CAPA. 

That’s scaring no one. “We want 
to take a long-term approach to 
the Indian market, which has been 
growing exponentially,” says Bill 
Begert, Vice President, Pratt & 
Whitney Military Engines. With 
better airports—like the ones being 
built in Delhi and Mumbai— 
aviation can only soar in India. After 
all, there are millions of Indians 
who haven’t yet seen the inside of 
an aircraft. M 
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The Paranoid Mind 


A Harvard Business School professor decodes the DNA 
of one of Silicon Valley's living legends. R. SRIDHARAN 


ANDY GROVE I N maa 19505, THERE THOUSANDS m | 
; penniless immigrants still pouring into the 
Richard I Tedlow United States from Europe. Many of them 
Penguin Portfolio also moved to the west coast, which was 
iia) 695 beginning to emerge as a centre for computing 


technology. But only one man went on to bec- 
ome Andy Grove. He did not found Intel 
(Gordon Moore and Robert Noyce did), but 
went on to become its most famous employee 
(he offered to tag along when Moore told him 
he was quitting Fairchild Semiconductor to 
start a new company). The ‘how’ of it is what 
preoccupies Richard Tedlow in his fascinat- 
ing biography of Grove, who drove Intel to 
dizzying success before stepping down as the 
CEO in May, 1998. 
No doubt, there's plenty already written 
about Intel and Grove, but Tedlow, he says, did 
not set out to write a catch-all story of the 
man. The Harvard Business School professor, 
who is clearly smitten by Grove, decided to att- 
empt a page-turner instead, built around three 
key questions about the man: *I want to know 
how he thinks"; *I want to know how all these decisions really did get 
made”; “I want to know all the stuff that he won't tell you about”. Now, 

turning a biography into a page-turner is a tall order for any writer, even 
if your subject is Grove, but Tedlow manages admirably. 

Part of that is due to the rich detail he is able to provide about Grove 
and his times, starting with his family in Budapest, where he was born 
in 1936, to his coming to America in 1957 and his spectacular rise there- 
after. The other part is, of course, due to the happy trot at which 
Tedlow's narrative moves, and the ease with which he is able to dissect 
Grove's personality. Here's a sample: *Grove's impact lies not only in 
the fact that he is both smart and relentless. It also resides in a certain pat- 
tern that asserts itself when you get into an argument with him. You can 
feel quite trapped. He not only argues, he seems to be able to control the 
terms of the debate. You can feel yourself being manoeuvred into 
agreeing with that he is right and you are wrong. Once that point is 
reached, he becomes dismissive”. 

But as Intel’s “floating point" disaster (only in terms of public relations 
and financial write-offs) of 1994 proved, even a brilliant CEO like Andy 
Grove has his blind spots. In this case, it was his refusal to acknowledge 
the inconsequential flaw in the Pentium chip as something that Intel’s 
customers had a right to get worked up over. Intel today is under pres- 
sure and its market cap has dropped to about $122 billion from histor- 
ical highs four times higher, but Grove's reputation not just endures, it 
grows. And it is to Tedlow's credit that he has been able to add richly to 
a understanding of a phenomenon called Andy Grove. 
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IT'S ONLY BUSINESS 


By Meera Mitra 
Oxford University Press 
Pp: 192 

Price: Rs 395 


NE OF THE THINGS LATE 
management guru Peter 
Drucker said of business was that 


- in the 21st century, profit-making 


would cease to be the sole raison 
d'etre of private enterprises. Instead, 
the most successful corporations 
would be those that are seen as 
being responsible to the commu- 
nities in which they operate. In a 
country like India, where the dis- 
parity between the rich and the 
poor is embarrassingly stark, cor- 
porations have a special responsi- 
bility to ensure that some of their 
profits flow back directly to the 
society. Meera Mitra’s book is, 
therefore, not just timely, but a 
valuable addition to the growing 
body of work in this area. Mitra, a 
development specialist and inde- 
pendent consultant (also wife of 
FICCI’s Secretary General, Amit 
Mitra), begins her book by outlining 
the philosophical and political as- 
pects of corporate social responsi- 
bility (CSR), goes into the historical 
origins of the concept, moves to 
current trends, and finally wraps up 
with her suggestions on how to 
embed CSR in India. Corporations, 


-= students and anyone else inter- 


ested in CSR will find /t’s Only 
Business "a valuable handbook", to 
borrow the words of Infosys 
Technologies Chairman, N.R. 
Narayana Murthy. . 


Back of the book 
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The Hawker 850 


SHIVANGI MISRA goes for a joyride over Delhi in a Raytheon Hawker 850 
corporate jet. This is her first person account of the experience. 


HAD A SHORT TRYST WITH 

luxury 25,000 feet above Delhi! 

Wood, cream and mahogany 
interiors, plush, leather seats, a hint 
of gold on the security belt, touch- 
screen controls for PowerPoint pre- 
sentations during business meet- 
ings, and music for leisure... the 
new executive Hawker 850 jet 
launched by the Raytheon Aircraft 
Company has all of that and more. 
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If the Lord of Tartary (he with the 
ivory bed and beaten gold throne) 
were for real, he would surely want 
one of these. 

Pm letting my imagination run 
riot, but there's plenty of time for 
that. It's 9 a.m. on a chilly winter 
morning and I’ve (actually, there 
are others, too; but more on that 
later) been sitting in the airport for 
an hour, waiting for clearance to 


take off. The idle, and random, 
thoughts take my mind away from 
how painful it is to get up at 6 a.m. 
to go for an assignment that I was- 
n't even supposed to go on till late 
the previous evening. But what the 
hell. Pm about to go on a joyride, or 
rather, a joy flight, if you'll pardon 
the coinage, over Delhi in a cor- 
porate jet—and get a glimpse of 
how the other half live—so Pm 





determined not to let anything 
dampen my spirits; not even the 
hour-long wait. 

I have seen these little “toy 
planes parked at the airport sev- 
eral times, but flying in one is al- 
ready proving to be a different ex- 
perience altogether. The eight-seater 
twin-engine Hawker 850xP is such a 
bundle of surprises. I find myself a 
seat by the window and tie the belt 
for take off. There is none of those 
usual safety measure anno- 
uncements before taking off, the 
seat belts are dripping luxury and 
the cockpit is in the direct line of 
my sight! 

I look around. My co-passen- 
gers, mostly other journos like 
myself, are a happy group of peo- 
ple, evidently excited at the thought 
of what lies in store. Armed with 
boarding passes (yes, you need them 
for private planes as well if you’re 
using the airport runway), it seems 
we are headed to some place else. 
After what seems an interminable 
wait, we board the plane. 

The engine roars to life, and 
we are soon airborne. Considering 
the size of the aircraft, one would 
imagine that it would need a lot 
more power to take off, but sur- 
prisingly, the flight is quite smooth 
without any glitches. The take off 
is exactly like it is in a commercial 
plane, only a little quieter. 

There is a host of amenities 
inside the aircraft, including a 
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The Hawker 850: Add a personal touch to those boring business 
meetings by flying in a private corporate jet. 


Collins Airshow 21 cabin manage- 
ment screen system that gives loca- 
tion details to passengers in the 
form of a nifty map. The cabin con- 
figuration reminds me of a cosy, if 
narrow, waiting room. Like regular 
commercial planes, there’s a small 
console above each seat with a read- 
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ing light and an A/C vent. 

The washroom is tucked away at 
the rear end of the plane, and there 
is ample storage space for hanging 
jackets and coats. There’s even a 
little microwave, a sideboard full 
of white China and a draw-out 
fridge to store soft drinks in. Oh, 












BEECHCRAFT PREMIER 14A 


PASSENGER CAPACITY: 6 — — 
MAXIMUM PAYLOAD: 1,864 kg 
‘Top SPEED: 835 kmph 
ALTITUDE: 41,000 ft 





"^ RANGE: 2,771 km 
MAL. FUEL COST PER HOUR: $1,400 
— PRICE: $ 6 million 
TM se FOR MORE DETAILS CONTACT: 


www.raytheonaircraft.com 
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. PASSENGER CAPACITY: . | 
MAXIMUM PAYLOAD: 5, 48 k i 

TOP SPEED: 863 IN 

ALTITUDE: 41,000 R 

RANGE: 5,056 km - 

FUEL COST PER HOUR: $1400 

PRICE: $14 million 


FOR MORE DETAILS CONTACT: — 
www.raytheonaircraft.com 





why did I look that way? That 
microwave reminds me, by associ- 
ation, of pepperoni pizzas! I sud- 
denly realise I have been rather 
quiet all this while, trying to ab- 
sorb what I can of my surroundings 
(vast when I look out of the win- 
dow, less so otherwise) but my 
peers from other media houses are 
more than making up for my re- 
luctance to use my vocal cords. 
And since my hosts aren't likely to 
offer me a pizza, there's no point 
thinking about it anyway. 

My colleague in office who cov- 
ers aviation (and who I am filling in 
for) had briefed me on some tech- 
nical aspects of planes and had even, 
helpfully, provided me with a small 
list of intelligent questions to ask. 
So, taking advantage of a pause in 
the general conversation around 
me, I seize the moment and let rip. 
Turning to Sean McGeough, Vice 
President, International Sales at 
Raytheon, I shoot off my first ques- 
tion; then the next; and then 
again... At the end, I ease myself 
back on my seat with a rather 
satisfied grin. *Think I pulled 
that off rather well," I tell 
myself and stretch forward. 
The legroom is tremen- 4% 
dous. Travelling as I do my 
in the cramped economy x 
and low- cost flights, I had 
always wondered what it 
would be like to stretch 
out your feet while flying. 
















The small aircraft doesn’t stop you from having fun on board. Here, the many 
things about the Hawker that would make you want to go on a test flight 


Now I know; and I rather like the 
experience. 

We are now 20,000 feet above 
ground and flying over Delhi. The 
plane banks sharply to the left and 
I almost fall off my chair. [ve never 
been scared of flying; in fact, I love 
it when the plane picks up speed just 







before take-off, but this is the small- 
est plane I’ve flown in, and every 
time it turns, the movements seems 
so much more obvious and distinct. 
It’s now time to return to terra 
firma. The pilot begins to descend 
and the familiar Delhi airport 
comes into view. The landing is a 
little rough and the plane wobbles 
a bit. But that’s a minor hitch in an 
otherwise wonderful experience. 
Wouldn’t it be nice to own one of 
these things? I could just fly off 
to Singapore or Dubai, raid 
the shops and come back 
with a jet full of goodies? 
There I go again... the Lord 
of Tartary syndrome, I 
think, as I head off into the 
airport terminal in search 
of pepperoni pizza, which, 
sadly, I do not find. 
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Shorts-ready Calves 


gyms in India. It’s common to see men diligently work out their pecs 

and deltoids, biceps and triceps and avoid doing anything for their legs. 
I think that's partly because Indian men aren't big wearers of shorts. It's 
curious why more Indian men don't wear shorts, given the largely hot 
and humid Indian climate but it is probably because most Indian men 
don't prefer baring their legs that they can get by without working them 
out. On the other hand, women gymmers don't skimp on working 
out their legs and in most gyms the leg-press and curl machines are used 
more by them than their male co-members. 

Yet, because we are an upright, erect species, our legs are the founda- 
tion for the rest of our bodies and it is essential that a holistic workout 
regime also includes exercises for legs. Even those who do work their legs 
at gyms tend to concentrate on their thigh muscles—the quadriceps in front 
and the hamstrings behind—and ignore their calves. 

If you want to develop your calf muscles, you need to be prepared to put 
them through high levels of stress. That's the only way these somewhat 
unique muscles respond to exercise. But remember, since the blood supply 


- . to the lower part of your legs is lim- 
> 


E EGS ARE THE PARTS OF THE BODY THAT ARE MOST NEGLECTED BY MEN AT 


ited, calf muscles turn sore very 
quickly after exercising them. 

Here are a couple of routines you 
can put your calves through to get 
those shorts-ready lower legs. 
Standing calf raises: These can be 
done either with weights or using 
your own body weight. Stand on 
balls of your feet at the edge of a 
step and raise your body on your 
toes; now slowly lower them to the 
starting position. That’s one repeti- 
tion. Do 10-12 for a set and com- 
plete five such sets. As you progress, 
you could use a loaded barbell 
across your back (like in a squat) 
to increase the resistance. 
One-legged calf raises: This is a variant of the first exercise. Like above, stand 
on the edge of a step but curl your right foot around the ankle of your left 
foot and hold a dumb-bell in your left arm, which should be by the side of 
your body. Now raise your body by going up on your left foot. That’s one 
rep for the left calf. Do 10 for a set and then switch your legs and the dumb- 
bell and do it for the right calf. See illustration for help. 

Calves, as I have said before, require a lot of coaxing before they get 
ripped and shapely. So, ideally, unlike other muscles, calf muscles 
should be exercised as many times as you can and with intensity. You 
could build in a calf muscle routine every other day, pairing it with what- 
ever else you are doing that day. 





MUSCLES MANI 








write to musclesmani@intoday. com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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BRAIN BOOSTERS 


ERE ARE SOME HEALTH TIPS TO 
keep the brain, the boss of 
our body, humming: 


Go green. There is no better way 
to flood your brain cells with nut- 
rition. Says Dr Surender Kumar, 
Senior Consultant, Sir Ganga Ram 
Hospital: “Leafy green vegetables 
and fruits are loaded with antiox- 
idants, minerals, and folate. These 
work to prevent unstable mole- 
cules, called free radicals, from 
damaging cells.” Also, pay close 
attention to how much you eat, 
and try not to go to bed stuffed. 


Vital vitamins. “Vitamin B, found 
in whole grain products like bread, 
rice, pasta, and fortified cereals, is 
an essential brain food. Folic acids, 
in the form of bananas, orange 
juice, fortified cereals, lemons and 
strawberry, are good for metabo- 
lism of long-chain fatty acids in the 
brain. Also, the intake of Omega 3 
fatty acids, found in fish, reduces 
the risk of depression, and lowers 
the risk of developing Alzheimer's," 
says Dr Kumar. 


Meditation marvels. Pranayama 
(control of breath) and 
Sheershasana ensure pure blood 
flow through the brain cells. Says 
Dr Kumar: "Aim initially for 15 
minutes once a day at a 
regular time." 


Customise your workspace. One 
quick way to ease tension is to 
make your desk uncluttered. 
Ventilation and lighting affect your 
work environment. You must also 
take adequate measures to ensure 
a certain level of comfort. The 
bonus: Peace of mind. 


Social stimulus. Lifelong com- 
munity involvement is an invest- 
ment in brain health. Spend time 
with friends and family. Travelling 
and hobbies can keep your mind 
active and healthy. 

MANU KAUSHIK 
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ITY-SPECIFIC WEBSITES HAVE [4 AROUND IN 

India for over a decade, but in the last few 

months, three interesting new services (I won't 
call them websites, because they are online services!) 
have been launched, and offer quite different value 
propositions from each other. While two services 
come from home-grown start-ups, the third, which is 
the first service we will review, comes from Yahoo!, and 
is called Ourcity (http://ourcity.yahoo.co.in) and cur- 
rently covers only the top six cities of the country. 

What Yahoo! has done is fairly interesting, because 
it offers a range of online services. So, blog posts 
come in from Yahoo 360 (but Ourcities Delhi, for 
example, does pull all posts tagged with Delhi from 
Technorati), Yahoo Answers gets pulled i in (by the 
way, President A.P.J. Abdul Kalam is asking stuff 
there) as does Del.icio.us (so that Yahoo! users can sub- 
mit bookmarks) and Flickr pulls in photographs tagged 
with that city’s name. 

Yes, there are teething troubles; Firefox users 
might have some issues with the drop-down menus 
(works fine on IE7), but this service is still clearly in beta 
and is advertised as such. But, with its fairly nice, 
clean and bright layout, this service is really fun to play 
around with. 

The second service isn’t a city portal. Rather, 
Guruji.com advertises itself as “The Indian Search 
Engine’. And Sequoia has invested good money in it, 
and given that firm’s track record (Yahoo!, Google, 
YouTube), its management knows a thing or two 
about dotcoms. Guruji is not a substitute for Google, 
but its search results are pretty much India-focussed; say, 
for example, when you search for Mainland China, 
Guruji assumes you are searching for the restau- 
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rant, but Mayen 
first result is to a 
Wikipedia entry— 
though to be fair, 
Google does have 
Mainland China 
Restaurant on the 
front page itself. 
Guruji adds an- 
other twist by also giving 
City Search which, thanks to a tie-up with Infomedia 
Yellow Pages, provides a fairly easy way to get phone 
numbers of restaurants, doctors, dentists and all the 
other people one needs to call in life. 

The third service, Burrp.com, is yet another home- 
grown one, and like the previous two, is also still in beta 
testing and offers services for Mumbai and Bangalore. 
The concept behind Burrp is that it is a community site 
where users go in and rate and review movies, music, 
restaurants and the like. Of course, unless there is a size- 
able bank of reviews for every place, the reviews tend 
to be skewed, but it is possible for people to flag re- 
views. At least one hotspot in Bangalore had a rating 
which I thought was fairly generous and my favourite 
watering hole in Bandra's Waterfield Road had a sur- 
prisingly low rating (though I do agree with some of the 
reviewers that service standards are pretty sad). Another 
interesting feature about Burrp is its Free Business 
Location SMS that eliminates the need to scribble down 
a location or take a printout. Pretty nifty. 

All three services are still getting off their feet, but 
they point to increasing localisation of content that is 
happening online, and I doubt that Ourcity, Guruji or 
Burrp will be the last of their sort. 
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Winning Team (L to R): Raju Punjwani, Viren Ahuja, Gurbeer Bhurjee, Pradeep Patel, with Pavan Varshnei (3rd from 
left), Publishing Director, BT, and Munaf Meghani (fourth from left), Zonal Head (West), Honda Siel Cars 


BT-HONDA PRO-AM 


Back on [rack 


Golfers geared up in style at Business Today Honda Pro-Am of 
Champions 2007 held in Mumbai recently. DEEPTI KHANNA BOSE 


HIS YEAR, THE TWELFTH 

Business Today-Honda Pro- 

Am teed off to a swinging 
start in Mumbai on February 3. 
Top guns from India's corporate 
world lined up to take a shot and 
make their mark. 

The Bombay Presidency Golf 
Club, the most exclusive golf club 
in the city, with arguably the best 
course to play on, was the host 
club, and with Business Today and 
Honda as the Title Sponsors, and 
IrC-Welcomgroup as the Associate 
Sponsor, the grand show rolled 
on. The exquisite Le Telfair Golf 
Holidays was the Prize Sponsor, 
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and Kappa Golf wear was the 
Official Apparel for the event. 

Some of the brightest stars tak- 
ing up this year's Mumbai chal- 
lenge were Mihir Doshi, Managing 
Director, Credit Suisse; Sanjay 
Prakash, CEO, HSBC; Vivek Kudva, 
CEO, Franklin Templeton; Hans- 
Ole Madsen, Managing Director, 
Maersk India; Sunil Bhaskaran of 
Tata Steel; and A.D. Singh, a well- 
known restaurateur. 

One interesting revelation was 
that while several of the partici- 
pants may not play the course on a 
regular basis, there are a few who 
have never ever missed playing 


the Business Today Pro-Am in the 
12-year history of the 
Championship’s existence. Like 
Dilip Kulkarni, Chairman, Skypak 
Service Specialists. “This is the 
first time I’ve picked up a club in 
nearly a year; I’m not all that reg- 
ular with my game. This is only 
the third year that the 
Championship is being held in 
Mumbai. I’ve travelled to wherever 
it’s held, and played it ever since its 
inception 12 years ago,” he said. 
And there are others like him, 
who have followed the Business 
Today Pro-Am, irrespective of the 
cities it has been held in over the 
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last dozen years, like S.S. Duggal, 
Sanjay Ruia, Captain K.N. Harsh 
and Dimpi Bhurjee, all ace and 
regular golfers. 

Played on the stableford for- 
mat, the event had three handi- 
cap categories of 0-8, 9-16, and 
17-24. Running concurrently was 
a team event with teams randomly 
chosen by a computer. The grand 
prize for those winning in their 
handicap divisions was a trip to 
the finals in New Delhi, to be held 
early in March this year. 

Coming off the course, after 
the game, a beaming A.D. Singh 
said:“It’s one of the best rounds 
l've ever played!" Tiger Sports' 
Sonia Malhotra who had a good 
day on the greens was even more 
thrilled. Grumbling off the course 
was ex-Chairman Tata Exports, 
Cyrus Guzder, an avid and regular 
golfer, who professed never to 
have ever played worse in his life 
and internationally renowned ar- 
chitect Viren Ahuja, who seemed a 
bit disturbed by something that 
had happened on the course (per- 
haps his game?). 

Navneet Singh won the top 
spot in the 0-8 handicap category, 
while Manoharan and Carl 
Saldhana were victorious in the 
other two categories of 9-16 and 
17-24, respectively. In the team 
event, A.D. Singh, Vivek Kudva, 
S.S. Duggal & Captain V.R. 
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Kapoor narrowly missed out to 
the winning four-ball of Gurbeer 
Bhurjee, Raju Punjwani, Pradeep 
Patel & Viren Ahuja. And while 
the Honda CR-V was not won 
for a hole-in-one, the Closest to 
the Pin prize went to Subhash 
Naidu and the longest drive to 
Shivas Nath. 

The event came to a wonder- 
fully orchestrated crescendo with 
dinner at the rrc Grand Central 
Sheraton and Towers where 
Publishing Director, Business 
Today, Pavan Varshnei, along with 
Munaf Meghani, Zonal Head 
(West), Honda Siel, gave away the 
prizes—which ranged from Greg 
Norman hats and Tiger Woods’ 
books to bottles of Black Dog and 
miniature models of Honda cars— 
to the winners. The lucky win- 
ners of the final leg of course, 
can look forward to fabulous golf- 
ing holiday packages from Le 
Telfair Golf Holidays, and when 
that happens, we’ll sure let you 
know. m 


Grand Central Sheraton 
& Towers, Mumbai 





















TCA 
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1. Shivas Nath, Winner of Longest Drive 
2. Manoharan, Winner (Handicap 9-16) 


3. Mihir Doshi, Managing Director, 
Credit Suisse 


4. Hans-Ole Madsen, Managing 
Director, Maersk 


5. Subhash Naidu, Winner of Closest 
to the Pin 
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Family Man 

OVER THE NEXT FEW YEARS, IF INDIA INC. ENDS UP 
better understanding the dynamics of family-owned 
businesses, it may have THOMAS SCHMIDHEINY to 
thank for it. The Swiss billionaire industrialist-cum- 
philanthropist has funded a research chair in ‘Family 
Business and Wealth Management’ at the Indian 
School of Business in Hyderabad. What got him 
interested? The fact that “I see a huge demand for 
knowledge in this field, especially in the Indian con- 
text”. Schmidheiny, 61, who started his career in the 
family-owned Holcim’s (yes, the same outfit that 
has been mopping up cement capacities in India) 
Mexico plant, rose to become its Chairman & CEO 
for two decades (1984-2003). Schmidheiny loves 
to sail and play tennis, and is a big fan of Swiss 
painter Ferdinand Hodler. Needless to say, his is the 
biggest collection in the world. 








UMESH GOSWAMI 


$6 Billion Plus and Counting 


VALENTINE'S DAY SAW THE RUIA BROTHERS, SHASHI (63) 
and RAVI (58), receive much more than red roses 
from the Hutch-Vodafone dealmaker, Arun Sarin. 
With Hutch Essar being valued at $18.8 billion, the 
33 per cent stake that the Ruia brothers hold is val- 
ued at a whopping $6.3 billion. Including the value 
of the rest of diversified business interests, their net 
value is estimated to be around $6.7 billion. That for- 
tune means that the Ruias jump 165 places in the 
Forbes 2006 list of the world’s richest people from 
rank 245 to rank 80. The Ruias now share that 
rank with Charles Ergen, founder of satellite-Tv 
service EchoStar and Edward Johnson III, Chairman 
of Fidelity. Managing relationships may be funny 
business, but the wealth that Vodafone's Sarin has 
engendered for them is no funny money. 








DEEPAK G. PAWAR 


Onto His Third 


IN JANUARY, ANANT KOPPAR, 47, QUIT HIS JOB AS PRESIDENT OF MPHASIS TECHNOLOGIES (NOW CALLED 
EDS India), without another offer in hand. As it turns out, he didn’t need one. Koppar, 
who co-founded BFL Software and Kshema Technologies, is turning entrepreneur all over 
again. His third venture is called KTwo Technology Solutions. “We have named it after 


the second-highest mountain, which is tougher to climb than the Everest,” says 
Koppar. Tough it will be because the third time around, Koppar has chosen to plunge 
into software product space and not services, like the previous two times. Venture cap- 
italists are more than keen to put money behind KTwo, but Koppar is in no hurry. “The 
more important thing is to identify the right space and the right product, money will fol- 
low,” he says. Spoken like a seasoned entrepreneur. 
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The Strategist 


^I NEVER EXPECTED THAT I COULD SIT IN INDIA AND DO WORK 
for the whole of Asia,” says PARTHA SINHA, who has 
been elevated to the position of a regional strategist for 
Publicis Asia and will be based in Mumbai. As a regional 
strategist, the 40-year-old Sinha, an irr Kharagpur and 
IIM-A alumnus, will focus on new initiatives. “My role will 
be to create branding and planning tools and interesting 
thought platform for the whole of Publicis Asia,” he 
says. “I will be responsible for creating strategic leadership 
for Publicis Dialog, the new-age holistic marketing com- 
munication company of Publicis,” says Sinha, who’s 
done stints at a nuclear power plant, Citibank, and Zee. 
In his new job, Sinha will work with Publicis India MD & 
CEO Nakul Chopra as well as the Asia-Pacific regional 
team. His job changes, but his city doesn't. 





India Inside IBM 


WITH 53,000 PEOPLE IN INDIA AND ANOTHER 1,000 BEING ADDED EVERY MONTH, IBM'S INDIA OPERATIONS 
already employ 16 per cent of Big Blue's global workforce. Little wonder, then, that 
RAJESH NAMBIAR, VP and GM of IBM's Global Services and in charge of this mammoth work- 
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UMESH GOSWAMI 


Slick Move 


THERE WERE SEVEN OTHERS IN THE RUNNING, BUT AT 
the end, smarts and seniority worked in favour of 
ARUN BALAKRISHNAN. Starting April 1, 
Balakrishnan, 58, will take over as the Chairman 
and Managing Director of state-owned oil major, 
Hindustan Petroleum Corporation Ltd (HPCL). 
Balakrishnan, an alumnus of iM Bangalore, is 
Director of Human Resources, and is credited 
with turning around HPCL’s lubricant business. 
His new task is, however, far more uphill. His 
predecessors, including the outgoing Chairman 
M.B. Lal and the one before him, H.L. Zutshi, 
were seen as conservative in their approach. 
Partly because HPCL has the advantage of selling 
more products than it refines (it buys the rest). 
How often will Balakrishnan step out of the 
crease? Wait and watch. 


force, has been inducted into Chairman Sam Palmisano's technology team, the core think- 
tank that makes all crucial technology decisions. The Bangalore-based Nambiar, a 17- 
year veteran of TCS, joined IBM just three months ago and his induction into the elite 
technology team is seen as an indication of the importance that the Armonk, New York- 
headquartered company gives to its Indian operations. Nambiar, 39, for his part says that 
there is hardly any conversation in the company in which India doesn't figure. With him 


in Sam's tech team, India should figure a lot more. 
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NAME: P. | 

MOI o ETT 
DESIGNATION: Finance Minister, 
Government of India 


HEMANT CHAWALA 


Growth Driver 


APPER AND COURTEOUS; EXTREMELY INTELLIGENT BUT EQUALLY IMPLACABLE—THAT IS 

Finance Minister P. Chidambaram for you. A lawyer by profession, and one of 

India’s most successful ones at that, the 61-year-old Member of Parliament 
from Sivaganga in Tamil Nadu has either admirers or detractors. There are few who are 
indifferent to him. And this is unlikely to change when he presents the Budget for 
2007-08 on February 28. The all-round prosperity that India has been experiencing in the 
past few years will probably face its first challenges in the coming year. As India readies 
for the growth versus inflation battle, there will be good reason to read between the lines 
he delivers in his measured, precise, clipped accent. 

By most measures, Chidambaram is the man for the job. Mandarins in the finance 
ministry vouch for his brilliance. “He is razor-sharp. It is quite a challenge and a pleas- 
ure to work with him,” says a colleague at North Block. An investment banker, 
who has often worked with Chidambaram the lawyer, says he is a man with an eye for 
detail. His budgets, in some senses, reflect that trait. “He is quite determined and sticks 
to his ground once he has made a decision,” the banker says. No wonder, he hasn’t 
budged on the securities transaction tax, fringe benefit tax and the banking cash with- 
drawal tax despite widespread criticism of these levies. 

Political opponents may or may not admire these traits, but even they admit he has han- 
dled his brief rather well. Whether by chance or otherwise, both his terms as Finance 
Minister—in the United Front government of the mid-90s and in this government have 
been marked by high growth rates. And to think he almost didn’t get the job this time. He 
had parted ways with the Congress and joined the Tamil Manila Congress following the 
party’s defeat in the 1996 general elections and returned to the fold only in 2004. But all 
that is now water under the bridge. When he rises to present his sixth Budget (and fourth 
successive one) next Wednesday, the entire nation will listen with rapt attention. M 
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From The Editor 


F STOCK PRICES ARE THE TELLTALE SYMPTOMS OF A MORE 

serious ailment, then something may be going wrong 

in the Indian market for real estate. A Business Today 
survey of 10 top real estate stocks shows that they have 
been under big selling pressures in recent weeks, with 
several of them losing nearly 50 per cent of their value in 
a matter of a few weeks. Does that tell a story about 
what's happening in the realty market? It probably does. 
After reaching dizzying levels, real estate prices appear to 
be cooling off. In the past six months, across India's ur- 
ban sprawl—metros, big cities and smaller towns—real 
estate prices appear to have plateaued. They are either not 
growing or inching up at a fraction of the rates that 
were witnessed in the past three years, the period that was 
marked by unprecedented boom in the realty business. 

Does this mean we could see a precipitous crash in the 
real estate market, a crash that could wipe out much of the 
value in the market? It's too early to say that but as 
Business Today's Assistant Editor Krishna Gopalan writes 
in his cover story (The Bubble in Real Estate, page 76), 
prices for both residential as well as commercial properties 
may have begun cooling off. The chief reasons for this are 
steadily rising interest rates, which 
make finance costlier, and the lack of 
liquidity as the flow of money into 
the real estate market slows down. 
Should developers, investors and end- 
users get alarmed about an impending 
crash? No. Should they be cautious 
about the emerging trend? Probably, 
yes. For an insight into what is going 
on in the real estate market and what you could expect 
(along with property price trends across India's cities), read 
Gopalan's story and be prepared. 

It's called the China Price and it sends shivers down 
the spines of a swathe of India's entrepreneurs and 
businessmen. In a variety of industries, Chinese im- 
ports are undercutting and killing many local manu- 
facturers. The situation has turned particularly piquant 
for Indian producers of auto component, silk and tex- 
tiles, toys, bulk drugs and many more goods. How 
much of this is because of China's legendary competi- 
tiveness and how much because of indiscriminate dump- 
ing by Chinese exporters. Principal Correspondent 
T.V. Mahalingam investigates the phenomenon in The 
China Effect (page 86). 

This issue also carries our annual India's Biggest 
Newsmakers (page 120), a survey with Cirrus, an image 
monitoring firm. Besides monitoring how the image of 
corporations and their head honchos got burnished or 
tarnished during 2006, this year's survey considers how 
the Union economic ministries fared in the press. Check 
it out on page 131. 
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Ernesto Illy, Chairman, Illycaffe; Hindustan 
Motors’ Chairman Chandra Kant Birla; 
Howard Schultz, Founder, Starbucks; Kokilaben 
Ambani; and Wikipedia’s Jimmy Wales. 
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Commendable Indeed 
IN THEIR QUEST TO BECOME MEGA- 
corps (BT, March 11, 2007), Indian 
DIN IU xu. companies are rushing to acquire 
Gambit | lili ! foreign companies abroad, some- 
| times at a great cost. This shows 
the coming of age of India Inc. The 
growth has been spurred despite 
the policies of our government. In 
an environment where businesses 
are put down for a variety of rea- 
sons, including red tape, the com- 
panies you have mentioned in your 
cover story, deserve applause for 
their success. 
DINESH KUMAR, through e-mail 
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As billion-dollar, cross-border ` 
acquisitions become par for the course, 
the Indian méga-corp is in the works; 
But which Idian company will hit 
$100 billion in Market cap first? | 

















à low-cost advantage to countries 
Best letter wins dei 1215 
a HIDESIGN travel bag like the Philippines. The Indian IT 
from sector needs to innovate to main- 
tain its lead. 
SHINE JOSE MANJOORAN, through e-mail 
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Allow Cheaper Imports 

WHY THE INFLATION RATE IS RISING IN 
the Trends section (BT, March 11) 
is supported by vital statistical in- 





Make Healthcare Affordable New Improved 


THE SPECIAL REPORT ON HEALTH- 
care in the BT, March 11, 2007, is- 
sue focuses on the entry of the 
corporate sector in healthcare. 
Though this is a welcome step as it 
provides quality healthcare, we 
must remember that this comes at 
a stiff price that more than two 
thirds of our population cannot 
afford. As the public sector has 
failed to provide the best of health 
services to the masses, the corpo- 
rate sector should endeavour to 
provide quality healthcare to the 
poor at minimal cost. 

ASHWANI K. MALHOTRA, through e-mail 


IT Sector Needs to Innovate 

YOUR COVER STORY REBOOTING 
Indian IT (BT, February 11, 2007) 
provided an indepth analysis of 
the IT sector and conveyed clearly 
that the industry’s honeymoon pe- 
riod is nearing its end. Indian IT 
companies are losing out on their 
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dicators. Some experts feel that if 
the inflation is on account of supply 
constraints, the issue should be ad- 
dressed by opening up supplies by 
facilitating cheaper imports. 
SRINIVASAN UMASHANKAR, through e-mail 
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The Property Bubble 


Y ALL ACCOUNTS, THE LAST 10-YEARS HAVE BEEN 
B eon for the global real estate market. 
Prices have soared across the world. In the UK, house 
prices rose more than 200 per cent between 1995 
and 2005, in the us by 100 per cent, and in other 
countries such as France, New Zealand, Australia and 
Spain, between 100 and 170 per cent. In key Indian 
cities, prices have risen much faster and in a shorter du- 
ration. Most of the recent boom started well after 
2000, coinciding with the boom in IT and rres out- 
sourcing. That was also the time when the stock mar- 
ket (read: the Bombay Stock Exchange Sensex) em- 


barked on its spectacular bull run, going from 3,000 or ` 


so to near 15,000 earlier this year. 

As several thousands (if not millions) of Indians, 
many of them in their 20s and 30s, saw their wealth 
grow, it was only natural that they would begin buying 
what is considered the single-most important material 
possession by middle class families: a house of their 
own. Interestingly enough, as interest rates started 
their march downwards on the back of benign inflation, 
buying an apartment or a house became even easier for 
the Indian middle class. But in less than five years, real 
estate prices appear to have peaked. As our cover 
story points out, from Delhi to Bangalore to Mumbai, 
the change in average price has slowed remarkably. That 
means, while the bubble may not be close to bursting, 
it is starting to correct. Don't expect prices to double 
like they have over the last few years. 

Recent research on global real estate markets reveals 
that there is a strong correlation between macroeco- 
nomic factors and real estate prices. For instance, in the 
case of North America, a 1 per cent increase in national 
income was found to result in 1-4 per cent increase in 
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On a roller coaster: But don't write it off yet 
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Dizzy heights: Realty prices are losing momentum now 


real house prices. A 1 per cent reduction in interest rates 
was found to increase house prices by half to 1.5 per 
cent. Finally, a boom in stock market was also found to 
result in higher house prices—by as much as 35 per cent 
in the case of the UK over a three-year period. 

The research findings are important to keep in 
mind, since two of the three determinants are begin- 
ning to go against the real estate market in India. 
Interest rates have started rising, making mortgage in- 
stalments expensive for buyers. Also, the stock market 
has begun to fall and the short-term outlook doesn't 
look too rosy (see the edit below). In fact, this may be 
the beginning of a vicious cycle that comes back to 
haunt the property buyer. 


D-Street Blues 


AS IT THE BUDGET? OR WAS IT CHINA? IT'S EASY TO 
blame last fortnight's sell-off on Dalal Street on 
Finance Minister P. Chidambaram's Budget, after all the 
Sensex shed 541 points on B-day itself, even as he was 
delivering his speech in Parliament. In fact, the Sensex's 
decline had more to do with what was going on in the 
global markets—a massive melt-down on the Shanghai 
Stock Exchange that cascaded into a worldwide plunge 
in stocks, including Indian shares. The world's stock mar- 
kets are today more integrated than ever before. So a 
shock in one market gets quickly transmitted to others. 
Yet, India's stock market may be more prone to wild 
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Bringing it all 
together. 


BT can help you prosper in 
today's dynamic market by 
bringing together IT and 
communications on one 
converged network. 


Operating in 170 countries, 
BT delivers everything from 
telecommunications to 

complex global IT solutions. 


With local and international 
expertise, BT can help your 
business in India and across 
the world. 


To find out more about BT's 
innovative business solutions visit 
bt.com/india 
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swings than most. Statistics show that the Indian equity 
market has been historically more volatile than the 
world average and it may be one reason why the reaction 
to last fortnight’s rumblings on the Shanghai bourse were 
so pronounced in Mumbai, where, while most global 
markets fell, the Sensex declined the most. Also, foreign 
investors have steadily increased their presence in the 
Indian market with the number of such investors and the 
funds they have infused in India’s capital markets grow- 
ing steadily. This has its downside. Global fund managers 
often look at a region—say, Asia—in a holistic manner 
and decide to invest or sell generically in that area. 
So, even if nothing has changed materially about the 
prospects of Indian businesses, their stocks can suffer 
from collateral damage if a sell-off happens elsewhere, 


in this case, China. 

India’s stock market has, since 2006, outpaced the 
world average and while cheers have greeted the 
Sensex’s rise, many experts feel that market may have 
become overheated and that the time was ripe for a cor- 
rection. Already, pundits and punters alike are predicting 
the next “psychological” bottom for the Sensex, rang- 
ing from 9,000 to 11,000. Still, it would be premature, 
naive even, to write off the Indian equity story. The next 
couple of quarters could see companies face pressure on 
their margins and profit as the impact of higher inter- 
est rates kicks in and inflation induces cooling off of 
some demand. But it is unlikely to see interest in Indian 
stocks wane. Who would not want to stay invested in an 
economy that is growing the fastest in the world? 


Let’s Cut Out the Hype 


HAT DO YOU SAY AFTER EVERYTHING THAT HAD TO BE 

said has already been said? You write a third 
edit. Ever since Finance Minister P. Chidambaram pre- 
sented Budget 2007, you’ve been bombarded with “ex- 
clusive” analyses of and learned editorials on its various 
features. So, we will refrain from adding to the volu- 
minous body of literature on the subject (we have said 
what we had to say in the Special Budget Edition dated 
March 2007); let us take any additional insights we 
might have been able to offer as read. 

But there’s one aspect that’s largely escaped the at- 
tention of the pundits. Yes, we’re talking of the hype and 
expectations that build up in the run-up to every Budget; 
it’s a self-propagating cycle—driven largely by media 
houses in search of fickle eyeballs (and here, we too plead 


mea culpa, lest we be accused of being blind to our own - 


“contribution” to this phenomenon). If one financial daily 
comes out with an “exclusive” on how “top-level” or “in- 
formed” sources have disclosed on condition of anon- 
ymity that the exemption limit on personal income tax 
will be raised to Rs 1.5 lakh, its competitor immediately 
follows this up with a “scoop” on how corporate tax 
rates will be reduced. Not one of the reports cites any 
credible source; and there are no “on record” quotes. We 
hasten to add that we are not for one moment doubting 
the honesty of the reporters concerned. It’s just that the 
Budget-making process, being hush-hush and secretive, 
lends itself to speculation and misinterpretations. Then, 
this is also the time when journalists turn lip and thought 
readers. Every innocuous statement of the Prime Min- 
ister, the Finance Minister, the Chairperson of the 
UPA, of sundry Left leaders (who have their own agen- 
das) is scanned for hints, nuances and hidden meanings 
and interpreted as being pointers to what the Budget 
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FM Chidambaram (centre): Read my lips, they are sealed 


documents may hold. 

The stock markets pick up the cues from these and its 
own sources and drive the markets up or down de- 
pending on how it perceives these “insights” and “scoops” 
to impact particular industries and companies. 

It's almost as if everyone involved is playing an 
elaborate derivatives trading game based on the un- 
derlying “asset value” of the expected pronouncements. 
What is lost in all this hype is the fact that the Budget is 
merely a statement of accounts of the government. As 
Chidambaram, and Yashwant Sinha before him, has 
said on several occasions (to BT and other publications), 
the era of the Big Bang Budget is over. Policy issues are 
now increasingly being delinked from the budgetary 
process. That’s how it is in mature economies, where the 
statements by the central bank chief are considered 
more important than those of the Finance Minister. 
Will India get to that stage anytime soon? Going by em- 
pirical evidence, it seems unlikely. B 
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It’s Easier Abroad 


Why Indian companies are heading to foreign 
shores in droves. MAHESH NAYAK 
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People protests: One of the reasons why it’s so tough to set up (industrial) units in India 





crore) in the first two months of 2007. Outbound M&As (mergers & 

acquisitions) account for about half of this. But if India is the big story 
in global boardrooms, and the whole world is coming into India, then why 
are Indian companies going abroad? There are many answers: for access 
to new markets, larger manufacturing capacities to grow faster as well as 
to de-risk business models. But there’s also another reason. It’s ironic that 
it is now easier for Indian companies to make billion-dollar-plus acquisi- 
tions overseas than invest similar amounts in India to create greenfield ca- 
pacities. This is because companies seeking to expand or set up new 
projects within the country are facing various hurdles (land acquisition is 
the biggest of them). Archaic labour laws, an indifferent bureaucracy, long- 
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The fortnight's burning question. 


WILL THE PROPOSED 
DECONTROL OF SUGAR 
FUEL INFLATION 
FURTHER? 


No. Gokul Patnaik, Chairman, 
Global AgriSystem 

There will be no inflationary 
impact due to a further deregula- 
tion of the sugar industry. The 
demand-supply dynamics, which 
is a function of market forces, 
will take care of any possible 
spike in prices, even if some 

of the commodity is exported. 
Increased supplies will keep 
prices in check 


No. Ravi Gupta, President (Sugar 
and Alcohol Business), Bajaj 
Hindusthan 

The timing is just right for 
decontrolling the commodity. 

And no, it will definitely not be 
inflationary as the country has lots 
of surplus sugar stocks. The deci- 
sion to decontrol sugar, however, 
should be based on a long-term 
policy of freeing the sugar sector 
from controls rather than on the 
basis of any short-term agenda. 


No. S.L. Jain, Director General, 
Indian Sugar Mills Association 
Prices are a function of demand 
and supply, which varies according 
to a variety of seasonal and other 
factors, not controls. Freeing the 
industry from levy sugar and free- 
sale quota will have no effect 
whatsover on price at which sugar is 
sold at the retail level. 
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drawn and multiple procedures, red tape and the lack of inf- 
rastructure are merely some of the problems that companies face. 
“We are running a Ferrari on bumpy roads. We are growing, but not 
at the speed at which we should be growing,” says R. 
Gopalakrishnan, Executive Director, Tata Sons, adding: “It’s better 
than in the past, but it’s still tough to set up units in this country. You 
can sign MoUs (memorandums of understanding), but there is little 
progress after that. Land, water, infrastructure, getting clear- 
ances... these are perennial problems that companies face when set- 
ting up units.” And to top it all, SEZs have now been put on hold. 

The Tatas are currently facing problems in Singur, the Salim 
Group in Nandigram and Hero Honda in Uttaranchal, all over land 
acquisition. POSCO, Arcelor-Mittal, Essar Steel and Jindal Steel & 
Power still haven’t been able to start the process of setting up their 
units in Orissa even after signing MoUs with the state government. 

Says Nikhil Johari, CFO, 
Bhushan Steel, which is setting 
up a 2.2 million-tonne steel 
plant in the state: “Despite 
signing an MoU in 2002, we 
still have to be allocated iron 
ore mines. We are looking at 
alternatives like acquiring 
mines overseas." Time is run- 
ning out; Bhushan Steel’s 
plant is due to be commis- 
sioned in 2008. 
Spentex Industries decided 
to head abroad in order to 
. avoid uncertainty over gov- 
ernment policies and to save 
time and money. Mukund 
Choudhary, Managing 
Director, Spentex Industries, 
says: ^We plan to expand 
through acquisitions rather 
than through capacity exp- 
ansions as the former is cheaper and easier." Last year, Spentex acq- 
uired Tashkent-To’yetpa Tekstil LLC, an Uzbek textile company. Raw 
materials, labour and power are cheaper in that country compared 
to India; this results in a 10 per cent saving. “Today, buying is cheaper 
than building,” says Akhil Jindal, President, Welspun, adding that 
there’s another reason why companies are heading abroad. Indian 
financiers and banks are reluctant to finance projects that are bigger 
than the company’s balance sheet. “It takes ages to build capacity in 
India; given the economy’s growth trajectory, we can’t afford the time 
lag that comes with building capacity,” says Jindal. 

This is not to say that domestic capacities are not being added. 
They are, and several of them are big ticket plans even by global stan- 
dards. But it’s just that India Inc now has an alternative. In 2006, 
India Inc. made acquisitions worth $9.9 billion (Rs 43,560 
crore), compared to $5.4 billion (Rs 23,760 crore) worth of FDI (for- 
eign direct investment). That figure should serve as a wake-up call 
to the government. 


OUTBOUND DEALS 
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Q&A 


“We are here for 
the long term" 


T's DEEPTI KHANNA BOSE CONDUCTED 
Bs e-mail interview with Francesco 
Trapani, CEO of Bvlgari, soon after it 
launched is first flagship store in 
Mumbai recently. Excerpts: 


Why have you chosen to enter Mumbai 
with a store three years after the one in 
Delhi? Also, what will the store sell? 

We will sell the complete collection 
of Bvlgari watches, jewellery and ac- 
cessories. The Mumbai store is opening 
three years after the one in Delhi bec- 
ause Bvlgari's retail strategy requires 
very exclusive and distinctive loca- 
tions. In India, this involves a time- 
consuming search as there is an absence 
of a premium retail environment out- 
side five-star hotels. 


Who is the Bvlgari woman? 

The Bvlgari women have a taste for 
contemporary objects—with a special 
love for bold, distinctive designs, fine 
craftsmanship and the impeccable serv- 
ice that Bvlgari is well known for, reg- 
ardless of age. 


How important is India as a market to you? 
We are here for the long term. The 
Asian market is generally experiencing 
a rising demand for luxury goods and 
India, in particular, is a fast-growing 
market that has responded very well to 
the international luxury brands that 
have recently entered. We do not dis- 
close revenues by countries, but we 
expect India to be one of Bvlgari's key 
markets in the future. 
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INDIAS FIRST WIKI 
LINCONFERENCE 


Veni, Vedi, Wiki  ....... 


T'$ ONE OF THE WORLD'S MOST 
Dos reference sites. Contri- 
buting to this popularity is the 
fact that Wikipedia is interactive, 
i.e., it is managed by ordinary ne- 
tizens, who are at liberty to access 
material, or contribute write-ups 
and updates and even take up ad- 
ministrative jobs, all on a pro 
bono basis. 

^| had started a previous net- 
cyclopedia venture called 
Newpedia in 1995 that depended 


on academic contributions and had . 


a top-down approach; it failed," 
says Jimmy Wales, Founder and 
Chairman Emeritus of Wikimedia 
Foundations, a non-profit organi- 
sation that started Wikipedia. 
Wales was in Chennai to attend 
the Wikimania Camp on February 
25. Then, he heard the name 
*Wiki"—which means quick and 
fast in Hawaiian—and liked it. In 
2001, he launched Wikipedia. 

At the camp, there are view- 
ing mattresses, placed in front of 
the large screen, on which partici- 
pants are invited to take a nap if 
they so desire. But, there's an ass- 
ociated danger—there are a good 
number of smiley balls (soft, yellow 
foam balls with a smile cartoon 
drawn in black) available that oth- 
ers can fling at the sleeper. 

The camp is being organised 
to increase the 
participation base 
for Wiki, explain 
to dummies how 
it works, and exp- 
lain to code writ- 
ers the other uses 
of backend Wiki 
tools. This is the 
first time a Wikimania Camp is 
being held in India. 

“The English Wikipedia has 
1,656,239 articles (as on February 
24, 2007), and about 609 million 
words—roughly 15 times the num- 
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The English Wikipedia 
has 1,656,239 articles 
(as on February 24, 
2007), and about 609 
million words 
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Wikimania Camp in progress in Chennai: 


ber in the next largest English lan- 
guage encyclopedia, Encyclopedia 
Britannica,” says Wikipedian Arun 
Ramarathnam, who classifies his 
mission for Wikipedia as “food 
for his soul”. “My day job at 
Satyam Computer in Bangalore 
provides food for my stomach,” 
he adds. Wikipedia has 151,934 
contributors in English. It is also 
available in 250 languages and has 
5.3 million articles from 282,874 
contributors. On a three-month 
average, 5.78 per cent of internet 
users visit the site and the per- 
centage is increasing rapidly. The 
average number of page views per 
user for Wikipedia.org is five. 
Indian contribution to text is rather 
low, at 1.9 per cent, especially 
when compared to the traffic gen- 
erated by way of visits (it ranks # 
13). Ramarathnam wants more 
contributors from India, “as there 
is such a wealth of information 
available”. A rising 
user base makes it 
a better self-propa- 
gating engine both 
for content gener- 
ation, and for at- 
tracting donations. 

Open it might 
be, but you can’t 
make alterations to the text once a 
copy has been uploaded. You have 
to post changes on the notice board 
and these are effected by an “adm- 
inistrator”—who gets to this rank 


by virtue of his contributions to 


It’s all about increasing Wiki's base 










Wikipedia over a period of time. 
Nobody gets paid for his or her 
efforts. *We are contributing to 
free dissemination of knowledge 
in a structured manner,” says S.N. 
Sudharsan, a former employee of 
Infosys Technologies. 

“It is a totally democratic set- 
up," says Ramarathnam. Behind 
every article are self-governing 
rules that have been designed to 
protect the “ethicality” of content 
and promote credibility. 

E-vandalism is kept in check 
by thousands of Wikipedians 
worldwide who monitor pages of 
interest to them. Not everyone 
wants to write; some people want 
to join the welcoming committee, 
welcoming new entrants through 
instant messaging on signing up. 
Some take up policing (one can’t 
write, for instance, that Chennai is 
the best place on earth, though 
one may believe it is). 

What’s Wikipedia’s business 
model? “It is a non-profit organi- 
sation that works on donations, 
though we could leverage its 
brand value better in the future,” 
says Wales. Last year, it spent $1 
million (Rs 4.4 crore) on band- 
width, hardware and seven em- 
ployees. “This year, the expenses 
will rise to $2-3 million (Rs 8.8- 
13.2 crore) and we have four 
months cash in hand,” he says, 
adding: “We have a good thing 
going.” Veni, Vedi, Wiki. 

NITYA VARADARAJAN 
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Promises 2006-2007 JU 





Railway Minister Lalu Prasad Yadav is credited with turning the organisation 
around. A look at how his performance holds up against his promises. 


Performance 2006-2007 m 





= Increase Gross Tariff Receipts 8 per cent to Rs 59,978 crore | : 23 = = nb : reli — reat SN AMEN, 





Ë hir sin Flow D Direction ne Discount "T in peak: season; 30% Fr 


in non-peak season): Fii 





sight earnings up 1p 18% to Rs 30, 85 38 crore* (expected to reach Rs 
9 cre ann — of the | 


yan Z X 





Promises 2001-2008 


@ 32 new trains 
e8 new Garib Raths 





@ Freight Pe ia "e MT 


* April 1-December 31, 2006 
Source: Indian Railways Budget documents, 2006-07 and 2007-08; Periodical earnings notices issued by the Joint Director of Statistics, Indian Railways 


MT: Million tonnes 


HAT: -EXACTLY -IS THE 
X government up to? After 
banning wheat exports, and then 
futures trading in the commod- 
ity, it has reportedly “warned” 
corporates to keep off the wheat 
market. Reason: it ostensibly wants 
to curb prices and give itself suffi- 
cient leeway to meet its procure- 
ment target of 15 million tonnes 
without having to import wheat. 
BT learns that initially, some com- 
panies did resist the “unofficial 
diktat”, but media reports now 
suggest that some of the bigger 
players like Adani, AwB, Noble 
Grain, Glencore and rrc (which 
buys wheat for its foods division) 
have decided to remain off wheat 
mandis this year. 
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**Projected figure 


Traders and analysts, alike, feel 
that the immediate provocation 
behind the volte-face by corpo- 
rate procurers is a veiled threat 
by the government to bring wheat 
under the Essential Commodities 
Act. “If this happens, the state will 
have the right to confiscate wheat 
from these companies,” says Rajni 
Panicker, Head (Research), Man 
Financial. Last year, out of a total 
production of 69.48 million 
tonnes, corporates had procured 
only around 2 million tonnes. 
“Though the actual amount of 
wheat procured was insignificant, 
these private players were offer- 
ing Rs 12-15 more than the gov- 
ernment-stipulated minimum sup- 
port price,” says another Delhi- 


Is a Crisis Brewing in Wheat? 


/ 4 . ks Tariff Ris = ae tae Wwe 6% in m: season, PER 
| ee sss fares b i %ir ak season - 


roi in n lean season os 2 





Also see Fain Tickets pr army on page 148 





LALIT RANA 


Keep off wheat mandis: Corporates warned 


based analyst. 

This means the only real losers 
will be the farmers. So much for 
the government’s concern for 
their plight. 

AMAN MALIK 
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— www.swatch.com 
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either love it or you grow to love it. 








If the fine flavour of Darjeeling Tea* passes 


you by at first go, don't lose heart. 


It took us over a century to perfect the delicate 





art of Darjeeling Tea. You might have to allow it 


s cs to grow on you. 


*Only tea that is cultivated, grown and produced in 87 designated tea gardens in the defined region of the district of Darjeeling can be called Darjeeling Tea. The DARJEELING marks are registered as 
certification marks under the Trade Marks Act, 1999, as Geographical Indications (GI) under the Geographical Indications of Goods (Registration and Protection) Act, 1999 and the DARJEELING logo is 
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ae ! bis taken cit ais to dui thd E^ ayste lery 
: . behind the miracle called Darjeeling Tea. Dm 


: To figure out what is it about Darjeeling that E 
... lends such unique aroma, flavour and or to. 
its teas. 


* 


What is it that oc Darjeeling Tea one of the | 
most expensive, yet most coveted? — 


What is it that makes the suche tea ig aaah flock] 
to Darjeeling during springtime, to 'book' the First 
Flush teas? 





É E 
After decades of research 2d analysis, the wise men's a 
verdict was telling. 1 PS 





That Darjeeling Tea just happens. 


d The reports blame it on the mixed soil, the pristine air, the well orchestrated _ | 
.. rainfall, the lofty altitude, the optimum humidity levels — and how they have all come a x 
together uniquely to make Darjeeling Tea Darjeeling Tea. me 






= To science, Darjeeling Tea is a | 
strange phenomenon. To the faithful, it ^ Darjeeling Tea has now been registered 








dsarare blessing. = : as a GI (Geographical Indication) in 
Thankfully, the Darjeeling Tea India. Which officially places Darjeeling 
estates have always lived by their faith — in the esteemed company of a Cognac or 






by humbly accepting this unique gift of 
s . -. matureanddoing everything toretainits — à Champagne other famous Gls. 
natural eloquence.” | 


So, Darj sling Tea is bid. cited by local women with magician's fingers, 
|. withered, rolled and fermented in aou fashion, with the sole intention of bringing - 
.. eutthe best in them. 
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` Then, the tea is SAN sdxted, NETS and begins its world tour. The only | 
| problem with Darjeeling Tea is that there is never enough 73 itto 
=. satisfy concio pe theworld. 


But then, the finest thi in 
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registered as an artistic work under the Copyright Act, 1957. Misuse of the marks or dealings in a tea which is not drawn from any of the 87 gardens or which is a mixture of non-Darjeeling and Darjeeling teas 


and sold under and by reference to the name DARJEELING and/or DARJEELING logo constitute cognizable offences under the aforesaid acts and can attract criminal liability under the Indian Penal Code. 
LINTAS PERSONAL/T-02/07 
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DEEPAK G. PAWAR 


HE CABIN OF GAURAV GUPTA, 
Vee recently appointed Special 
Commissioner for the newly cre- 
ated Bruhat Bangalore Municipal 
Palike (BBMP), has a retrofitted feel 
to it—it’s made of hardboard and 
the floor tiles are mismatched— 
much like the city he has been man- 
dated to manage. Faced with mush- 
rooming growth and an influx of 
global and domestic corporate ma- 
jors—and their employees— 
Bangalore has struggled, vainly, to 
keep pace with its own growth. 

But the administration has, at 
last, woken up to its sheer size and 
the challenges of managing this 
emerging megapolis. The creation 
of Greater Bangalore may help 
bring about uniformity in gover- 
nance across the city and its newly 
added boroughs, but it is unlikely 
to improve its infrastructure. 

Making available water and 
power are only two of Gupta’s 
biggest organisational challenges. 
The Bangalore Water Supply and 
Sewerage Board will spend Rs 350 
crore to expand its network to the 
new extensions, but according to 
officials, will be hard-pressed to 
find enough supply to meet bur- 
geoning demand. The city is also 
saddled with a power shortage of 
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Bangaloring Bangalore 


around 1,500-2,000 Mw and the 
expansion will only further bur- 
den the strained grid of the 
Bangalore Electric Supply 
Company, the local electricity 
distribution utility. 

“Bangalore has grown much 
beyond its original limits; this has 
resulted in several gaps in its civic 
administration,” says Gupta. He 
points to specific areas such as the 
collection of property tax in out- 
lying city municipal councils, which 
was a paltry Rs 40 crore during 
the last financial year. “This will 
rise ‘three-to-four fold’ under the 
new set-up,” he says, adding: 
“Bangalore’s infrastructure is in 
terrible shape, but we have mapped 
out a Rs 22,000-crore upgrade 
plan to fix these problems over 
the next six years.” 

The city’s road infrastructure, 
too, needs an urgent fix. Its vehicle 
population has grown three-fold 
from nine lakh vehicles in 1996 
to over 28 lakh vehicles now, but 
its road length has increased only 
20 per cent during this period, he 
informs. Now you know why the 
roads are always clogged. 

Some of the finances needed 
to patch up Bangalore will come 
from the Jawaharlal Nehru Urban 


THE NEW BANGALORE PLAN 


m |11 villages, one town municipal 
council and seven city municipal 
councils integrated into the city. 





Ihe size of the city increases from 
225 sq. km to 800 sq. km. 

[he new Bangalore now has 

6.8 million inhabitants compared 
to about 5 million earlier. 


[he new municipality will have 140 
wards compared to 100 wards earlier. 


Four-tier governance structure 
to manage the larger city. 


Greater devolution of powers 
to sub-zones 





Renewal Mission; the rest will be 
raised via loans and from other 
external sources. “We will go to the 
market to raise money; and will 
get ourselves credit-rated for this 
purpose,” says Gupta. 

Others, however, aren’t so bull- 
ish, arguing that Bangalore has 
many other leaks to plug before 
it can even consider such a move. 
“The city has grown enormously 
over-the last few years and the 
municipality has to be able to man- 
age this larger scale of operations,” 
says Kiran Mazumdar-Shaw, 
Chairperson of Biocon, one of the 
many iconic knowledge economy 
majors that call the city their home. 

Gupta points out that the man- 
agement of BBMP will eventually 
be split into four layers; this 
decentralisation, he feels, will has- 
ten decision-making. But not every- 
one is convinced. “The municipal 
body should be made autonomous 
so that it can chart, fund and exe- 
cute its own development pro- 
grammes,” says T.V. Mohandas 
Pai, Director (HR) at Infosys 
Technologies, and a bitter critic 
of Bangalore’s administration. 

The city, meanwhile, contin- 
ues, by turn, to hope and despair. 

RAHUL SACHITANAND 
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Everyone’s favourite award winner 
brings you its impressive range of AlOs. 


66 In our 12 years of testing products, BERTL has 
never had a bad experience with a Panasonic 
machine. Indeed, the feedback we have received 
year after year from product resellers and end-users 
has supported our own lab experiences. 99 
Carmel Rowley, CEO, BERTL 


KX-FLB852CX 7-in-1 Alo 





MRP: Hs. 20,999 The versatile ultra-performer for all your office processing demands 
EB Flexible 3-Bin Sorter 


Unique 3-bin flexible sorter allows for versatile sorting capabilities such as allocating individual trays for specific groups or 
separate functions 


EJ Flatbed Colour Scanner 


600 x 600 dpi resolution scanning with 50-Sheet Automatic Document Feeder translates to huge time savings and increased efficiency 


E} High Speed Printing 


Network capable High Speed 18 ppm printing allows your entire office to print to the same printer — and do it quickly 


' 
we: Rs. 19,999 


The compact multifunction workhorse that meets your office needs 


EB Multi-purpose Tray 


Output tray for all your copy, print, fax and scan jobs, this single tray model conserves 
valuable office space 


EJ Multi-Function Station Software 


PC fax allows users to send a computer documents as a fax message. 


EJ Device Monitor 


Know the status of your AIO without leaving your PC 


44. BERTL Value for Money - End-user Gold Award (2005) ° BERTL Ease of Use - Reseller Platinum Award (2005) 


CALL ANY OF OUR AUTHORISED DEALERS TODAY! 











DISTRIBUTORS: MUMBAI: LASER TELESYSTEMS (022) 26664440, 9820147850 | AHMEDABAD: THIRDWAVE TECHNOLOGIES 9825035060, 9328033123 | PUNE: PELICAN TELECOM (020) 25536900 | BHOPAL: CASYON 9826667848, 
9826687036 | DELHI: UNIFAX SYSTEMS (011) 26251777, 9811208586 | CHANDIGARH: OFFICE PLUS LTD (0172) 2709266, 9888444666 | JAIPUR: TARGET ELECTROMARKETING 9829067707 | GAZIABAD: KAUSHIK COMMUNICATION 
9412219364 | GURGAON: CITY TRADE LINK 9810029125, 9810167968 | KOLKATA: TRANSCON ELECTRONICS (033) 22434913, 9830611249 BANGALORE: MICRO DATA PRODUCTS 9243444402, 9243116777 | HYDERABAD: DEVI 
(040) 23735050, 9848033278 | CHENNAI: ICON OFFICE EQUIPMENTS 9894664890, 9840087873 | COCHIN: AMICUS COMMUNICATION (0484) 2347563, 9847785856 


PANASONIC ASIA PACIFIC PTE LTD. 
RM WEST: a.dhole@npi.panasonic.co.in | RM NORTH: a.madan@npi.panasonic.co.in | RM EAST: p.bhattacharyya@npi.panasonic.co.in | RM SOUTH: a.dinesh@npi.panasonic.co.in | BUSINESS HEAD: a.sarode@npi.panasonic.co.in 
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Namaste Tokyo! 





Striding higher: Indian code-jocks are gaining acceptance in Japan as well 


HE WORLD, IT APPEARS, IS FINALLY BECOMING THE OYSTER FOR INDIAN 
f piede Fresh from their conquest of Silicon Valley (the original 
one), this breed is now looking east—at the Land of the Rising Sun. At 
last count, there were about 8,000 Indian geeks living and working in 
Japan. Of course, it does help that Japan is facing a crunch of nearly 
300,000 IT engineers. “Some Japanese companies outsource a lot of 
their work to India, so it helps if they have Indian tech staff on their 
rolls who can communicate the company’s requirements to their sup- 
pliers and vendors here,” says Kazuhiko Sujimora, Chief 
Representative, India, KDDI Corporation, a Japanese telecom com- 
pany. The preferred employers: Mitsubishi, Sony and Yokogawa 
Electrics among others. 

Adding ballast to this trend is the fact that over the last few years, 
Japan’s insular corporate culture has become more globally inclusive. 
“Since 2005, Japan has realised that the global political situation has 
changed and that its next destination should be India. While Japan’s 
strength is in hardware, we are strong in software. This can make for a 
very strong marriage between the two,” says Tokyo-based Harsh 
Obrai, Senior Consultant, Itochu Techno-Solutions Corporation. 

Most of the Indian IT professionals in Japan are in their 20s and 30s, 
and a majority of them live in Tokyo. In fact, locals call Edogawa, the 
city’s eastern suburb, Little India. The last couple of years has seen a 
mushrooming of Indian shops and restaurants in the area; there is 
now even a school for Indian children. 

The visa application figures also tell a story; of the 10,000 visas 
granted annually by the Japanese Embassy and its consulates in India, 
3,000 are for IT professionals. So, if you don’t mind mixing your sushi 
with suji, join in the queue. 

TEJEESH N.S. BEHL 
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VUHAW NVAIA 


AT THE DOORS OF 


FOOD DESIGN 


HIS YEAR, THE DOORS OF 

Perception's conference on “Food 
and Juice" in New Delhi talked 
about food as a design issue. The 
conference dwelt upon issues like 
urban agriculture, greywater (non-in- 
dustrial wastewater generated from 
domestic processes such as wash- 
ing dishes, laundry and bathing) 
management, food distribution and 
re-appropriation of resources. 
"Global food systems are an 
example of wasteful economic 
activities that are offshoots of glob- 
alisation. Processed food consume 
10-times more energy than what 
enters our bodies due to increasing 
food miles (distance from farm to 
food distance) and CO» emissions 
attributable to the transport, pro- 
cessing, packaging and distribu- 
tion of food," says John Thackara, 
Director, Doors of Perception. 

Participants from 25 countries 
talked about their own contribu- 
tion and design solutions, which 
have worked even in a small way to 
address the growing crisis over 
food and energy. 

The conference which was "all 
about action, not talk" required par- 
ticipants to go on water mapping 
excursions and on street food 
tours to study urban 
agriculture, /angar and 
wastewater manage- 
ment and even 
visit local farms. 


PALLAVI 
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son roves COE RAYMOND WEIL 


GENEVE 


Point of Sale: * New Delhi: Kapoor Watch Company: Tel. +91 1| 24693712/ 41345678 
* Gurgaon: Kapoor Watch Company: Tel. +9! 124 4017773/74 * Kolkata: Exclusive Lines: 
Tel. +91 33 22820626/22820597. Exclusive Lines, Metro Plaza: Tel. +9! 33 22882630 
* Mumbai: Ethos: Tel: +91 22 66406991/92. Popley La Classique: Tel.*91 22 
26422290/0521. Popley La Classique, Grand Hyatt Hotel: Tel. +91 22 30602000/1/2. Swiss 
Gallery: Tel: +91 22 23520903/235 | 6086. Swiss Boulevard: Tel: +91 22 2481 3520/21. Swiss 
Paradise: Tel: *9| 22 2898 2060. Watches of Switzerland: Tel: +91 22 2640251 /12. 
* Bangalore: Ethos: +91 80 4113061 1/12; 22067775/6 * Chennai: The Helvetica: Tel. *91 
44 28490013/15 * Ahmedabad: The Golden Time-|: Tel. +91 79 26441420/26442802. The 
Golden Time-2: Tel. +91 79 26924900/26927300 * Chandigarh: Ethos: Tel. +91 172 
5086480/81 * Ludhiana: Ethos: Tel. +91 161 5088224/225 * Pune: Ethos Swiss Watch 
Corner: Tel. *9| 20 66204497/98; 66200498/497 
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Call of the Sea 


T'S NOT ONLY THE VIJAY MALLYAS AND THE GAUTAM 
[singhenias of this world who own yachts and luxury 
boats. Dozens of lawyers, investment bankers, doctors 
and young CEOs are joining the club. “A new genera- 
tion of wealthy Indians is turning its attention from top- 
end cars to private yachts,” says Malav Shroff, Director 
of the recently concluded Mumbai International Boat 
Show, adding: “A yacht provides the ultimate luxury 
environment for work and play. And the vast Indian 
coastline, with its sea forts and virgin beaches, offers 
some great cruising options.” 

The demand for leisure boats is huge. “From just 
four to five yachts in 1994, there are today close to 130 
of these boats, a majority of them owned by individu- 
als,” says Aashim Mongia, Founder, West Coast Marine, 
a company that sells and maintains yachts. Experts 
say the boating industry in India will, potentially, be 
worth $1.5 billion (Rs 6,600 crore) in the next 10 
years. Already, world leaders in the industry—like 
Ferretti of Italy, Bayliner of the us, Princess of the UK 
and Gulf Craft of UAE—have established beachheads in 
the country. Speaking to BT from Dubai, Erwin Bamps, 
Executive Director, Gulf Craft, says: “We sell one 
yacht every three weeks (in India).” 





KNOW YOUR BOATS 
TYPES OF BOATS 
Kayaks, Non-motorised Sail Boats. 


Small motor boats 


Medium-size yachts NT E 





Luxury (super yachts) 
* Approximate figures Source: Industry 


To further boost the growing demand, these com- 
panies are entering into tie-ups with banks to offer 
loans and are also exploring the possibility of pro- 
moting fractional ownership of yachts. Mongia's West 
Coast Marine has tied up with Yes Bank to offer yacht 
financing. Mongia explains that the bank provides 
finance up to Rs 30 lakh for 3-5 years at 18 per cent 
per annum. At last count, the country had 83,000 
millionaires. The economy is galloping along at over 8 
per cent per annum; so it’s a fair assumption that the 
number of millionaires is also growing at a fair clip. No 
wonder boat makers are so bullish about India. 

ANUSHA SUBRAMANIAN 





Q&A 
“India is a Big Growth Opportunity” 


E MONEY, THE RETAIL FINAN- 
Gas services arm of General 
Electric, is present in 54 countries. 
It has a sizeable business in India 
too, but it is not a bank like it is in 
many countries. Last fortnight, its 
President and CEO, Dave R. Nissen, 
was in India. He spoke to BT’s 
Shalini S. Dagar. Excerpts: 


How important is India to GE Money? 





global retail financial services space? 
We are quite concerned about the 
US mortgage market where there is 
a bubble in near prime and sub- 
prime markets. European 
economies are doing quite well. 
The biggest worry in Asia we have 
is about bubbles in credit cards. It 
happened in South Korea and 
Taiwan. Will it happen in China 
and in India? We don’t think so, 


ts te 
LITVd SISVa83G 


We have identified India as an IB 
(imagination breakthrough), which 
is a term that focusses a spotlight 
on some of our biggest growth op- 
portunities. These are reviewed on 
a regular basis by the Chairman 
of GE. We have worked hard on a 
programme we call Fast Forward 
which has identified 10 areas we 
believe are critical for GE Money to 
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become an important player in 
India over the next 10 years. 


Are current ownership and expansion 
regulations constraining your growth? 
If there are changes in the banking 
ownership rules, then we will take 
a hard look at that. 


What are your key concerns in the 


but there is high growth and in- 
tense competition in India. 


How much of a threat is rising interest 
rates to consumer demand? 

Higher interest rates are always a 
threat to consumer demand, but 
central banks have done a good 
job till now of increasing rates 
without killing GDP growth. 
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TOP OF VIND 


What is it? A web-based tender- 
ing platform with various appli- 
cations built in that totally re- 
moves the necessity of manually 
handling tenders at any stage. 


Who's using it? Delhi State 


| Ù Bectronics Tender, Tenders in Be... Ç | [J leges | Log Out Ez 


Tender Notification 
Í Tender Notficetion 


Advanced Search : : Open Tende 





CINES tien reU" Industrial and Infrastructure 
Development Corporation, Delhi 
» TenderNotification.com » Electronics & Electrical Goods & Supplies » Electronics Metro Rail and Pondicherry Public 


Works Department Corporation. 


Why is it useful? It lowers the costs for both the party issuing the tender as well 
as that of the participant. It is also totally transparent and secure. 


Who is offering it? There are several small players providing e-tendering solutions 
on an ad hoc basis, but Electronic Tender is the only company offering a 
comprehensive range of solutions and also offering the same on ASP 
(Application Service Provider) basis through its vendor Chennai Interactive 
Business Servces in India and YSER Inc. in the US. 


What's the value of e-tendering in India? Above Rs 8,000 crore. 
NITYA VARADARAJAN 
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ECONOMY 


STATUS: $59.60 per barrel in Feb. '07. 


A Declining Trend 
60.84 59 86 
| | | | | 
November December January 
2006 2006 2007 
Figures in $ per barrel Source: BT Research 


IMPACT: Crude oil prices are up mar- 
ginally over the last one month, but if 
one looks at the figures for the last six 
months, a declining trend becomes 
evident, which is a good news for 
Indian economy. This will not only 
ease the pressure on the country’s 
foreign exchange reserves by way 
of a reduced oil import bill, but also 
help tame the inflationary pressure. 


STATUS: 6.05 per cent for the week 
ended February 17, 2007. 











Ominous Portends 
9.44 
4.56 
4.06 
ann in per cent Source: BT Research 


IMPACT: Rising inflation has been 
the single biggest contributor to ris- 
ing interest rates in the economy. If 
the inflation keeps growing at over 
the RBl-projected figure of 5-5.5 
per cent, it can impact the country's 
growth story. 


COMPILED BY ANAND ADHIKARI 
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ngaporeair.com 


A STAR ALLIANCE MEMBER 


WING * CHRISTCHURCH + GUANGZHOU =+ JAKARTA + LOS ANGELES * SYDNEY * OVER 60 MAJOR CI 


b weekly flights out of Ahmedabad, Amritsar, Bangalore, Chennai, Delhi, Hyderabad, Kolkata and Mumbai, direct to Singapore and bey 


1 E Dry g. nresent voi SA boar ing nass to enioy ey heh 9 ° forc / oO! nts in Singanore and other countries For details vicit in koorea ir cam /ho din: 
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6 WAY POWERED INTEGRATED DVD ^ UNMATCHED REAR LEGROOM CAR PHONE WITH REAR AC WITH 
FRONT SEATS ENTERTAINMENT SYSTEM & SEAT INCLINE WIRELESS COMMUNICATION INTERFACE SEPARATE CONTROLS 


WE'VE STRETCHED OUR BODY, SO THAT YOU CAN STRETCH YOURS. 
PRESENTING THE NEW INDIGO XL. THE XCLUSIVE LOUNGE. 


The new long wheelbase Indigo XL epitomises luxury travel. Sink into the soft leather seats and experience legroom unrivalled by any other 
car in the country. Enjoy the latest movie while you relax, or simply unwind over a cold drink from the chiller box, close at hand. Catch 
up with colleagues or conduct meetings over the car speakers. The internet too, is at your ready disposal. Choose between two new 
advanced engines — a 4 valves per cylinder, refined 101 PS petrol or the silent, high torque 70 PS DICOR common rail diesel. The new 
Indigo XL. It’s your very own lounge on wheels. See it to believe it. 
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Visit us at indigoxl.tatamotors.com For assistance or queries on our passenger car range, call our toll-free number: 1800-225552. Test drive the Indigo XL and place orders at: NEW DE 
One Motors Ph:41514700-05/41679556-63/25922222, Mr. Rajeev 9511203052, Mr. Neeraj 9818515044, Mr. Ramesh 9910226372 Him Motors Pvt. Ltd., Peeragarhi Ph:25487001-9, 
Arun 9891144553, Patparganj Industrial Area Ph: 22157131-35, Mr. Srivastav 9312262705, Pawa Motors Ph:27376163-64, Mr. Deepak 9871699504, Mr. Kapil 9871699501, Sanya Mo 
Ph:24654111/4010/26372031-39/28116051-58 , Mr. Manish 9810508575, Mr. Resham 9212723707, Mr. Wadhwa Ph: 9811133545. CHENNAI: Concorde Motors Ltd. Ph:22354014. 
22301503, Mr. Shanmugam 9841428866, Mr. Thiyagaraj 9841666801, Ambattur Ph.: 64541912/13, Manipal Automobiles Ph:23651732/0801/0802/0803, Mr. Jayaprakash 9841003909, 
Subu 9841271782, VST Motors Ph:28602485/28606038/65850747/26213704, Mr. Dinesh 9841135113, Mr. Chidambaram 9841402430. MUMBAI: Tata Motors Corporate Showr 
Prabhadevi Ph:66661700. Fortune Cars Thane Ph:56214400-04, Powai Ph: 28478282-87, Nerul Ph: 65122454/64511960-940, Mr. Anup 9223327104, Mr Rajan 9223303630. Han Motor: 
Pvt. Ltd. Andheri Ph:66921187-90, Khar Ph:65568214/18, Mr. Ganesh 9223337877, Mr. Gautam 9223350720. Om Sai Motors Kandivali Ph:28663737/3802, Mr. Ghare 9820915719. We 
Motors Chembur Ph:25237070/71/72/73/74/75/ 76/77, Borivali Ph:28706000, Marine Lines Ph: 22055050, Mr. Rajendra 9819989464, Mr. Rohit 9833630999. Shaman Automot 
Prabhadevi Ph:24228686/8787, Mr. Ravi 9821967002, Mr. Zahid 9821967014. BANGALORE: Concorde Motors (India) Ltd. Ph:66678200/202/203, Mr. Abdul 9845291474, Mr. Imran 
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30013995, Mysore Road Ph: 666669410/13, ania Motors - .KR Road Ph: 41663222, Mr. Kalyan 9845238682, Sankey Road Ph: 23565222 /23/ 24/ 9880766669. Mr Pradeep 9845191992, 
rana Motors Ph:51270300/ 41248288/41249229, Mr. Naveen 9845488233, Mr. Kiran 9900116540. KOLKATTA: Lexus Motors Ph:22809460/62/63, Ms. Sangita 9831062105, Mr. Dipesh 
11517712, K.B. Motors Pvt. Ltd. Ph:40022700, Mr. Latif 9830005521, Mr. Baptish 9830201433, R.D. Motors - VIP Road Ph:25006580/81/82, Mr. Debjit 9830951121, Mr. Sugato 
10917037, Agarpada Ph: 25230597/0877, Mr. Sarubh 9433276093, Mr. Patrick 9830553349. HYDERABAD/SECUNDERABAD: Concorde Motors Ltd. Ph:66662700/3010, Mr. Srikanth 
16550713, Mr. Vishnu 9866995953, Malik Cars - Banjara Hills Ph: 23303752/27651100, Himmayat Nagar Ph: 27655555/27656666/ 27651122/27651100, Mr. Sandeep 9866276000, Mr. 
in 9849587575, Autofin Ltd., Secunderabad Ph:27847112-3-4/66263030-3040, Malakpet Ph:66255199/66263030, Mr. Srinivas 9849815266, Mr. Deena 9246227811. CHANDIGARH: Hind 
tors Ph:2658905, Mr. Dhiraj 9814465631, Mr. Sanjay 9815214500, Joshi Autozone Ph: 5050000 , Mr. Naveen 9876502109, Mr. Naresh 9876502127. PUNE: B U Bhandari Auto Ltd. 
20673554/55/56/25811141/ 42, Mr. Santosh 9822057057, Mr. Avinash 9822050087, Pandit Automotive Ltd. Ph: 24440608/0741/ 27425738-41, Mr. Amol 9371198902, Mr. Omkar 
12404481. AHMEDABAD: Cargo Motors Ltd. Ph:26872944/2318/2944, Mr. Sunil 9825033616, Mr. Kunal 9925236870, Swati Autolink Ltd. Ph:27552406/07/08, Mr. Paratik 9824444105, 
Kalpan 9824444104, Universalaspi Motors Ph: Mr. Ganesh 9376464551, Mr: Jollit 937646552. Accessories shown are not part of standard equipment. 
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SNIPPING AT SOPS? - 
Vic Pains from dee isl 


INDIA INC. FINDS IT TO BE YET ANOTHER 
example of ‘micro-pain’ points in the 
Budget. The Finance Ministry, perhaps, 
finds it to be another inventive way to 
stem the tide of exemptions which lead to 
massive revenue losses. 

The problem: A 'sore' paragraph in 
Section 80-1A of the Income Tax Act states 
that exemptions in the given section will 
not apply to any enterprise that is either 
being merged or de-merged in the coming 
financial year. If Finance Bill 2007, which contains this detail, goes through 
without amendment, companies like Bharti and Reliance Communications 
(RCL) that are already in the process of demerging their towers and other pas- 
sive infrastructure assets, will be affected. 

The tax sops are significant—Section 80-IA has provisions that allow 
projects investing in infrastructure a 10-year tax holiday. 

Surely, no one can complain that new assets cannot enjoy the benefits. Is 
that the FM’s line? 





SHALINI S. DAGAR 


EASING TAXES ON MANUFACTURING 
COMPETITIVENESS IN THE MANUFACTURING SECTOR SERVES THE TWIN PURPOSE 
of fostering sustainable growth as well as meeting the employment pressures 
of a growing population. Surely, this consideration will have gone into the 
recent move by the finance ministry to withdraw a notification (issued just 
before the Budget) specifying 4 per cent additional duty on at least nine IT 
and telecom items (including mobile phones, USB memory, CD-ROM drives 
and DVD-drives) produced locally in SEZs. IT and telecom manufacturers 
(Nokia, Samsung, LG and Alcatel, to name a few), who have brought in FDI of 
Rs 80,000 crore over the last two years, were unhappy with the additional 
duty, which, they say, would have put them at a disadvantage over importers. 
Given the low penetration of computers in the country, the finance ministry 
can count on growth to net taxes. 

AMAN MALIK 


TRADETO STAY ALIVE? 
THE BELEAGUERED RATNAGIRI PROJECT (THE ERSTWHILE DABHOL PROJECT) DOES 
not cease to generate controversy. Having undergone restructuring two 
years ago, the project is crying for another round of it. The reason: cost 
escalation of Rs 2,000 crore. The lenders to the project (the largest stake- 
holders) are now suggesting that 750 Mw of the total capacity of 2,150 MW 
be traded. Why? The returns are not regulated and, hence, will be higher 
since there is a shortage of power in the country. The project sponsors, 
NTPC and GAIL (India), are, however, unwilling to play along. Clearly, there 
are no soft options. 

BALAJI CHANDRAMOULI 
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A bird's eye view of what's hot and what's 


not on the government’s policy radar. 


. RBI CHANGES TACK ` 
-TILL A FEW YEARS AGO, ABSENCE ` 
“OL liquidity. in the market 
/ was an issue. Today, it is 
. quite the opposite. Soaking 
. up excess liquidity is a key 
. challenge for the central - 
.- bank, which is now plan- 
Ring to resume issuing 
longer. term government 
.. securities next week under 
the Market. Stabilisation | 
: Scheme (MSS). The objec- 
. tive is to drain long-term | 
. liquidity and divert short- 
. ter liquidity to the inter- 
. bank money market. : 
T UI GHANDRAMOUL 














N A BID. JO ENCOURAGE 
o investment i in liquefaction 
. and gassification of coal, 
. the government may soon 
. come up with a new policy 
on the lines of the New 
. Exploration : and Licensing ` 





Policy (NELP) persued in 


the petroleum sector. 
u Interestingly, the Budget 
. proposes to bring under- - 
-= ground coal liquefaction — 
. and gassification within 
= the ambit of approved 
. users. Clearly, a leg up for 
L the coal sector. 
SE AMAN MALIK — 
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` Acclaimed 
Bose® Sound 


Now available = 
, With an optional — 
Multi-CD = 
Changer 


The premium sound sets a new standard for. what you 
can expect from an all-in-one system that fits on a 
countertop. And now, our Multi-CD Changer lets you 
enjoy your music for hours on end. | 
Press play. And enjoy. Simply slide one CD or MP3 
CD into the system's front slot and three more into 
the changer and have it deliver sound almost anywhere 
Í you want. | 
Hear the difference. The key to the room-filing sound 
is our advanced dual waveguide speaker technology. 
It works to reproduce deep notes, giving instruments 
like kettle drums and bass guitars a more 
natural presence. 
Other 


automatically 


advanced Bose technologies 
perform many of the 


painstaking adjustments needed for lifelike 


For more information or to place an order 


Call free 1-800-11-BOSE (2673). 


SMS ‘QUERY’ at 989 970 2673. 


Visit us at www.boseindia.com 
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tonal balance. It's your award-winning alternative to 


big stereo equipment. There are no wires to hook up. 
No complicated knobs to adjust. 

Everything you need to enjoy music is inside: 
amplifiers, equalizers, speakers, CD/MP3 CD player 
and radio tuner. It's all engineered to work seamlessly 
together and be simple to set up and use. The small, 
credit card-style remote lets you control the functions. 


Six FM and six AM presets allow you to choose your 


' favorite radio station with the touch of a button. 


Wish you TV or MP3 player had better sound? You 
can easily connect another audio source 
and use its lifelike sound to add extra 
enjoyment. The Wave? Music System is 
magnetically shielded so it won't distort the 


image on nearly TV and computer screens. 


MTUI BE 


Better sound through research" 


Now with an optional 
Premium Backlit remote 


Please quote reference no. MR025 
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Wave® Music SYSTEM 
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NEWS 


KALPANA MORPARIA 





AI 


a | / ALPANA MORPARIA HAS A NEW JOB AT HAND AT d 
TN Bank, the country's. second largest. After a 






career spanning over three decades in the ICICI 
- Bank Group, Morparia, currently Joint Managing 
_ Director, who is due to retire in May, will get to over- 





see ICICI Holdings, which will be the apex holding 
i company for four subsidiaries—in the life insur- 


n ance, general. insurance, asset management and 


venture. capital spaces. She will take charge on 


. June 1, 2007, after she retires from the bank. - 


eT he plan is to take the company public i in the 
next 6-9 months," says Morparia. In fact, that's | 
what makes the. assignment. challenging. for her. 


She has to raise resources for the life insurance 
| subsidiary which i is currently making losses, though 


it enjoys the highest valuation in the market. The - 
. mutual funds business, which also ranks among the - 
. top players in the country, faces tough competi- : 


5 Hen from UTI MF and Reliance MF. - 


` Currently, 57-year-old Morparia. heads ICICI : 


j Banks Corporate Centre and is. responsible for 


ensuring strategic consistency between the bank's 


| various business units. Morparia, who did her BSc in 


2 chemistry and microbiology, started her career in the - 
. erstwhile ICICI Limited as a Senior Legal Officer - 
i nd became General Manager i in 1996, handling the 
legal, planning, treasury and corporate communi- | 

cations departments. Then, in 2001, she joined the - 





. bank's board as Executive Director. Morparia, who 
. also holds a law degree from Mumbai University, will 





have to draw on all her experience and acumen to - 
-see her new "baby" through in a market charac- i 


terised "ah cut-throat auccm 
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(ANAND ADHIKARI 


NUMBERS OF NOTE 


$27.8 bilion (Rs 1,22,320 crore): M&A 
volume in India in 2006, compared to 
$100.6 billion (Rs 4,42,640 crore) in China 


$480 billion (Rs 21,12,000 crore): The estimated 
size of the personal consumption market in India 


5.4 million: Number of PCs, including desktop and 
notebook computers, sold in India in 2006, according 
to International Data Corporation 


$300 billion (Rs 13,20,000 crore): The 
amount Indians spend annually on retail shopping. 
This figure is expected to double by 2015, 
according to PwC 


1 4 million units: The current capacity of the 
Indian auto industry. This is projected to rise to 2 
million units by 2008- O 


1 00, 000. Number of jobs expected to be 


created for the physically challenged in. 2007-08 


Rs 22,000: The per capita share of every 


Indian in the Central government's total liabilities 


$ 1 0.5 billion (Rs 46,200 crore): The net 
overseas lending by (Indian) commercial banks 


544 million tonnes: The estimated annual coal 
requirement for power projects in India by 2012 


6.8 per cent: The rate at which Hong Kong 
economy grew in 2006 


7.25 per cent: Projected SSI (small scale industry) 
contribution to GDP in 2006-07, compared to 6.80 per 


cent in the previous financial year 


28 per cent: The projected share, by the end of 
2007, of online bookings in the global travel market 


1 .4 billion: Projected Indian population by 2026, 
according to the 
Economic Survey 


150,000 tonnes: £ 


The annual generation 
of electronic waste 
in India 


dOVIdN33D 





si Lr 
TAYA xc 
"i amd 


"v — 
z < Sak. es 
-—— Xr ITs Sewer" 


arms 


wa. 
PCE Br e” rv v; r 
ED 
m 
orar Fan es À 
Wa 


NS. 


t 
pE 





Jab HDFC Home Loans hai toh koi chance kyon le. 


When it comes to buying a home, you shouldn't take a chance with anything. Location, layout, size, neighbours. 


| FAR à i s 
And especially not the home loan. Which is why, we are with you right through. From when you apply to when your a | E j E € d 
ú | dd 


loan is disbursed. From offering expert counselling to customising a loan for you. We've pioneered home loans in India. 


Mend with a wide network that is spread across the country, we've helped over 2.9 million families own the home of H O M Ë L O A N S 
their dreams. So leave your home loan to the 


experts. You'll be leaving nothing to chance. SMS: HDFCHOME to 6767 WITH YOU, RIGHT THROUGH 





AHMEDABAD: Tel: 6630 7000. BANGALORE: Tel: 4118 3000. BHOPAL: Tel: 443 3333. CHANDIGARH: Tel: 398 9123. CHENNAI: Tel: 2859 9300. HYDERABAD: Tel: 6647 5001 
INDORE: Tel: 443 3333, 422 3300. JAIPUR: Tel: 515 0888. KOCHI: Mob. 98953 99900. KOLKATA: Tel: 2321 5060. LUCKNOW: Tel: 398 9123. MUMBAI: Tel: 6663 6000. 
NEW DELHI: Tel: 4111 5111. PUNE: Tel: 2550 5000. VADODARA: Tel: 230 8400. Branches also at: BHUBANESHWAR: Tel: 253 4335/4555, 653 2020. COIMBATORE: 
Tel: 430 1100, 439 9881-82. GUWAHATI: Tel: 266 6915/6795. NAGPUR: Tel: 256 6000. NASHIK: Tel: 660 6000. THIRUVANANTHAPURAM: Tel: 325 5000. Conditions apply. 
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Global M&As: What the CEOs say 


Emerging economies continue to be the focus of growth among CEOs in developed economies. Sample size: a total of 1,084 interviews were conducted in 50 countries. 


CEOs report different degrees of concern over M&As. ' Cultural issues top the list of M&A obstacles encountered or anticipated by CEOs. 


Percentage that are extremely and All Emerging North Asia Companies E Already completed Planning to complete 


somewhat concerned economies America Pacific more than $10 bn | 1 


Cultural issues/conflicts 


13 13 
0 11 


2 ` ! 1 " 

| ^ 1 1.19 
Popular backlash against | 
foreign presence in | [4 0 


local markets i Cultural Conflicting Unexpected inadequate Conflicting Stakeholder Political Backlash Others 
502 178 issues/ regulatory costs leadership workforce opposition interference against 
conflicts requirements expectation /opposition foreign 
presence 


Top mention Source: PricewaterhouseCoopers Global CEO Survey 2006 
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The theme of the Global CEO Survey is “balancing the global 
equation’, which examines the shift that has occurred in the 
relationship between companies in the mature economies and 
those from rapidly developing economies. No longer are emerging 
economies viewed by developed nations as simply cost-effective 
regions for offshoring a company’s manufacturing. With nearly 
half of all CEOs engaged in M&A activities this year, the lull in the 
market in the first few years of the decade has been replaced 
with greatly increased activity. While there are some regional 
variations, a majority of CEOs (65 per cent) cite the same reason 
for pursuing transactions: access to new markets. However, nearly 
half of all CEOs surveyed also indicate that cultural barriers are 
the main hindrance to achieving successful deals. 

The survey confirmed a high degree of confidence from business 
leaders who are optimistic about revenue growth reaching new 
highs. Nearly half of all respondents are more confident about 
the prospects for their business than a year ago, and 44 per cent 
are very confident. 
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TO BE PRECISE 


“Now it's a huge thing to have an India 
stint on your resumé” 
Azim Premji, Chairman, Wipro, in BusinessWeek 


"The markets are probably taking a short-term 
view of this acquisition (Hindalco's buyout of 
Novelis). But we see long-term value in it” 
Kumar Mangalam Birla, Chairman, Aditya Birla Group, in BusinessWeek 


"I'm absolutely sure that millions of people 
want to go into space. And it's up to us to 
make it affordable for those people" 


Sir Richard Branson, Chairman of tbe Virgin Group, on Virgin Galactic, 
which hopes to become the world's first private spaceline, in Time 


“Most youngsters today are looking at jobs, 
not careers. They are willing to change fields 
later if need be, ds most are ord only 
about what their ‘take-home’ will be” 


Anita Belani, Country Head, Human Capital Group Watson Wyatt, in 
Business Standard 


“It is important at this point to realise that the 
‘economy game’ is not like cricket or war” 
Kaushik Basu, Professor of Economics, Cornell University, in BBC Online 


“At least, 20 major diamond companies from 
Antwerp and Tel Aviv are in China. Of these, 
most of the companies from Antwerp have an 


Indian promoter” 
Praveen Shankar Pandya, Chairman, Diamond Limited Company, 
an industry grouping of diamond cutters, in Mint 


“There is definitely interest in crea} here 
(Mumbai). And we're not seei ng people 
gasping and saying they can’t afford our prices” 


Jamie Edmiston, President of Edmiston, which sells and charters boats in 
the price range of $3-350 million, at Mumbai’s international boat show last 
month, in The Times 


“As a producer, I want to know if my 
company has lost money. If we have, I dance 
at a wedding or do an ad” 

Shah Rukh Khan, Actor, in The Week 


“The Indian market is getting younger” 
M.B Shin, MD, LG Electronics India, in The Economic Times 


“Except Hong Kong and Singapore, everyone 
in Asia is trying to Bank the benefits of 
globalisation” 

Huw McKay, Economist, Westpac Bank, in Reuters Online 
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Did you know you could buy 
a Calling Card in Rupees in India ? 


What's the first thing you do when you land abroad? Buy a 
calling card, call home and say you have arrived safely. And 
the card you just purchased seems to have run out. Without 
knowing it, you spend $5, $10 or $15 on cards everyday and 
that can add up to a lot of money by the end of your trip. 


That's not the only problem. In most cases, you end up getting | 
a lot less value. Ten minutes seem more like five. And if you 
ever take the trouble to find out, you'll find that there are lots of 
charges in small type you never bother to read. 


Next time, buy a V-tel Card in India, in Rupees. Apart from 
saving you precious foreign currency, you get great voice 


= Buy itin Rupees = Low call rates 
2 Valid in over 200 countries =" No hidden charges 





X 


dhanus 


winning by valus adding 


A Dhanus Enterprise 


And talk from 
over 200 countries 


quality, very attractive call rates and no hidden charges. The 
V-tel card is valid in over 200 countries, so if you want to call 
during a stopover, just head for the nearest phone booth. 
What's more, the remaining value on your card does not lapse 
for six months. So, you can just continue to use the same card 
on your next trip as well. 


—— _ 


Stick with V-tel. It's what smart travelers carry, every time they 
head abroad. You can choose from a suite of options like a 
V-tel Card that is valid in over 200 countries or a V-tel Select 
Card that gives you more minutes to countries you travel 
frequently. 


| W-tel 


World's Calling Card 


N 14/4, DLF Phase II, Gurgaon, Haryana -122 002 
Phone: +91 124 4059393 or visit us at www.v-tel.com 
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APPROVED: By 
BaFin, the financial 
markets regulator 
in Germany, Suz- 
lon’s $1.35-billion 
(Rs 5,940 crore) 
offer to buy out 
REpower Systems. 
Suzlon's offer values the German firm at 
€1.02 billion (Rs 4,488 crore). 





DOWN: The inflation rate, to 6.05 
per cent for the week-ended February 
17, compared to 6.63 per cent the 
week before. The cooling off is on ac- 
count of the reduction, on February 16, 
in prices of petrol and diesel by Rs 2 and 
Re 1, respectively. The inflation rate 
had earlier peaked at 6.73 per cent. 


ACQUIRED: By Pune-based BPO 
company HOV Services, US-based 
BPO Lason for $148 million (Rs 660 
crore). This is the largest acquisition by 
an Indian BPO. The leveraged buyout 
is valued at 3.5 times the acquirer's 
turnover of Rs 164 crore for the year 
ended March 31, 2006. 


RECORDED: By Indian executives, 
the highest increase in salaries in Asia 
Pacific region in 2006. Indian 
companies increased salaries by an 
average of 14 per cent in 2006, the 





highest in the region. During the same 
year, companies in China and the 
Philippines, for instance, increased 
salaries by only 8 per cent, while their 
South Korean counterparts handed out 
/ per cent increments on average, 
says a Pan Asia survey on "Comp- 
ensation Trends" conducted by Omam 
Consultants, a management consulting 
and staffing outfit. 


= BOUGHT: By NRI 
entrepreneur Prasad 
T V. Potluri, real 
estate company 
* owned by Kalpathi 
| Suresh family, SSI, 
in a deal worth Rs 
1,000 crore. SSI, 
formerly a software services and IT 
education company, has substantial 
real estate holdings in Chennai. Potluri 
is reportedly buying 70.85 per cent 
of SSI from its promoters. 


DISCOVERED: By the BG India- 
ONGC-RIL consortium, oil in the Panna- 
Mukta-Tapti block. The estimate, which 
will be confirmed only after the 
Director General of Hydrocarbons' 
appraisal, is reportedly around 30 mil- 
lion barrels. BG India is all set to 
enhance gas production from 5.5 
MMSCMD to 17 MMSCMD. 


THE SCOTCH HANGOVER 


THE SCOTCH WHISKY ASSOCIATION 
(SWA) is urging the EU to ini- 
tiate WTO dispute settlement 
proceedings against India for 
failing to cut duties on im- 
ported whisky. It wants the 
tax, which is between 225 
per cent and 550 per cent, 
brought down to a "more rea- 
sonable level”. Gavin Hewitt, 


DRINK TO THAT 
TOTAL SPIRIT SALES: 110 million cases* 


SCOTCH WHISKY SALES: 750,000 cases** 
If import tariffs are reduced, sales could 
rise to about 3 million cases. 


* Each case contains 9 litres 
** Less than 0.75 per cent of market 
Figures relate to the Indian market 


Chief Executive, SWA, says: "The Budget was the last opportunity for India 
to reform its system. Regrettably, it continues to deny fair market access 
to Scotch whisky." If the EU initiates proceedings against India, the hear- 
ing will last for 6 months, with three more for an appeal. If India 
loses, it will get 15 months to implement the ruling. 
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. ANSARI, PROPRIETOR OF HIGHLAND 

Automobiles at Sonwar, Kashmir, 
will not have to cook up a story the 
next time a customer asks him about 
the delivery status of the Maruti he had 
booked a few days ago. All he'll need 
to do is log on to the Maruti dealer's 
website and locate the exact coordi- 
nates of the trailer truck carrying his 
customer's car on his screen. "We 
are now equipping our trailer fleet 
with a GPS-enabled Truck Tracking 
System, which provides real-time 
updates on the exact positions of the 
delivery fleet," says Rajesh Uppal, 
Head, IT, Maruti Udyog (MUL). 

"Our distributors are spread across 
the country, and the average transit 
time is between 10 and 15 days, so 
its important to keep a real-time watch 
of the cars till they reach the dealer; this 
improves productivity, truck utilisation 
and allows dealers to commit accurate 
delivery dates to customers," he adds. 

The system, which is being deve- 
loped by MUL and an Indian software 
development firm, is initially being 
mounted on 500 trailers as a part of a 
pilot project. "Over the next six months, 
our entire fleet of 5,000 trailers will be 
GPS-enabled," Uppal says. 

It is learnt that other car makers 
and trucking companies are also 
toying with the idea of installing 
similar systems. 

AMIT MUKHERJEE 
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The world's slimmest Slim Television, 
| with SST Technology. 


When you bring home a SANYO, you bring home an Original Japanese Technology Masterpiece. 
And with it, the promise of a wonderful life. 


All SANYO products are supported by a nationwide network of SANYO BPL Customer Care Centres. | www.sanyoindia.com 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in February 2007. 


Deal Particulars: Vodafone acquired a 67 per cent stake in Hutchison Essar, India's fourth- 
largest mobile operator, for $11.1 billion. The deal happened at an EV/EBIDTA of 28X and an EV per 
subscriber of $807, both representing a significant premium over listed peers. The control premium 
paid reflects the eagerness of Vodafone to enter the world's fastest growing telecom market. Most 


D E ALTR AC KER countries that Vodafone operates in have reached saturation. India, which will now be Vodafone s 
third-largest market in terms of subscribers, is expected to be #1 in about two years. 


Impact Analysis: Vodafone's entry into the Indian market through Hutch Essar is likely to | 
significantly alter the market dynamics and make it more favourable to the subscriber. | 
* Vodafone’s key objective to expand distribution and network coverage and achieve a leadership 

position is likely to accelerate network rollout by other operators. 

* Increased competition will make handsets and services more affordable (Vodafone has announced 

its intention of introducing ultra-low-cost handsets). 


vodafone *Value Added Services and 3G are likely to see significant activity as Vodafone will bring its global 
experience into these services. 
DEAL OF THE MONTH *|nternational voice and data roaming will become more competitive as Vodafone has announced 





its intention of leveraging its global operations in these services. 















































TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 
(Rs crore) 
Novelis .— —  —  - odo  — Aluminium Acquisition — 26481 — 1 1005* 
GeneMedix UK Reliance Life Sciences Biotechnology — Investment — 278 Undisclosed 
OM&aT . .— .— MeserBaerinda — 1 Computer Hardware Acquisition — Undiscloed — 81% 
ES RAI os LT ah mau c Steel  .à^ Acquisition 53325 100% 
Ka à 3 O 1 H A.  .J Bist 3766. 10% 
Bombay Stock Exchange Deutsche Boerse Capital Markets Investment — 187 5% 
Active Pharmaceutical Ingredient — Actavs Chemicals Acquisition Undisclosed 100% 
MTR Foods .— .— A OrkaFoods(Nonway Food Processing Acquisition 354 100% 
Paprikaas Animation Studios — — Thomson —— 1 .  Meda .—  —  Acquisiion Undisclosed — 512 
RSM Advisory Services — _PricewaterhouseCoopers —  Consuling Acquisition Undisclosed — — 10075. 
Best Manufacturing Group ——. GHC sixties Acquisition — 154 1 à à à 10076 
HutchisonEssar — .—  Vodaone ^ — — — — —  — Telecom —— Acquisition — 49,9507 — 6/75 
Global Vantedge —— .— tEssarGlbal — 11 11 IT enabled Services — Acquisition — 100 — &— ^ 1 10075 
Famelw — —  .SonyPicurslmagewoks — Media Acquisition — 22 — SH 
NiteshEstates — —  .— _Och-Ziff Capital Management Group RealEstate Investment — 2255 — HH 
Ad Dynamix .  jBrantTechndoges Advertising Acquisition 44 — — — — 1007 
SpiceJet BNP Paribas Arbitrage Fund Aviation Investment = 68 BH 
eSys Technologies _Teledata Informatics Computer Hardware Acquisition 463 1 — 1 1 | 9176. 
HFCL Infotel New Enterprise Associates (NEA) Telecom — — Investment 35 — 1134006 
Gem Tours & Travels — — Indian Tourism Infrastructure (ITIL) — Travel& Tourism - Acquisition 400 — 1 11007 








*May change based on Investor decision # Hutch Essar 67% Equity Value-$ 11.7 billion, Holding Company Net Debt- 0.63 billion, Cash consideration for 67%(Rs 49,950 cr) 


Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company 
announcements and other secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. 
Business Today or Ernst & Young do not undertake any responsibility in regard to any such decision. 
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bt vital signs 


Road Ahead for India’s Capital Markets 


Benchmarking the risk-return characteristics of India’s equity markets against the 


THE BT 50 














INDEX world average shows that India’s stock market has historically been more volatile, while 
' its returns have, until recently, underperformed. Only from 2006 has India’s stock market 
Markets nosedive. begun to outperform the world’s index as liberalisation gathered pace and investors 
began to take notice. 
BT 50 ai oh 
Are India's equity prices stretched? 
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The composition of India's equity market is broad-based 
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A few words about the people behind 
the first E-passport system in Asia. 


NEC is the company that has supplied the first E-passport 
system in Asia under the ICAO (International Civil Aviation 
Organization) standard. 


This was accomplished by NEC's world-class biometric security 
solutions which incorporate state-of-the-art identification 
technologies of fingerprint recognition. 


As a global leader in IT and networking integrated solutions, 
we are proud to offer end-to-end solution to every customer in 
a variety of fields. Besides providing the hardware, software 
and services, we also integrate these to offer you optimal 
solutions on a turnkey basis. 


It's another instance of how NEC empowers people through 
innovation. 


www.nec.com/asia/ad/ 
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Bear Hug 


Blame the 14 per cent correction in Indian shares 
on the appreciating yen. MAHESH NAYAK 


HEN THE CHINESE 
dragon sneezes, 
and when econo- 
mists in America 
start using the 
word recession, it’s inevitable that 
most of the world markets that mat- 
ter will catch a cold. Yet, if you 
compare the Sensex’s performance 
with the world’s leading indices 
over the past fortnight, it would 
appear that the Indian markets have 
been battered the most. For 
instance, between February 19 and 
March 5, the Sensex lost 14 per 
cent; the Shanghai Composite shed 
7 per cent in this period, and 





Battered and Bruised 
That’s because for Indian 
investors, these global / 
cues served as a well- ff 
timed alert to trig- 
ger off a sell spree 
in a market that was 
hovering in the over- 
valued zone. On 
2008 forward earn- 
ings, the Sensex on 
an earnings per 
share of Rs 840 
was trading at a 
price-earnings 
multiple (P-E) of 
18 times. 
Perhaps the 
biggest trigger 
for the global 
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bearish phase is the appreciation of 
the yen—and if Indian markets got 
hit badly it’s also courtesy their new- 
found appetite for Japanese port- 
folio investment. According to esti- 
mates, Japanese investors would 
have pumped in roughly $1.3-1.5 
billion (Rs 5,720-6,600 crore) into 
domestic stocks in the past 15-18 
months. “Investors squaring off their 
trades due to the strengthening of 
yen has been the reason for the fall 
in equities across markets,” says 
Rushabh Sheth, Managing Director, 
Karma Capital. “The Indian mar- 
ket is no more isolated and any 
global event will have an im- 
pact on our market,” he adds 
for good measure. Indeed, a 
host of big global investors 
resorted to squaring off yen 
carry-trade (borrow- 
ing in yen and 

investing in other 
currencies, mainly 
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World markets tanked and how. n 
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the dollar) in the past fortnight. This 
is because the till-recently weakening 
yen has suddenly strengthened ver- 
sus the dollar. In India, foreign 
institutional investors (FIIs) in four ses- 
sions till March 1 were net sellers to 
the tune of $0.7 billion in the cash 
segment and $0.27 billion in index 
futures. “Apart from the impact of 
collateral damage, tightening of the 
rates in Europe, news of Chinese 
regulators tightening their grip over 
companies on issue of price rigging, 
tightening of rates in the mortgage 
market in the US and announcement 
of ex-chief of Federal Reserve, Alan 
Greenspan, of a possible recession in 
the us have led to jitters among 
global investors,” says Nilesh Shah, 
President, Kotak Asset Management 
Company. Adds Rajesh Boghani, 
Retail Dealer, Parag Parikh Financial 
Advisory: “The market has broken 
its support level of 12,800 and the 
next resistance level is 10,880- 
11,000. And given the current mar- 
ket environment touching those lev- 
els looks possible.” “Due to short- 
term concerns (rising interest rates 
and inflation), post-correction, I see 
the Sensex consolidating more in 
‘U’ manner than in a ‘V?’ manner 
like before. It will take at least six 
months for the Sensex to touch a 
new high; by the year-end it will 
hit 15,000," says Shah. 

The ongoing correction may 
have coincided with the Finance 
Minister's Union Budgetary pro- 
posals, but P. Chidambaram might 
have just been a victim of bad timing 
(the Chinese crash took place a day 
before the announcement of Budget 
2007). The good news, though, is 
that most traders feel that the India 
story is still intact. *Being among the 
fastest growing economy and mar- 
kets, it is not possible for global 
investors not to be invested in the 
Indian market," says Boghani. This 
time around, however, the turn- 
around might just take a wee bit 
longer—around six months is the 
consensus on Dalal Street. 
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Taxiing 
as One 


Is one state-owned airline 
better than two? 

NE INTEGRATED AIRLINE MAY 

well work better than two that 
are inefficient. That's clearly the 
thinking in the civil aviation min- 
istry. And global consultant 
Accenture concurs. It is in the 
process of evaluating the two 
existing state-owned carriers, Air 
India and Indian, in a bid to merge 


them into a single company with 
the government of India having full 
control over the new entity. “The 
two will be merged into a new com- 
pany, which will have to be regis- 
tered under the Companies Act. 
The company will have a new 
board, comprising a new Chairman 
& Managing Director, three 
Functional Directors heading the 
personnnel, finance and commer- 
cial divisions, followed by six 
Executive Directors who will be 
heading six new divisions,” a senior 
official in the ministry of civil 
aviation told BT. 
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The merged company is exp- 
ected to have a fleet-strength of 
112 aircraft initially and an emp- 
loyee base of 30,374, which would 
help improve the employee to air- 
craft ratio from the existing 305 to 
196. According to Civil Aviation 
Minister Praful Patel, “the merged 
entity, with one name, one logo, 
one code and merged financials is 
expected to be in place within the 
coming 16 weeks.” 

At the end of the year three, the 
merged airline is expected to have 
saved around Rs 820 crore in 
costs—Rs 410 crore would have 
accrued from synergies driven by 
network integration, and another 


TWIN ENGINE GAME PLAN 
The proposed merger has its benefits... 


m Provide an integrated international/ 
domestic footprint which will allow entry 
into one of the three global airlines alliances. 

m Provide an opportunity to fully leverage 
strong assets, capabilities and 
infrastructure. 

m Parking bays and landing slots will be 
shared. 

m Potential to launch high growth & 
profitable businesses-like ground 
handling and repair & overhaul. 

m Merged entity will command a better 
valuation. 

m Combined fleet strength (112) will be 
largest in India and comparable to other 
airlines in Asia region—Emirates (93), 
Singapore (118), Malaysia (110). 

m Merger expected to enhance profitability 
by over Rs 600 crore at the end of 

third year. 


Rs 410 crore from synergies driven 
by consolidation and better negoti- 
ating power. The cost of the inte- 
gration exercise is estimated at 
Rs 200 crore. Clearly, on paper, a 
unified airline appears a more prof- 
itable one—Rs 620 crore of profits 
as against Al’s and Indian’s current 
bottom line of Rs 80 crore and 
Rs 150 crore, respectively. 

AMIT MUKHERJEE 
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Nike gets it right with a larger- 
than-life cricket commercial. 


O WHAT IF INDIA’S CRICKETERS 

don’t come back with the World 
Cup—the event has at least given 
the country’s dream merchants an 
opportunity to do some world-class 
work. Global sportswear brand 
Nike, which began advertising its 
products with cricket only a year 
ago, has succeeded in capturing the 
craze and chaos that go along with 
the game in India with a two- 
minute commercial made by JWT 
that was launched last fortnight. 
Already on 20 television channels, 
the ad will soon be shown in mul- 
tiplexes too. “The advertisement 
is a tribute to the passion that 
Indians have for the game,” says 
Sanjay Gangopadhyay, Nike’s 
Marketing Director. 

Moving away from the usual 
sweet-neighbourhood-kids-playing- 
cricket formula, this advertisement 
shows cricket for what it is for most 
Indians. “It’s a hard, tough game 
played by 15-to-17-year olds who 
can swing a mean ball or drive a 
bludgeoning bat in the gullies of 
India. These are the kind of guys 
who represent the passion for the 
game in India. And these are the 
kind of guys we show in the com- 
mercial,” explains Gangopadhyay. A 
tough game played with equal 
meanness and roughness, the com- 
mercial’s massive set took a month 
to set up and another three-and-a- 
half days to shoot, at ND Studios 
in Karjat on the outskirts of 
Mumbai. The larger-than-life regard 
for the game is captured in all its 
grandeur with bats being flayed and 
balls being sprayed on top of buses 
in a typical Indian traffic jam. “The 
next-door boy in the commercial 
is not a cute-looking boy but a 
cricket buff who can jump out of the 


window and play the game when- 
ever given the chance. I did not 
want good-looking models. I wanted 
tough-looking young Indians who 
have the dare devilry to play in the 
crowded streets of the country,” 
says Agnello Dias, Senior Vice 
President and Executive Creative 
Director, JWT. And where did the 
high-tempo song come from? “It is 
an old Konkani tune with changed 
lyrics to depict the gutsy game for 
what it is,” adds Dias. So what was 
the most difficult job here? “The 
shot where the batsman gets hit (in 
the box, in cricket lingo) was the 
one which required the maximum 
number of retakes,” quips Agnello. 
For a company that believes in just 
doing it, Nike surely has gotten it 
right this time. Now will the Indian 
team get duly inspired? 

PALLAVI SRIVASTAVA 
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Anxiety 


Delays and cancellations 
are inevitable. 


NE WINTER STORM ON VALEN- 
Que; Day was enough to tar- 
nish the reputation of Us low-cost 
airline major JetBlue. It was forced 
to cancel a quarter of its flights, 


GoAir's Wadia: It isn't a faux pas 


leaving thousands of flyers stranded 
for hours in parked aircraft that 
couldn't fly; founder and CEO, 
David Neeleman was quoted in us 
papers saying he was “humiliated 
and mortified.” Last fortnight Jeh 
Wadia, Managing Director, GoAir, 
one of India’s many discount air- 
lines that have begun operations 
in the past couple of years, might 
have felt something similar. Due 
to adverse weather conditions, pas- 
sengers on a GoAir Bangalore-New 
Delhi flight reached their destina- 
tions 18 hours later. The flight that 
was scheduled to take off at 9:30 
p.m. on March 1 did so four hours 
later only to get back to Bangalore. 
Finally, the flight took off at 3:30 
p.m. on March 2, and reached its 
destination at 6 p.m. 

GoAir has landed with plenty of 


56 BUSINESS TODAY MARCH 25 2007 





YUVA AINWNOS 


egg on its face—that a journalist 
from a news channel was on board 
didn’t help—although its woes can 
in no way match those of JetBlue; 
the us discount airline had to cancel 
250 flights. Yet, both incidents 
highlight the improbabilities that 
travellers take along with them on 
a low-cost flight. Jeh Wadia attrib- 
utes the delay to “factors beyond his 
control,” in the main a fog in New 
Delhi. “Passengers were not in the 
aircraft for more than four hours.” 
Typically, a full-service airline in 
such a situation would have offered 


passengers hotel accommodation 
and food, thereby curbing their 
wrath. No-frills airlines don’t pro- 
vide such luxuries, although Wadia 
points out passengers were pro- 
vided snacks and refreshments dur- 
ing the delay. Other low-cost serv- 
ice providers, too, are learning how 
to cope. “We have been in the busi- 
ness for two years and operate 80 
flights a day. We ensure that pas- 
sengers are taken care of if there is 
a delay,” says Siddhanth Sharma, 
Chairman, SpiceJet. 

KRISHNA GOPALAN 


Plenty at Stake 


Indian promoters are shoring up their holdings. 


A: THE STOCK MARKETS CORRECT, 
it couldn’t be a better time 
for Indian promoters to shore up 
their stakes in their group com- 
panies. With almost every domestic 
business conglomerate acquiring 
assets overseas, and with global 
majors eyeing Indian markets like 
never before, increasing share- 
holdings is necessary to ward off 
the threat of takeovers, hostile or 
otherwise. Recently, Kumar 
Manglam Birla, Chairman, Aditya 
Birla group, announced his inten- 
tion to increase the promoter stake 
in Hindalco. Birla is expected to 
scale up his holding by 5 per cent. 
The company would be consid- 
ering a preferential issue of equity 
and equity-linked instruments to 
hike its stake from the present 
26.87 per cent. Before that 
Mukesh Ambani, Chairman, 
Reliance Industries (RIL), 
announced the company would 
make a preferential allotment to 
increase his stake in RIL to 55 per 
cent. In the past one year, the pro- 
moters of RIL have increased their 
stake from 46.67 per cent to 50.62 
per cent, by mopping up shares 
from the secondary market. Last 





AYJ WINNOS 


Kumar Mangalam Birla: Raising stake 


year, the Tatas raised their stake in 
Tata Steel by 3 per cent to 30 per 
cent. Sajjan Jindal, Vice Chairman 
and Managing Director, did the 
same with jsw Steel when he in- 
creased his stake to a comfortable 
50 per cent from 45 per cent. Says 
Arun Kejriwal, a Mumbai-based 
equity investment analyst and con- 
sultant: *When a promoter is seen 
as consolidating his holding in his 
own company, it sends a strong 
signal that he is bullish in his own 
business or the promoters do so 
when they are worried about their 
own holding in their own 
companies." i. 

-ANUSHA SUBRAMANIAN 
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Split of 
Convenience 


Kampani and Morgan Stanley 
have reason to smile—finally. 


HE SWEETEST OF DEALS FOR AN 
d en: banker doesn't 
always involve bringing two partners 
together, and earning a fat com- 
mission on the transaction. Selling 
one's own stake in a business— 
when valuations are at peak lev- 
els—can prove sweeter. In 
December 2005, Hemendra Kothari 
showed the way when he sold 50 
per cent in DSP Merrill Lynch for 
$500 million (Rs 2,250 crore). Last 
fortnight another veteran deal- 
maker, Nimesh Kampani snapped 
his seven-year joint venture with 
Morgan Stanley, and made a neat 
killing in the process. Kampani’s 
JM Financial sold its 49 per cent 
stake in JM Morgan Stanley 
Securities, the institutional broking 
business, for an impressive $445 
million (Rs 1,970 crore). It bought 
back Morgan Stanley's 49 per cent 
holding in investment banking 
together with other businesses like 
fixed income, equity broking, wealth 
management advisory and distri- 
bution for $20 million (Rs 88.5 
crore). When the deal closes, 
Kampani will walk away with some 
$425 million, and a number of 
businesses for him and his son 


Nimesh Kampani: Right exit 


When Three's Company 


Mahindra, Renault and Nissan will share one plant. 





AP 


Renault's Ghosn: A win-wini.deal 


AWAN GOENKA, PRESIDENT, 
Automotive Sector, Mahindra 


& Mahindra (M&M), is a busy man. - 


In addition to developing a suc- 
cessor to the Scorpio, an all-new 
people carrier called the Ingenio as 
well as helping the creation of the 
Mahindra-Renault partnership, he 
now has to look after the building 
of an all-new Rs 4,000 crore plant 
near Chennai. The plant, a direct 
result of the deal signed by Anand 
Mahindra, Managing Director, 


Vishal to run in the days ahead. 

It's a sweet deal because when 
Kampani struck the Jv, his contri- 
bution to it was just $20 million. 
What's more, JM Financial gets to 
retain 600 of the 700 employees, 
although the 100-odd who move on 
to Morgan Stanley will include Joint 
Managing Directors Ridham Desai 
and Sanjay Shah. 

The institutional business sold to 
Morgan Stanley accounts for 55 
per cent of the total revenues of 
the joint venture, with the total 
institutional securities business val- 
ued at over $900 million (Rs 3,960 
crore). That would also mean 
Kampani gets $425 million for sell- 
ing a little over half of the JM 
Morgan Stanley portfolio, and gets 


M&M and Carlos Ghosn, CEO, 
Renault-Nissan in Paris a couple of 
months ago, will have a capacity of 
400,000 units per annum and is 
expected to produce new 
Mahindra products, extensions of 
the Logan product line for 
Mahindra-Renault as well as 
Nissan products which could well 
be aimed at the export markets. 

. But what about Nissan’s deal. 
with Maruti Udyog (MUL)? When 
Osamu Suzuki, Chairman, Suzuki 
Motor Corporation, had come 
down to India recently for the 
inauguration of MUL's new 
Manesar plant, he said that the 
deal to manufacture 50,000 small 
cars a year from the Manesar plant 
for Nissan remained intact since 
that agreement has been signed. 
But discussions between MUL and ` 
Nissan for the Indian company to 
contract manufacture an additional 
250,000 cars a year at a dedicated 
facility for Nissan fell through. 
Win some, lose some. | 

KUSHAN MITRA 


45 per cent of it for just $20 million. 
Those who've worked with 
Kampani in the past point out that 
he was open to cashing out since 
2002; his plan was always to focus 
on fee-based income activities like 
venture capital, private equity and 
asset management. “Somehow the 
price was never right, so the deal 
never went through." Kampani, 
however, says that "the decision to 
separate was Morgan Stanley's and 
the investment bank had been 
talking of a split for two or three 
years." It's worked out well in the 
end for both: One gets a truckload 
of cash, the other a solo foothold 
into one of the world's most 

happening markets. 
MAHESH NAYAK 
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¢ Free flights and special treatment 
with Kingfisher Airlines 
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* Free golf at select courses in India 
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O times Membership Rewards with 
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* Welcome gifts worth more than 
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Rock of 
(All) Ages 


They’re laughing to the 
bank after they get old. 





HEY SAY IF YOU REMEMBER THE 
g pese you probably weren't 
there. Indian audiences are now 
getting a chance to relive the psy- 
chedelic sixties (and seventies)— 
even those who weren't born 
then—albeit in less picaresque 
environs. Over the past couple of 
years, a rash of geriatric rockers 
has begun to discover India, the 
Rolling Stones, Buddy Guy, Mark 
Knofler (of Dire Straits fame), Deep 
Purple and Roger Waters (the for- 
mer muse of Pink Floyd) being just 
a smattering of names that are rid- 
ing on the nostalgia wave by belting 
out hits that were first heard on 
scratched LP vinyl 35-40 years ago. 
That's good news for the Indian 
live events industry, which is cur- 
rently worth Rs 800 crore, ac- 
cording to a report jointly put out 
by the Federation of Indian Cham- 
bers of Commerce & Industry 
(FICC) and PricewaterhouseCoopers 
(PwC). However, roughly 70 per 
cent of these revenues accrue from 
corporate gigs such as product 
launches, promotions and award 
ceremonies; only 30 per cent come 
from ticketed shows. As more rock- 
ers line up to prove their matured 
mettle—an apparently not-yet- 
rusted Iron Maiden is set to do the 
honours this month—event man- 
agers are counting on more action 
on the ticketed shows front. 

"Entertainment has become an 
alternative media for brand asso- 
ciation today. New technologies, 
sophisticated lighting systems, 
elaborate sets and growing aware- 
ness amongst the audiences to buy 
tickets have helped a lot in pro- 
moting international events here. 
All this holds good for the live 


DNA's Vardhan: The show must go on 


ticketing events industry which is 
only expanding for the future," 
says T. Venkat Vardhan, Man- 
aging Director, DNA Networks, 
which has been responsible for 
bringing acts like The Rolling 
Stones, Deep Purple and Roger 
Waters to India. Adds V. Jairam, a 
partner with another live events 
company, OranJuice: “The live 
events ticketing business in the 
country is a highly untapped busi- 
ness. Currently, there are four or 
five live shows that take place in 
an entire year. For the industry to 
grow and the for people to get 
into the habit of buying tickets, 
there need to be at least 30 shows 
a year like it is internationally. 
But unfortunately, we are the only 
two companies (DNA is the other) 
today who are seriously promot- 
ing live shows. We need more 
companies to come in and expand 
the business." 

According to Jairam, a lack of 
knowledge of legalities involved in 
paying artists and of the interna- 
tional entertainment business cou- 
pled with tax implications are some 
of the reasons for the dearth of play- 
ers in this sector. Event manage- 
ment (non-ticketed events) seems a 
less risky option. *We drifted away 
from ticketed shows and got into 
brand activation and built our own 
brands such as the tIFA (Film awards) 
and F (Fashion) awards. The ticketed 
show business is still at a very nas- 
cent stage. The international tick- 
eting companies are looking to set 
up shop in India and once this hap- 





„andon — 


pens we might think about getting 
back to ticketed shows," says Andre 
Timmins, Director, Wizcraft, an 
event management company. 

A high entertainment tax that 
prevails in many states (25 per cent 
in Mumbai), lack of infrastructure 
and the inability to get a single- 
window clearance are the other ob- 
stacles to hosting ticketed events. 
Organisers typically depend on 
sponsors to bring in 70 per cent of 
the moolah; ticket sales account for 
just 30 per cent. As long as the trend 
of rockers not retiring—or coming 
out of it—persists, there's hope for 
the ticketed events sector. 

ANUSHA SUBRAMANIAN 





M&A Buzz 
in Banking 


Is Canara Bank wooing 
Dena Bank? 


IX MONTHS AGO, THE PUBLIC 
vA Canara Bank unsuccess- 
fully bid for the beleaguered United 
Western Bank (UWB). 

The Bangalore-headquartered 
bank’s interest in the Maharashtra- 
based UWB was a conscious strategy 
to expand through the inorganic 
route in the western region where 
it has a limited presence. However, 
it was IDBI Bank that eventually 
bagged uwB. Within days of that 
deal, according to banking industry 
observers, Canara Bank began in- 
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formal talks with another public 
sector bank (PSB), the profit-making, 
Maharashtra-based Dena Bank. 
Both banks, though, have denied 
that any such negotiations took 
place. But that doesn’t mean Canara 
Bank is ruling out the possibility of 
mergers & acquisitions (M&A). 
“We would look for synergy-based 
M&A, with market segments and 
geographical spread in mind,” says 
M.B.N. Rao, Chairman & 
Managing Director, Canara Bank. 
He refuses to elaborate on the 
regional game plan, and whether 
the merger candidate will be from 
either the western or the northern 
region. 


Ticket to Ride 


Rao, for his part, has the bless- 
ings of Finance Minister P. 
Chidambaram, who, has been 
advocating mergers of PSBs to create 
a clutch of larger banking entities. 
Two years ago, Bank of India and 
Union Bank were aggressively 
exploring merger talks, but oppo- 
sition from trade unions stalled the 
merger. With full-blown M&A look- 
ing difficult today, alliances appear 
a more pragmatic way to go about 
things. For instance, Corporation 
Bank, Indian Bank and Oriental 
Bank of Commerce have agreed to 
jointly work in the areas of products 
as well as marketing; observers see 
this as a first step towards a mega- 


You could buy your ticket to the next gig in town online. 





Ticketpro’s Grimaux: India focussed 


( ROUGHLY 90 PER CENT 
of tickets for music concerts 


are sold online. The us-based 


Ticket Master and the Czech 


Republic-based Ticketpro are two 
of the global leading names in this 
business. Ticketpro, which pro- 


vides both online and offline tick- 


eting services (the latter via its. 
owned points of sale), soft- 


launched with two Bryan Adam 
concerts and one Deep Purple gig, 


all in Bangalore. As of now, 


e-ticketing is not possible in India 
as each physical ticket has to be 
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stamped by the tax authorities. 
So, access codes were Installed at 


- the entrance of the venues, which 


read the tickets purchased offline 
that had unique barcodes—the 
first time such a concept has been 


introduced in India. Says Serge 


Grimaux, Chairman & CEO, 
Ticketpro: *I believe the ticket- 
ing business is poised to grow in 
India as much as the live enter- 
tainment industry. There is a 
change in consumer mindset." 
Industry players estimate the global 
ticketing services industry to be 
worth $40 billion (Rs 1,76,000 
crore), and Ticketpro's strategy is 
now to focus on emerging mar- 
kets. Ticketpro's revenues are gen- 
erated principally from a service 
charge on each ticket sold (spon- 
sorships and web advertising are 
other revenue streams). In India, 
the service charge is 10 per cent on 
all tickets. For the immediate, 
Ticketpro will soon start selling 
tickets in India for Iron Maiden. 
Grimaux expects to sell 500,000 
tickets in India by the end of 2007. 

. ANUSHA SUBRAMANIAN 


A MERGER IN THE OFFING? 


There's a strong case for one. 
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merger in the PSU space. 

As for Dena Bank, it fits the 
part of a likely candidate for merger 
with a larger bank. The govern- 
ment holding in the bank has alr- 
eady plunged to 51 per cent, leaving 
no further scope for equity dilu- 
tion. There are now funding con- 
strains as the capital adequacy ratio 
is on the border line at 10.62 per 
cent as against the statutory 9 per 
cent. Deposit growth has also been 
sluggish at 13.05 per cent as against 
credit growth of 25 per cent in the 
year ended March 2006. Dena's 
quality of assets also lags behind 
with net non-performing assets 
(NPAs) at 3.04 per cent, as against the 
industry norm of less than a per 
cent. Shareholders have had little to 
cheer. Return on capital employed 
(ROCE) is at rock bottom at 5.98 
per cent. Even the once loss-making 
UCO Bank has a ROCE of 8.65 per 
cent, while the big boys like HDFC 
Bank, sBi and ICICI Bank have ROCES 
of 17.74 per cent, 16.52. per cent 
and 14.33 per cent, respectively. 
On the return on assets (ROA) front, 
the bank is also languishing, with an 
ROA of 0.27 per cent. HDFC Bank has 
an ROA of 1.18 per cent and for 
Canara Bank it is 1.01 per cent. A 
merger into a stronger bank might 
just be what the doctor ordered for 
Dena, but the stumbling block to a 
merger would be the unions, as 
well as the Left parties, which are 
partners to the UPA government 
that's in power. 

ANAND ADHIKARI 
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UTI Advantage Fund 


Series 1 
A CLOSE-ENDED EQUITY LINKED SAVINGS SCHEME 


UTI Mutual Fund 


Let’s plan to get rich 





@ Toll Free No.: 1800 22 1230 @ SMS: ‘SAVE’ to 676756 ®@ Email: save@uti.co.in Web: www.utimf.com 


Investment Objective: To provide medium to long term capital appreciation alongwith income tax benefit. Asset Allocation: Equity & Equity 
related instruments: 8096 - 10096; Debt & Money Market instruments including Securitised Debt: 096 - 2096. Deduction under Section 80 C of 
the IT Act: Investment made in the scheme will qualify for a deduction from Gross Total Income upto Rs.1,00,000/- (along with other 
prescribed investments) under Section 80 C of the Income Tax Act 1961. Load Structure: Entry Load : Not Applicable Exit Load : NIL. However, 
redemption before expiry of 10 years from the date of allotment will be subject to an early exit charge. An early exit charge will be equivalent 
to proportionate unamortised portion of the NFO expenses outstanding as on the date of the redemption. The scherne will offer redemption 
of units on first five Business days on a monthly basis at NAV based prices after lock-in-period of 3 years from the date of allotment. Statutory 
Details: UTI Mutual Fund has been set up as a Trust under the Indian Trust Act, 1882. Sponsors: State Bank of India, Punjab National Bank, Bank 
of Baroda and Life Insurance Corporation of India. The sponsors are not responsible nor liable for any loss resulting from the operation of the 
scheme beyond the contribution of an amount of Rs. 10000/- made by them towards setting up of the Mutual Fund. Investment Manager: UTI 
Asset Management Co. (P) Ltd. (Incorporated under the Companies Act, 1956). Trustee: UTI Trustee Co. (P) Ltd. (Incorporated under the 
Companies Act, 1956). Risk Factors: All investments in mutual funds and securities are subject to market risks and the NAV of the funds may 
go up or down depending on the factors and forces affecting the securities markets. There can be no assurance that the scheme's 
objectives will be achieved. Past performance of the Sponsors/Mutual Fund/Scheme(s)/AMC is not necessarily indicative of future results. The 
name of the fund does not in any manner indicate the quality of the scheme, its future prospects or returns. The scheme is subject to risks 
relating to Credit, Interest Rates, Liquidity, Securities Lending, Investment in Overseas Markets, Trading in debt and equity derivatives. Please 
read the offer document carefully before investing. Registered Office: UTI Tower, 'Gn' Block, Bandra Kurla Complex, Bandra (E), Mumbai — 
400051. Phone: 022 - 66786666. 
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DuPont’s Kalsi: New avenue for growth 


Beyond the 
Nylon Curtain 


The launch of DuPont's India 
R&D centre is well timed. 


T ‘HE COMPANY THAT INTRODUCED 
T the world to nylon will flag off 
its first research & development 
(R&D) centre in India by early next 
year. DuPont Co, the 204-year-old 
American chemicals giant, has 
zeroed in on Hyderabad, where it 
will have 300 employees at full 
capacity in a unit that will soak up 
Rs 100 crore in investment. 

The 15-acre centre, which has 
been christened. the India 
Knowledge Centre, is likely to focus 
on basic research and applications, 
specifically for the local market, 
although global markets will not 
be ignored. 

If you’re still wondering why 
India, the answer, of course, is the 
good old domestic advantage of 
quality research staff now bolstered 
by a strong domestic market. “We 
believe in going where there is 
growth,” says Balvinder Singh Kalsi, 
President and CEO, E.I. DuPont 
India. The centre will help the com- 
pany adapt to market requirements 
faster. “The response time of 
innovation for Indian market from 
anywhere else in the world is very 
long,” says Homi Bhedwar, Director 
at the India Knowledge Centre. 

Fortuitously for DuPont, its 
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interest areas of research match the 
sectors that are booming in India. 
"DuPont India seems to mirror in 
its product profile a lot of the 
growth areas in India," says 
Bhedwar. For instance, if the com- 
pany is looking at newer packaging 
materials such as breathable films, 
India's upcoming retail chains are 
looking for innovation precisely in 
those areas. The same is true for 
infrastructure development and 
construction, agriculture and 
nutrition (mainly rice and corn), 
renewable energy such as photo- 
voltaics, and nanotechnology. Other 
areas of interest for DuPont such as 
automotive industry too are poised 
for immense growth. And if that is 
not enough, the company has a 
safety consulting business. Indian 
corporates such as Tata Steel and 
Tata Motors are using DuPont's 
services to analyse and improve 
their safety track records. 

No wonder then the company's 
India subsidiary is already clocking 
revenues of $360 million (Rs 1,580 
crore) even as it is looking to main- 
tain an over 20 per cent growth 
over the coming few years. “Our 
global aim, which we adhered to 
last year, is that new products (those 
that are less than five years old) 
should contribute a third to our 
revenues," says Kalsi. That can only 
be good news for the India Centre. 

SHALINI S. DAGAR 
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Planet Earth 


Discovery raises the stakes 
for niche channels. 


HEN YOU SINK RS 100 CRORE 

Ví into a series, you'd expect 
results to show. And Discovery 
Channel, which flagged off its big- 
budget, 11-part programme, Planet 
Earth at the beginning of February, 





is beginning to score in viewership. 
Now ratings of 0.21 in the prime 
time 8-9 p.m. slot across Indian 
cable & satellite homes may not 
sound awfully impressive but then 
Planet Earth has helped Discovery 
move comfortably ahead of com- 
petitors like National Geographic 
Channel (NGC) and History. For 
instance, according to rating agency 
TAM, Discovery's relative channel 
share in the sixth week of 2007 
stands at 44 per cent as against NGC's 
26 per cent, History's 19 per cent 
and Animal Planet's 5 per cent. Says 
Deepak Shourie, EvP & Managing 
Director, Discovery Networks India: 
“Planet Earth is a stunning televi- 
sion experience. The series takes 
viewers to an unforgettable journey 
through the challenging seasons and 
the daily struggle for survival in 
earth's most extreme habitats. Using 
a budget of unprecedented propor- 
tions, HD photography and unique 
filming techniques, Planet Eartb has 
taken audience to experience sights 
and sounds that they may never 
experience again." 

For Planet Earth, Discovery has 
roped in advertisers such as Pepsi, 
Amex, J&J, Microsoft, Parle, Sony 
Ericsson and ICICI Prudential at 
average rates of Rs 2,000-2,500 per 
10 seconds. Rahul Johri, Senior 
Vice President (Advertising Sales), 
Discovery Networks India, says: 
"Planet Earth has been a resounding 
success. Not only has it recorded a 
100 per cent jump in the slot aver- 
age (the average viewership of the 
time-band during which the pro- 
gramme is aired) but has also aug- 
mented Discovery Channel's market 
share, consolidat- 
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Ensure that like family, 
your employees will always 
e there for you too. 
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YOUR EMPLOYEE LOYALTY PROGRAMME Perhaps you should consider LIC's Group 





Superannuation Scheme. It provides pension to 
your employees on their retirement, and ensures that you earn their appreciation and loyalty right until 


then. Job satisfaction guaranteed, forever. 


KEY BENEFITS: * Attractive returns (for the year 2005-06, LIC declared interest rates ranging 
from 7.90% to8.55% depending on fund size) * Specialisation in fund management (LIC's Group 
fund as on 31st March 2006 exceeded Rs.50,000 crores) * Regular actuarial valuation wherever necessary, 
at no extra cost * Life Insurance cover can also be linked to the scheme * Contributions are 
100% tax exempted up to 27% of salary (inclusive of PF) * On retirement, various options of 
pension payments are available e No hidden costs 
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ing its supremacy amongst interna- 
tional channels in India.” However, 
media planners point out it’s still 
early days. Says Girish Upadhyay, 
Associate Media Director, Starcom 
Mediavest: “Though Discovery has 
shown an increase in channel shares, 
following the launch of Planet 
Earth, it’s too early to say that 
Discovery is on a high. We have 
to wait and watch for a few more 
weeks to see if it is a continuous 
positive trend. Having said that, in 
the conditional access regime, and 
after the expansion of the TAM panel 
(to 7,000 peoplemeters), niche chan- 
nels have gained a little bit.” 
Discovery Channel wouldn’t 
be complaining. 

ANUSHA SUBRAMANIAN 





Content is 
King (Kong) 


The games have only just 
begun for FXLabs. 


ANT TO PLAY GAMES WITH 

Hrithik Roshan or Aishwarya 
Rai? The Hyderabad-based FxLabs 
Studios, a provider of game devel- 
opment and outsourcing services, 
has signed an exclusive agreement 
with Yashraj Film Studios to develop 
a PC game based on the popular 
action thriller movie Dhoom 2. At 
the time of writing FxLabs was close 
to concluding a deal for another 
big Bollywood title. 


PC gaming: The local content is much in demand now 


Play, Build, Outsource 


Now, the global console gaming industry beckons. | 


T’S ANOTHER LUCRATIVE OUTSOU- 
Los market where the twin 
India advantage of quality re- 
sources and lower costs comes into 
play. Console gaming as an 
industry is estimated to be worth 
$42 billion (Rs 1,84,800 crore) 
globally, with game publishers ac- 
counting for roughly $12 billion 
(Rs 52,800 crore) of that. One 
game development services com- 
pany attempting to address that 
market is the Hyderabad-based 
Gameshastra. “We are the only 
company in India with a clear focus 
to offer a full suite of services— 
from game development and pro- 
gramming to game art and anima- 
tion and testing and quality assur- 
ance," says Prakash Ahuja, CEO, 
Gameshastra. 

Gameshastra has set up facility 
to seat some 400 people on a two- 
shift basis. The company currently 

employs around 180 people and 
hopes to reach over 400 by the 
end of 2007 calendar year. *We 
have allocated $5 million (Rs 22 
crore) for the first round of 
investment and will invest an add- 


The focus will typically be on 
action films/thrillers, and FxLabs 
hopes to get rights for five major 
films (three from Bollywood and 
two popular regional films). 

The Dhoom 2 game will hit the 








Mohan Bhupatiraju: The game is on 


itional $20 million (Rs 88 crore) by 
the middle of next year," says 
Ahuja. Gameshastra has a strategic 
relationship with the Us-based 
Activision—which Mohan 
Bhupatiraju, Director and co- 
founder, describes as the second 
largest gaming company in the 
world (after Electronic Arts)—Aand is 
working with it on multiple projects. 

One of the unique features 
in the company is its console 
gaming lounge which, according 
to Bhupatiraju, *has been created 


to check out the passion of new 


recruits for games." If you plan 
to build a game, make sure you 
play it well first! 

E. KUMAR SHARMA 


market in October. *We want to 
be the top publisher of Indian con- 
tent and be the first to make games 
from Indian studios for interna- 
tional markets," says Sashi Reddy, 
founder of rxLabs (he's also the 
promoter of independent software 
testing company Applabs). 

Reddy has drawn inspiration 
from the Chinese gaming market, 
which is largely driven by local 
content. According to FXLabs CEO 
Tony Garcia, the Internet Society of 
China estimates that the country 
now has 78 million internet users. 
Of these, an estimated 40 million— 
more than half—play online games 


and bulk of these are driven by local 
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Malayala Manorama becomes the only regional language daily in India to cross | 5 lakh copies. 


India's largest circulated regional language daily is not in 

Tamil, Telugu or Bengali. It's in Malayalam. And now with a € 

record circulation of 15.14 lakh copies, Malayala Manorama Malayala em Manorama 
continues to be India's most circulated regional language daily. Nobody delivers Kerala better 


Source; ABC Jul-Dec 2006. Total average net paid sales of Malayala Manorama Daily in India - 15,14,414 copies. Average net paid sales of Malayala Manorama published from Kozhikode Edn - 1,70,309 printed at Bangalore - 22,065, Chennai - 10,010, 
Kozhikode - 1,17,093, Mumbai - 21,141, Kannur Edn - 1,02,786, Kochi Edn - 2,32,492, Kollam Edn - 1,30,389, Kottayam Edn - 3,80,014, Malappuram Edn - 90,091, New Delhi Edn - 14,032, Palakkad Edn - 95,362, Thrissur Edn - 1,43,925, Trivandrum Edn - 1,55,014. 
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Modern Agencies, Sasthamangalam, Ph. 3018245 (5 lines) 
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content. Overall, 43 per cent of 
gamers in China play online. Taken 
as a whole, estimates are that the 
total video game revenues in China 
from all sources, including online 
games, totalled $350 million in 
2005. Estimates also project this 
revenue to grow to $1.5 billion (Rs 
6,600 crore) by 2008. 

In India, where PC penetration in 
households is growing at 30 per 
cent year-on-year, the potential for 
entertainment software is yet to be 
exploited. Currently, product 
offerings in the country are limited 
to games from the us and other for- 
eign markets with little localised 
content. This coupled with high 
prices has made the adoption curve 
somewhat slow. FXLabs intends to 
market the games at prices that 
would be at least 40 per cent lower 
than those of imported games. 
“With the Dhoom 2 game, we 
intend to be a first mover in this 
potentially huge market. Just like in 
China we believe that games based 
on local properties have the best 
chance of success,” says Garcia. 
The promoters of the company 
have already invested $5 million 
(Rs 22 crore) in the company (in- 
cluding investments from Suresh 
Productions, a leading film pro- 
duction company); by March 2008 
(at the end of the first year), FxLabs 
hopes to have revenues of $6 mil- 
lion (Rs 26.4 crore), with $4 million 
(Rs 17.6 crore) coming from games 
and the rest from outsourcing proj- 
ects. The company currently 
employs 120 people in all and 
Garcia comes with 25 years expe- 
rience in the video games business. 
He has worked with companies like 
Sega of America and LucasArts and 
was amongst the founding team of 
Microsoft’s games division, where 
he spent six years. 

After leaving Microsoft, Garcia 
joined Electronic Arts where he was 
involved in developing games such 
as Need For Speed and FIFA Soccer. 


To be sure, it's not just Bollywood 
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that FXLabs will focus on. Before 
Dhoom 2, the company will launch 
its first game called Inferno by April 
and, by July, a game based on 
Archie’s comics will hit the market. 
“We hope to release one game every 
quarter and tie up at least one big 
property every year for the global 
market," says Reddy. Surely, the 
game for him has just begun! 

E. KUMAR SHARMA 


Hidden 
Treasure 


General insurance firms get 
a shot in the arm. 


ILL TWO BIRDS WITH ONE STONE. 

That seems to be the intention 
behind the government's proposal to 
insert an enabling provision in the 
GIBNA (General Insurance Business 
Nationalisation Act 1972) that will 
allow the four state-owned general 
insurance companies to dilute their 
equity holdings in the market. If 
this proposal translates into action, 
these companies, which were na- 
tionalised in 1973, get a chance to 
gain some muscle by roping in 


| edge an douce Companies 


public sector banks (PSBs) as strategic 
partners. At the same time they 
would have eliminated the possi- 
bility of new competition from such 
PSBs, many of whom are mulling 
solo forays into the general insur- 
ance space. “The new provisions 
will allow us to go in for a strategic 
partner or invite public participation 
through the IPO route,” says M.K. 
Garg , Chairman & Managing 
Director, United India Insurance 
Company. 

A foothold into the state-owned 
general insurance sector is clearly 
attractive for PSBs, what with the 
four companies—New India 
Assurance, National Insurance Co, 
United India Insurance Co, and 
Oriental Insurance Co—raking in 
an annual premium of almost Rs 
15,000 crore (see A Peek Into the 
Goldmine). The insurance compa- 
nies for their part will get an 
opportunity to leverage the banks’ 
pan-India networks. “We will get 
access to branch infrastructure of 
banks and they will get an entry 
into the fastest growing non-life 
insurance business,” says Garg. 

According to market estimates, 
the value of each state-owned gen- 
eral insurance company is well over 
Rs 10,000 crore if you take a mul- 
tiple of three over the gross annual 
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HP Aviation, The only Indian Jet Fuel Marketer 
rated among global giants as 
“The Best Regional Jet Fuel Marketer * 


=<3= HP Aviation 


more than just fuel... 
A Business Unit Of HINDUSTAN PETROLEUM CORPN. LTD. 


* | Ith annual Armbrust Aviation Group survey 
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UMESH GOSWAMI 


premium underwritten. However, 
these companies are slowly but 
surely losing share to new private 
sector players. In the last six years, 
the nine-odd private sector players 
have cornered close to a fourth of 
the market. 


ANAND ADHIKARI 





Different 
Roads 


When there’s Maharashtra 
and TN, why go to Singur? 





Anand Mahindra: Heading south 


AHINDRA & MAHINDRA (M&M) 
M Sat loves Chennai. The 
group first came to Chennai with 
Ford (the joint venture is now 
defunct) in 1995, many years later it 
set up India's first special economic 
zone (SEZ) just off the state capital, its 
time share resorts business is head- 
quartered in Chennai, and a devel- 
opment centre of Tech Mahindra is 
located here. So, perhaps it wasn’t 
surprising when last fortnight the 
troika of M&M, Nissan and Renault 
announced that their Rs 4,000 crore 
car factory would be located in 
Chennai. Before the M&M-Nissan- 
Renault venture, a number of other 
auto majors had zeroed in on Tamil 
Nadu. These include BMW (invest- 
ment committed: Rs 180 crore), 
Hindustan Motors in a technical 
collaboration with Mitsubishi (Rs 
320 crore), and Hyundai (Rs 4,300 
crore), while Ford’s investments are 
set to touch Rs 3,000 crore. Yet, 
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Pulp Traction 


CORA is set to roll out its orange juice drink, Minute Maid. 


|RIVEN. BY THE GROWTH OF 
modern trade and proximity 
to its manufacturing base, Coca- 
Cola picked Hyderabad recently to 
launch i its popular orange juice | 
drink “Minute Maid” in India. - 
It begins its national rollout 
with the south. Coke is cur- . 
rently busy targeting 13 mil- 
lion young adults in the - 
three. southern states of © 
Andhra Pradesh, 
Karnataka and Tamil 
Nadu to whom it plans. 
to give away 5.5 lakh 
bottles. The drink is to - 
be bottled at the com- - 
pany’s plant at P 
Chittoor in Andhra 
Pradesh. For Coca- - 
Cola, Andhra Pradesh hf! 
is among the top three | > 
states in the country in © | 
terms of revenues. The . 
other two are Punjab 
and Delhi, perhaps not 
in that order. The fruit 
pulp is being imported - 
from Florida and the 
juice concentrate from - 
Brazil (though there are plans 
to locally source the fruit). The 





Maharashtra has been more suc- 
cessful in attracting auto makers. 
A Tata-Fiat JV (with Rs 4,000 crore 
of investment), General Motors (Rs 
1,400 crore), Volkswagen (Rs 1,400 
crore), Skoda (Rs 250 crore) and 
Mahindra's commercial vehicle ven- 
ture with International Truck & 
Engine Corp (Rs 2,500 crore) are all 
coming up in the western state. 
So with Maharashtra and 
Chennai attracting most auto mak- 
ers, you have to wonder why are the 
Tatas hell-bent on putting up their 
Rs 1,500 crore mini-car project in 
Singur in West Bengal, where land 












Minute | 


M al d 


plan now is to make the juice avail- 
able through 25,000 outlets in the 
three states in the first two months. 
Minute Maid will be available in 
PET packs of 400 ml and 1 litre, 
priced at Rs 25 and Rs 60 
Ñ respectively. 
3 Packaged juices market is 
valued at Rs 1,000 crore and 
forms 10 per cent of the 
total juice market in India. 
Minute Maid would have 
to take on brands like 
Tropicana, and Real 
Activ in the Indian mar- 
ket. Globally, the brand 
is well established, hav- 
= ing been launched in 
ey 1945 before Coke 
acquired it in 1960. Says 
Venkatesh Kini, Vice 
4 President (Marketing), 
E Coca-Cola India: *The 
i USP is that it is the first 
_ juice drink (to be 
4 launched in India) with 
a real orange pulp. So, 
unlike most juices the 
taste is that of both the 
juice and the pulp." And 
that's no pulp fiction. 
E. KUMAR SHARMA 


acquisition is proving to be a night- 
mare? Says Debasis Ray, Head, 
Corporate Communications, Tata 
Motors: “Like other states where we 
could have set up the plant, the 
West Bengal government too 
decided to provide land to be 
acquired by the government and 
match the incentives. The state 
government was keen on the project 
because of the rapid industrialisation 
effect it would bring about.” But 
wouldn’t building a plant in a 
proven auto hub be more 
hassle-free? 

NITYA VARADARAJAN 
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Hotels Resorts 
and Palaces 
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Room. 8:00 aam. 
ld like to wake up to ` i 
(a) An audience of a thousand roses from my ‘balcony (b) Fresh stock updates | 
xd w aria Followed by... . j 
and croissants at Café |7 (c) A . day in the life of a princess with a royal Anana Lepa facial (a) 50 | 
leisurely laps and some brisk number crunching (b) Piping hot gossip and Baluchi Raan at Dera (c) A catnap | with an 
| _........ And if there's time, lIl indulge in 
| entire pillow menu for company (a) A Chinese meal on Versace 
plates that compliment my gown at Lotus House (b) A mushy movie and marshmallows at midnight (c) Smooth š 
civ utka Oe tiy BW, U e EE ae a UN | 
martinis and conversation at Lava (a) A chocolate treat on my pillow (b) An hour's 
conferencing facilities at the Business Centre (c) A banquet for my board members at The Terrace Hall | 


Because business can be demanding. Taj Chandigarh, Chandigarh 
A Taj Business Hotel 


hotels across 12 countries. For reservations call | 800 |11 825 or 91-22-6601 1825 or visit us at www.tajhotels.com Rediffusion-DYR/Bom/IH/117 


EEES PT AT BURSTING POINT - 


RESIDENTIAL PROPERTY PRICES IN KEY 


CITIES HAVE PEAKED... a » x aani N V 
MUMBAI AVERAGE VALUE - fa 

2004 2005 2006 ^ — MA 
Cuffe Parade 10,000-14.500 10,500-14,750 19,500-31,000 [a 1 
Malabar Hill 11,500-15,000 12,000-16,000 14,000-39,000 E 3 


Bandra West 5.800-13,000 6000-14000 — 6,000-22.000 
Santacruz West 3,500-5,750 3,650-6,050  5,000-16,000 





Defence Colony 6,500-7,500 — 7500-9500 7,500-9,500 
Vasant Vihar 9000-10,000 — 11,000-12,000 12,000-14,000 





oc CN EN M.G. Road 3,500 3,800 4,000-9,000 

Appreciation in residential property Koramangala 2 500 2.750 2,500-4,500 | 

prices in big cities is slowing down Jayanagar 2300 2 800 3000-4500 d 
Cox Town 2,200 2,800 E 2,800-4,000 A 
KOLKATA ; 
Ballygunge 2,600 2.750 3,200-5,500 A: 
Park Street 3,650 3,750 4500-6,000 = 
Southern Avenue 2,700 2,800. 3,500-5,200 : 


Source: Research & Consulting Group, Trammell Crow Meghraj 
Figures in Rs per square foot 





„AND OFEIGE Für ARE SINE To a 
ce AVERAGE VALUE 








BE. d Ji LA SS Aa DISTRICT RATE PER % CHANGE — “% CHANGE 
ik k hme 7 y ! dE. am Te SQUAREFOOT — 3MONTHSAGO 1YEAR AGO 
d | South (CBD-Nariman Point) 24,000 20 M 
z Ta Central (Worli) 20,000 11 48 
.UBRL ly; |) ^N Central (Lower Parel) 18,000 20 105 
ENT Suil t ink iau B Suburban (Bandra Kurla) 22,000 0 83 
u ER = `a L EM a! Suburban (Andheri) 8,500 0 12 
; i Suburban (Powai-IT spáce) 6,200 5 3] 
| 3 š 
i zy ' CBD - Prime 38,636 24 132 
2 wk sa Perel - CBD - Others 23,624 12 147 
_ Commercial property Bsdiso haven't South Deli Pimg 29,488 13 92 
£ * gone up sharply i in the past one year South Delhi - Micro Markets 18,286 6 83 
i Gurgaon - Prime 11,983 28 150 
! | Noida 6,238 10 49 
CBD - M.G. Road 5,450 1 25 
Suburban - Koramangala, 4100 3 17 
Indiranagar 
Peripheral ITPL 4,400 0 5 ? 
Peripheral Whitefield/ 2,300 0 0 
Electronic City 
Peripheral Outer Ring Road 3,350 3 NA 
(Sarjapur-Marathalli) 


Rate per sg. foot in Rs Source: Cushman & Wakefield 
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unsustainable levels in key 
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17 D ME. ime 2x pockets of the country's 
y ingre landscape, it's time for 





M - Prithviraj Road, Aurangzeb Road 
©} Friends Colony, Maharani Bagh 183,750 
= M Greater Kailash | & 2, South Extn., 157,500 
Hauz Khas, New Friends Colon 






real estate developers, 
investors and end users 











Gurgaon 80,000 to be worried. The 
BANGALORE wm bubble won't burst— 
lalleshwaram, Rajajinagar 4,500 not yet—b ut there's 


Kanakpura Road, Bannerghatta Road 2,650 AA 
layanagar, JP Nagar, Basavangudi 5 S ET . 
AC We mangala ! -ij 






a bubble all right. 


KRISHNA GOPALAN 
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EEJAY HOUSE IN UP-MAR- 
ket Worli in central 
Mumbai is a swank, 
mint-new, 11-storey 
commercial structure. 
Till recently, the going rate for rentals here 
was around Rs 300 per square foot per month, 
making it one of the most expensive office spaces in 
the financial capital. A clutch of Wall Street banks had 
lined up to purchase offices at Ceejay. In a few months the ask- 
ing rate duly zoomed to Rs 450 per square foot per month. That 
meant an area of 30,000 square feet, which is what at least one of 
the investment banks was looking for, would command a price tag 
of a cool Rs 1.3 crore per month. Now investment bankers are no 
doubt making money hand over fist, but they're also quick to spot 
a bum deal. According to those familiar with the Mumbai property 
market, two of the Wall Street firms have backed out from their re- 
spective transactions after the 33 per cent spurt in Ceejay’s rentals. 
ices have cooled off a bit Cut to Whitefield, the technology nerve centre of Bangalore, 
er cities too . where rentals have plateaued over the past three months. At Rs 27 
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HOW INTEREST RATES HAVE SOARED 


Home Loans aren't Cheap Any more... 








Period Up to Rs 2.99 Rs3lakh- Rs 10 lakh 
lakh 9.9 lakh and above 

December 23, 2003-Feb. 9,2004 7.5 7.5 7.5 
February 10-November 18, 2004 ^ 7.75 7.5 7.25 
November 19, 2004-June 15, 2005 N.A. 7.75 7.25 
June 16-Nov 21, 2005 8.25 8.00 7.75 
Nov 21, 2005-31 Jan 2006 8.5 829 - "BO, 
Feb 1-April 30, 2006 9 8.75 8.50 
Up to Rs 4.99 lakh Rs 5 lakh and above 

May1-July 31, 2006 9.8 9 
August 1-Sept 30, 2006 9.75 (25:95 
Up to Rs 9.99 lakh Rs 10 lakh and above 

October 1-Dec. 31, 2006 9.25 9 
January 1, 2007- till date 9.75 eS 95 


Note: numbers are floating rates in percentage N.A.: Not Available 


...and the retail prime lending rate is back to where it was in 2000 
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13 — 12.75 
12.5 — 
12 - 
115 — 
ll - 
10.5 — 
)0- 4 
ss | 
9 


13 12.15 









` Apr. l Aug. 23; +. | Sept. 4 i July 24 
2000 2002 2003 2006 
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Renu Sud Karnad/ Executive Director/ HDFC 


“A combination of prevailing prices in the real 
estate sector and rising interest rates will see 
some investors exit the market” 
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per square foot per month, the appreciation over a year 
is just 17 per cent. What's more, the buying rate for 
commercial property is the same as what prevailed a 
year ago—Rs 2,300 per square foot. Now remember 
Whitefield is home to the International Technology 
Park, and to some of the biggest names in the infor- 
mation technology sector, like AOL and IBM to name 
just two. 

It's been party time for the property pashas of 
Punjab. Prices of commercial plots have doubled over 
the past 24 months. Plots in Chandigarh measuring 
500 square yards, which could be bought for Rs 50-60 
lakh each three years ago, had shot up to Rs 3 crore by 
early 2006. Those prices have now cooled off a bit to 
Rs 2.4 crore. In Mohali, residential plots with an 
area of 500 square yards, which were going for Rs 1.7 
crore a year ago, are down to Rs 1.5 crore. Similarly, 
a 250 square yard plot which was quoting at Rs 95 
lakh a year ago is down to Rs 80 lakh today. 

Wake up, step outside and take a good look 
around. Such signs of cooling off in property prices 
might just be wafting around in that skyscraper being 
raised in your backyard. Or in that office space for 
which you're poised to sign on the dotted line. Worli, 
Whitefield and Chandigarh aren't just aberrations or 
stray pockets of inactivity in what was till recently an 
all-embracing manic property market. After three- 
four years of stunning gravity-defying appreciation, 
prices of residential and commercial real estate are 
pausing for breath. Consider some more random ex- 
amples from across the country: Residential property 
rates on Delhi's Prithviraj Road and Aurangzeb road 


SOUMIK KAR 


Rajiv Sabharwal/ Head (Retail Assets)/ ICICI Bank 


"While a price increase of 5-10 per cent yearly can 
be absorbed, it may not be desirable to have some- 
thing higher than that" 








are 46 per cent higher than they 
were a year ago. However, for the 
past six months those rates haven’t 
budged an inch. Similarly, the av- 
erage value of homes in Friends 
Colony and Maharani Bagh is up 
104 per cent in a year. The appre- 
ciation over the past six months? 
Just 5 per cent. Move on to 
Bangalore, where the rates per 
square foot in the areas of 
Malleshwaram, Rajajinagar, 
Jayanagar and Koramangala are up 
by just 2-6 per cent over the past 
three months. Even in the finan- 
cial capital Mumbai, the apprecia- 
tion in tony South Mumbai is sub- 
dued, from 30 per cent-plus levels a 
year ago to a modest 13 per cent 
over the past six months. The slow- 
down is more visible in the com- 
mercial sector, with sale prices in 
suburban areas like Bandra-Kurla, 
Andheri and Powai stagnating over 
the past three months. In Bangalore 
and Kolkata too demand for office 
space has slowed to a virtual crawl in 
the past three months (see At 
Bursting Point). 

Don’t panic: There’s no crash 
waiting to happen. Not yet. But 
across the country there are in- 
vestors, financiers and developers 
who’ve been caught off guard, as 
liquidity and appreciation are no 
longer everyday companions to 
cosy up with. To use the ‘greater 
fool’s theory’, there would be many 
investors out there looking to pass 
off their overvalued asset to an even 
more ravenous speculator—the 
greater fool—at a higher price. The 
greatest fool will of course be the 
guy who can’t find a sucker onto 
whom he can palm off the asset at 
an even higher price. And that’s 
when the bubble will burst. “Prices 
in the real estate sector are at their 
peak. We have already seen a slight 
dip in the demand and some soft- 
ening of prices in select pockets 
such as Whitefield, Noida and 
Ghaziabad. A combination of pre- 
vailing prices in the real estate sec- 
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tor and rising interest rates will see 
some investors exit the market," 
says Renu Sud Karnad, Executive 
Director, HDFC. 

Many such investors would be 
looking for bail-out options in the 
North Indian cities of Ludhiana, 
Chandigarh and Jaipur where, real 
estate consultants point out, prices 
are in the over-valued zone. In 
Ludhiana, for instance, where at 
least 10 malls are in various stages 
of construction, commercial prop- 
erty rates have soared from around 
Rs 1,700 per square foot two years 
ago to Rs 4,000 per square foot—to 
put that in perspective, that's the go- 
ing rate in Bangalore's bustling 
Koramangala and Indiranagar dis- 
tricts, and in Navi Mumbar's IT 
hub! “In cities like Ludhiana and 
Chandigarh I expect a correction 
over the next three-six months, 
which will be to the extent of 10-15 
per cent," says Anuj Puri, Managing 
Director, Trammell Crow Meghraj 
Property Consultants. Puri adds 
that speculation accounts for at 
least half the property-related trans- 
actions in that part of north India, 
which has resulted in prices rock- 
eting to bizarre levels. 

S. Sriniwasan, CEO, Kotak Realty 
Fund, points out that the apprecia- 
tion in some parts of India was too 
quick for comfort. “Certain micro- 
markets have got over-heated. 
Among these are the satellite towns 
in North India and Bangalore’s IT 
parks,” he says. One reason for that 
is that supply in such regions has in- 
evitably raced ahead of demand. 
That’s clearly the situation in 
Whitefield. “Whitefield was one of 
the most sought after locations a 
couple of years ago but an over- 
supply of realtors has led to a price 
slump,” says Sushil Mantri, 
Managing Director, Mantri 
Developers. Purvankara Projects is 
a developer with a large exposure to 
Whitefield. Director Ravi Ramu 
anticipates a shakeout among de- 
velopers in this district. 
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It isn’t as if the era of over-exuber- 
ance is over. In the most expensive 
market, Mumbai—also the fifth most 
expensive city in the world for office 
space—profits booked on the stock 
market duly find their way into prop- 
erty. And the graph keeps heading 
northward in upscale south Mumbai. 
On Altamount Road, prices have hit the 
Rs 50,000 per square foot mark, and in 
Tardeo in central Mumbai duplex 
apartments measuring 10,000 square 
feet are in the market for Rs 45 crore, 
which is the annual net profit of a mid- 
cap company like Geodesic Information 
Systems and BASF India! “The cost of 
residential housing is typically 3-4 years 
of the gross earnings of a person. 
Today, it is at least 6-7 times,” says 
Pranay Vakil, Chairman, Knight Frank 
India, a Mumbai-based real estate con- 
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sultancy. At the top end (properties in the Rs 15 crore 
and above bracket), the cost would work out to 15-20 


times an individual's gross earnings. 


It’s such rampant mania that's making lenders cau- 
tious. The home finance majors, for their part, have 
slipped into conservative mode (80 per cent of real es- 
tate demand is from the residential sector). ^A sharp in- 
crease in real estate prices is the biggest worry for a 
lender. We evaluate a borrower on his current in- 
come and we have been conservative on loan to value 


SOUMIK KAR 


/ Deputy Managing Director/ IDBI Bank 


"The real estate sector is heated today. Banks 
would have to take a holistic perspective towards 


the sector and should be cautious" 
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/ Managing Director/ Hiranandani Constructions 


"There is a continuous growth in demand in the 
principal cities and people will continue to pick 


up property" 


over the last 1-2 years," points out ICICI Bank's Head- 
Retail Assets, Rajiv Sabharwal. *While a price increase 
of 5-10 per cent yearly can be absorbed, it may not be 
desirable to have something higher than that. The 
more important thing is to increase the supply of 


FAWZAN HUSSAIN 


/ MD/ Trammell Crow Meghraj Property Consultants 


"In cities like Ludhiana and Chandigarh, | expect a 
correction over the next three-six months that will 
be to the extent of 10-15 per cent" 
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land,” he adds. 

Making it easier for supply to race ahead of 
demand is sobered-down demand itself, a direct 
outcome of rising interest rates and tighter liq- 
uidity conditions. “Rising interest rates is a 
cause of concern for the real estate market. 
Sales have definitely reduced in many loca- 
tions across many cities in the country. Though 
the developers in most of the locations have 
held on to the rates, the rate of appreciation has 
reduced and may further go down if the mort- 
gage rates continue to increase,” says HDFC’s 
Karnad. She adds that the land appreciation in 
many cities is unhealthy for the market. “The 
Reserve Bank of India (RBI) has discouraged 
land funding which is expected to reduce liq- 
uidity in land transactions. We expect the land 
prices to stabilise and in some locations to fall 
in the near future which will be good for the 





Architect Hafeez Contractor: It is important 
to provide more slum housing 


market in the long-run,” she adds. 

The RBI’s cautious approach on the sector is 
now well-known. It is precisely because of the 
speculative flavour of the real estate industry 
that the RBI specified recently that finance com- 
panies accepting public deposits will not be 
allowed to invest more than 10 per cent of 
their net worth in land or property except for 
their own use. “The real estate sector is heated 
today. Banks would have to take a holistic 
perspective towards the sector and should be 
cautious,” says Jitender Balakrishnan, Deputy 
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SCAM IN THE SLUM? 


The stakes in Mumbai's ghetto rehabilitation exercise are akin 
to prices in upscale South Mumbai—high. 


F DEVELOPERS IN MUMBAI CONTINUE TO EXPECT HEADY PRICES FOR THEIR 
| constructions, it's simply because of the sheer demand for 
space—residential, commercial and retail—in the chock-a- 
block commercial capital. Creating more spaces to accommodate 
more supply is the need of the day, and it's here that slum reha- 
bilitation could prove a major determinant of future price trends. 
Mumbai's Dharavi area—the largest slum in Asia—occupies an area 
of 535 acres, almost all of it prime property in the heart of the city. 
Slums in Mumbai are estimated to occupy around 60 per cent of 
the city's land. Given the high stakes involved, the entire exercise 
somewhat predictably has degenerated into a scam, with a section 
of builders reportedly claiming ownership to some slums in 
Mumbai. The rules of the Slum Rehabilitation Authority (SRA) spec- 
ify that a builder who is interested in developing slum land will nec- 
essarily have to get the consent of at least 70 per 
cent of the slum residents. The tricky part is in 
rehabilitating the residents and what can be 
done with the surplus land. The normal process 
entails providing affordable housing to the slum 
residents and charging higher rates from the 
surplus land which normally has better housing. 
Media reports have suggested a nexus between 
the builders and the government. 

According to eminent Mumbai architect, 
e Hafeez Contractor, it is important to provide 
— Wig) more slum housing. "If there are 50 people 
| living in the slums, it is important to create 
housing for at least three times that number," he 
states. In his opinion, the important thing is to 
employ the land in a more productive man- 
ner. "If you have 10,000 acres of land out of 
which half is housed in a salt pan, it is necessary 
to increase the floor space index (FSI) on the 
balance 5,000 acres," adds Contractor. 
| The environmentalists have a different point 
of view. Debi Goenka, who heads the Bombay Environment and 
Action Group (BEAG) thinks the present policy of slum rehabilitation 
is not the right approach. "The policy rewards people who are break- 
ing the law and it appears to be a political move. Mumbai's 
‘slums are just vote banks and are never a priority," he says. 
Goenka adds that the policy will have to be corrected to the extent 
where a free house cannot be given to an encroacher. 

With 350 families estimated to be entering the city every 
day, affordable housing is critical. At the same time, the city 
boasts a super-rich elite whose appetite for upscale housing is still 
not sated. "It is hard to imagine what will happen to Mumbai's 
housing when the city's population hits a figure like 30 million (from 
the current 16 million)," shudders Contractor. 
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that ensures light always triumphs over darkness 
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reliable generating sets i 
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that powers farm mechanization in India 


Greaves Engines and Power tillers 
help enhance farm productivity . 
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that helps create world class infrastructure in India 3 


Greaves uses cutting edge technology 
to produce world class 
construction equipment 
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Sushil Mantri/ Managing Director/ Mantri Developers 


“Whitefield (Bangalore) was one of the most 
sought after locations a couple of years ago. But 
an oversupply of realtors has led to a price slump” 


Managing Director, IDBI Bank. 

An early-on indicator of the correction that's begun 
to take place is the bear hug on real estate stocks which, 
on an average, are down by around 50 per cent from 
their all-time highs (see The Higher They Rise...). 
Finance Minister P. Chidambaram's budgetary pro- 
posals didn't provide much joy, with property stocks 
tanking by around 10 per cent two days after the an- 
nouncement. Differential rates of excise duty on cement 
coupled with the sub-contractor not being entitled to sec- 
tion 80 1A/1B benefits is seen as a dampener for the con- 
struction/infrastructure industry, according to Seemanta 


Pranay Vakil/ Chairman/ Knight Frank India 


"The cost of residential housing is typically 3-4 
years of the gross earnings of a person. Today, 
it is at least 6-7 times" 
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S. Sriniwasan/ CEO/ Kotak Realty Fund 


"Appreciation in some parts of India was too quick. 
Among these are satellite towns in North India and 
Bangalore's IT parks" 


Roy, Head Amby Valley City & Entertainment Business 
of Sahara Pariwar. What's more, he adds that in cities 
like Mumbai where rentals for commercial property are 
as high as Rs 350 per square foot per month, a service 
tax of 12.36 percent could well prove to be the prover- 
bial straw that breaks the camel's back. 

The picture may not that be that bleak. Demand is 
not exactly non-existent, and CRIS-INAFAC report on real 
estate construction points out that the sector will 
average 5 per cent growth cumulatively between fiscal 
2006 and 2008. Developers, for their part, are still full 
of beans. “There is a continuous growth in demand in 
the principal cities and people will continue to pick up 
property," argues Niranjan Hiranandani, Managing 
Director, Hiranandani Constructions, who adds that 
prices in Mumbai are still on the rise. In some non-met- 
ros too, there would appear to be some headroom left. 
The Bangalore-based Brigade Group is offering deluxe 
apartments in Mysore at over Rs 1 crore. *With a new 
airport on the anvil and overall connectivity being 
enhanced, Mysore could be the next big real desti- 
nation," thinks Brigade Group's Managing Director, 
M.R. Jaishankar. Yet, analysts point out that Mumbai 
and Mysore aren't the best examples of markets 
dominated by speculators. It isn't as if the entire 
Indian real estate market is overheated, but certainly 
there are some crucial pockets that need to be cooled 
off. As IDBI Bank's Balakrishnan puts it: “It’s not a bub- 
ble yet, but we cannot allow it to become one." In 
many parts of India the greatest fool may be just a cou- 
ple of transactions away. M 
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Authorities have found several instances of dumping. | Largely chemicals and textiles. 
Total number of anti-dumping 188 PRODUCT CATEGORIES 
investigations in India from 1992 to December 2005 CHEMICALS AND PETROCHEMICALS 
Total number of anti-dumping investigations against 
Chinese products from 1992 to December 2005 p PHARMACEUTICALS 
Of the 86 anti-dumping investigations, number TEXTILES/FIBRES/YARNS 
of cases where anti-dumping duty was levied 71 

! STEEL AND OTHER METALS 
Instances of dumping by China of all cases 
investigated CONSUMER GOODS 
Instances of dumping by China of all China-only OTHER PRODUCTS 


cases investigated 
As of December 2005 
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Effect 


In a variety of industries, 
cheap imports from China are 
killing local manufacturers. 
How much of it is due to 
China's competitiveness and 
how much due to dumping? 
T.V. MAHALINGAM 


HEY ARE THE THREE MOST FEARED WORDS IN 

developed markets, and now they are 

beginning to rattle nerves in India, too. 

The China Price. When your buyer utters 

those words, he's asking you to cut your 

prices by as much as 40 per cent, since that is likely to 

be the difference between your price and that of the 

Chinese supplier. And it doesn't matter what you 

manufacture—it could be chemicals, silk, auto com- 

15 ponents, toys, or footwear. The China Price is the 

; new reality that every manufacturer based outside of the 
J ust these five products constitute Middle Kingdom must grapple with every day. 

42% of all Chinese imports. When India opened up the economy way back in 

1991, many in industry feared that their businesses 

9 would be wiped out by cheap imports from China. 

Things haven't proved that fatal, but there are 

industries—especially in the small-scale sector—that are 

beginning to buckle under the China Price. That 

brings us to the question, why are Chinese manufac- 

turers so price competitive? Or, if you will, how are 

they able to sell at rock-bottom prices, when other 

manufacturers are hard-pressed to cut costs even by a 

few percentage points? 

These are questions that governments in Europe and 

America have spent lots of energy and money on to an- 

swer. Often, their conclusion has been simple: China 
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machinery appliances 
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Figures are in per cent 
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are 
the fastest growing auto imports from China 


dumps. Consider this: 86 anti-dumping and trade 
protection investigations were initiated by Turkey, 
India and the European Union on Chinese products last 
year, compared to 63 the year before. According to the 
Chinese Ministry of Commerce, of the 86 cases, 63 
were anti-dumping, two cases of government dumping, 
and 21 cases of investigations on protectionist measures. 

Yet, there’s no denying that Chinese manufacturers 
are vastly more competitive. Compared to Indian 
manufacturers, who have comparable low-cost ad- 
vantages, China scores on just on point: scale. Take toys. 
As a country, China churned out $15.2 billion 
(Rs 67,200 crore) worth of toys in 2005. In contrast, the 
entire toy exports from India were worth Rs 443 
crore. It’s a difference that’s rapidly growing the com- 
petitive divide in manufactured goods between India 
and China, hurting industry after industry. 
Business Today looks at a handful of industries that is 
reeling under the China Price. 

But before you read on, here’s a word of caution: 
Just like there can be no justification for dumping by 
China, there can be no justification for India, or any 
other country, to erect tariff barriers in the way of com- 
petitive Chinese suppliers. In the end, the consumers 
must win, and not inefficient Indian manufacturers. 


AUTO COMPONENTS 
BEGINNING TO FEEL THE HEAT 
Sanjay Labroo, Managing 
Director, Asahi India Glass, 
and Vice President of the 
Automotive Component 
Manufacturers Association 
of India (ACMA) gets uncharacteristically an- 
imated when you bring up the topic of 
China. “I don’t understand China,” he 
says, before holding out a chart show- 
ing how much Chinese component im- 
ports into India have increased over the 
past five years. In 2002-03, India was a net 
exporter of automotive components to 
China—importing a paltry Rs 47.4 crore, 
while exports totalled Rs 69.3 crore. 
ACMA predicts that by the close of 2006- 
07, if the current growth rate is kept up, 
Chinese component imports will touch a 
massive Rs 1,117.6 crore. 

“The problem is not that we are un- 
competitive,” says Labroo. “In the last 10 
years, the Indian component industry has 
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India Rising 

While the trade balance is in 
favour of China, India’s exports 
have grown rapidly. 





a Exports to China 
Figures in per cent are CAGR from 






developed into a quality supplier of components, but 
sometimes we find ourselves competing with guys who 
are selling below raw material cost,” he says. Labroo is- 
n't the only one complaining. *I know what steel costs, 
I know what it costs to produce welded sheet metal 
parts," says S.K. Arya, Managing Director, Jay Bharat 
Group. “I know what black magic they use, but when 
you hear quotes below the price of the steel going into 
the component, how can you compete?" he asks. 

Labroo says that ACMA has conducted studies in 
China and found that the country does have some in- 
herent advantages such as good infrastructure ranging 
from logistics to electricity, besides cheaper labour. But 
there's no way, he says, that Chinese auto-part man- 
ufacturers can sell at the prices they do. “All our 
calculations at ACMA have led us to conclude that, at 
best, China can offer an 18 per cent cost advantage. 
But our members are regularly outbid 
by 30-40 per cent. In a recent case, a sup- 
plier was outbid by 55 per cent," says 
Labroo in consternation. 

The problem, ACMA believes, is that 
the Chinese component industry is highly 
opaque, and a supplier today may not ex- 
ist tomorrow. The part whose imports 
have grown the most in the past year have 
been two-wheeler rims and spokes. 
However, Labroo takes pains to state that 
ACMA is not for protectionism, a point 
that is backed by Lumax Industries 
Chairman D.K. Jain. *Lighting systems 
were affected by the Free Trade Agreement 
with Thailand, but we have held our own, 
because we offer value-engineering to our 
customers here,” says Jain. “Even with 
China I think the same thing will hap- 
pen." However, he does think the parts 
that are commodities will be hit. 

Just the same, Labroo says that the 
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Spain is a country that enjoys high standards of Spain is currently a leader in infrastructure 
well-being and quality of life. They are the reflection management. It is the second largest country in 
pf a first-rate level of socio-economic development. the European Union and has the highest average 
5panish businesses are very aware of environmental altitude in Europe. Spanish companies survey 
“and sustainability issues and are also outstanding areas in order to design the best routes, 


@ their achievements in technological research incorporate latest-generation technology and 
Bnd development. design efficient management systems. 


Six of the world's top ten transport infrastructure 
>oncessions companies are Spanish* 


* Ranking of “Public Works Financing”, (Top Transportation Developers 2005, N° of Concession/P3 Projects) 
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has led to the 
closure of several units in Karnataka 


government should investigate if Chinese suppliers 
are dumping. “I have no problems with consumers ben- 
efitting from cheap components, but I have problems 
with dumping products below cost-price since that 
adversely and unfairly impacts Indian industry,” 
says Labroo. 


SILK & TEXTILES 

STRAINING AT THE SEAMS 
On a quiet street in Ramanagram, some 
50 km from Bangalore, M. Imtiaz Pasha 
is Overseeing operations of a dozen semi- 
automated reeling machines. Pasha’s MIP 
Silk Industries is one of the several dozen 
units that employ some 7,000 people in this town. 
With India a seemingly distant second to the Chinese 
dragon in the silk market, life has become an uphill 
struggle for businessmen such as Pasha, who is also the 
president of the local reelers associa- 
tion. The strength of Chinese reelers is 
evident just outside the unit, where a 
wood-fired reeling unit lies defunct and 
employees focus solely on the newer 
electrically-run machines. “If we had 
stayed with wood, most of our units 
would have wound up in the face of 
increasing Chinese competition,” says 
Pasha, who has seen several businesses go 
belly up and as many as 3,000 one-time 
reelers head to larger cities such as 
Bangalore in search of work. 

Work on his wood-fired reeling unit 
may have ceased a couple of years ago, 
but that doesn’t mean that Pasha and 
many other Ramanagram reelers (an es- 
timated 500 of the 2,000-odd reelers 
have given up their licences) are doing 
much better today. “The industry’s losses 
are around Rs 5-10 crore today and in- 
solvency of several units means that it’s 
harder for us to approach banks to raise 
funds for modernisation and expansion 
of our facilities,” he contends. While 
local reelers such as Pasha and politicians 
(including the likes of Karnataka Chief 
Minister H.D. Kumaaraswaamy) argue 
that “dumping” of Chinese silk is to 
blame for the decline, others say that the 
sheer scale of Chinese silk farmers and 
production units makes Indian produce 
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Interdependence 


Total trade between 
India and China has 
risen sharply over the 


2005 
Figures are in $ billion 






a side-show on the global stage. 

The problem of cheaper Chinese imports is not re- 
stricted to Ramanagaram, or even silk. In fact, overall 
textile imports from China went up from $78.71 mil- 
lion in 2000-01 to $548.81 million in 2004-05. In the 
textile segment, the imported synthetic yarn and syn- 
thetic fabric from China is cheaper than what is possible 
to make locally. “We are able to compete with China 
in the international market but not in 
India,” says a member of the Andhra 
Pradesh Spinning Mills Association. He 
attributes this mainly to customs duty 
of 10 per cent on PSF (polyester staple fi- 
bre), a key raw material, which is making 
cost of production uncompetitive com- 
pared to China. And though PsF is also 
being made locally, the price matches 
with the landed price of imported PsF. 
Today, he says, a 40-ring spun PSF yarn 
can be sold in India at best at Rs 114 per 
kg, but got from China for as low as 
Rs 106 per kg. 


TOYS 

LIVING WITH CHINA 

The business of toys is no 
longer child’s play for 
Indian manufacturers. 
Increasing competition 
from Chinese players is 
changing the nature of the game. “Today, 
the total retail worth of toys sold in 
India is Rs 6,000 crore. Of this, nearly Rs 
2,500 crore are Indian made toys. The 
rest Rs 3,500 crore are Chinese made,” 
says Paresh Chawla, President of Toy 
Association of India. In fact, 90 per cent 
of the Indian toy industry output comes 
from the unorganised segment. Since 
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cheaper than Indian 
ones are benefiting local pharma industry 


imports of toys started in 1999-2000, the Indian toy in- 
dustry has been through a torrid time. More than half 
of the toy manufacturers shut shop, and today around 
1,500 players are operating in this industry, most of 
whom are small-scale players. That’s a far cry from 
2,500-plus players in 2000. 

“We are not against Chinese imports and neither 
- are we blaming Chinese manufacturers," says Chawla. 
“The problem is with Indian importers who are under- 
invoicing the Chinese products coming into the coun- 
try.” But increased competition has not been just bad 
news for the Indian industry. At one level, the quality 
of toys available in the domestic market has gone up. 
Furthermore, the better quality of toys has also meant 
that Indian exports of toys have also increased. 

Kolkata-based Funtoys, the second largest soft- 
toys brand in the country, started sourcing from 
China in 2002. Since then, the costs have come 
down by at least 20-25 per cent and the entire 
benefits have been passed on to the consumers, 
says Abhineet Gupta, Director, Fantacy Creations, 
makers of Funtoys brand of toys. The company 
imports raw materials for soft toys, electronic mod- 
ules for hi-tech toys and raw materials for plastic 
toys from Shau Tou and Changhai in China. 


CERAMIC TILES 

HITTING ROCK BOTTOM 

The Rs 6,000-crore ceramic tiles industry 
is yet another example of an industry 
that has been at the receiving end of 
cheaper Chinese imports. Industry play- 
ers say that the Indian tile industry is go- 
ing through a tough time, thanks to dumping of tiles by 
Chinese players at “unprecedented levels.” 

According to the Indian Council of Ceramic Tiles & 
Sanitaryware, the volume of dumped tiles in the local 
market is estimated to be around Rs 450 crore in 
2005-06. The industry body also says that the vol- 
ume of tiles dumped from China into the Indian do- 
mestic market has risen from 3.1 million square metres 
(2003-04) to 14.6 million square metres (2005-06). 
Meanwhile, the overall share of tile imports from 
China has increased from 39 per cent (03-04) to 81 per 
cent (2005-06). The problem is especially severe in the 
vitrified tiles segment, which is estimated to be worth 
about Rs 1,500 crore. “Over the last few years, the vol- 
ume of Chinese vitrified tiles dumped in the domestic 
market has gone up tremendously. In 2003, the Chinese 
market share in the vitrified segment was 20 per cent, 
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which rose to 30 per cent last year," says Vijay 
Aggarwal, Managing Director, H&R Johnson (India). 

Industry watchers like Aggarwal believe that dump- 
ing of Chinese tiles is due to an ‘inverted duty struc- 
ture', where a trader importing tiles from China pays 
only 5.37 per cent basic customs duty. On the other 
hand, Indian tile manufacturers importing raw materials 
such as abrasives pay much higher basic customs duties, 
sometimes as high as 10 per cent. That has made it 
more profitable for traders to import Chinese made tiles 
rather than make the tiles themselves. As a result, the 
prices of vitrified tiles have taken a beating over the past 
couple of years. In the last two years, vitrified tile 
prices declined from Rs 120 to Rs 40 per sq ft. Chinese 
vitrified tiles cost Rs 30 per sq ft. 


BULK DRUGS 

THE DEAD END? 

Hyderabad-based Virchow Laboratories 
might arguably be the first Indian bulk 
drug company to face an anti-dumping in- 
vestigation from China. Virchow is being 
investigated for allegedly dumping 
Sulfamethoxazole, an antibacterial and a widely used 
pharmaceutical ingredient—an allegation the com- 
pany denies. *We are not selling at a price below our 
cost of production. We make profit and sell at the 
market price of around Rs 323 per kg and our cost of 
production is lower than that," says Dr N. Venkata 
Reddy, one of the founders of the company. A case like 
Virchow's is a rarity in an industry where cheaper im- 
ports from China are more the norm. 

Plant Organics, another Hyderabad-based bulk 
drug company, had been importing its two raw mate- 
rials from China at $12 per kg (for 3-cholo 4 fluoro ani- 
line) and $8 per kg (for EMME or ethoxymethylene) to 
make Norfloxacin (an antibacterial) and sell at around 
Rs 1,200 per kg in the domestic market and export at 
around $45 per kg. 

But over time, input prices have fallen to $4.2 and 
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Toy Association’s Says 
that half the toys sold in India are Chinese 


$3.2 per kg respectively and the end product is made by 
Chinese players at as low as $25 per kg. Plant Organics 
no longer sells Norfloxacin in India (today available at 
around Rs 850 per kg). The company has been forced 
to look at regulated markets like Europe and Japan, both 
for export of end product and intermediates. 

Norfloxacin is just one of the active pharmaceuti- 
cal ingredients (APIs) or bulk drugs that is being imported 
into India at prices at least 10 per cent lower than its do- 
mestic equivalents. That is not all. Other drugs like 
paracetamol, analgin, ciprofloxacin, metronidazole 
and diclofenac sodium are also getting imported from 
China and sold at a cheaper rate in India (in all about 
a dozen such products). Ciprofloxacin, for example, 
costs Rs 1,200 per kg in India, but you can buy it for 
just Rs 1,000 per kg from China. Ouch! 


AUTOMOTIVE TYRES 
FLATTENING OUT 
| The Rs 14,500-crore Indian tyre industry 

has also been challenged by the imports of 
cheaper tyres from China. *Cheaper 
Chinese tyres are flooding the Indian 
market. Truck and bus tyres are espe- 
cially being imported in large numbers," says D. 
Ravindran, Director General, Automotive Tyre 
Manufacturers’ Association (ATMA). Ravindran adds 
that between April and September 2006 alone, 3.15 lakh 
truck and bus tyres were imported into India. That 
might seem minuscule compared to the Indian industry, 
which produces 1.2 crore bus and truck tyres a year. 

But industry watchers suggest that tyre prices are be- 
ing driven down to unreasonable levels thanks to 
Chinese imports that are, at times, 25 per cent cheaper 
than Indian tyres. Industry sources allege local im- 
porters of underinvoicing imports. “Underinvoicing 
is rampant among Indian importers. Other than that, 
Chinese players have structural subsidies built into 
the system like the exchange rate of their currency 
which makes their tyres cheaper,” says Arnab Banrjee, 
Vice President, Marketing, CEAT. 
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GIFTS & HOUSEHOLD GOODS 

THEY ARE ALL OVER 

From torchlights to table tennis racquets, 
and from crockery to transformers, 
Chinese goods have flooded the bazaars 
in India. It seems like most low-value, 
high-volume products sold in India are 
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predominantly of Chinese origin. Take the case of 
[Indian crockery and pottery manufacturers. Almost 80 
per cent of the ‘gifts segment’ of the domestic ce- 
ramic industry has been wiped out by Chinese imports, 
according to Sanjay Bhaskaran, Member, Indian 
Ceramic Society, Delhi chapter. In the last few years, 
60 of the 70 units in Delhi, Ghaziabad, Gurgaon, 
Faridabad, and Bahadurgarh have closed down. 

*Fuel accounts for about 30 to 60 per cent of the 
cost of making crockery and pottery, and the Chinese 
fuel costs are almost one-third of Indian costs," says 
Tejender Pal Singh, Chairman, BCPL Group, a Rohtak- 
based manufacturer of bone china and sanitaryware 
products. “Cheaper Chinese fuel is also difficult to 
explain because fuel costs are determined by global mar- 
kets," notes Bhaskaran. *How is that the Chinese are 
able to provide fuel at cheaper rates? Obviously, the 
Chinese government is subsidising fuel costs and a lot 
of cheap products are being dumped into Indian mar- 
ket. These products, particularly porcelain material, tend 
to be goods rejected by the American and European 
buyers," adds Bhaskaran. 

Similarly in the sports goods category, most product 
categories like sports shoes, fitness equipment, bad- 
minton racquets, nets, shuttlecocks, have been affected 
by Chinese imports. “The price advantage of Chinese 
badminton gear is, for example, such that you cannot sell 
Indian gear in any market, domestic or export," says Amit 
Mahajan, Vice President, Hansraj Mahajan & Sons, a 
Jalandhar-based sports goods manufacturer. Similarly, 
electronic components like capacitors, inductors, trans- 
formers and ICs are now available through cheaper im- 
ports and in some case the price differential is as high as 
50 per cent. “SMEs are finished in the electronics space to- 
day as we do not have the volumes and the laws do not 
seem to encourage smaller players," says a player who 
does not want to be named. 8 

ADDITIONAL REPORTING BY E. KUMAR 
SHARMA, KAPIL BAJAJ, RITWIK MUKHERJEE, 
KUSHAN MITRA AND RAHUL SACHITANAND 
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Value 





Ahoy! 


By 2010, the total premium collected by insurers will touch $72 billion (from 
$21 billion today), and life insurers will be managing assets worth $55 billion 
(from just $6 billion today). Want to hazard a guess as to how much these 
companies will be worth in three-to-five years? ANAND ADHIKARI 


F THE 50-YEAR-OLD LIFE INSURANCE CORPORATION 
(LIC) were to be valued in today’s market, it 
would probably run to several lakh crore. And 
the market price of each Rs 10 share would be 
mind-boggling (no analyst has attempted to 
calculate what the figure might be, but back of 
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the envelope estimates suggest it could be upward of 
Rs 1 lakh). It’s unlikely that India’s largest insurance 
company, with a 75 per cent market share, will float an 
IPO, but even if it does, the government will have to 
expand its capital base from the present level of Rs 5 
crore to make the pricing attractive to investors. 
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THE TREASURE 
TROVE, TODAY 


The top five private sector life 
insurers will be valued at 
around Rs 75,000 crore by FY09 


Business valued on basis of new-business-achieved profit 
Source: Merrill Lynch 


Max New York 
ife 


Figures in Rs crore 


What is more likely, however, is an IPO from one 
or more of the over a dozen private sector life in- 
surance companies. And valuations are likely to 
be as crazy as the notional one for LIC mentioned 
above. Consider this: the top five private sector 
insurers will have a combined valuation of $15 
billion by 2008-09, according to a recent Merrill 
Lynch report (see The Treasure Trove, Today). 

These soaring valuations are drawing new 
entrants—both domestic and foreign—into this nas- 
cent industry despite the losses suffered by the ex- 
isting players and the 24 per cent FDI cap. “These val- 
uations reflect the potential of the Indian life in- 
surance industry. The high GDP growth and under- 
penetrated insurance market offer tremendous growth 
opportunities,” says Gary Bennett, Managing Director 
of Max New York Life Insurance Company. Gaurang 
Shah, Managing Director of Kotak Old Mutual Life, 
agrees with Bennett but with a rider. “Factors like 
surrenders, claims and high expense ratios will affect 
valuations in future,” he says. These, naturally, will 
vary from company to company and those that 
manage these better will obviously emerge the win- 
ners (see The Key to the Cache). 

“It’s the regular premium business, rather than 
the single premium portfolio, that will create value,” 
says Deepak Satwalekar, MD, HDFC Standard Life 
Insurance Company, adding: “Value is created by reg- 
ularity and predictability of the premium flows.” Bajaj 
Allianz Life Insurance (which has the second-highest val- 
uation), Reliance Life and SBI Life are some private sec- 
tor insurers rolling out single-premium policies. 

But not everyone is comfortable with the sky-high 
valuations being bandied about. Says Shikha Sharma, 
MD, ICICI Prudentail Life Insurance: “We can expect to 
see more realistic valuations once companies make 
more disclosures.” Future valuations also hinge on 
the sustainability of growth, the interest rate environ- 
ment and the performance of the stock market. 

Over the past six years, the life insurance market has 
grown by over 100 per cent in terms of first premium 
income. But Sharma, who heads India’s most valuable 
private sector insurance company, cautions against 
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viewing this as a trend. “The rate of growth witnessed 
this year is an aberration. A 100 per cent growth rate for 
a large industry like ours is not sustainable,” she says. 
Max New York Life’s Bennett agrees. “We expect the 
market to grow at over 50 per cent over the next 
three years and at 25-30 per cent thereafter,” he says. 
Max New York Life, incidentally, focusses mainly on 
the traditional endowment products. 

The valuations issue, still largely notional and of ac- 
ademic interest at present, will really move to the cen- 
tre stage when these companies raise funds from the 
market or when regulations allow the foreign partners 
to raise their stakes from the current levels. The do- 
mestic players are keeping mum on what their joint ven- 
ture agreements say about this. “In a fast growing 
business like insurance, existing shareholders will dilute 








&& | hese valuations are reflective of the 
Indian life insurance industry's potential. 
The high GDP growth and under- 
penetrated insurance market offer 
tremendous growth opportunities for private 
sector insurers99 

Gary Bennett, MD, Max New York Life Insurance 
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their stakes only if they don’t have the capacity to 
bring in more funds. Given the expected growth over 
the next five years, I don’t think any shareholder will 
dilute his stake,” says the CEO of a private sector insurer. 

Another challenge going forward will lie in balancing 
growth with the need to build a quality portfolio. 
HDFC Standard Life's Satwalekar says: “We may not be 
the fastest growing company, but the stability and the 
quality of our portfolio is very high. We have a 90 per 
cent persistence level." Persistence level is the measure 
of renewal of existing policies every year. In insurance- 
speak, the higher the persistence level, the better the 
quality of the portfolio. 

Another question mark is the Unit-linked Life 
Insurance Policy (ULIP) portfolio of life insurance com- 
panies. According to the Merrill Lynch report, ULIPs ac- 
count for 85-90 per cent of growth for private insur- 
ers. ULIPs products are like a mutual fund scheme 
and the popularity of such products has coincided 
with the boom in the stock market. *The high pro- 
portion of unit-linked plans is not unique to India. It 
is driven by consumers' need for transparency and flex- 
ibility,” says Sharma. 

Sceptics say customers may switch over to debt 
schemes or even surrender such policies if the stock 
market enters a prolonged bear phase. But most 
players feel such fears are exaggerated. *We closely 
monitor the quality and profitability of business that we 
write," says Sharma of ICICI Prudential Life. 


&& We can expect to see more 
realistic valuations once companies 
disclose more information99 

Shikha Sharma, MD & CEO, ICICI Prudential Life Insurance 
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How life insurance companies are valued globally. 


New Business Achieved Profits (NBAP): Most research 
analysts in India have been using the new business- 
achieved profits (NBAP) model to value private sector 
life insurance companies by putting various multiples 
to the NBAP. The higher the multiple, the better the 
valuation. NBAP is actually a discounted value of future 
profits arising from new business written during the year. 
These profits are arrived at by attributing assump- 
tions for parameters like surrenders, expense ratios, and 
claims experience, among others. Insurance experts say 
NBAP is the best tool to value a young insurance 
business that is growing rapidly. In fact, NBAP is a very 
European phenomenon but now, some US companies, 
too, have started using this model. 


Embedded Value: Embedded value (EV) is the present 
value of future profit streams of the entire book, taking 
into account capital, business and other balance sheet 
items. It's akin to book value method of valuing a 
business. Globally, EV is used to value established busi- 
nesses by taking a multiple of EV. In India, if EV is used, 
the valuations of life insurers will go down, though it’s 
very difficult to do so because of the lack of adequate 
disclosures. 


66I’m not unduly worried about valuations, 


but there are factors like persistency, surrenders, 
claims or high expense ratio that could affect the 


valuations in future99 
Gaurang Shah, MD, Kotak Life Insurance Company 
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Smooth Motion Picture 
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Quick Motion Picture Response 
| of Plasma renders fast moving scenes, 
| such as sports and action movies 

smoothly and naturally. 


Free Viewing Angle 
Plasma 


The Plasma TVs maintain high contrast 
when viewed at any angle. That's why 
they're perfect for living-room use 
where everyone views the screen 
from various angles. 
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Superior Color Reproduction 
Plasma 


Plasma's self-emitting light pixel 
panel color reproduction is richer 
andmore realistic and natural. 
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106-cms Plasma 


e Generation 8 SD plasma panel 
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e HDMI input 
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e Motion Pattern Noise Reduction 
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Why Plasma? 





LCD 


In an LCD, however, fast moving 
images tend to blur leaving behind 
what is called a "trailer" effect. 
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When we view LCD TVs at a 45 — EZ: um ë 

degree angle, the contrast drops by i 

approximately 70%. 9 & 
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LCD 


Exceptional color-handling capability. 
But not completely accurate as 
itrelies on back light filter mounted 
reproduction. 
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Panasonic Brand Shop: Chennai: Ph: 044-42070455/66, Bangalore: Ph: 080-25635977/66. Helpline: Chennai: Ph: 044-65341111, Bangalore: Ph: 080-41531111, 


Delhi: Ph: 011-66404111, Mumbai: Ph: 022-2859491 1, Kolkata: Ph: 033-32981111. 
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BUT WHAT ABOUT THE RED BLOTS? 


Stringent regulation may be the culprit. 
te to 





The huge losses of private insurers (see Losses are Piling 
Up) are a result of Indian accounting rules that require 
life insurance companies to account for insurance 


expenses (which are as high as 40 per cent of the first 


premium) in the first year itself; whereas the returns 
from the policy are expected to flow over the life time 
of the policy in force. In the US, on the other hand, 
expenses are required to be evenly distributed over the 
term of the policy. If Indian insurance companies are 
told to follow US GAAP norms, all of them will 
turn profitable. 


@ The solvency margin—similar to capital adequacy in 
the case of banks—is very high at 150 per cent of the 
statutory requirement. The Insurance Regulatory & 
Development Authority (IRDA) is clearly playing safe by 
keeping a high margin to protect the interests of policy 
holders. Many life insurers feel it's an extremely 
expensive way to factor in safety. If this requirement is 
relaxed, capital will get freed, which can be used 
more efficiently. 


Even if one accepts that quality growth is taking 
place, the fact remains that the industry is not making 
any money. Most companies had expected to earn 








&& Ihe regular premium business will actually 
create value for a life insurance company 
rather than a single premium. The value in a 
life insurance company is created by 
regularity and predictability of the 
premium flows99 

Deepak Satwalekar, MD, HDFC Standard Life Insurance Company 
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LOSSES ARE PILING UP 

COMPANY ACCUMULATED 
LOSSES 

ICICI Prudential Life Insurance 952.80 

Max New York Life = = 39600 |. 

HDFC Standard Life Insurance —— 316.60. 

Birla Sun Life Insurance — 1 304.90 

Bajaj Allianz Life Insurance ` 204.30 

SBI Life Insurance 33.50 


Figures till March 2006 
Source: Company data 


Figures in Rs crore 


B The regulator today prohibits any other form of 


capital other than expensive equity to fund capital 


requirements. Globally, other forms of capital like 
debt, hybrid capital and preference capital are available 
to those in the insurance business. Funding a business 
through only equity will result in lower profitability as 
the higher equity base will affect key indicators of 
fundamentals like earnings per share and price-earnings 
ratio going forward. 


profits within 5-6 years of launch, i.e., by 2006-07; now, 
this has been extended to 2008-10 for most of the com- 
panies (see But What About the Red Blots?). spi Life 
Insurance is the only company to earn profits (starting 
2005-06), but insurers say the losses are primarily due 
to stringent accounting norms. “The losses are a trade- 
off between growth and profitability. You can easily be 
profitable by not growing at your full potential,” says 
an insurance industry expert. 

“One must understand that insurance is long-ges- 
tation industry that requires 8-9 years to break even,” 
says Bennett of Max New York Life. Experts say 
that if the government doesn't relax the FDI limit 
from 24 per cent to 49 per cent, the Insurance 
Regulatory and Development Authority (IRDA) will be 
under pressure to relax the stringent regulations to 
provide relief to private sector life insurers. “One way 
to free up capital will be to reduce the solvency mar- 
gin requirement, which is very high at 150 per cent,” 
says Shah of Kotak Life. 

So, as the industry continues to gallop ahead (only 
the speed is being debated, not the forward move- 
ment; and even here, the issue is: will it grow fast, or 
faster?), all eyes will remain riveted on the regulator to 
see if it relaxes the FDI limits or reduces the solvency ra- 
tio. But whatever happens, the consensus among in- 
dustry leaders is that the industry will attain critical mass 
very soon. And we haven't even counted LIC here. m 
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Ultra Motor’s Ghoshal (L) & 
Hero Exports’ Mun -" A big 
player enters the EV market 


RAJKUMAR 


Last year, of the 7 million two-wheelers sold in India, just 50,000 
were electric. But with a handful of manufacturers revving up, the 
market is set to double this year. vENKATESHA BABU & AMAN MALIK 
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VER SINCE HE GRADUATED FROM AN 
engineering college way back in 1973, Anil 
Ananthakrishna has spent his life developing 
electric two-wheelers. His first, named 
Vidyut 24 (the former means electricity in 
Hindi and the latter indicates the vehicle’s power in 
volts), was launched in 1983. It was a technical success, 
says Anil Ananthakrishna, but a commercial failure for 
a number of reasons. His company Eko Vehicles Pvt. Ltd 
did not have a proper distribution system, its manu- 
facturing system was not perfected, and since the sales 
volumes were low, retail prices could not be brought 
down. “At first, a radical idea is ignored, then ridiculed 
and finally accepted. I think the time for acceptance has 
arrived,” declares Eko’s Chairman & CEO. 

It’s once again one man who is passionate 
about the electric vehicle (EV) technology bet- 
ting his company on it. But this time around, 
there’s a difference. Soon after Eko launched its 
new electric scooter Eko Cosmic I in January 
2005, a small number of other players have en- 
tered the market as well. The UK-based Ultra 
Motors, which is an EV technology provider, has 
tied up with Hero Cycles to market a range of elec- are two others that have forayed into electric 
tric cycles and scooters in India. Another Ludhiana- two-wheelers (see Who’s on the EV Bandwagon?). 
based bicycle manufacturer, Avon Cycles, has also “There is a wide (market) gap between a bicycle and, 
launched a 35-volt “E-bike” that can do 40 km on a sin- say, a scooter or a motorbike. EVs will serve as great in- 
gle charge. Electrotherm India and Standard Batteries _ betweens," says Deba Ghoshal, Director (Marketing), 


Eko's Anil Ananthakrishna: "At first, a 
radical idea is ignored, then ridiculed 
and finally accepted" 






WHO'S ON THE EV BANDWAGON? 


An assortment of small and big companies. 





Company 
:Product/ Price/ Units Sold (What's the Plan? 
Electrotherm India Move up from low-power scooterettes to higher-power 
YOBykes/ Rs 16,000-36,000/ N.A. vehicles in the next few months, backed by 250 exclusive 
YoWorld and YoPoint retail outlets by the end of March 
TN «cR 2007 | 
Standard Combines This combine harvester manufacturer moved into cranes and 
— JA Standard/ Rs 27,000/ 1,400 then into two-wheeler EVs two years ago; plans to have 400 
EM  Á |  dealesnationwideforits EVS U — 1 
[Hero "Ultra Motors Two-wheeler giant Hero Group moves into the market and 


000-28,000/ N.A. ties up with a UK-based firm to try and translate the latter's 
success in the Indian market 


Punjab-based cycle manufacturer moving up the chain 
booming EV market and plans to target 
9,000 units a month eventually ` 


N.A.: Not available Source: Companies 
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Electrotherm's MD Mukesh 
Bhandari: 7.7 million EVs over the 
next decade, says the firm's research 


Ultra Motor Company. Adds Onkar Singh Pahwa, 
MD, Avon Cycles: “China is.witnessing a revolution of 
sorts. They sold 7.5 million E-bikes in 2004 and 10 mil- 
lion in 2005. So, we expect at least a market of 2 
lakh vehicles in India this year." 


Opportunities Galore, But... 


There's no doubt that India is a two-wheeler nation. In 
2005-06, more than 7 million two-wheelers were 


THE EV PROS AND CONS 





Standard Combines' Choubey: "It 
was only last year that companies 
evinced great interest in this segment" 





KESHAV RA 


Kaiser Auto Moto MD Wasi-Ur- 
Rahman: "India is the next big opp- 
ortunity in this fast-growing market" 


sold in the country. Of these, 5.81 million were mot- 
orcycles or step-throughs, 9.08 lakh were largely 
scooterettes and another 3.32 lakh were mopeds. A 
bare 50,000 were electric two-wheelers. By the end of 
this financial year in March, two-wheeler sales will 
surge past the 8-million mark, and Ev sales should dou- 
ble to 1 lakh. One reason behind it is, of course, the ris- 
ing affluence of India's middle-class consumers. 
Another is the soaring cost of fossil fuel (read: petrol), 


Currently, disadvantages outweigh the benefits of electric two-wheelers. 


Pros . Cons 
| Mileage per charge is as little as 50-80 km and overnight 
| recharge is mandatory 


The electric motor and batteries need to go through costly 
| overhauls regularly 


| Availability, since EV makers are unknown and retail 
| spread limited 


_ Limited speed and pick up; therefore, limited to 
| personal commuting 


| No public charging points (paid or unpaid) in India for now 


Lower cost per kilometre (Rs 0.40/ km) vs 
petrol-driven vehicles (Rs 2/ km) 


Lower cost of maintenance since there 
are fewer moving parts 


Is environment-friendly since EVs have zero 
harmful emissions 


some bikes don’t require a licence to operate 
and others are auto-geared 


Lighter and more efficient Lithium lon batteries 
are being developed 


Growing acceptance as a second two-wheeler 
for short trips 


| More expensive than equivalent petrol vehicles 
. | due to tax structure 


Load carrying capacity is getting better 24 Yet, current electric two-wheelers can carry only 


with new models | 


| 100-120 kg of weight 


I Entry of players like Hero Group lends | Most players import Chinese CKDs and assemble. 
I 


credibility to the sector 
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After sales service is poor 
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Avon Cycles’ Onkar Singh Pahwa: “We expect at leas 
market of 2 lakh (electric) vehicles in India this year” 


and yet another, the concern over global warming 
due to emissions. Last year, India imported oil worth 
Rs 1,97,600 crore, of which vehicles consumed 40 per 
cent. If that bill can be cut by even 1 per cent, that’s 
Rs 7,900 crore in annual savings. “Market research 
undertaken by us indicates a potential demand for 7.7 
million EVs over the next decade,” says Avinash 
Bhandari, Director (Operations), Electrotherm. 

The concept of EVs is not new. A workable proto- 
type was first produced in America as early as 1834, and 
till the late 1890s, EVs were considered to be the future. 
But then the internal combustion engine came along and 
quickly became the standard on most vehicles. Ev-related 
work was put on the backburner by most vehicle man- 
ufacturers, and research limped along. As a result, Evs 
today have several handicaps. They cost, on an average, 
50 per cent more than their IC-counterparts. Explains 
Ghoshal: *The motor, controller and batteries together 
constitute two-thirds of the vehicle cost," implying 
that there's little scope for reducing the vehicle price. 
Why do these components cost so much? Simply bec- 
ause there haven't been any technological break- 
throughs in any of them, therefore, costs have remained 
static. In a price-sensitive market like India, higher 
cost of EVs has meant slower adoption. That apart, there 
are logistical issues. Conventional lead acid batteries offer 
limited range—for instance, most EVs today can at 
best do 80 km on a single, six-hour charge (see Tbe Ev 
Pros and Cons). To make matters worse, there are no 
public electric charge stations in the country. 

Recent improvements in battery technology and the 
steady rise in fuel prices have made Evs attractive. “It 
was only last year that companies evinced great inter- 
est in this segment," says V.K. Choubey, Deputy 
Director of Standard Combines. Ananthakrishna's 
firm has sold 2,500 Eko Cosmics since its launch in 
January 2005, and Standard has done about 1,400. But 
for EVs to become affordable, the government needs to 
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BEYOND ELECTRICITY 


Can biofuels upset the EV calculations? 


HILE EVS HAVE CAUGHT THE ATTENTION AND 
W imagination of a large section of the alternate 

fuel market, there are quite a few other 
options. These include ethanol, bio-diesel, natural 
gas, propane and hydrogen. Ethanol in India is derived 
from molasses, a by-product of sugar manufacturing. 
India is the second-largest producer of sugarcane (at 
280 million tonnes per annum, next only to Brazil) and 
is already experimenting with ethanol-blended petrol. 
There are nine states where petrol is being blended (5 
per cent) with ethanol, and the Union petroleum min- 
istry is looking at enhancing the blend ratio to 10 per 
cent and making it a standard across the country. 

Bio-diesel is derived from vegetable oils and an- 
imal fats. In India, though, bio-diesel is derived 
mainly from the seeds of Jatropha plant and that of 
Indian beech tree. Since Jatropha can be grown on 
wastelands and yields more than four times as much 
fuel per acre as soyabean and nearly 10 times that of 
corn, the Indian government has encouraged culti- 
vation of this shrub-like plant. Even private sector play- 
ers such as Reliance Petroleum have been attracted 
to the potential of this shrub. 

Compressed Natural Gas or (CNG) is a widely 
used alternate fuel in India. The country is believed to 
have more gas than petroleum reserves. Propane or 
Liquefied Petroleum Gas (LPG) is another widely used 
alternate fuel. Even mainstream car manufacturers 
such as Maruti Udyog today offer an LPG alternative in 
some of their vehicles. Hydrogen fuel vehicles are con- 
sidered the Holy Grail, as hydrogen is abundant in 
nature. However, the technology is yet to be perfected. 


chip in too. In particular, the manufacturers want 
excise and sales tax benefits, besides changes in the 
Automotive Research Association of India (ARAI’s) 
guidelines. *Currently, any electric motor above 250 
Watts cannot get ARAI clearance. There's no explanation 
offered," says Ghoshal. *Throughout the world, motors 
are getting more and more powerful from a perform- 
ance and safety perspective," he adds. Ananthakrishna 
agrees, stating that ARAI’s guidelines for EVs are archaic. 
He says the regional transport authorities (RTOs) need 
to be educated about Evs, since sometimes they either 
refuse to register such vehicles or unnecessarily harass 
the owners. *Evs will remain (a niche segment) for 
the next two years and in the third year we will see it 
gain critical mass and become mainstream," says 
Naveen Munjal, Chief Executive of Hero Exports. 
For entrepreneurs such as Ananthakrishna, who've 
spent decades pursuing their electric dreams, two years 
should pass in a blink. m 
ADDITIONAL REPORTING BY RAHUL SACHITANAND 
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HEY CAME; THEY SAW; 
and then nothing hap- 
pened. That, in a nut- 
shell, is the story of for- 
eign direct investment 
(FDI) in India's mining sector, which 
hasn't quite managed to live up to 
its potential —only around $100 
million (Rs 440 crore at current 
exchange rates) has been invested 
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over the last 16 years, and worse, 
this accounts for a mere tenth of the 
total foreign investment approvals in 
the sector. But now, the sentiment 
seems to be improving, as was evi- 
dent in January-end at the World 
Economic Forum at Davos. On the 
sidelines of the forum, when senior 
Indian government functionaries 
were courting global mining com- 





panies, the response was over- 
whelming. Says Minister of State 
for Commerce Ashwini Kumar: “At 
the table were more than half-a- 
dozen mining majors, including 
some of the biggest names like BHP 
Billiton, Rio Tinto and Alcoa.” 
There’s a reason for this; and 
no, it isn’t merely because global 
prices of metals are rising. The gov- 


ernment is now in the process of 
fixing the policy bugs that have im- 
peded private investments in the 
mining sector. The National 
Mineral Policy (NMP) 2007 will be 
considered by the Union ‘Cabinet 
shortly. What are the salient fea- 
tures of the policy? And will it 
make a significant difference to 
various stakeholders? 





Seamless Clearances 

A serious regulatory disconnect to- 
day plagues the key aspects of the 
mining business—reconnaissance, 
prospecting and mining. For ex- 
ample, the current laws do not pro- 
tect the investments of an explorer 
who strikes a mineral—he does not 
automatically get the rights to ex- 
tract it or transfer the extraction 
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Where are the Mines? 


The top mineral-bearing states and what 
| | 
they hold 3789 
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939 
| 


Dolomite 


44 


Bauxite Limestone 


lron ore relates only to 
haematite ore 


Figures in million tonnes 
Source: Government data 


rights to another party. 

Since the upside of a discovery is 
not protected by law, very little in- 
vestment has flowed into the sector. 
As a result, the only minerals that 
have been exploited are those close 
to the surface of the earth—like 
hematite (iron ore), bauxite (alu- 
minium) and limestone (which is 
used in the manufacture of cement). 
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bt minerals 


The new policy seeks to fix this 
problem. Hence, a seamless link- 
age from prospecting to mining is 
envisaged. And investors, including 
some global companies looking to 
infuse some much-needed cash into 
this sector, are visibly excited. Says 
Nik Senapati, Country Manager, 
India, Rio Tinto: “The policy rec- 
ommendations sound positive; we'd 
be happier still if the government of- 
fers some clarity on issues relating to 
the security of tenure." 

So, which minerals will become 





attractive under the new regime? 
Titanium is a mineral you quite lit- 
erally have a brush with every morn- 
ing (it is there in your toothpaste). It 
is also abundantly used in airplanes 
since it is lightweight and strong. 
Its mineral base (limelite) has the 
highest presence in the beach sands 
of the country, though it is among 
the least exploited metals across the 
globe. Clearly a new-age metal, its 
exploitation will require more than 
mere security of investment in var- 
ious business segments. Here's why: 


. over 400 mining projects are lang- 


uishing on account of environmental 
clearances. Through the NMP 2007, 
the government plans to ease this 
bottleneck by reducing the extent of 
regulation. “Environment Impact 
Assessment will not be made 
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Sitting on a gold mine: Provided the National Mineral Policy 2007 delivers 


A NEW MINING REGIME 


NMP 2007 proposes the following: 


m Automatic and seamless transition from 
.. prospecting rights to mining rights. 


m Security of tenure for concessionaires. 

m Grant of Large Area Prospecting Licence, 
whereby a company can undertake 
prospecting work over a large area. 


vehi — ai 


m Private-public participation for mining 
..mfrastructue. — 


oM — ——À Í — —À 


m Easy and transparent norms for transfer of 
prospecting and mining licences. 


EX ; 


mandatory for projects where the 
mining area is less than 50 hectares," 
says a government official. 


Time Matters 

But rules and: procedures are just a 
part of the problem. The state is 
wont to drag its feet on approving a 
project; this often stretches to sev- 
eral years. But, under the proposed 
policy, if a state fails to dispose of 
applications within a prescribed 
time limit, an independent tribu- 
nal will be empowered to force a 
decision on the state. Yet, the in- 
dustry is not convinced. “What 
good will a policy do if the project 
file doesn't move past the bureau- 
crat's table?" asks R.K. Sharma, 
Secretary General, Federation of 
Indian Minerals Industries (FIMI), 





the apex body of the minerals sector 
in India. *It is incumbent upon the 
government to ensure transparency 
and fair play. Until then, it will, at 
best, be a moth-eaten initiative." 
The policy, when it becomes of- 
ficial, will also result in a windfall for 
states. It proposes that royalty be 
calculated on an ad valorem basis; 
this, it has been estimated, will result 
in the states earning additional rev- 
enues of Rs 2,400 crore per annum. 


. The present fixed tonnage-based 


royalty gives them only about 
Rs 600 crore every year. 


Ironing out Issues 

The policy is expected to provide a 
fillip to mining of minerals like 
limelite, gold and diamonds, but 
there's one mineral that requires 
very little push, if at all—iron ore. 
Here, the problem is not of insuffi- 
cient reserves or lack of interest on 
the part of investors. The road- 
block here is socio-political in na- 
ture. For example, the Government 
of Orissa is working actively with 
South Korean steel major POSCO 
Steel, to expedite its $12-billion 
(Rs 52,800 crore) 12 million tonne 
project in the state. But the acqui- 
sition of land is proving to be a 
problem. The contentious issue: re- 
habilitation of displaced persons. 
The Centre has to finalise its Res- 
ettlement and Rehabilitation Policy, 
and the absence of a uniform policy 
across the country is leading to in- 
vestment uncertainties. Soung Sik 
Cho, CMD, POSCO India, however, 
professes optimism but goes little 
beyond saying that he is confident 
that POSCO will *acquire the required 
land in the near future with strong 
support from the Orissa 
government". 

While states like Orissa, Jhar- 
khand, Chhattisgarh and Karnataka 
are keen to invite investments from 
companies—like POSCO, and Tata 
Steel—that are willing to invest in 
“value addition" (read: setting up 
manufacturing capacities), they are 
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IRON ORE: PROBLEM OF CAPTIVITY 


CLASS OF CONSUMERS 
2001-02 


Consumption from captive mines 234 
Consumption from non-captive mines 142, | 
Total ore consumption 7.7 
Exports 416 
Total production 862 


Figures in million tonnes 


reluctant to open the gates for those 
interested only in mining and ex- 
porting ore, either to neighbouring 
states or to overseas markets. The 
proposed policy addresses this is- 
sue by forcing states to award min- 
eral concessions even in the absence 
of value addition. Says V.K. Jerath, 
Secretary, Department of Industries, 
Government of Maharashtra, where 
several sponge iron units are lo- 
cated: ^We already have a conces- 
sional policy, which encourages cap- 
tive use of mineral resources, in 
place. NMP 2007 will, however, force 
us to fine tune this." 

The issue of iron ore exports is 
fast turning into a hot political de- 
bate. Union Minister of Steel, 
Chemicals and Fertilisers Ram Vilas 
Paswan recently shot off a letter to 
Prime Minister Manmohan Singh 
and Finance Minister P. Chida- 
mbaram demanding that exports 
of iron ore be banned. “Exports 
will lead to faster depletion of re- 
sources, thereby forcing our units to 
close down," he says. Is the do- 
mestic steel lobby behind this? One 
can only speculate. The state-run 
National Mineral Development 
Corporation (NMDC), which exports 
around 3 million tonne of high 
grade iron ore annually, has also 
had to face political heat. Explains 
B. Ramesh Kumar, CMD, NMDC: “In 
1991-92, we were exporting 74 per 
cent of our total production against 
only 3 per cent today. In fact, the 
spurt in demand for steel has en- 
sured that we mostly service the 
domestic sector." There's obviously 


Non-captive mines have been feeding the demand for iron ore. 


2002-03 


IRON ORE CONSUMPTION 
2003-04 





15.9 

41 — (49 
480 625 
990 1228 


2004-05 2005-06 


262 | 288 
218 |. 236 
48.1 525 
78.1 | 892 
1459 1544 


Simply Soaring 


Global prices of metals have soared over the 


last few years 


1,657.75 
Feb. 5, 04 


2,588.5 
Feb. 5, '04 


1,058.75 
Feb. 5, '04 


6,515 
Feb. 5, '04 


Prices in $/tonne 


12,325: . 
Feb. 12, ‘07,8 


source: Industry data 














Stuck in red tape: Iron ore mines 


an urgent need to have some clarity 
on the issue, but the constraints of 
coalition politics have ensured that 
it remains on the backburner. 
Budget 2007, meanwhile, has 
slapped an export duty of Rs 300 
per metric tonne on iron ore and 
Rs 2,000 per metric tonne on 
chrome ores. How this affects the 
plans of individual companies will 
soon become evident. 

Legal cases also sometimes play 
spoilsport. Arcelor Mittal’s request 
for ore reserves from the Chiria 
mines in Jharkhand is stuck on 
account of a public sector steel giant 
Steel Authority of India’s legal claim 
on it. The Centre is driving an out 
of court settlement since it feels 
that the reserves far outstrip SAIL’s 
needs in view of their future ex- 
pansion plans. L.N. Mittal, Chair- 
man of the company, meanwhile, is 
being wooed by the governments of 
both Jharkhand and Orissa. He is 
planning to set up a 12-million 
tonne plant at an investment of 
Rs 40,000 crore. 

But all these investments and 
proposals hinge crucially on NMP 
2007. Will it deliver what it prom- 
ises? Experts say that given the im- 
mense job creation potential of the 
mining sector, the political class has 
a vested interest in seeing it through. 
Quick clearances and security of 
investment are, after all, sine qua 
non for greater investment flows 
to the sector. And if the policy fails 
to live up to expectations, the min- 
erals will remain where they have 
been for millions of years. ü 
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BACK 


In possibly the first experiment 
of its kind in India, some 3,000 
mom-n-pop stores in Rajkot, 
Gujarat, have come together to 
take on modern retailers. There’s 
no guarantee their initiative will 
succeed, but without it, their 
failure is almost certain. 

PALLAVI SRIVASTAVA 


RIVING INTO RAJKOT’S DHARMENDRA ROAD, 
a down town shopping area, from 
B Ahmedabad on a recent afternoon, one 
y doesn't expect to see too many people in 
š the streets. For one, Rajkot is a relatively 
small town (population: 1.35 million). For another, it’s 
a weekday. But there's a third reason, and the one that 
has prompted me to come all the way from Delhi: 
Rajkot’s traditional retail formats (for the sake of sim- 
plicity, I will be referring to them as kiranas, or neigh- 
bourhood stores) are under attack, and, no prizes for 
guessing, the culprit is modern retail. 

At this point in Rajkot's history, modern retail 
boils down to just one mall, the Iscon Prozone Mall, an- 
chored by Kishore Biyani's hypermarket chain, Big 
Bazaar, and lifestyle store Pantaloons. There are other 
retail chains as well, including Subhiksha and Adani 
(now part of Reliance Retail), but these entered the city 
only last June. Therefore, to say that the 400-year-old 
city's mom-n-pop retailers are under attack may sound 
like a lot of exaggeration. But talk to the small retailers, 
and they will tell you—besides pointing to the empty 
streets—that they can already see the writing on the 
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United we stand: Rajkot Chamber™ 
of Commerce’s Bagdai (middle, both 
arms raised) with local retailers 





wall. *My shop is 40 years old and we sell utensils and 
crockery of reputed brands like La Opala, Borosil, 
Coral, and Diplomat, but ever since the malls started 
selling cheap Chinese crockery and smaller brands 


The big competitor: Big Bazaar at the Iscon Prozone Mall 
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GETTING 
ORGANISED 


If you can't beat ‘em, join ‘em, 
say Rajkot's kiranas. 


li The Front-end Plan 

All the 3,000 small-time 
retailers plan to rally under one 
shopping mall or complex, and 
offer modern facilities such 

as food courts, ATMs, and 
entertainment (gaming) 


B The Back-end Plan 


Do collective buying to increase 
the negotiating powers of small 
retailers vis-à-vis the bigger, 
modern retailers 

Ds ustomers 
Offer same denim hygiene 
and service levels as modern 
retailers, while continuing to 
do things like home delivery 
II Sharing Logistics 

To reduce infrastructure costs, 
create common warehousing 
facilities, database and 
connectivity, besides 

common parking facilities 


PHOTOGRAPHS BY RITESH SHARMA 


headed to Rajkot (see Destination Rajkot), Kotecha and 
his peers have plenty to worry about. 

But, then, don't forget that this is Gujarat (Rajkot is 
about 218 km from Ahmedabad), and home to some of 


that had never entered the city before, my sales are 
down more than 20 per cent over the last six months," 
laments Nayan Kotecha, a 29-year-old who mans his 
family store in Dharmendra market. With more retailers 


FEAR THE MALLS? 


So far, shopkeepers in key shopping districts haven't seen their sales get hit because of malls—of which there's only one in Rajkot. 


48 
Down Town: 


Better Than the Rest 


Less than half of the shopkeepers 
say their sales have been affected. 


e ees 


"i 3 ‘Not 


More Replied No 
than 50 Change 


I 3 


"an 20 31-40 


Figures in per cent 


Mid-Town: 
Beginning to Hurt 


About half of the shopkeepers are 
reporting 10 per cent drop in sales. 


fm 





137719 
| m 2] 
1-10 21-30 41-50 Not 
11-20 31-40 More Replied No 
than 50 Change 





38 
Up Town: 
The Worst Off 
62 per cent of shopkeepers say 
their sales have been affected. 
18-14... 13 
21-30 4]- L Not 
gi 20 31-40 More Replied No 
than 50 Change 


Source: T.N. Rao College of Management Studies, Rajkot 
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the savviest business communities in 
the country. So, far from rolling over 
and playing dead, Rajkot’s kiranas, 
some 3,000 of them, are coming to- 
gether to take on modern retailers at 
their own game. A brainchild of 
Rajkot Chamber of Commerce & 
Industry (RCCI) President Hitesh Bagdai 
(who, in turn, roped in Delhi-based 
consultancy Technopak to devise a 


RAJKOT 


Ee Td ci 
DESTINATION 


A handful of malls is to 
open in the city 
by the end of 2007. 


lll Iscon Prozone Mall 
Operational, 170,000 sq. ft 
(Pantaloon and Big Bazaar) 


bigger retailers. Others tell similar 
stories. ^With diminishing sales, I 
have almost halved my sourcing and 
even removed the HLL Super Value 
scheme and started keeping locally- 
made products to supplement my in- 
come, but I am sure that with the 
Chamber's help, small grocers like 
me will also be part of (the manufac- 
turer's) promotional campaigns and 


strategy), the Rajkot experiment is ; eventually get my customers back,” 
both ambitious and unique. The plan ats Er says 43-year-old Raju Bhai Manwani, 
is really simple: Create an umbrella as- ^ who says sales are down for the first 
sociation under which Rajkot's frag- W Crystal Mall time in 23 years. 

mented retailers can rally around and 190,000 sq. ft (Anchor: Croma) 

start becoming more organised in Bi Iscon Mega Mall The Rise of 'Small-Marts' 
terms of how they buy and sell, and 200,000 sa. ft (Westside) To start with, the Chamber plans to 
how they manage their inventories — — .. . X develop three market clusters in the 
and customers. “I think the Chamber W Ozone Mall first year. The first cluster to be de- 


is on the right track and if survival 
means getting together and spending 
a bit more on marketing, I don't mind it,” says Kotecha. 

A question of survival it is, as Bharat Thakkar, 
owner of Options, a four-storeyed branded-goods store 
in Rajkot's tony shopping district, Dr Yagnik Road, 
has discovered. Come March 31, Options, Thakkar 
says, will see a 10 per cent drop in sales over last financial 
year. The store's in-house merchandiser says that he has 
had to change his sourcing points, as his customers 
have become more brand-conscious with the advent of 
big retail in the city. In fact, apart from losing cus- 
tomers, Thakkar has lost employees as well to the 
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100,000 sq. ft (PVR) 


veloped will be in the old areas of 
Rajkot, comprising the three parallel 
markets of Dharmendra Road, Lakhajiraj Road and 
Gheekanta Road, which also happen to be the oldest 
market lanes in the city. Here, the shops range from tea 
shops to garment/saree shops to those selling electrical 
appliances. The Rajkot Municipal Corporation (RMC) 
has already widened the roads here and although the 
complete makeover will take some time, the vendors are 
excited about the project. “When conceptualised, this 
will give us the scope to not only retain our customers 
but also become a shopping centre as attractive as the 
malls,” says Sarju Karia, who runs a hosiery store, 
Liberty, in Dharmendra market. 
The second cluster to be devel- 
oped would be at Dr Yagnik Road 
and the third at Kalawad Road. 
These clusters will be developed 
like any other shopping complex, 
with street furniture, decorative 
lighting system, systematic billing 
and hygienic food outlets. There 
will be common sourcing and ware- 
housing of goods, common adver- 
tising, marketing and below-the- 
line activities and a single identity 
created via common designs and 
colour schemes for all stores on the 
street. All stores in this model will 
have a unique identity and shop- 
pers would be given discount 





w 


Prabhudas K. Tanna’s saree shop is three generations old. He fears he may 
lose customers once branded saree stores come to town 
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PEACE OF MIND WHEN IT REALLY MATTERS 


More than just a leisure destination, Singapore has firmly established itself as Asia's premier 
healthcare hub and the choice destination for an increasing number of international patients 
each year. For they share a common confidence in a world-class healthcare system that pushes 
the boundaries of excellence. With advanced technology and the latest and safest drugs for 
better diagnostics and outcomes, all delivered by the region's leading medical professionals, it's 
no wonder healthcare visitors and their families find peace of mind in Singapore during their 
time of need. www.singaporemedicine.com 
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www. singaporemedicine.com 


UNIQUELY 
Singopor e 


visitsingapore.com 








£ 


9x TENA 


UAE 
ht 


ix 





QE SN TORR gor na A UO 5 7? 


SOME BIG RETAILERS A ARE STEPPING UP THER 


PRESENCE IN THE CITY 
W Subhiksha Hyp 





@ Future G 


Has one each of PANEKU, Big Bazaar, Gini & Jony. intends to spread | 
across the city, even expand i in other areas, specifically in the old market area | 


WE Reliance Retail 


Plans to open eight Reliance Fresh Stores by year-end (including Adani). 


E Croma 


The consumer secius: retailer will open its first showroom by April ` 


W Adani (now part of Reliance Retail) 


Has five stores as of now 


lB HLL Super Value 


The FMCG giant's self-service format that partners with local gus has 


34 outlets in the city—down from a high of 50 


coupons on purchases from any shop on the same 
street (see Getting Organised). 

For the first cluster, the Chamber has already re- 
ceived RMC’s permission to convert a defunct vegetable 
market into a multi-storey parking lot, which will con- 
nect the three market roads to the main road. The 
corporation has also set aside a budget of Rs 5 crore for 
the cosmetic changes of the old city area, and part of that 
money would fund a planned makeover of the mar- 
ketplace as well. RMC has also decided not to sell any 
more land in the old city area for any sort of commer- 
cial activity. For back-end operations, the Chamber 
has sought the Gujarat State Civil Supplies Corporation’s 
(GSCSC) permission for the use of warehousing and 
other facilities belonging to “Kalpataru” Super Markets, 
a defunct departmental store chain owned by Gscsc. “We 
will help the group in any way we can, whether it is in 





y rket 
Currently has one, but plans to add another seven by June this year 
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| New & happening: Iscon Prozone Mall 


creating a special purpose vehicle (SPV) or giving them as- 
sistance in infrastructure,” says Vijaykumar Rupani, 
MP, who thinks this is the only option available for 
the traditional shopkeepers. “Almost Rs 5 crore will be 
needed for the backward integration in the first phase, 
but almost all the money needed can be raised inter- 
nally,” says Tecknopak’s Anil Rajpal, who is assisting RCCI 
in the initiative. 

Yet, the Rajkot experiment is fraught with risks. The 
biggest challenge is, of course, keeping all the 3,000 re- 
tailers together, even as they compete with each other— 
and not just larger retailers—for customers. It would be 
reasonable to say that some of the small retailers will 
necessarily shut shop, while some others will find 
their own niches in terms of products and customers to 
survive. That is already the case in older retail markets 
such as Chennai. Helping traditional retail survive are 
also manufacturers, who see it as a 
foil to modern retail. “We are track- 
ing these developments closely and 
our strategy will evolve in course of 
time,” says Milind Sarwate, Chief 
Financial Officer, Marico. 

The Rajkot experiment, as 
Bagdai explains, is not meant to 
counter the rise of modern retail 
(“we are not against modern ret- 
ail," he clarifies), but to help tra- 
ditional formats become more like 
modern retail. There's no guar- 
antee that the RCCI's initiative will 
succeed, but without it, the death 
of Rajkot's mom-n-pop stores is 
almost certain. M 


Bharat Thakkar (in front), owner of a four-storeyed branded-goods store, 
has not only lost customers but also employees to the bigger retailers 
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THE FOURTH BT-CIRRUS IMAGE 
REVIEW OF CEOS, UNION ECONOMIC 
MINISTERS AND COMPANIES THAT 


PRESS IN 2006. 
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STOP PRESS: 
THERE'S RIL IN MY HEADLINE 


ONCE AGAIN, 








RELIANCE 
INDUSTRIES 
TOPS THE 
CHARTS AS 
THE MOST 
WRITTEN 
ABOUT 
COMPANY $% 
IN INDIA INC. MM 


Z 
ma y 


BHASKAR PAUL 


(cars, utility vehicles & trucks) 


RANK COMPANY TOTAL VISIBILITY — TOTAL IMAGE QUALITY OF RANK COMPANY TOTAL VISIBILITY — TOTAL IMAGE QUALITY OF 
SCORE SCORE EXPOSURE SCORE SCORE EXPOSURE 
1 Tata Motors 101,948 129,693 127 |  Bajaj Auto 45.053 58,204 129 
2 —— Maruti Udyog 82,860 101,550 123 2 Hero Honda Motors 32,25] 42.913 133 
3 ` General Motors India 67,729 79,807 118 3 TVS Motor Company 20,039 27,745 138 
4 — Mahindra & Mahindra 51,231 74,547 146 4 . Suzuki Motors 14477 17,879 124 
5 Hyundai Motor India 49.242 66,745 136 5 . Kinetic Motor Company 7,074 9,339 132 
6 Ford India 48,478 56,962 118 6 Yamaha Motor Escorts 6,596 8,493 129 
7 Toyota Kirloskar Motor 44 829 61,703 138 7 . Honda Motorcycle & Scooter India — 6,591 7,382 112 
8 Honda Siel Ltd 39,760 60,039 151 8 Kinetic Engineering 2,213 2,997 135 
9 DaimlerChrysler India 30,454 36,005 118 9 IML. 1,766 1,660 94 
10 Ashok Leyland 17,009 25,382 149 10 Eicher Motors 1,279 1,294 101 


Quality of exposure: Denotes tone of coverage; a score of 100 indicates neutral; above 100 positive, and below 100 negative 
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DOUGLAS BAILLIE/ HUL 
Last year, Baillie took over as 
the CEO, but decided to 





maintain a low profile in 
media. That, however, didn't 
go against Hindustan 
Unilever 











UKESH AMBANI MAY NOT LOVE INDIAN MEDIA MUCH, 
but the media loves him and his Reliance Group just the 
same. So, when Business Today commissioned Delhi- 
based image monitoring firm, Cirrus, to find out who were 
the biggest newsmakers in corporate India (starting this 
year, the BT-Cirrus study considers Union economic ministers as well) last year, 
it didn't come as a surprise that Ambani's Reliance Industries had once again 


topped the charts. 


After all, 2006 was a big year for Reliance Industries (and we are not talking about 
Reliance Retail, which is considered as a separate entity for the purpose of this study). 
The year began with RIL formally handing over control of the four demerged companies 
(Reliance Natural Resources, Reliance Communication Ventures, Reliance Energy 
Ventures and Reliance Capital Ventures) to Ambani's younger brother Anil, with whom 
he split in 2005. Soon thereafter, American oil giant Chevron announced that it was 
picking up a 5 per cent stake in Reliance Petroleum for $300 million, with an option 
to increase the stake to 29 per cent. And when the company, which plans to set up a 
Rs 27,000-crore refinery with a capacity of 580,000 barrels a day, came out with its 





THE TOP 20 











IPO in April, it was oversubscribed 50 times. 





COMPANY TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
- SCORE. SCORE EXPOSURE 
Jet Airways DED 97 GM 
Air Sahara 612017 67315 110 
Air India — — — ao 489 MES 
hir Deccan 42025 45838 .. 108 
nas BEEN 45,451 109 
Kingfisher Airlines — — 36695 — 47998 131 
SpiceJet — 1.26993. 34431 78 
Goir &—á 900. NEENES 133 — NU 
British Airways — — à  — 5106 5400 — 106 — 
Lufthansa — 4185 4371 104 








HDFC Bank 
IDBI 


BANKING 





State Bank of India 86 151 
ICICI Bank 61726 - 


Standard Chartered Bank — 25073 
HEC CU Q 
Punjab National Bank — . 


UTI Bank — 
ABNAMRO. &w— OL 
Bank of Baroda 141 





TOTAL IMAGE 
SCORE 





Reliance Industries 158,240 — 17581 ii 
Ht 175579 DENN 
Infosys Technologies 91432 143,769 15 
Mittal Steel — — 126354 130459 103 — 
Tata Motors ALBO 12963 Pn: 
Microsoft — — 11 85295 111,380 PSS 
Maruti Udyog 82860 1015500  — 12: 
JetAirways — 1 1 89092 97717. H5: 
Anil Dhirubhai Ambani Group 83,168 89472 .— 108 
ONGC 85427 N 
Bharti Airtel ENIMS — 83198 S 
ICICI Bank — HELME 8250 K 
Wipro — Bt e 8048 — 154 
General Motors India Corzo _ 7987 nas 
Mahindra & Mahindra — 51231 74547 PETT 
Tata Steel EUN 73159 IINE 
BSNL 61416 72,292, 
Wills Sport — 85 67,412 _  1HM0 
Air Sahara —^ — — HIN 67,315 

Hyundai Motor India 66,745 
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COMPANY TOTAL IMAGE 
SCORE 
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Jaypee Cement 780 i 









































RAVI KANT/ Tata Motors 

Land for the contentious 

small car project in Singur 

kept Tata Motors in public 

glare last year, but the 

coverage wasn't all negative 

F&B 
COMPANY TOTAL IMAGE 
) SCORE 

Pepsi Foods — BABA — M 
Ckelda —— — 0 31523 5: 
Tale —  à— 1 B . 18663. 
‘United Breweries = 19844 22026 | 
McDonald's — — — 108386 — 1148 — 
“Amalgamated Bean Coffee 6538 
RadicoKhaitan — DIM ES Se 
-Shaw Wallace & Company — 8/76 — 1004 — 
Tata Coffee — DD — 603 — 
McDowell 4,197 












CONSUMER DURABLES 


COMPANY TOTAL IMAGE 
SCORE 





Gujarat Ambuja Cement — LG Electronics — — 39172 — 48616 — wis Bw "1 SR 
AOB. AENA es ar AA ms BEUAE Samsung - 394854 402 Mi oe SÑ | 
India Cement 5,264 _ GRID 273 MTS. 2559 104° 
Him ——— — A0 — Videocon —— 18034 EDS 
 UltraTech Cement — 7328 Titan industries - 1594] Dp: 
JKCement ——— 2251. Philips Electronics — . 12981 116 
Grasim Cement — m . Whirlpool of India ees 911 : 
Lafarge India - n E 105 |] National Panasonic India 6407 — — 9481 
MadrasCement — — — Boo ! Mentohinda ———— 7 A9 o 
Voltas 4331 I LN 





For good reason: the group that created the equity cult in India was 
coming out with an IPO after 13 long years. It got more press when, in 
October, a section of the Jamnagar refinery caught fire, and some more 
when just a little over a month later, Reliance reported that the unit was 
up and running in record time. On top of it all, Reliance was contin- 
uously in the news for its mega special economic zone (SEZ) plans. 

But here's the thing about Reliance Industries. While it may top in 
terms of visibility (which is a function of the size of the article, its po- 
sition in the publication and the readership of the publication) and im- 
age (determined by the tone of coverage: positive, negative or neutral), 
its overall quality of exposure is lower than that of several companies, 
including tech giants Infosys Technologies and Wipro, and FMCG giant 
Hindustan Lever (now called Hindustan Unilever). Compared to 
Infosys’ quality of exposure score (QoE) of 157 per cent, Wipro's 
154 and Hur's 153, Reliance racks up 111 per cent. 

The quality of exposure is an important consideration because it re- 
flects the nature of news that got a company its print space. A QoE of 
around 100 per cent indicates that the coverage has been largely 
neutral; a score higher than that indicates positive coverage, and any 
score below that indicates negative coverage. In the case of Reliance, 
its SEZ plans may have affected its QoE, simply because SEZs were 
(and continue to be) among the most contentious issues that media re- 
ported last year. 

Anil Ambani's Reliance-Anil Dhirubhai Ambani Group (RADAG) 
didn't do as well in media, though. While its quality of exposure 
was only marginally lower than that of Mukesh's Reliance Industries, 















‘Daburindia ————— 


FESI- Y. 
i MIS Marico Industries 








ee 





“Procter & à Gamble a eee hat} 13283 M 
MS Britannia —— 5 5 1070 
HR mM ol A 9880 Gees 
ie fHCFods j — 9049 mM 
mim Godrej Consumer Products — 6, 8465 PB 
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“= 
HDFC 
Reliance Capital ON 

ING Investment Mgmt (India) 
-DSP Merrill Lynch — / 
Indiabulls — 1, 
‘ICICI CI Venture F Fund | Mgmt Co. Co. i 
Kotak Securities _ n 


‘Motilal Oswal — Mo tet. 
JM Morgan Stanley 
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JAGDISH KHATTAR/ Maruti 





Maruti ranks at #7 overall, 
and has a better quality of 
exposure score than 
General Motors, but not 
Hyundai Motor India 
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MUTUAL FUNDS 





TOTAL IMAGE amor COMPANY TOTAL BLT TOTAL IMAGE d 
930158 SDD UTI Asset Management Co. 19,140 25,149 jul 
..]M Prudential ICICIAMC — — 11082 — 13882  — 125 
0600. SEE Templeton Asset Mgmt India — 10717 — — 12967 - quo 
516 MEE! SBI Funds Management — 7/731 9180 119 
"4606 Bs Birla Sun Life AMC 325 BE 
46:5 0 Reliance Capital Asset Mgmt — 6,6 6808 BS 910 M Ha 
4258 BERE HDFC Asset Mgmt Company 77538 — .. 6346 " 
3961, eed |  DSP Merrill Lynch Fund Managers 5298 5,997 _ E dx 
am 62 Principal Asset Management o . 5,242 625 
2,326 | cm Tata Asset Management 49/6 —— 628 | 
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it had much less visibility and image score. That's possibly because a 
string of RADAG's plans, including most recently the bid for Hutchison 
Essar, did not pan out. 


The News Hogs 

FMCG major Hindustan Unilever Ltd (HUL) rode high in media for all 
the right reasons. It began the year with a brand new top management, 
led by CEO Douglas Baillie. Sanjay Dube, Dhaval Buch, Anoop Mathur, 
and Nitin Paranjpe were some of the executive directors inducted into 
the new Management Committee. That apart, the FMCG market 
continued to buoy HUL’s performance; early last year, it reported an 
11 per cent increase in net sales over 2004 (it follows the calendar 
year) and an 18 per cent jump in net profit. Then, HUL announced the 
merger of Modern Foods with itself. No doubt, the FMCG giant 
would have got even more (positive) press had its new CEO given more 
media interviews. 

One company that seems to have the media eating out of its hand 
is Infosys Technologies. Compared to Reliance or HUL, Infosys doesn’t 
get as much ink, but when it does get written about, it’s usually in glow- 
ing terms. That’s reflected in its high image score, which is vastly higher 
than that of Wipro and Tata Consultancy Services. In fact, look at the 
three parameters and there’s an interesting story that unfolds about 
Indian ITs triumvirate. Infosys is way ahead of both Wipro and TCs on 
every count, but compared to Tcs, Azim Premji’s Wipro comes out way 
ahead, too. Statistically speaking, the distance between Infosys and 
Wipro, in terms of overall ranking, is almost the same as the distance 
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NARESH GOYAL/ Jet Airways 
Goyal’s acrimonious split 
with Air Sahara on the 
merger deal kept Jet in the 
news, but it ended up with 
greater and better coverage 
than Air Sahara 
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between Wipro and TCs. Infosys is #3, Wipro 13, and rcs 22. 

The story of foreign technology giants in India is even more in- 
teresting. Microsoft dominates at #6, IBM follows far behind at 30, and 
Intel does worse at 50. But Accenture takes the cake: Of the Top 200 
companies, it comes in somewhere midway at 114. Coming to inter- 
net brands, Google, at rank 21, emerges much ahead of rival Yahoo 
(#77). The only consolation for Yahoo is that its QoE is as good as 
Google's (due to a lack of space, we have listed only the Top 20 
companies; for scores of the other 180 companies, please log on to 
www.business-today.com). 

Meanwhile, how did the automotive companies do? There are five 
of them that made it to our overall Top 20: Tata Motors, Maruti 
Udyog, General Motors India, Mahindra & Mahindra, and Hyundai 
Motor India. (Incidentally, the largest number of any industry segment.) 
Hyundai brings up the rear, but had the second-best QoE after 
Mahindra & Mahindra. What must seem surprising is, however, 
Tata Motors not just getting the highest visibility and image among the 
automotive companies, but also emerging #3 in its category on QoE. 
Don't forget that Singur was potentially a damaging episode for Tata 
Motors, but the Tata name and the fact that the West Bengal gov- 
ernment came out strongly in support of the Tatas, must have worked 
to the group's favour. 

Finally, Jet Airways got its share of press, too, but largely because 
of its abortive deal with Air Sahara. But despite being perceived as the 
victim, Air Sahara got worse press compared to Jet. As veterans of me- 
dia relations know only too well, the media is a strange animal. The only 
thing worse than dealing with media is ignoring it. 


LIFE INSURANCE 


COMPANY 




















LIC "TP M : | i 90,030 z TN : 
ICICI Prudential Life insurance 127 ; EGET 


Bajaj Allianz Life Insurance Co. 72 
Birla Sun Life Insurance ^ 5558 
‘Tata AIG — S 


Aviva — 


i TM 


— 1 a . U u U. 


‘Kotak Life | s Insurance - 


HDFC Standard Life Insurance 3,036 — 


——— —— M 


bt special 


TELECOM 
"RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE 
ORI SCORE SCORE 
>> BSNL 61,416 72,292 
Z Bharti Airtel 59.124 83,198 
3 — Reliance Communications 45,227 54,429 
4 Hutchison Essar 41,430 48,060 
$— MIN. 29,816 38,235 
© Tata Teleservices 19,117 24,447 
: Idea Cellular 17,674 21,137 
8 VSNL 12,480 13,423 
9 Vodafone 7,000 7,029 
10 BPL Mobile 5,527 5,495 
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RETAIL 
RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE 
i SCORE SCORE 
L y: Pantaloon Retail India 18,904 27,588 
LL Shoppers Stop 12,813 20,689 
3— Wal-Mart 14,094 16,150 
| 4 Bharti Enterprises (Retail) 12,622 14511 
"15 Big Bazaar 8,596 10,733 
G Reliance Retail 6,072 7,319 
7 Trent 5,095 7,022 
8. Oxford Book Store 5,514 6,581 
9 Crossword 3,414 4.796 


10. Landmark 3,357 4,533 





MOBILE & TELECOM SOLUTIONS 


QUALITY OF RANK COMPANY TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 


EXPOSURE SCORE SCORE EXPOSURE 
118 1 Nokia 37,956 51,643 136 
141 2 Motorola 29,929 39,049 130 
120 3 — Tech Mahindra 6,938 9175 132 
116 4 . Sony Ericsson India 7,554 8,549 113 
128 5 . Ericsson India 5,701 7,102 135 
128 6 . QUALCOMM 5,886 6,169 105 
120 7 Alcatel 4,241 5,308 125 
108 8 Sasken Comm. Tech. 3,876 4.923 127 
100 9 Lucent Technologies 2,523 3,054 121 
99 10 Huawei 2,277 2,308 101 

METHODOLOGY 


VISIBILITY SCORE: This is a function of the size of the article, its position in the 
publication (cover story, first page, etc.) and the readership of the publication. 


IMAGE SCORE: Visibility scores for each article are multiplied by 1, 2 or -1 
depending on whether the article is neutral, positive or negative. 


QUALITY OF EXPOSURE: This determines the relationship between visibility 
score and image score. Mathematically, it is the image score divided by the 
visibility score expressed as a percentage. Thus, a QoE of around 100 per 
cent indicates that the coverage has been largely neutral, a score significantly 
higher than 100 per cent that the coverage has been largely positive, and 
that significantly lower than 100 per cent that the coverage has been largely 
negative. 


^ 


CATEGORIES: The scores are pigeon-holed across various industries 
(banking, consumer durables, automotive, telecom, etc.). 


GENRES: The scores are pigeon-holed across various 
genres (marketing and sales, finance and financial results, corporate, product 
launches, personalities, etc.). 


COVERAGE: English and vernacular newspapers, and English and vernacular 
magazines. Unlike the coverage of politics, sports or entertainment, that of 
business is still dominated by the print medium. For economic ministers, 
television was also considered. 


TIME PERIOD: January 1, 2006, to December 31, 2006. 


OIL& GAS 

QUALITY OF RANK COMPANY TOTAL VISIBILITY — TOTAL IMAGE QUALITY OF 

EXPOSURE SCORE SCORE EXPOSURE 
146 ] ONGC 10,736 85,427 121 
161 2 — Gas Authorty of India (GAIL) 26,365 31,940 121 
115 3 Indian Oil Corporation 22,506 26884 119 
115 4 Reliance Petroleum 18,774 24.177 129 
125 uu BPCL 9.470 10,614 112 
121 6 HPCL 8,831 10,135 115 
138 7 Shell 5,713 6,985 122 
119 8 Chevron 1,072 1,315 123 
140 9 British Petroleum 1,147 1,181 103 
135 JO Exxon-Mobil 1,053 . 1,104 105 


JP 25 
PERSONALITY/ COMPANY TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
SCORE SCORE EXPOSURE 


N.R. Narayana Murthy, N. Nilekani 20,861 29,784 143 
INFOSYS TECHNOLOGIES BRIT ors | ee SS 
L.N. Mittal 9,526 15,099 159 
MITTAL STEEL — RAE . MIS 
Mukesh Ambani 9.638 14,260 148 
RELIANCE INDUSTRIES MENU dnd x. 
Anil Ambani 11,402 13,703 120 
ANILDHIRUBHAIAMBANIGROUP SD I o n 
Bill Gates 7,748 11,446 148 
MICROSOFT — — _ EE PLU, 
Azim Premji 7,289 11,206 154 
WIPRO | NENNEN - AY EES 
Ratan Tata 8,063 11,568 143 
TATAGROUP č FNE dot tabs 
Indra Nooyi 5,363 9,873 184 
PEPSI Pe SO Sa Se TTA 
Kiran Majumdar-Shaw 5.986 9,222 154 
BIOCON — — No on  — 
S.B. Mittal 5,345 7,869 147 
BHARTLAIRTEL: — — à à. NEN | "MAD qo PON 
Rahul Bajaj 5,325 6,085 114 
BAWAUO iia O — —— NIME 
Vijay Mallya - 3,812 4,894 128 
KINGFISHER AIRLINES | SEND | SC VS 
Kumar Mangalam Birla 2,183 4,590 165 
ADITYA BIRLA GROUP IN oon _ RE 
Adi Godrej 2,901 4,394 151 
.GODREGRUP - — — E Bo 
K.V. Kamath 2,817 4,009 142 


ICICIBANK — o Si AL EN 
Anand Mahindra 2,998 3,953 132 
MAHINDRA & MAHINDRA - EE ERAT 


| Vijaypat eee 3,217 3,872 120 
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S AN EXECUTIVE DUO, N.R. NARAYANA MURTHY AND NANDAN M. 
Nilekani must seem unique. There’s no other pair, either in 
the tech circles or outside of it, that gets mentioned or talked 
about in the same breath as this one does. At Microsoft, it’s 
about Bill Gates; at Intel, it’s about, er (who, Craig Barrett or 
Paul Otellini?), one doesn’t quite know. And at the Tatas, Birlas, Ambanis 
or Wipro, there’s always one name that comes to mind ahead of others. 

So, what makes Murthy and Nilekani the most written about corpo- 
rate honchos? It’s possibly the clear (or 
clever?) positioning that the two enjoy 
with respect to their company and in- 
dustry. Nilekani is perceived as the poster 
boy of Indian IT (thanks to, no mean ex- 
tent, New York Times columnist, Thomas 
Friedman—of The World is Flat Fame), 
while Murthy is the eminence grise, whose 
opinion is sought on just about every- 
thing from governance to poverty to ed- 
ucation. In fact, Murthy swaps places 
with Arcelor-Mittal’s Lakshmi Niwas 
Mittal this year (see The Top 25). 

But one name that didn’t figure at 
all on our last year’s list, but storms in 
this year at #8 is Indra Nooyi, CEO 
and Chairman-designate, PepsiCo. That 
should surprise no one. Nooyi made 
waves last year when she became the 
first woman CEO in the history of 
PepsiCo, and a woman of Indian origin 
at that. What’s also heartening about 
this year’s top personalities list is that 
there are four women in the top 25, 
compared to just one last year 
(Biocon’s Kiran Mazumdar-Shaw 
had that distinction). No one can 
blame the media for not doing its bit 
to shatter the glass ceiling in the 
corporate world. 
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FRONT PAGE 
HEROES 


COMPANIES OF ANIL AND MUKESH 
AMBANI HOGGED PAGE ONE, 

BUT SURPRISINGLY TWO STATE- 
OWNED TELCOS WEREN'T 

TOO FAR BELOW THE FOLD. 
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ON Page One, or the cover of a magazine such as 

this one. It’s this space that tells one news from 
another, one company from another, and one reporter 
from another. So, who got the most Page One men- 
tions last year? Predictably, these were the companies 
owned by brothers Anil and Mukesh Ambani. What was 
not so predictable was the emergence of BSNL and MTNL 
as #4 and #5 companies, respectively. One reason was, 
of course, the mammoth tender that BSNL floated for 
adding 45.5 million lines at a cost of $5 billion 
(Rs 22,000 crore). The other reason was the spat between 
BSNL and MTNL over the national long-distance arrange- 
ment that the former had with the latter. Eventually, 
MTNL not only did launch its own NLD service between 
Delhi and Mumbai, but also offered calls between the two 
cities at local rates. 

Two other groups not used to getting space on Page 
One of national dailies ended up under the arc lights as 
well. We are talking of GMR and GVK. And you know the 
reason. These two southern groups surprised everyone 
early last year by winning the bids for modernisation of air- 
ports at Delhi and Mumbai. 


C OMPANIES COVET IT AS MUCH AS REPORTERS: SPACE 


FRONT PAGE HEROES 


"RANK COMPANY TOTAL VISIBILITY — TOTAL IMAGE QUALITY OF 
D SCORE SCORE EXPOSURE 


qp Reliance Industries 18,255 21,636 119 © 
i2 Anil Dhirubhai Ambani Group 18,679 20,613 110 


- HLL 10,426 17,225 165 


4 BSNL 8,663 14,283 165 
5. MINL 6,396 11,026 172 
© © Mittal Steel |. 9140 10,901 119 
T Jet Airways 6,868 9,989 145 
B | Air Sahara 7,642 8,768 115 
E 9d Infosys Technologies 5.109 7114 139 


© Wills Sport | 5.267 5.943 113 
Tata Sons 3,617 4952 137 


d2- GMR Group 2,/08 4.765 176 


* GVK Enterprise 2602 4712 175 
~ Reliance Comm. Ventures 4418 4116 93 


j Wipro —— 2.615 3,876 148 
"16. Air India 2,976 2,878 97 
JU. Bharti Airtel 1828 — 2678 147 
TB Maruti Udyog — — 2,187 2,463 113 
19. ICICI Bank 1,936 2402 124 
"QU. Aditya Birla Corporate 1,814 2315 128 
21 Standard Chartered Bank 1,973 2272 115 
222. Sahara India 1,951 2177 112 
23. HC Bids 2.166 141 
JA. Reliance Petroleum 1,344 2047 152 
225. Biocon 1,143 2,030 178 
26. Microsoft 1332 2,025 152 
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N TERMS OF COVERAGE, THERE ARE TWO GROUPS THAT HAVE STEADILY LOST 
È the BT-Cirrus study of biggest newsmakers. These are the Aditya Birla 
Group and the (Rahul) Bajaj Group. While the former didn’t figure on 


our list of top five last year, the latter barely made it at #5. This year again, 


the Bajajs have just made it—but on an expanded list of top 10; sadly, the 
Birlas haven’t made it again. 


The Tatas and the Reliance Group continued to be the #1 and #2 
ICICI GROUP groups, respectively, but there was a surprise #3 this year—the K.V. 
Kamath-led ICICI Group, which includes everything from icici Bank to ICICI 


STORMED INTO THE Prudential Life Insurance Co. to ICICI Venture to ICICI OneSource (now 
TOP LE AGUE RIGHT called Firstsource). At ICICI Bank, its efforts at creating beachheads over- 
J 


seas continued to attract media attention (Sri Lanka, Russia, Belgium, and 


BEHIND THE TATAS Malaysia were 
AND THE MUKESH some countries THE TOP GROUPS 


where it opened 


AMBANI GROUP. branches last [BÉ cw “em Oe 


year), while the 





Shikha Sharma. |1 Tata Group 364769 466,491 128 
led ICICI Pru- 2 Reliance Group 188,166 215,377 1M 
dential got intoa 19 ICICI Group 105979 136766 129 
bit of a tussle with Anil Dhirubhai Ambani Group — 118,044 130,953 111 
Bajaj Allianz over [5 LNM Group 126,354 130459 103 
industry leader- 6 ITC Group 91,113 122,072 134 
ship. The latter 7 = Bharti Enterprises 79585 109,788 138 
claimed to be #1 8 Mahindra Group 3 60,007 85600 143 
in terms of rec- [9 Wipro Group 52,285 80610 — 154 
eived premium, 10. Bajaj Group 63,178 80455 127 


but the former 

said it was the top dog in terms of annualised premium. In fact, the ICICI 
Group isn't just the only financial services group in the top 10, but also ICICI 
Bank is the only bank to make it to the overall top 20 list. That’s quite an 
achievement. 

Lakshmi Niwas Mittal’s LNM Group also grabbed a lot of headlines for 
the stunning Arcelor deal. First rebuffed by the Anglo-Dutch steel major, 
Mittal’s steel company went on to sweep shareholders off their feet 
with a sweetened offer, making Arcelor-Mittal the largest steel com- 
pany in the world. Y.C. Deveshwar’s cigarettes-to-hotels-to-paper-apparel 
group, ITC, came right behind LNM, followed by Bharti Enterprises and 
Anand Mahindra’s Mahindra Group. The dapper Mahindra, of course, had 
everything going his way last year, including the deal with Renault to make 
cars in India, and Tech Mahindra’s Ipo. 
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Number in photo indicates rank 


K.V. KAMATH-led ICICI — — 
Group is the only pure. 
financial services group to 
feature on our list of top 10 
groups, and ICICI Bank the © 
only bank on our overall list 


of top 25 companies | 6 mU 
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AST YEAR, IT WASN'T JUST THE INDIAN RAILWAYS THAT TURNED AROUND. 
Its political master, Lalu Prasad Yadav, emerged as a turnaround artist 
and a management guru, too. Perhaps, that's why, Yadav beat his 


Cabinet colleague and Finance Minister P. Chidambaram—who ought to 

M x N ISTE RS win hands down if only the business media were to be considered—to 
emerge as the most written about Union minister in charge of an economic 

ministry. This is a new category that the BT-Cirrus study considers this year 


SURPRISE, ITS NOT therefore, there are no comparisons available from the previous studies. 
FINANCE MINISTER There's a simple reason why the popular media (excluding the pink 


dailies and business magazines) loves Yadav. He makes for entertaining 


P. CHIDAMBARAM, copy. So, be it his run-ins with Bihar Chief Minister and his political ri- 
| al Nitish K hi cal s > sial yoga guru, Bab 
BUT R AILW AY MINISTER id ee : qid * Is vocal support to controversial yoga guru, Baba 


LALU PRASAD YADAV a matter of vacating. THE TOP MINISTERS 
WHOGETSMORE tow in Pama, Yad 


RANK NAME TOTAL VISIBILITY TOTAL IMAGE QUALITY OF 
Bs ies SCORE SCORE EXPOSURE 
OF MEDIA knows how to work | i 
i the media to his $ alu Prasad Yadav 249,881 256,815 103 
advantage. 3s P. Chidambaram 182,195 185,455 102 
Information and [$ Praful Patel 90,653 105,068 116 
fk Broadcasting, MS Priyaranjan Dasmunshi 111,047 100,159 90 
Minister, Dayanidhi Maran 51,794 67,127 130 
Priyaranjan Das Anbumani Ramadoss 48,217 62,592 130 
Munshi got plenty f Murli Deora 40,387 44,855 111 
of media exposure. “8 Ram Vilas Paswan 42,764 39,504 92 
too, but mostly for [9 Ambika Soni 14,777 24,480 166 
the wrong reasons. Wü. Sushil Kumar Shinde 17,005 21,533 127 





For example, after 
Prime Minister Manmohan Singh clarified his statement on Muslims hav- 
ing the first right on resources of India (he meant to say all minorities), 
Munshi stepped in to say that the clarification was uncalled for. He also 
banned Arab channels, and stopped the screening of the movie The Da 
Vinci Code. Since then, he has gotten into more controversies, including 
the banning of AXN channel early this year (this, however, doesn’t reflect 
on his score, since the study only looks at 2006 reports). 

In contrast, Union Civil Aviation Minister Praful Patel got relatively 
less visibility, but his quality of exposure was vastly better than Munshi’s. 
Dayanidhi Maran, Union Minister of Communications & IT, did even bet- 
ter, notching up a QoE of 130. Next year, when BT-Cirrus conducts its fifth 
study, it will be interesting to see how fortunes have changed for India's 
top economic ministers. 
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GUEST COLUMN/ SOURAV DE/ HEAD/ CIRRUS 


FOCUS ON CORPORATE 
IMAGE BUILDING 


AST YEAR HAS BEEN A GREAT YEAR 
| ^ brand India. It's a new India, 
where corporate news is more 
popular than ever before. Corporate 
leaders are being widely followed by 
the press, international acquisitions 
considered a matter of national pride 
and automobile, aviation, telecom, 
mobile handsets, malls, multiplexes, 
real estate top the list of favourites. 

Over the last four years, the BT- 
Cirrus survey has evolved as a critical 
benchmark for corporate media per- 
formance and PR efforts. The survey 
this year marks the beginning of a 
new era with the introduction of TV 
and political analysis (although con- 
fined to economic ministries of the 
central government). The next BT 
Cirrus will include cross-industry image 
analysis of TV content. 

While image building is a long- 
term process and my belief is that it is 
best done in print, the role of television 
has changed over the years and can- 
not be ignored anymore. Remember, 
TV can reach even those who cannot 
or do not read and when it comes to 
denting your public image, TV can 
be more lethal. 

This year, for the first time, we 
have included the entire range of pub- 
lic sector companies. We have also 
taken a stand on non-inclusion of paid 
articles. We don't intend to pass a 
judgement on the practice and we 
accept that these articles positively 
impact the corporate image and are 
not easily identifiable. However, we 
strongly believe that no credit should 
go to the concerned PR department. 
We have also excluded trade publica- 
tions to avoid any possible skew in 
favour of certain industries. 


Looking at the survey findings, 


what strikes us is the huge gap bet- 
ween the famous and the not-so- 
" famous. We were expecting this gap to 
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narrow. The visibility for the 100th 
company is around 10 per cent of 
that of the leader. #200 is around 5 
per cent. Don't forget that we are talk- 
ing about the 200 most talked about 
companies in India. It speaks a lot 
and surely for so many companies, the 
focus is not on corporate image build- 
ing. | have talked about higher fund al- 
locations in the past, but there is no 
solution to a lack of corporate intent. 
It's time the CEOs took note; a cover 
page here and a feature there don't re- 
ally take you places. 

In terms of different sectors, IT, 
telecom and automobile continued 
their dream run, while aviation is fast 
picking up. The banking sector is per- 
forming decently but with the regular 
rate hikes and continuous flow of cus- 
tomer complaints of harassment by 
third-party musclemen, the industry 
might not stay popular for long. The 
mutual fund industry is not playing 
to its potential and the private insur- 
ance players are disappointing me. 
LIC still has 65 per cent of the market 
and this is a battle of public perception 
that can only be won through PR. 
They need a big push with alloca- 
tion, intent and strategy. Retail and real 
estate are picking up and while the ret- 
ail players are more sophisticated in 
their approach, the real estate guys will 
take some time to master the art. 

One area where we would love to 
see lots of focus is corporate social res- 
ponsibility, and if we go by media 
reports, there is hardly anything hap- 
pening. We will be watching this genre 
closely and we intend to bring out a 
special report on CSR. India needs 
socially responsible companies. 

In the political arena, media has al- 
ways played a very important role in 
shaping public perceptions. Effective 
media management is critical to the 
people in power. A close look at the 





figures will tell you that most of the 
ministries are not projected as 
favourably as they would have liked to 
be. Lots of good work is happening 
and some ministries have remained ex- 
tremely low profile. The Ministry of 
Shipping, Road Transport & Highways 
is one such. There is need for strategic 
management of media appearances at 
the highest level. Public appearances 
should only be to connect with the 
masses. Each message should be 
strategically positioned to reach the tar- 
get audience, reinforced convincingly 
to deliver expected outcomes. 

End of the day, it's all about the 
bottom line. And effective media man- 
agement does contribute to it. I 


Cirrus (www.icirrus.com) is a national 
corporate image monitor that pioneered 
media evaluation in India. Every year, 
Cirrus analyses over half a million news 
pieces in nine different languages on 
more than 1,400 corporate entities. /t 
is part of agencyfaqs and not associated 
with any PR agency. The BT-Cirrus 
annual survey is the only cross-industry 
report of its kind. Feedback to 
bt-cirrus@icirrus.com 

Esha News Monitoring Services Pvt. 
Ltd (www.eshanews.com) is the offi- 
cial television content monitor for all BT- 
Cirrus surveys. Esha monitors over 100 
news channels in nine Indian languages. 
Viewership figures for all news items in 
this survey have been provided by aMap 
(www.audiencemap.com) 
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Arbitrage funds cash-in on the price differences — 
and make prudent investment for risk-averse investors 
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Free, to set my own goals. 
Free, to change my destiny. 


Free, to spread my wings. 


Free, to enjoy life limitlessly. 
With ICICI Bank Credit Cards, 


free is the way to be. 


P, 
Free for Lite” 





India's First Free for Life Credit Cards. 


Experience unlimited freedom with India's first 'Free for Life’ credit cards, 
from ICICI Bank. Unlike other credit cards that charge you annual fees after 
the first year, ICICI Bank Credit Cards are free for your entire life. Which means 
you pay absolutely no subscription fees or annual fees whatsoever. Now every 
Indian can have the power to dream big. The power to fulfill every wish. The power 





ICICI Bank 
Credit Cards 


to be truly free. Because free is the way to be. To apply, visit www.icicibank.com or SMS 'CARD <YOUR CITY-' to 676766. 


Conditions apply. Card issuance at the sole discretion of ICICI Bank Credit Cards. Offer not valid on Travelsmart and Golf Card. 
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ure Shot Winner 


Arbitrage funds take advantage of the price differences in 
the market for better returns. Should you invest? amit MUKHERJEE 


EMEMBER, NINE MONTHS 
ago when the market 
suddenly collapsed 
when it seemed to be 
smoothly sailing over 
the 12,000 mark. That caught most 
investors unawares. It 
bounced soon after, 
again catching investors 
by surprise. Yet the 
volatility saw a certain 
class of funds provide 
good returns for their 
unit holders. Since then, 
the price movements 
continue unabated. The 
market has lost 1,245 
points in the last two 
weeks since February 
9. The swinging mar- 
ket often leads to huge 
differences in the spot 
and futures markets. 
And here's where ar- 
bitrage funds step in. 
They make the best 
use of the markets 
(mis)pricing mecha- 
nisms to generate re- 
turns for you. 

Last year, many 
fund houses launched 
derivative or arbitrage 
funds, and most out- 
performed their 
benchmarks by con- 
siderable margins. As 
arbitrage funds seek 
to capitalise on price 
differences between cash and de- 
rivatives, they managed to lever- 
age on the bullish trends of the 
market. It provides fund man- 
agers with large enough spreads to 
make successful arbitrage gains. 





But arbitrage funds, unlike an 
equity product, aren't too risky. 
They essentially aim to protect your 
capital by locking on to risk-free 
strategies that take advantage of 
the price differences. They aim to 





lock in the gains and realise them 
when futures contracts expire. An 
arbitrage fund is more like a fixed 
income fund. Says Delhi-based 
Mukesh Gupta, MD, Wealthcare 
Securities: “Derivative funds don't 


RAMEN SARKAR 


take naked exposures to equity. 
Returns from these instruments are 
predictable, and more tax efficient. 
Corporates and high net worth in- 
dividuals usually opt for these funds." 

As a result, these funds are best 
suited for investors 
who generally park 
their money in fixed 
deposits or bonds. 
"These funds have pri- 
marily been working 
well with those in- 
vestors who have been 
parking their money in 
fixed deposits or 
bonds, and are tailored 
to increase the in- 
vestor's base in a con- 
servative market," says 
Nilesh Shah, Chief 
Investment Officer 
(CIO), Prudential ICICI 
Asset Management 
Company. 

Arbitrage funds as 
a category have gen- 
erated superior returns 
as compared to a host 
of offerings within the 
debt mutual funds in- 
dustry, but with vary- 
ing amounts of volatil- 
ity. In view of the 
volatility of this prod- 
uct, this category 
should bode well for 
investors with a mini- 
mum time horizon of 
at least six months. “Rising interest 
rates have made returns from in- 
come funds unpredictable and 
sometimes negative. Liquid fund 
returns are not adequate. 
Moreover, returns from these in- 
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Rs 398.4046 and selling PNB fu- 
tures for Rs 403.2024, one pockets 
the difference in price of Rs 4.7978. 
Hence, the profit from the transac- 
tion works out to 15.16 per cent 
per annum. 

Fund houses such as Uri, which 


struments are not tax 
efficient," says Gupta. 


Arbitrage Secrets 

Essentially, arbitrage funds buy a 
stock in the cash market and sell its 
futures simultaneously to lock in 
the price difference. This is also manage a Rs 300 crore-plus 
called the arbitrage spread. This ^ | sPrEADFund, contend that the eq- 
spread is realised irrespective of Nilesh Shah /CIO / Prudential ICICI uity scenario may well remain robust 
the stock's price at expiry. There's over the long term, leading to ex- 


a simple way in which it works. “These funds are tailored to tended spreads. Arbitrage funds have 
Say ‘A’ stock trades in the cash increase the investor's base in amix of equity and equity-related se- 





UV MINNOS ~ 


(spot) market and the futures mar- a conservative market” .. curities and debt instruments in their 
ket. Since the underlying stock is portfolios and have been actively 
the same, the only factor account- (equal to the interest). ` chasing these opportunities. It’s not 


ing for different prices for spot Here's how it works with always that the markets will have big 
and futures is the interest rate, specific stocks. On March 31, 2005, spreads because arbitrageurs are 
which is also called the cost of Punjab National Bank (PNB) was quick to cash in. But on days of ex- 
carry. If equal but opposite posi- selling in the cash market at treme price movements, there's 
tions are taken in the spot and fu- Rs 398.4046 and on the same date, some chance that the arbitraging 
tures markets, there is no equity futures (delivery April 28) were spreads could be higher, leading to 
exposure, because it cancels out. selling at Rs 403.2024. By buying higher yields for the funds. 

But one can earn the cost of carry PNB in the cash market for Their performance will, in fu- 


The Fine Features 


There are five AMCs that offer arbitrage funds, but the numbers are bound to increase. 
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Asset Min, Ma Mi Ma Min. Max 
Allocation (75) — | RR SN | 
Equity EROMERIM S 490 
Derivative 0 50 35 50 - 0-18] RM Dese] 
Debt2MMI — 10 90 25 | 65 — (22514 :90 100. 
Tax Treatment — DebtFund Debt Fund - . EqulyFud — — Equity Fund 
Min. Investment Rs 2,00,000 Rs 5,000 _Rs5000 —— Rs5,000 — 
Subscription Last working day Any day ` .. Vth-22nd of y: Any day | 
Date | ofthe month “r-l ss CN = themonth — — A i 
Redemption By 19th of - Preceding Friday K Any d day — Preceding Friday | 
Submission  ofthemonth — ^ befoethe — before the — 
Date | = settlement date — . Settlement date — 
Redemption Last working day Settlement day, . ay Settlement day, - 
honour date —  ofthemonth i.e. last Thursday = ie. last Thursday ` 
yy | c cc o dee ue monii ia : M ... ofthemonth — 
Options .. Gowth& > Growth & Gowh& — G Growth & 

. Dividend ^ — Dividend . Dividend — D Dividend 
Entry Load — — Ni MODA 3L ONE. o | Nil 

0.50% if exited 0.50% if exited Varying 


Exit Load Lo Nil Varying 


within 30 days within 30 days 
I 


Source: Enam Mutual Fund 
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Bring your family along to Hong Kong this summer! 
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Get ready for a spectacular family fun holiday in Asia's World City 


You hit the ground running, going from 
meeting to meeting, exceeding your goals. 
But it's high time, you deserve a break to 
recharge your batteries and catch up with 
yourself and your family. There's no better 
place to do that than Hong Kong. 


Take advantage of being in one of the 
world's greatest destinations; a 
charismatic city with astonishing diversity 
and sophistication. A place to experience 
mesmerising views, vibrant energy, 
exciting nightlife, a bustling harbour, 
tranquil beaches and green countryside. 
A shopping paradise and the Culinary 
Capital ofAsia. 


The city is a non-stop playground filled 
with exciting must-see and must-do 
activities. Bring your family along this 
summer to treat them with an experience 
of a lifetime with fascinating attractions. 


Hong Kong is a compact destination where 
attractions and activities can be quickly 
reached, making it easy to fit leisure time 
into your busy schedule. Start your 
journey at Ngong Ping 360 where you will 
enjoy a breathtaking view of the South 
China Sea and the awe-inspiring Giant 





Buddha sculpture while riding in a cable 
car. Then be enchanted by the magical 
wonder of Disney as you step into Hong 
Kong Disneyland. 


After a day of fun-filled activities, drop the 
tempo and rejuvenate yourself with a stroll 
through Mother Nature's wonders at the 
Hong Kong Wetland Park. Indulge 
yourself with a delicious seafood meal at 
the famous Jumbo Floating Restaurant 
before heading for thrilling rides and an 
edutainment experience at Ocean Park. 
This is a world of dolphins, seals, sea lions, 
and penguins besides two very famous 
giant pandas, An An and Jia Jia! 


Finally, don't forget to treat your family 
with a ride on Peak Tram and the stunning 
views of Victoria Harbour, Hong Kong's 
most popular attraction. Here, you also 
have an opportunity to get up, close and 
personal with Bruce Lee, Jackie Chan, 
Tiger Woods at Madame Tussauds Hong 
Kong wax museum. 


For a great way to discover what's hot in 
Hong Kong - anytime, anywhere, tune in 
to the Hong Kong Mobile Host, an audio 
tourist information service that lets 


visitors get instant access to quality tourist 
information via their mobile phone. 

The Hong Kong Tourism Board (HKTB) 
has prepared an exclusive "Hong Kong 
Leisure Guide for 
Business Travellers" 
to further augment 
your experience. You 
could also download 
the Personal Digital 
Assistant (PDA) 
version of this 


guidebook by 





logging at 
www.DiscoverHongKong.com/pda. 


Remember Indian passport-holders enjoy 
a 14-day visa-free period in Hong Kong. 
So, make plans now to enjoy the holidays 
this summer with your family in 
Hong Kong! 


For more information on Hong Kong, please visit 


To customise your exclusive family fun 
holidays to Hong Kong, please contact 
Carlson Wagonlit Travels on e-mail: 

hotel.del@carlsonwagonlit.co.in 
or visit www.carlsonwagonlit.com 


Supported by 


Carlson 
Wagonlit 
Travel 


HONG KONG TOURISM BOARD 
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ture, generally depend on two 
factors. Firstly, how much spreads 
a fund can lock-in courtesy of 
high volatility in the market, and 
secondly, how high are the yields 
on low credit risk, short-term debt 
instruments. Most fund managers 
are also of the view that arbitrage 
funds have come of age and there 
will be more of them in the future. 
“Till now, MF firms have been 
providing general products like 
large-cap equity funds, income 
funds and hybrid funds, and now 
that that space is almost saturated, 
they are looking at specialised 
catering to varying risk appetite 
across investor classes,” says Shah. 
More specialised products like 
thematic funds, derivative funds, 
structured products and alternate 
asset class funds will be the or- 
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Gaurav Mashruwala /Consultant 


“These funds have low returns of 5 to 9 per cent and are popular 
with people who feel there's something assured on offer” 


der of the day, says Shah. 
Among the usual debt funds, 
derivative funds generated superior 
returns as compared to a host of 
offerings within the debt mutual 
funds industry, but with varying 
amounts of volatility. But due to 
the short-term vagaries of the mar- 
ket, this category should bode well 
for investors with a minimum time 
horizon of at least six months. 


Investors looking for a shorter 
period face the risk of lower returns 
as compared to a debt fund, because 
of the arbitrage opportunities. Not 
all fund houses are enthused by 
these products because their returns 
are lower. “These funds generally 
have low returns ranging between 
5 and 9 per cent,” asserts Mumbai- 
based consultant Gaurav 
Mashruwala. “These have been 


popular with people who feel that 
these are new products and have 
something assured to offer, but 
over a period time, they could lose 
appetite,” he adds. 

But going by the way the mar- 
ket’s moving, more funds are com- 
ing out with arbitrage funds. Bench- 
mark Asset Management has filed a 
draft offer document for a 100 per 
cent equity arbitrage fund. Since 


The Arbitrageurs 


These funds make use of differences between spot and futures prices. 






Launch NAV^ Returns Since YTD* 1 Week 1 Month 3 Month 6 Month 





Launch Returns Returns Returns Returns 
Benchmark Derivative Dec. '04 11.45 s ñA. n.a. Si Se EM X = na n.a. n.a. 
JM Arbitrage Advantage June '06 1044 439 105... 01 — . 085 2.16 3.84 n.a. 
JM Equity & Derivative Fb.05 14 | —6M — 03 03 08 177 330 754 
Kotak Cash Plus Sep.'05 — 1039 7.02 Pee 0€. 193 3.44 7.62 
Pru ICICI Equity & Derivative — — Dec.'06 10.15 1.50 RU 07-7099... na. na. 
Income Optimiser Institutional | OA UMEN SE n.a. 
Pru ICICI Equity & Derivative Dec.'06 10.15 1.50 na 02 089 na. na. na. 
Income Optimiser Retail | R AE SIC UEP 
Prudential ICICI Blended Plan A — May'05 — 1137 7.64 ORES ONE 086. U 289 429 8M 
Prudential ICICI Blended PlanB ^ May’05 — 1144 6.37 081 05 005 >, TM 3.23 7.17 
UTI Spread june06 — 104 — 47 EDO 07008]. 229. 388 na 





Sector Average 


Source: Valueresearchonline.com 


^ Figures in Rs as on February 15 Absolute returns in per cent *Year-to-date n.a.: Not applicable 
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Mukesh Gupta/ MD/ Wealthcare Securities 





"Returns from these instruments are predictable, and more tax 
efficient. High net worth individuals usually opt for these funds" 


June 2006, 100 per cent arbitrage 
funds have been allowed. Earlier, 
funds could invest only a part of 
their corpus in arbitrages. Because of 
their strategy of locking-in to re- 
turns, these funds may make better 
returns than a liquid fund. How- 
ever, entry is restricted to certain 
days in most derivative funds. Fund 
inflows and outflows have to coin- 
cide with the expiration of futures 
contract or the strategy of the fund. 
Some funds allow redemptions 
only after the settlement of deriva- 
tive contracts. 


Options Galore 

There are about half-a-dozen funds 
that make up the category at the 
moment. These funds, Mr circles be- 





lieve, generally have the scope of 
outdoing the average short-term op- 


. tions, including liquid funds, because 


of their strategy. Prudential ICICI 
Blended Plan A is among the first de- 
rivative schemes that enjoys tax 
treatment of an equity scheme. The 
minimum and maximum exposure 
the scheme intends to have to equi- 
ties and derivatives is 65 and 80 per 
cent, respectively. The fund man- 
ager seeks to capture the spread 
which is higher than the returns 
being generated by the debt portfo- 
lio. Apart from that, ICICI Pru Blen- 
ded Plan B caters to international 
clients. It's a conservative fund of- 
fering lower allocation to equity 
and equity-related instruments. 
UTI SPrEAD Fund is the latest en- 





Free to fulfill my every wish 


Free to have everything within my reach 


A. 


Free for Life 


SVASIq IHSWV.LdVS 


trant in the derivative segments. As 
per the offer document, the scheme 
strives to maintain varying asset al- 
location depending upon the market 
movement. The scheme can have an 
exposure of up to 90 per cent in eq- 
uities when there's high opportu- 
nity. But Benchmark Derivative 
Fund, which is India's first derivative 
fund, is open for subscription only 
on the last day of the month due to 
expiry of contracts. Fund managers 
try to find arbitrages that maximise 
the gains. 

JM Equity and Derivative Fund is 
a retail savvy derivative fund due to 
its low investment amount. The 
scheme has high exit loads to ensure 
that the investors stay for a longer 
period of time. From the same fund 
house, the JM Arbitrage scheme en- 
joys the tax treatment that equity 
funds are offered. The scheme main- 
tains an exposure of 65. per cent 
to equities with a maximum cap of 
80 per cent. Kotak Cash Plus offers 
flexibility of liquidity for the 
investor. He can enter and exit on 
any working day. This scheme usu- 
ally rolls over its position to gener- 
ate higher returns. 

Check out the strategy of the 
arbitrage fund before signing on 
the dotted line. If you are looking 
for pure arbitrage strategies, then go 
for a fund that has a higher expo- 
sure to equity arbitrages. Arbitrage 
funds are meant for risk-averse 
investors who want equity expo- 
sure. Essentially, arbitrage funds 
are for investors who seek “debt- 
plus" returns with low risk. 
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Advantage 








There are endowment plans and there’s Jeevan 
Saral with a flexible life cover plan. Is it for you? 


NITYA VARADARAJAN 


rigidity of traditional term plans 

because there’s no return on 
your investment or aren’t comfort- 
able with the uncertainty of the pay- 
back in a unit linked plan where re- 
turns are highly dependent on the 
market, endowment schemes could 
turn out to be what you are looking 
for. Endowment plans have two ad- 
vantages: insurance and savings. 

In vanilla endowment plans, a 
policy holder pays regularly dur- 
ing the term of the policy. But if the 
policy holder dies during the policy 
term, the nominee gets the death 
benefit, including the sum assured 
and the accumulated bonus. If the 


I: YOU AREN'T HAPPY WITH THE 


idm muta m 


E m, PNG "A. 
— > wf A 


policy holder survives, he gets the 
survival benefit and all the bonuses. 
But there’s another plan that al- 
lows for partial surrender without 
penalties and yet keeps much of 
your benefits intact. In fact, Life 
Insurance Corporation’s Jeevan 
Saral is not dependent on one’s age 
or term of the policy, unlike many 
other endowment plans. 

For a monthly premium of just 
Rs 100, one gets a life cover worth 
Rs 25,000. Additionally, the cover 
increases every year by the amount 
of yearly premium you pay, so in 
many ways it’s like an increasing 
cover benefit plan. Besides, LIC’s 
Jeevan Saral offers your premium 


ë” 





Rahul Aggarwal/ CE0/ Optima Risk and Management Services 


Jeevan Saral has been designed to prevent lapses, so it ensures 
some cover till maturity. That is why it has many takers” 
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The Saral Edge ——— 
Against other insurance plans, . 
Jeevan Saral stands apart. 


Jeevan Saral | 
PREMIUM Cost: Highly affordable 
EASY ENTRY: @ Rs 1,200/ year — 
FLEXIBILITY: Allows for partial ` 
surrenders, its key USP ` 
RETURNS: Below average compared 
to Post Office and other financial 
instruments 

SCORE ON SIMPLICITY: Agent not 
required 

RISK COVER OR RETURN? Risk prima- 


rily, but there are rewards — — 


. Pure Term Insurance 


PREMIUM COST: Highly affordable 
EASY ENTRY: Starts at Rs 3,000/ year, 
depending on company ~~ 
FLEXIBILITY: Rigid 

RETURNS: No returns. Some term 
plans offer a premium back; but 

no bonuses 

SCORE ON SIMPLICITY: Agent's help 

is needed 


RISK COVER OR RETURN? Risk only - 


Traditional Endowment 
Insurance 
PREMIUM COST: Expensive 


EASY ENTRY: Starts at Rs 5,000/ year, 


depending on company 

FLEXIBILITY: Rigid 

RETURNS: Returns better than Jeevan 
Saral, but poor compared to other 
financial instruments | 


SCORE ON SIMPLICITY: Agent's help 
is needed 


RISK COVER OR RETURN? Greater 
emphasis on return 


Unit Linked Plans 

PREMIUM COST: Expensive 

EASY ENTRY: Starts at Rs 5,000/ year, 
depending on company 

FLEXIBILITY: Allows for withdrawal 
from fund 
RETURNS: Depends entirely on fund 
mix; risk cover is guaranteed only in a 
Capital Guarantee ULIP plan 

SCORE ON SIMPLICITY: Agent's help 

is needed 

RISK COVER OR RETURN? Emphasis 
only on return 


The Maturity Benefits 
The scheme provides decent maturity benefits. 








Figures in Rs 


Loyalty Payback 


Minimum sum assured for Rs 100 monthly premium 


Source: Company data 


But if you stick long enough, there's a sizeable bonus. 


10 years 


15 years 


20 years 





*Bonus rates could vary; Example for a 30-year-old paying an annual premium of Rs 4,800 at 6 and 10 per cent, respectively 


back if five annual premiums have 
been paid, excluding the first year 
premium. | 

As this is a flexible plan, opt for 
the maximum term, which is till the 
age of 70 or a term of 35 years. 
Jeevan Saral is a ‘for profit’ plan, 
you cannot surrender the policy for 
10 years—the minimum lock-in pe- 
riod, if you want to receive loyalty 
additions, which are paid out after 
10 years. But you can surrender ‘a 
portion’ of the policy any time. 
Loyalty additions are payable even if 
death occurs. However, under this 
policy, the premium and risk cover 
reduces after each ‘withdrawal’. 

Jeevan Saral comes closer to a 
term plan with premium payback. 


Turn to page 134 


Says Rahul Aggarwal, CEO, Optima 
Risk and Management Services, 


“This is a plan that could suit all sec- 


tions of society, particularly those 
whose incomes are uncertain.” 
According to Aggarwal, the plan 
has a very low premium for the 
cover offered. “The plan has been 
designed in such a manner to pre- 
vent lapses, so it ensures some cover 
till maturity. That is why it is find- 
ing many takers,” he says. 
Returns for the policy are not 
that great, but decent enough (see 
The Maturity Benefits). “Jeevan 
Saral does not offer annual bonuses 
because of the plan’s innate with- 
drawal flexibility which would make 
annual computations difficult,” says 





ICICI Bank Credit Cards. India's First Free for Life Credit Cards. 
Because free is the way to be. 
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Ramakrishnan, a retired actuary 
from LIC. “But loyalty additions in 
Jeevan Saral are equivalent to ter- 
minal bonuses of other policies and 
would not be lower than those,” he . 
says. But for a premium of Rs 100 
a month without the hassle of a 
health check-up, Jeevan Saral fillsa — 
gap for individuals looking for — 
lower life covers, with the added i 
benefit of returns. 
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Super Saver 


Embarking on your savings plan early enough will earn you a 
lot more than you can imagine. CLIFFORD ALVARES 



























Not only that, one must also 
make sure that savings instru- 
ments that one chooses has a 
compounding element built 
into it. Instruments such as the 
public provident fund (PPF), 
stocks and mutual funds (MFs) 
enjoy the benefits of com- 
pounding, whereas other veh- 
icles such as insurance don’t. 
Financial planners like 
Pandit recommend a pay your- 
self first concept for today’s 
youth. “Youngsters focus far 
too much on spending,” he 
says, adding, “but if they focus 
on paying themselves rather 
than others, they will gain a 
lot. If you cannot control your 
spending, make sure you 
pay yourself first.” Among 
| the easiest ways to start 
on a savings plan imm- 
k ediately is to open an aut- 
loss of more than Rs 1.56 | Omatic debit account fac- 
crore in five years. For most WNO PN CARKAR —— m ility where a periodic con- 
people, that could spell the dif- stant amount gets socked 


strategy and stick to it for | 
long enough, there's a guar- 
anteed chance that you will 
make money, loads of it, over 
time. Anyone who saves 
money knows that it adds up 
to a tidy sum. But run the 
numbers for yourself and you 
will be startled by the results. 
Assume you are 25, and that 
you will retire at 65. If you 
save Rs 5,000 a month for 40 
years that grows at 10 per cent 
per annum (calculated 
monthly), it balloons to over 
_Rs 3.46 crore. 
But if you start, say, just 
five years later at the age 
of 30 and save the 
same amount for 
35 years, your corpus 
adds up to a little 
Rs 1.89 crore. That’s a 


[: YOU EMBARK ON A SAVINGS 






ference between a cosy retirement Tips for Savi ng away every month. One must do 
and a struggled one. There are this at the beginning of the month 
many benefits of starting a sav- € Make an expense list and take just as you get your paycheck. You 
ings plan early. The power of com- stock of where you can save the can temporarily park your funds in ` 
pounding ensures that you make MEU ie ease an open-end mutual fund or floater 
your money grow the fastest dur- e Start by cutting down corners and fund till you find the right equity 
ing the later years. buy only what is really needed fund to invest for the long-term. 


Once you've begun, start a sys- 


The Options 7 iin pi mel iiilr Bs tematic investment plan (SIP) with 
Most financial planners are advis- witha Men y | the fund for the long haul. 

ing the young investors to start Se aT eee CR CT A PIU ORO DNE 

immediately on a savings plan. € Use gift savings and coupons or The Plan 

“Even if you start five years late, the look for special sales for items you — Additionally, financial planners rec- 
kind of impact it has on your fi- ` need, if possible — ^ — ^ ^ ^ ^ ommend that you start with saving 
nancial corpus of the future is e Scout around for what you want at least 25 per cent of your gross 
enormous," says Amar Pandit, so you could land a cheaper deal salary if you are on the younger 


Chartered Financial Planner (CFP), a Lot ona G Sa Sus side so that you can have a sizeable 
My Financial Advisor, a financial | E Bind corpus in a short period of time. 
ERES dE mutual fund quickly, lest you are ; airs 
planning firm, adding, The sooner tempted to spend Higher savings are the building 
you start, the better it is for you." blocks of creating wealth and take 
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Amar Pandit /Chartered Financial Planner/ My Financial Advisor 


“Youngsters focus far too much on spending, but if they focus on 
paying themselves rather than others, they will gain a lot. If you 
cannot control your spending, make sure you pay yourself first” 


a staggered approach to investing as 
against saving all at one go. 

Thirty-somethings who have 
nothing in their bank account may 
have to start with a much higher 
savings budget of around 30-35 
per cent annually. That’s because of 
the loss of time and because com- 
pounding works harder in the later 
years. And those in their 40s who 
previously ignored savings have to 
allocate close to 40 per cent to 
catch up with retirement. Consider 
this, a 30-year-old targeting sav- 
ings, say Rs 12,000 for 30 years, 
accumulates a little over Rs 1.97 
crore at the age of 60. But any- 
one who starts five years later has 
to up the yearly outflow to over Rs 
20,000 to reach close to the same 
corpus. That means an investor, 
who neglects saving earlier, puts 
an additional burden on his savings 
allocations in the latter years. 

But even if you aren’t able to up 
your savings ante, it’s better that 
you start with modest sums rather 
than not start at all. Says Pandit: 
“Even if you postpone your savings 


for a year, it makes a lot of differ- 
ence in the long run.” You don’t 
need to start on an aggressive sav- 
ings plan. Increase your savings rate 
modestly by starting from, say, 10 
per cent of your income in the first 
year to 12 per cent the next year 
and 15 per cent and so on. Even 
that will go a long way in making 
the most of your cost of savings. 

Financial planners say that to 
begin to save, you must start iden- 
tifying and reach realistic goals. 
In other words, you must set a 
target of the corpus you want to 
achieve at the end of 30 years, 
and then break it down into 
smaller targets of five or 10 years. 
Over the longer haul, step up your 
targets and keep scaling up the 
savings plan. Says Pandit: “Set a 
savings target and an asset alloca- 
tion plan and compare it periodi- 
cally to see where you stand.” If 
you are falling behind your tar- 
gets, then make adjustments in 
your lifestyle to update your plan. 
That’s the only way to “keep up 
with the Joneses”. 


Save and Multiply 346,20,338 


Grow your corpus with a 
regular savings habit. 
1,89,83,190 
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Figures in Rs 


m 
ce 


An investment of Rs 5,000 a month grows by leaps and 
bounds at just 10 per cent per annum compounded monthly 
if you save for a longer period. If you are 25, you could save 
over Rs 3.46 crore by the time you retire at 65 

illustrative example Source: BT research 


Early Bird gets the 
Moolah 


Start early and save a tidy bundle. 


If you save Rs 10,000 a year in the 
first 10 years 


Total investment 1,00,000 
Corpus after 30 years 11,79,409 
If you save Rs 10,000 a year after 
11th year for 20 years 

Investment 2,00,000 
Corpus after term of 30 yrs 5,72,750 
Loss in corpus 6,06,659 
If you save Rs 10,000 a year from 
21st year for 10 years 

Investment 1,00,000 
Corpus after term 1,59,374 
Loss in corpus 10,20,035 


Start late and you miss out a lot. By investing the same 
amount of money in the last 10 years of a 30-year 
tenure, you stand to lose a whopping Rs 10,20,035. 
Interest rate assumed at 10 per cent annually 
Illustrative example Figures in Rs Source: BT research 
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Destination Caribbean 


Looking to catch the action at the World Cup? Here are a few last-minute 





packages to get you closer to the excitement. KRISHNA GOPALAN 


Cricket, sand & beaches: World Cup fever seems to have gripped everyone 


SPORTING CARNIVAL DRAWS 

its own kind of tourists. But 

the 1cc Cricket World Cup 
2007 is a one of its kind tourism att- 
raction. It is not very often that 
one gets a chance to go to the West 
Indies. After all, it is the first time 
that the World Cup is going to be 
held in the Caribbean, the land of 
beautiful beaches. Besides, the next 
World Cups of 2011, 2015 and 
2019—to be held in the subconti- 
nent, Australia, New Zealand and 
England, respectively—have been 
decided and it could be a while be- 
fore you get an excuse to savour 
the Caribbean experience. 

For most people, the Caribbean 
is not the most accessible of places 
which explains why families in India 
prefer options like a holiday in 
Europe or the United States. Of 
course, Asia and Australia are large 
attractions. There are some issues 
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like flight connectivity in the West 
Indies which has prevented most 
Indians from taking a holiday to 
that part of the world. With an at- 
traction like the World Cup, there 
appears to be more than one reason 
to get your bags together and head 
to that part of the world. So, what 
deals beckon the traveller? 

Shyam Kartikeya, Business 
Head, sorc Sport Abroad, says the 
objective has been to give some- 
thing more exciting and different to 
the tourist. ^Our target has been 
the high net-worth individuals (HNIs) 
like CEOs, MDs and the large corpo- 
rates. The West Indies, the way we 
see it, can be a family destination," 
he says. SOTC, last week, reduced the 
cost on some of its twin-sharing 
packages by Rs 1 lakh. For some- 
time now, the West Indies has had 
a paucity of hotels and the cur- 
rent World Cup has resulted in 





hotel tariffs quite literally hitting 
the roof. One would be lucky to get 
a hotel room for $500 (Rs 22,000) 
per night which in most cases 
comes with a pretty steep rider— 
you will have to check in for at 
least seven nights. 

Help has come from players 
like sorc who are offering tourists 
the option of getting on to a cruise 
within the Caribbean. The cruise 
will take you to the destinations 
depending on which package you 
have opted for. This is what the 
tourist does—fly into the 
Caribbean after a stopover in 
London. In the Caribbean, the first 
landing destination is Bridgetown 
in Barbados. Here is where you 
get on to the cruise. 

“The West Indies is far away 
and there have been concerns 
about the quality and availability of 


accommodation. The West Indies 
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Software for the security, storage, and availability of your mission-critical information. These days 
. connections have never been so vital. Or so vulnerable. At Symantec, we have the solutions and expertise to keep your 

information secure and available across your entire operation. From backup and recovery to information security. From 

IT policy compliance to data center management. We bring confidence to every connection. Visit symantec.com/confidence-in 


symantec. 


Confidence in a connected world. 
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The Caribbean Experience | 


Thomas Cook’s packages: 


Cruise with Cricket 
SOTC's packages: 





e 12 cruise nights aboard Carnival "Destiny" cruise 
ship visiting Barbados and Grenada 

e Choice of meals on board : 

e Tickets for three Super 8 India games at Barbados 

Package 

Ship's interior cabin 

Ocean view cabin 

Cabin with balcon 

Suite with balcony 

Prices per person (twin sharing basis) 


e Eight Cruise nights aboard Carnival "Destiny" 
cruise ship visiting St Lucia for the semi-final and 
Barbados for the final 

e Choice of meals on board 

e Tickets for the St Lucia semi-final and the 


E 


Sandals resort, Almond Beach Village and Bougainvillea Resort 









Rs 2.88 lakh 
Rs 3.37 E 
Rs 3.89 lakh 
Rs 4.78 lakh 


@ Seven nights accommodation at Antigua’s Sandals resort 
e All meals, 24-hour snacks and unlimited premium drinks 
@ Tickets for two Super 8 India games at Antigua 

Package 

Double delux room 
Prices per person (twin sharing basis) 







Rs 1.60 lakh 





@ Seven nights accommodation at the Almond Beach Village 
Resort, Barbados 

@ Economy class air ticket on Virgin Atlantic 

@ All meals, 24-hour snacks and liquor 


@ Tickets for two Super 8 India games at Barbados Barbados final 

Package — Package 

Double superior deluxe garden/ Interior cabin Rs 3.88 lakh 
ol view room 


Ocean view cabin Rs 4 lakh 
Ocean view cabin with balcon 


Suite with balcony 


@ Seven hotel nights at a luxury resort 


Prices per person (twin sharing basis) 


e Eight nights accommodation at Bougainvillea Resort, Barbados 
e Economy class air ticket on Virgin Atlantic 


Rs 4.40 lakh 
Rs 5.30 lakh 





@ Bed and breakfast included 


e Tickets for semi-final in Lucia and final in Barbados 


Package 





Prices per person (twin sharing basis) 


has been positioned as a resort and 
our packages are on land," says 
Gautam Sharma, Head (Marketing 
& Financial Services), Thomas 
Cook India Limited (TCIL). His 
company offers tourists the option 
of staying in resorts located in 
places like Antigua and Barbados, 
which means you get to watch 
matches being played there. You 
could choose a package which, for 
instance, could be for seven nights, 
in Antigua which will include all 
meals, a 24-hour snack service and 
unlimited land and water sports 
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Double standard room TO 


e Buffet meals with your stay 


e Tickets for two Super 8 India games at Antigua 


Package 
Prices per p 








rson (twin sharing 





basis) B CR STO B ET 


Assumption: India makes it to the Super 8 level, and plays at the specified venues 


at the resort —all this is apart from 
the cricket, of course. 

Most people in the travel and 
tourism industry agree that this is a 
one-time opportunity for tourists to 
enjoy the World Cup and also the 
destination. *For those who think it 
is expensive, we say there is the 
excitement of watching cricket. 
The West Indies can be a family 
destination with a lot of things to 
do," says Kartikeya. Sharma states 
that TCIL has over 200 corporate 
clients. “Our focus is on the cor- 
porate segment interested in 


cricket," he adds. 

For an individual who loves to 
travel, West Indies, perhaps, seems 
to be a destination that's consid- 
ered largely inaccessible. If there is an 
option of a cruise or a resort or a ho- 
tel, it's certainly worth a look. And, 
what's more, the West Indies bears 
a great deal of similarity to places 
like Goa. Yes, the whole trip has 
very few deals, but this is really a 
one-time opportunity. So, if sun and 
sand and cricket beckon you, start 
packing your bags. The Caribbean 
carnival is about to start. 
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NEWS ROUND-UP 


Train Tickets get Cheaper 


Railway Budget hands out more goodies to passengers. 








Lalu Prasad Yadav: Sweetening the deal for rail passengers 


FTER PROMISING A GOOD BUDGET FOR THE COMMON MAN, 

Railway Minister Lalu Prasad Yadav has handed out a 
host of benefits for rail passengers. First, AC (air-conditioned) 
first-class fares have been reduced by 3 per cent in the 
busy season and by 6 per cent in the lean season. Besides, in 
some of the newer high capacity coaches, the fares have been 
reduced by 4 per cent in the busy season and by 8 per cent 
in the lean season in AC three-tier and chair-class coaches. 
Fares for the sleeper class have also been slashed by 4 per 
cent for all seasons. 

That apart, Yadav has introduced 800 new coaches and 
announced route extensions in 23 trains and increased fre- 
quency of 14 others. He has also promised 40 new trains and 
eight new air-conditioned “Garib Raths”. This should ease 
the passenger traffic and allow more people to travel. 
Besides, the unreserved second-class coaches would get 
upholstered seats as against wooden seats and their number 
would be increased from four to six in all new trains. The 
minister has also announced a reduction in e-ticket charges 
for sleeper and Ac classes from Rs 25 to Rs 15 and from 
Rs 40 to Rs 20. 

Super fast charges on second-class tickets too have been 
reduced from Rs 10 to Rs 8. These reductions could give the 
low-cost airlines a run for their money, and for the common 
man, more reason to travel. 

CLIFFORD ALVARES 
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No New Numbers 


PAN replaces all identification numbers, 
even as AMFI withdraws MIN. 


FTER THE FINANCE MINISTER MADE THE 

permanent account number (PAN) as the 
sole number for market transactions, market 
intermediaries are withdrawing the need 
for further unique numbers. AMFI 
(Association of Mutual Funds in India), 
which had made it mandatory for mutual 
fund investors to obtain a mutual fund iden- 
tification number (MIN), has announced the 
withdrawal of MIN. 

Now, PAN will have an alpha-numeric 
prefix or suffix to distinguish a particular 
kind of account. This is a welcome move for 
market participants hassled by the need to 
acquire various unique identification num- 
bers for market operations. Prior to this, 
National Securities Depository Ltd (NsDL), 
following the approval from the market 
regulator SEBI (Securities & Exchange Board 
of India), had introduced MAPIN (a biomet- 
ric unique identification number) for in- 
vestors to operate in the capital market. 
However, MAPIN had to be scrapped fol- 
lowing operational difficulties as well as 
resistance from institutional players, mainly 
Fils (foreign institutional investors). “It’s a 
welcome move. The idea behind the iden- 
tification numbers was for the intermediaries 
to know their clients (KYC) and to keep a check 
on money launder- 
ing. Therefore, mak- 
ing PAN card as a 
sole identification 
number will help mum 
investors as well as Z 
intermediaries,” | 
says a senior ind- w^ 
ustry official. M 

In fact, industry sour- 
ces say that the income tax department is 
evaluating the launch of biometric PAN 
cards. If this happens, it will also help in 
cutting the loopholes in the systems and 
automatically cut out duplications of PAN 
cards that prevail in the system. For in- 
vestors, that's one welcome relief. 

MAHESH NAYAK 
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Now part of the hedge fund bandwagon: DBS' Rajagopal 


1111111112 


Hedging the Risk 


DBS Chola's Hedged Equity Fund seeks to 
minimise market risk. Should you invest? 


AST WEEK, DBS CHOLA MUTUAL FUND JOINED THE 

hedge fund bandwagon by launching its new 
product, DBs Chola Hedged Equity Fund. The fund 
will invest in stocks that are a part of the futures and 
options category. Says R. Rajagopal, Head (Equities), 
DBS Chola Mutual Fund: “An open-ended diversi- 
fied fund seeks to generate long-term returns for inv- 
estors as well as minimise the risk by the use of der- 
ivative instruments.” 

After Reliance Equity Fund, this would be the 
second hedge fund product introduced in the mar- 
ket. However, the fund manager of DBs Chola 
Hedged Equity Fund may not compulsorily hedge 
the portfolio at all times. Alternatively, he can even 
hedge 100 per cent of his portfolio. Also, the fund 
manager can make use of strategies like arbitrage and 
speculate on futures. 

In the current volatile market, use of derivative 
instruments has become popular to limit the down- 
side of a portfolio. Hedge funds are not high growth 
funds, as the idea is to minimise the impact of 
volatility in one’s portfolio by using derivative in- 
struments such that they restrict the downside dur- 
ing a fall and give decent return during a rise. But, 
these products do come with their own set of risks. 
Till the fund hedges itself, the corpus is safe. 
However, any wrong calls by the fund manager 
could see erosion in the fund corpus. 

So far, the performance of other hedge funds 
hasn’t been impressive. In the last six months, Reliance 
Equity Fund rose by 7 per cent, but fell by 7 per cent 
in the last month. But diversified funds rose by 11 per 
cent and fell by 8 per cent in the same period, res- 
pectively. This shows that during the market fall, the 
Reliance Equity Fund has restricted the fall by 1 per 
cent when compared to other diversified funds. 
But in a rising market, the overall gains of the fund 
are lower than those of other diversified funds. 

MAHESH NAYAK 
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The top five performers category-wise. 


SCHEME NAME 


SBI One India Fund-Growth 
Reliance Long Term Equity Fund-Growth 


Kotak Lifestyle Fund-Growth 
Cangrowth Plus 


Franklin India Taxshield 98 
Reliance Tax Saver Fund-Growth 
Birla Taxplan 98 

Kotak Taxsaver-Growth 

Fidelity Tax Advantage Fund-Growth 


Reliance Media & Entet Fund-Growth 
DSP ML Technology.com Fund-Growth 
Prudential ICICI FMCG-Growth 
Reliance Pharma Fund-Growth 
Franklin Pharma Fund-Growth 


Birla SunLife 95-Growth 

Birla Balance Fund-Growth 

ING Vysya Balanced Fund-Growth 
HDFC Prudence Fund-Growth 
Reliance RSF-Balanced-Growth 


ING Vysya MIP-Plan A-Growth 
BOB MIP Fund-Growth 


HDFC Multiple Yield Fund-Plan 2005-Growth 11.05 
11.56. 
DSP ML Savings Plus-Conservative Fund-Growth 1205 


Birla MIP-Savings 5-Growth 


Kotak Cash Plus-Growth 


Tata Dynamic Bond Fund-Option A-Growth 


NAV (IN RS) | 


E AN 
Standard Chartered Premier Equity Fund-Growth 13.27 


11.52 
38.68 


117.08 
14.03 
193.29 
13.67 
12.02 


2442 
24.71 
39.42 
19.52 
7113 


173.29 
21.15 
17.82 


111.49 


11.07 


11.64 


11.77 


11.07 
11.98 


Tata Dynamic Bond Fund-Option B-Growth 12 


JM Equity & Derivative Fund-Growth 


Prudential ICICI Liquid Plan-Fll-Growth 
SBI Magnum Insta Cash-Cash Plan 


Prudential ICICI Liquid-Super IP-Growth 


11.46 
Tata Income Plus Fund-RIP-(Option A)-Growth — 1263 


10.67 


1669 


10.90 


Prudential ICICI Sweep Plan-Cash Option-Growth 10.70 


Fidelity Cash Fund-Super IP-Growth 


* Absolute retums percentage as of Feb. '07 


10.20 








-1.98 
-3.15 
-4.26 
-4.49 
-4.64 





-6.44 
-6.65 
-6.97 
-1.04 
-7.10 


-1.32 
-2.97 
-5.03 
-5.10 
-5.39 


-3.45 
-3.93 
-4.45 
-4.81 
-9.36 


0.64 
0.33 
0.25 


-0.05 
-0.27 


1.11 
0.90 
0.90 
0.82 
0.73 


0.68 
0.67 
0.67 
0.67 
0.67 


Source: Mutualfundsindia.com 
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BIGGEST MISTAKES 


"From a leadership perspective, | could not read 
the coming of the (internet) downturn" 


Manoj Chugh / President (India & SAARC)/ EMC Corporation 








bouncing Back 


Everyone makes mistakes. We profile some of the biggest mistakes made by the 
top names of India Inc and how they recovered from them. TEJEESH N.S. BEHL 


O ERR IS HUMAN, TO 

forgive, divine. What 

then, do you call the 

process of learning from 

your mistakes and turn- 

ing around a no-hoper situation 
into your winning moment? Lead- 
ership, perhaps. Second chances, 
say management gurus, don't come 
easy in life; one has to create them 
and make the most of a bad situa- 
tion. "There can be mistakes with 
regard to vision, strategic planning, 
execution lapses, communication 
lapses and loss of focus," says Ran- 
jan Das, Professor of Strategic and 
International Management, IIM-C. 
If life serves you lemons then 
make lemonade and serve it chilled. 


That is exactly what Deep Kalra, 
founder and CEO of travel services 
portal, makemytrip.com, did. Kalra, 
who started his company during 
the dotcom boom of 2000, was 
pretty soon struggling for survival 
when the great internet dream went 
bust. “When we started out, our 
focus was solely on the Indian mar- 
ket. The NRI segment was just a mi- 
nor blip on our radar. But the dot- 
com crash forced a reality check— 
which was delivering real value to 
the customer,” he reveals. 

In a way, he recalls, the bust 
was the turning point, as Kalra and 
his team found that the net was 
used not so much by the Indian 
consumer as by the non-resident 


“One needs to assess one’s own expertise and 
supplement it with help from outside agencies” 


Sanjiv Goenka/ Vice Chairman/ RPG Group 
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one to make travel bookings. It also 
helped that compared to when he 
started out, the Indian resident mar- 
ket, too, has matured. So, instead of 
going to different sites or travel 
agents to check out the best deal, a 
traveller could just check out a travel 
portal. “It was the most obvious 
lesson that we forgot; your market 
research has to be thorough before 
you set sail on the high seas. People 
will not buy on the net because it's 
sexy and cool; they will buy if it 
offers value for money," says Kalra. 

Too often, says Santrupt Misra, 
Director, HR, A.V. Birla Group, be- 
ing overconfident sounds the death- 
knell of great ideas and becomes 
the genesis of a self-created cesspool 





Learning from blunders forms a major part of — 
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“People will not buy on the net because it’s sexy and cool; 
they will buy if there is value for money” 


Deep Kalra/ CEO/ makemytrip.com 


of trouble. Sanjiv Goenka, Vice 
Chairman, RPG Group, who learnt 
by burning his fingers, agrees. 
“About 15 years ago, we were set- 
ting up our power plant in Kolkata 
and we went ahead with the con- 
struction without hiring an EPC (en- 
gineering, procurement and con- 
struction) contractor. That, to my 
mind, stands out prominently among 
a litany of judgment errors,” recalls 
Goenka. Result: huge delays in the 
project, not to mention massive cost 
over-runs. It’s a different story that 
the power plant today has among 
the highest plant load factors in the 
country. 

So, how did he turn it around? 
“When I realised the goof-up, I 
tried to salvage the situation by 
going in for a daily monitoring 
system. It was a slow process, as 
we didn't have any in-house ex- 
pertise in EPC contracting, but we 
did eventually get it right. Now, 
we can build an entire power 
plant with in-house expertise," 
says Goenka. The mistake, he 


. the bouncing back process ` 





CEOS IN BLUNDERLAND 





The common mistakes they make. 


m Wrong strategy 

m Excessive centralisation 

m Lack of market awareness 
* 


Unrealistic project execution time 
frames 


m Failure to walk the talk 


m Lack of communication and 
interpersonal skills 


m Panic at first sign of trouble 


Not to make the first offer in 
negotiations 


m ignoring the viewpoints of others 


m Getting the lawyers involved too 
early and too frequently 


m Failure to address failure 
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says, was to have gone in for a 
major project without possessing 
the requisite competence. *What 
[ learnt was that one needs to 
make a candid assessment of one's 
own expertise and then supple- 
ment it with help from outside gt 
agencies," he says. M È 


The Hard Way 


It's a tired cliché but it's en- 
tirely true—the lessons of life 
need to be learnt the hard 
way. *Three primary reasons 
why mega-blunders happen 
are: being cocky and not 
heeding the voice of cau- 
tion; over- managing and 
making the organisation 


VUHAW NVAIA 


“We were always £ 
confident of the PR WEB 
issues on Lipitor and 
the US court decision 
came as a Surprise” 


Malvinder Singh / 
Managing Director/ Ranbaxy 
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business, we would have to diversify and scale up" 
Rashesh Shah/ Managing Director/ CEO/ Edelweiss Capital 


too dependent on you; and not 
having someone play the devil's ad- 
vocate," says Misra. 

Add to that the mistake some 
people make of putting all their 
eggs in one basket. *In 1996, when 
we started operations, we were fo- 
cused only on private equity in- 
vestments for early stage compa- 
nies. We did not do anything else," 
says Rashesh Shah, Managing 
Director and CEO, Edelweiss Capital, 
a financial services firm. *But 
around 2001, I realised that if we 
wanted to move ahead in the busi- 
ness, we would have to diversify 
and scale up. That's when we raised 
some capital and inducted a few 
senior professionals from across the 


finance sector and diversified our. 


business model. We also capitalised 
on the bad market situation that 
lasted from 2001-03 to expand our 
business,” he adds. 

Sometimes, it is not enough to 
just be right. Presenting facts in the 
right manner for an informed deci- 
sion is equally important. Ranbaxy 
learnt it the hard way during its le- 
gal fight in the us over anti-choles- 
terol drug Lipitor, the world’s larg- 
est selling medicine. “We were 
always confident of the intellectual 
property rights issues on this prod- 
uct and the decision in the Us court 
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(which ruled in favour of Pfizer, 
the patent holder) came as a sur- 
prise,” admits Malvinder Singh, 
Managing Director, Ranbaxy Labor- 
atories. Ranbaxy’s contention that 
its version was not an infringement 
of Pfizer’s patent was initially re- 
jected by the court. It’s only when it 
presented the us Federal Court with 
evidence of process, that it man- 
aged to finally win the case. The 
advantage: Ranbaxy was able to 
save 15 months and got a clear win- 
dow of 180 days to launch the 
generic version of the drug whose 
sales are worth over $12 billion (Rs 
52,800 crore). 


Once is a Mistake, 

Twice is Stupidity 

Good leaders, it is said, fight ad- 
versity, not take flight from it. 
Learning from a blunder forms a 
major part of the bouncing back 
process, says Misra. *The first part 
Is to realise that you've made a bad 
decision. After that, you have to 
look at the reasons why you made 
that error in judgement. It might 
even help if you could talk to people 
you trust," he suggests. 

Much, of course, also depends 
on the corporate culture prevalent in 
the organisation. Management gurus 
say leaders who are direct and forth- 





right with their employees about 
their mistakes are able to salvage 
situations much better than those 
who are pompous and let their egos 
get the better of them. “If employ- 
ees hear about it from outside the 
organisation, it can shatter morale. 
Besides, while most errors can be re- 
deemed, it is very hard to recover 
from.a loss of credibility,” asserts 
Misra. 

Sometimes, it’s not so much a 
physical change that is required 
but a mindset change. Recalling 
his days during the heady inter- 
net boom at the turn of the cen- 
tury, Manoj Chugh, President 
(India & SAARC), EMC Corporation, 
says: “From a leadership perspec- 
tive, I could not read the coming of 
the downturn when internet start- 
ups began to crash like nine-pins. 
Quarter on quarter, we were strug- 
gling to make ends meet.” 

Elaborating further, he says there 
were three segments: commercial, 
enterprise and service provider. “Of 
the three, the service provider seg- 
ment showed the maximum prom- 
ise and growth and there were big 
ticket deals in the offing. Of the 
other two, the commercial segment 
was attractive, but it required a lot 
of work. When the bust happened, 
we had to quickly de-risk our busi- 
ness and keep the morale of the 
people high. We needed to refo- 
cus our efforts and concentrate on 
hitherto neglected segments, such as 
the commercial one,” he adds. It 
was, to use his own words, a major 
mindset change—which, he says, 
is akin to changing the engines of an 
aircraft in mid-air. 

The crisis he faced also pushed 
him to look at expansion of opera- 
tions into the Indian hinterland— 
reaching out to 100 cities in a span 
of 18 months. “It was an ego-buster 
but it did teach me one thing: you 
have to fill up the ocean drop by 
drop rather than through some big 
bang deals. Rome, after all, was not 
built in a day,” he concludes. 


Wanted: Agri Pros 


Companies are looking for farming specialists. 


GRICULTURE IS BY FAR THE WORLD’S BIGGEST BUSINESS. 
A changes in approaches to farming throughout 
the world and the increasing demands of consumers are 
creating a wide range of career opportunities. And with 
the corporate sector—read Reliance, Bharti, Godrej and 
the Thapar Group, among others—entering the sector 
in a big way, the demand for qualified professionals 
with the requisite skills has exploded. Agricultural 
courses, ignored by most students till only a few years 
ago, are suddenly hogging the limelight. As many as 13 
top notch companies visited IIM-A last year to recruit 
agricultural specialists (IIM-A has a very good course on 
the subject). Says Anurag Bhatnagar, Director General, 
National Institute of Agriculture Marketing: *The 
demand for agri-business management graduates is so 
high that we will not be able to meet it in the next 
few years." 
TEJASWI RATHORE 


FACT BOX 


WHO'S HIRING: Reliance, Godrej Agrovet, ITC, Aditya 
Birla Retail, Olam International, Bharti, among others. 


WHO'RE THEY HIRING: MBAs with specialisation in Agri- 
Business Management and Graduates/ Post-gradu- 
ates in agricultural disciplines. 


AT WHAT LEVEL: Fresher and mid-level. 


AT WHAT SALARIES: The starting salaries range from Rs 
6 lakh to Rs 9 lakh per annum. At the mid-level, 
salaries rise to Rs 15-20 lakh p.a. 


WHAT ARE THE NUMBERS LIKE: Exact figures are difficult to 
come by but the industry is growing very fast. With 
big companies coming in, demand outstrips supply 
by a fair margin. 





COUNSELLING 


HELP 
TARUN! 


Q: I have done PG Diploma in Mass Communication. 
Currently, | am working with a news organisation and 
want to get into corporate communications. Which are some 
of the good institutes? 

If you have done your Mass Comm from a reputed in- 
stitute, then you need not do a course in corporate 
communications. Since you are already working in a 
news organisation, it should not be difficult for you to 
get a job with either a PR or a corporate communi- 
cations agency. You could start by contributing to the 
company newsletter and then grow from there. 





Q: | am in the last semester of PG Diploma in Business 
Management from a reputed institute. | have a job offer from 
a commodity exchange concer as a research associate. But 
my inclination is towards investment banking. How do | 
make a headway in this field? 

If your inclination is towards investment banking, then 
you should be applying for jobs keeping that in 
mind. Also, during campus recruitment, check for 
companies in that arena. And in case you decide to 
take up the job with the commodity exchange 
concern, you will learn about certain other sectors in 
the industry, analysis and research methodology. At 
some point, you could make a switch. 

Answers to your career concerns are contributed by Tarun Sheth 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—110055. 


Search for a job witha Monster e. + 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


ACDA, Senior Managers 
(Electrification Turnkey Projects), 
Bangalore, 10 - 15 Years, 3028339 
Candidate should have expertise in execution 
of electrical turnkey projects in Substation, 
Rural electrification & HT/LT line works. 
Incumbent should be an Electrical licence 
holder conversant with I E rules. 


ACS Technologies Limited, Senior 
Mnagement Executive, Hyderabad, 
10 - 15Years, 3017587 

Person should be responsible for taking 
overall incharge of the operations, reporting 
directly to the CEO. He/She should have 
professional qualification with atleast 10 to 15 
yeats of experience in marketing and 
customer service in any reputed fitm. 


AMD, Inc, Senior MTS, Chennai, 
Bangalore,10 - 15 Years, 2608516 

Job responsibility will be to lead a group of 
engineers to perform logic and functional 
verification at both the block and chip levels. 


Arms Private Limited, SOC Project 
Manager, Bangalore, 10-15 Years, 
3009512 

Person should be responsible for planning and 
executing an ASIC design project from 
requitements to mass production release. 
Person needs to manage all the following 
design phases: Project planning, Specification, 
RTL design, Verification etc. | 


ARS Software Engineering Pvt. Ltd., 
Operations Manager, 
Tiruvananthapuram, 9 - 18 Years, 
3020400 

The Incombent should be responsible for 
managing the operations within ARS Software 
Engineering, coordinate all projects that are 
being carried out by ARS, Judge the 
requirements, their consequences and the 
risks of the multidisciplinary projects and take 
decisions regarding them etc. 


Bangalore International Airport 
Ltd.,Head Real Estate Development, 
Bangalore, 14 - 22 Years, 3034278 
Person should be respnsible for 
Implementation and constant development 
of defined commercial real estate masterplan, 
promotion and presentation of master plan to 
developers and corporates, etc. 


Bharat Petroleum Corporation 
Limited, Senior Manager (R&D), 
Noida, 12-17 Years, 2997610 
Responsibility will be to lead a group of 
scientists, carry out R&D activities in areas of 
new products & fuel development, 
biotechnology based products, process 
development, and application related R&D 
studies, etc. 


Centrum Direct Limited,Vice 
President — Wealth Management, 
Mumbai, 6 - 10 Years, 2758734 

Should have proven track record of about 6- 8 
yrs in the Financial industry with experience 
of distribution of Mutual Funds, Insurance, 
IPO's & other Investment / Wealth 
management products on pan India basis. 


DGM Matketing, Echc Management 
Services, Chennai, 10 - 15 Years, 
3026158 

Candidate should have expertise and 
experience in Planning Marketing Strategies, 
Brand / New Product Developments, Media 
Planning and Evaluation, Finalization of 
Advertisements / Media agencies, Market 
Intelligence etc. 


Technical Delivery Manager, 
Gamcom IT Services Pvt. Ltd., Pune, 
10 - 12 Years, 3028413 

Candidate should be responsible for 
Conducting workshops and meetings to 
gather business and technical requirements, 
estimate, plan and monitor the project, direct, 
motivate and mentor the project team, 
reports, etc. 


Globus Stores Pvt. Ltd., AGM Quality 
Control, Mumbai, 8 - 12 Years, 
3021691 

The Incombent should be responsible for 
getting right quality in all the categories in 
woven, & knitted garments, set right the 
process right from Fabric inspection to the 
final garment inspection & dispatch etc. 


HDIL, General Manager Projects, 
Hyderabad, Kochi, 15 - 20 Years, 
3032151 

Applicant will be overall In charge for large 
diversified number of projects, carrying out 
management functions, ensuring quality, 
independent administrative etc 


Pacifica Companies, VP - Projects, 
Ahmedabad, 10-15 Years, 3021184 
Roles would be Concept Development, 
Feasibility Analysis, Assessment of 
Development Parameters, such as Zoning & 
FSI etc, Project Management, Regulatory 
Affairs, Team Building including selection of 
contractors & consultants. 


Reliance Industries Ltd., Document 
Controller & Coordinator, Mumbai, 
10 - 15 Years, 3015855 

Applicant will be responsbile for 
documentation receipts / transmissions using 
conventional and / or electronic systems like 
FTP / Internet, Database creation / updation, 
Archiving of electronic documentation / E- 
Mails etc. 


RNB Teknology, Production 
Engineer - EMS (SMT), Bangalore, 10 
- 12 Years, 3019809 

Candidate should have minimum 5 years 
expetience in EMS industry - preferably in 
Engineering / Technical departments. 
Candidate should have working knowledge of 
electronic circuits, components etc. 

Saba Software India Private Limited, 
Sr. SQA Lead -(SQA301), Mumbai, 8 - 
12 Years, 3008886 

Applicant will be responsible for defining and 
driving all the quality initiatives across the 
engineering and services organizations. 
Person will be the owner of the quality 
systems in both these teams and will drive the 
efforts towards using the industry best 
practices in these teams. 

Sambe Software Pvt. Ltd., 
Procurement Manager, Mumbai, 10 - 
11 Years, 3032481 i 
The Idial candidate should have 10 + yrs 
experience with having good exposure in 
contractual terms and conditions and legal 
formalities, good negotiation skills, sound 
knowledge in current market trend etc. 
The Indian Plywood Mfg. Co. Pvt. 
Ltd., Area Sales Manager, 
Ahmedabad ,12 -15 Years, 3023263 
Candidate should be a Post Graduate in 
Management with 12 to 15 years' experience in 
marketing preferably building materials, 
He/She should have good contacts with 
architects ete, 


To know how to apply for these jobs, go to finance jobs listing page. 
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ACS, Inc., Websphere Administrator, 
Bangalore, 4-8 Years, 3003189 

The role involves on administer IBM 
websphere application server network 
deployment, installs and applies patches 
within various websphere environments, 
deploys application code, tests etc. 


Axheleon (IT Services Pvt. Ltd.), Dot 
Net - Telecom Domain Professionals, 
Bangalore, 3 - 6 years, 3025882 
‘Ideal person should carry rich experience in 
NET, ASP.NET, VB.NET with strong logical 
and analytical skills. 


Broadcom, Senior Staff Design 
Engineer(VLSI), Bangalore, 5 - 7 
Years, 3014101 

The candidate will work as an individual 
contributor to design, verify (or integrate) 
various functional blocks, from initial 
specification to physical verification, to 
engineering debug support. 


Infinite Computer Solutions Inc., 
SAP-BASIS Professionals, Other 
International, 4 - 7 Years, 2960206 
SAP-Basis professionals must carry at least 4 
years of experience in the similar arca. 
He/She should have excellent exposure on 
similar area. 


Inter Globe Technologies Pvt. Ltd., 
Senior Software Engineer - Java, 
Delhi, Gurgaon, 2-5 Years, 420432 

As a Sr. Software Engineer you will participate 
in analysis, design and development of new 
functionality and modules, focus on 
supporting our existing applications while 
, being involved in systems conversion and 
databases migration. Experience in core java, 
‘EJB programming, Servlets, HTML, 
JavaScript, XML, XSL, Weblogic/Websphere 
etc. 


IP soft India Pvt. Ltd., DBA Manager, 
Bangalore, 9-15 Years, 70773 
Responsibilities includes installation, 
configuration and upgrading of Oracle server 
software, evaluate Oracle features and Oracle 
related products, establish and maintain sound 
backup and recovery policies and procedures, 
database design and implementation, perform 
database tuning and performance monitoring 
etc, 


^u 





Kanbay, System Analyst - Unix, 
Oracle, Pune, 4-8 Years, 3028053 

This position is for a global front office team 
which will own the applications globally and 
directly service the end users, being clients and 
traders. Hands on experience in the entire 
SDLC life cycle with complete ownership. 


Keane, Inc., Inc.,Java Developers - 
Shell Scripting / Weblogic, 
Hyderabad, 2 - 6 years, 2985824 

As a Java Developer you should be strong in 
Java, SQL & Command line database queries, 
web application, cron file editing, shell 
scripting, VI editor, software configuration 
management etc. 


Larsen & Toubro Limited,Software 
Engineer, Mumbai, 4 - 7 Years, 
3026235 

You must have hands on experience in 
software development on PLC’s and HMI / 
SCADA systems of allen bradley (AB) - 


rockwell, siemens and wonderware. 


Miracle Corporate Solutions Pvt. Ltd., 
Java (Fresher / Trainee), Delhi, 
Noida, 0 - 2 Years, 3002149 

Ideal person should have excellent exposure 
on core java, advance java, j2ee, struts 
„hibernate, spring, ajax technology along with 
web logic 8.1 / websphere / tomcat 5.5 servers 
and an industrial project. 


Patni Computer Systems 
Ltd.,Websphere Administrator, 
Delhi, Noida , 2-6 Years, 3013571 

We are looking for people with 2 + years of 
experience. Working knowledge of web 
sphere on solaris / AIX, conceptual. 
knowledge on web technology, 
troubleshooting of web applications, Unix 
required. 


Perot Systems, ECC Analysts - UNIX 
Noida, 1-3 Years, 2383353 

The position involves on providing remote 
admin, support in 24X7 operations, remote 
administration in an production environment, 
consisting of IBM ATX, HP-UX spread out 
globally, prepare and schedule shell scripts to 
run the application batches including some 
real time etc. 


Professional Access Software 
Development Pvt. Ltd., Mainframe 
Senior Developers, Bangalore, 3 - 6 
Years, 2988150 

We are looking for Sr. Mainframe Developers 
with primary skills on $/390, COBOL II, 
DB2, CICS, JCL with exposure on intertest, 
xpeditor, change-man,CA-7 etc. 


Sify Limited, Oracle Apps Developer, 
Delhi, 3 - 7 Years, 2996234 

You must have knowledge in PL/SQL forms, 
reports development. Oracle Apps 
manufacturing implementation. Should have 
strong communication ability with team 
management experience and exposure. 


Symphony Services, Data Architect, 
Bangalore, 8 -12 Years, 2839270 

As a Data Architect, you must have in-depth 
understanding of relational database design 
concepts, produces high quality work, SQL 


programming and stored procedures. 


Webify Services (India) Pvt. Ltd., Java 
System Analyst , Mumbai, 5 - 9 Years, 
3025259 

He/She should carry around 5 years of strong 
experience in Java / J2ee, Websphere, WSAD, 
Rational XDE, Oracle / SQL / DB2. 


Wipro Limited, Oracle and SQL DBA 
Bangalore, 4 - 6 Years, 3020247 

As a Oracle and SQL DBA your job would be 
install, configure and upgrade oracle server 
software and related products, implement new 
database designs, monitor and ensure backup, 
recovery and replication procedures, monitor 
/ ensure nightly backup and replication 
processes, perform database performance 
monitoring, support application changes and 
new implementations, 


Xansa [India] Ltd., Lotus Notes 
Developer, Noida, 2 - 5 Years, 2463148 
Incumbent should possess good exposure on 
design, develop, coding and testing lotus notes 
applications, Exposure to ITIL, SDLC, CMM 
and ISO processes, team handling and client 
handling experience in reputed IT 
organization is required. 
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D & H Secheron Electrodes Pvt. Ltd., 
QA / QC Manager, Indore, 7 - 10 
Years, 3010707 

Candidate should be responsible for 
Maintaining ISO records, knowledge on codes 
and stds essentially Sec II Part C, Sec IX, 
DIN, ASTM, etc., liasioning with third party 
agencies like LRS, ABS, BV, DNV, IRS, 
RDSO, NPCIL, BIS etc. 


ETP International Pvt. Ltd., Asst. HR 
Manager, Mumbai, 4 - 6 Years, 
2750817 

Person should be responsible for all HR 
activities in the organization and heading the 
HR Team, planning all HR costs and budgets 
based on company goals. 


Fastech Telecom India Pvt. Ltd., 
Business Development Manager, 
Gurgaon, 1-10 Years, 3002387 

The job involves meeting the engineering and 
planning teams of telecommunications 
service providers, telecommunications 
equipment manufacturers and developers etc. 


Financial Software & Systems (P) Ltd. 
Manager Business Development, 
Bangalore, Kolkata, 5 - 8 Years, 
2817005 

Incombent should be responsible for 
handling Pre Sales Support for potential 
Banking & Corporate Solution selling of 
Banking and Software Products 


Gates Computing Pvt. Ltd.. Software 
Engineer, Mumbai, 2-5 Years, 171561 


Candidate should be responsible for 
designing, documenting, implementing, and 
testing projects both individually and as part 
of a team. The development environment 
consists of ASP.NET (C#), ASP 3.0, Visual 
Basic 6.0, and SQL Server 2000. 


Infocom Network Ltd., Assistant 
Manager Sales, Delhi, Mumbai, 3 - 5 
Years, 3013805 

Candidate should be responsbile for leading 
the team of Sales Executives effectively and 
efficiently towards delivering superior service 
to our customers. To develop & implement 
sales plan/ strategies to achieve & exceed set 


Intellvisions Software Ltd., Customer 
Ralationship Manager, Mumbai 

2-3 Years, 3018344 

Candidate should possess excellent 
communication skills & focused approach in 
terms of building relationships & retention 
of customers. 


KG Metal Precision Pvt. Ltd., 
Accountant, Chennai, 5 - 10 Years, 
3032025 

Selected candidate should be responsible for 
handling of accounts with inventory in Tally, 
handling and monitoring of cash and bank, 
preparation of Funds Budget for monthly 
requirements, analysis of expendutures on 
COP with various departments, finalisation 
of accounts and audit at plant level, 
preparation of TDS Certificates, annexure 
and filing of quarterly returns, maintenance 
of Excise Records/ Registers / Documents. 
Lexi Pens (I) Pvt. Ltd., Marketing 
Manager, Mumbai, 1 - 4 Years, 
3032876 

Applicant would be responsible for handling 
all ATL & BTL activities, marketing & brand 
management, advertising & media buying 
activities, coordination with the media and 
promotion agencies, developing brand 
communication, product launches, creating 
brand awareness and visibility. 


Micro Network India Pvt. Ltd., 
Business Development Manager, 
Delhi,2 - 3 Years, 3011460 

Incombent should have experience with 
embedded design company will be a PLUS and 
preferable.He/She should have at least 5 yrs 
of experience in business development 
activities with two yrsin a middle management 
role. 


Niteo Technologies Pvt. Ltd., 
Business Development Executive, 
Chennai, 5 - 4 Years, 2997871 

The ideal candidate will possess 3-4 years of 
inside sales and show the ability to consult 
with customers, identify specific 
requirements, present technical information 
in easily understood terms and make 
recommendations to meet/exceed customer 
needs, strong communication skills — written 
& verbal, telephone sales, listening skills and 
customer service skills are essential. 


Orient InfoSolutions, Ad Copy 
Writer/ Web Content Writer, Delhi, 
2-3 Years, 3027420 

Candidate will be responsible for writing copy 


for promotional material & marketing 
collateral. 


Rhytha Web Solutions, Business 
Development Executive , Chennai, 5 - 
15 Years, 3010665 

Candidate will be responsible for generating 
software license & professional services 
revenue & high customer satisfaction, 
respond to RFI/RFPs, create proposals, 
develop ROI and TCO analysis, etc. 


Schneider Electric India Pvt. Limited, 
Sales Mgr. - Automation, Delhi, 

7 -12 Years, 3008981 

The Incombent should be responsible for 
planing and achieving order booking targets 
for Automation products in the south. 
Products i.e High End & Low End PLC’s, etc. 


Silent Archer, Project Engineer 
(HVAC), Mumbai, 5 - 10 Years, 
3000214 

Candidate should have experience in 
designing / installation of HVAC system; and 
sound knowledge in Piping System, Load 
Calculations, Chillers and AHU's and General 
HVAC norms, 


Techlink Infoware Pvt. Ltd., Business 
Development Executives, Mumbai, 
3-5 Years, 3028622 

Candidate should be responsible for 
generating high volume business in Server, 
PC, Laptop Peripherals, Networking, Security, 
Storage, System and Application Software. 
Troop Software, IT Sales & Marketing 
Executives, Delhi & Noida,1 - 5 Years, 
3020477 

The person should have an experience of 
about 2 years in IT Sector. Responsibilities will 
include developing new business, developing 
strategic relationships with appropriate 
channel partners and accounts. 


WTI Advanced Technology Ltd., 
Head - GIS Business Development, 
Chennai, 5 - 10 Years, 3002905 

Candidate should be MBA with 5-10 years of 
hands-on pune in Pee sales. 
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Abhijit Housing Pvt. Ltd., 
Accountant, Mumbai, 1 - 5 Years, 
3011281 

Candidate will be responsible for preparing 
building maintenance bill, write books of 
accounts in Tally till finalization, to write 
correspondence, communicate with advocate 
to communicate with clients, estate agents. 


V Adoso India Pvt. Ltd., Accounts 
Trainee, Delhi, Gurgaon, 0 - 3 Years, 

2750817 

We require CA persuing candidate who carry 

good Knowledge of accounting concepts, 

party reconcilition, bank reconcilation, book 

keeping, Tally 7.2, MS Office & TDS etc. 


Alcatel South Asia Limited, Manager - 
Accounts, Gurgaon, 3 - 6 Yeats, 
2803951 

Responsibilities includes handling day to day 
accounting, handling Transfer pricing, 
issuance of monthly Trial balance, monthly 
, and annually book closure based on IFRS & 
IGAAP etc. 


Broad Daylight India, Financial 
Controller, Delhi, Gurgaon, 12 - 15 
Years, 3024174 

The Incumbent has to be a CA. with min. 12+ 
years of relevant experience, out of which the 
last 2 years as a Finance Controller in a MNC, 
Manufacturing environment. Should have 
Excellent Leadership , Negotiation and Man 


management skills. 


Compare Infobase Ltd., Assistant 

| Manager - Finance, Delhi, 3 - 4 Years, 

3034494 
The candidate should be a qualified chartered 
accountant having a post qualification 
experience of 3 to 4 years. He should have 
good hold on all the areas of accounts & 
should be capable of handling a team. Good 
communication skill is essential. 


Concept Motors (I) Pvt. Ltd., Senior 
Accountant, Ahmedabad, 2 - 10 Years, 
3008873 

Candidate should be expert in Accounting till 
finalization, eReturns of TDS, VAT and 
Service Tax, Tally & Ms-Office. 


D. 


Kader Exports Pvt. Ltd., Accounts / 
Finance Managers, Chennai, 3 - 10 
Years, 3026152 | 

As a Finance Manager you will Analyse 
operational and financial performance of 
respective seafood companies, evaluate their 
systems and procedures for improvements 
and for optimizing computerization, Compile 
data and information for planning and 
budgeting, MIS etc. 


KG Metal Precision Pvt. Ltd., 
Accountant, Chennai, 5 -10 Years, 
3032025 

Responsibilities would be handling of 
Accounts with inventory in Tally, monitoring 
of cash and bank, preparation of funds 
budget for monthly requirements etc. 


Khodayss Technologies Ltd., Chief 
Accounts Manager, Bangalore, 5 - 10 
Years, 3032228 

We have excellent opening of Chief Accounts 
Manager. Ideal person should be CA with at 
least 5 years of experience with exposure on 
handling balance sheet, trial balance, supplier 
ledger, customer's ledger and profit and loss 
A/C. 


Inter Globe Technologies Pvt. Ltd., 
Executive - Marketing, Delhi, 1 - 2 
Years, 2696596 

Incumbent should be B.Com/M.Com with 2- 
5 years experience in large industry. He/she 
should have exposure on Tally 7.2 etc. 


Parekhplast India Pvt. Ltd., Accounts 
Assistant, Mumbai, 1 - 7 Years, 
3027424 

Candidate should have handled sales tax, 


payroll function, VAT, purchase accounting, 
Tally 7.2 etc. 


Patodia Syntex Ltd., Senior Accounts 
Officers, Kolhapur, 5 - 10 Years, 
3009083 

We require suitably qualified candidates with 
thorough experience in Accounts department 
of a manufacturing company.The candidate 
should be a commerce graduate with relevant 
experience.Inter / Final qualified CA or 
ICWA candidates is what the company desires. 


Roman Tarmat Ltd., Senior 
Accountant, Mumbai, 5 - 6 Years, 
2994676 

Ideal candidate should be Post Graduate/ 
Graduate in commerce field with having 
knowledge of global market, proven 
leadership and management skills. 


Sheetal Imports & Exports Pvt. Ltd.. 
Ltd., Accountant, Mumbai, 3 - 10 
Years, 3030732 

Ideal person must have knowledge upto 
finalisation of Accounts, Income Tax, Sales 
Tax knowledge, TDS return filing etc. Person 
staying around Navi Mumbai would be 
preferred. 


Shingote Agro Foods Pvt. Ltd., 
Marketing Engineer, Pune, 3-5 Years, 
3005333 

The opening requires B.Com graduate with at 
least 3 years of experience in accounting, 
Person should possess excellent 
communication skills & good exposure in 
Tally & MS Office. 


Supriya Chemicals, Finance 
Controller / Manager, Mumbai, 5 - 8 
Years, 3032287 

Selected person will be heading the finance 
department. The candidate will be responsible 
for working capital, existing and new project 
finances from Financial institution and Future 
IPO related works. 


UnitedHealth Group, Account 
Manager, Mumbai, 5 - 7 Years, 
3008722 

Responsibilities would be provide strategic 
account service delivery and promotes 
excellent,leads service level resolution 
initiatives between UHCI and the customer, 
managing and communicating performance 
guarantees to customers, accountable for 
service delivery to customers. 


HOW TO APPLY FOR THESE JOBS: 


1. Logon to www.monster.com 


2. Type the job ID in the "Search Jobs" 
box on the home page 
3. Click the "Go" button 





emnes BARRE 


With Monster's new and revolutionary Magic Search, you can find him in a flash ( no. 3 from left). Just type 


your search criteria in one single box and experience the magic. To know more SMS "HIRE BT" to 3636. 


magic search EV 
instantly monster.com os 





x fe Saud Bahwan Group has continued at the No.1 - 
— poti Oman for over three decades, Bringing in the 
eR . world's best products into Oman. Pioneering new . 


Operates from 50 strategic locations. And employs top 
talent. Saud Bahwan Group's innovative, aggressive - 
.. marketing keeps it in the lead. And over the decades, - 


MUSCAT | 


í WHEN YOU SEE THIS SYMBOL, 
THINK OF EXCELLENCE 


x Under Mr. Saud Salim Bahwan's dynamic leadership, 


j* -standards in after sales support. Hd m customer ^ 
_ , Service revolution. aki 


"s 3 Today, the Group binos the bed UFU 


has brought in many, many honours in the fees of 
3 prestigious awards, from around the world. gee 


. We are on an ambitious diversification ani growth 
|. path. To facilitate our expansion, we require dynamic 
n ees Se oo 





MR. SAUD SALIM BAHWAN 
The Visionary Chairman of Saud Bahwan Group 





| Mr. Saud Bahwan (L) receiving the 'Best Management 
| award from Dr. Shoichiro Toyoda (R), 
Honorary Chairman, Toyota Motor Corporation. 


* Annual Turnover of over US$ 2 Billion 

¢ No.1 Brand Portfolio 

* Over 60% Market Share in Automobiles 

* Amongst Top 3 in the World in Customer Servic 

¢ 7800 Talented Professionals 

* Over 500 Engineers, 200 Management 
Graduates and 40 Chartered Accountants 





The 'Sultan Qaboos Order’, 2003, bestowed by His 
Majesty Sultan Qaboos Bin Said. The highest civilian 
award in Oman. 


The 'Order of the Rising Sun’, 2002, the highest 
civilian order bestowed by the H.M. Emperor Akihito 
of Japan. 


The ‘Gulf Businessman of the Year’ award,1997. 
The only Omani businessman to have won this 
prestigious honour. 


The only Toyota distributor across the world to have 
received the 'Best Management’ award (twice in 1997 
& 1999), from Toyota Motor Corporation, Japan. 


An n opportunity toj join nie 'Best Arab Organisation' across 22 Arab Nations 


SALES & MARKETING PROFESSIONALS 





à — MANAGERS ' Automobiles / Tyres Í Heavy Commercial Vehicles) 


- . Job: To plan and implement aggressive sales & marketing strategies to achieve the 
s Objectives of the profit centre in a highly competitive and dynamic business environment. To 
~ lead and motivate a team of sales professionals, building customer relationships and 
=- seeking business development Opportunities for both retail and institutional customers. 

EN Implementing innovative promotional schemes, organising. customer meets / events and 


| . training will form essential ingredients of the responsibility. 
ud Qualification: Engineers / I Graduates in any discipline. preferably with Management 


x i Ü qualification. 
(C. Age:. Around 35 years 


4 . Experience: Around 12. 48 y years. " silo & markat of which at least 5-7 years in a 
. senior position heading. a profit centre in a reputed organisation, leading a large team. 
Proven track record ve inii analytical, Soniguseaton, inter-personal skills are essential 





MANAGERS (Rent-a-Car / Leasing) 

Job: To assist the profit centre head of Hertz Rent-a-Car and Leasing operation 
Will be responsible for achieving objectives of market share / profitability 
customer satisfaction with focus on business development, efficient fle 
management etc. 


Qualification: Engineers / Graduates in any discipline with addition 
Management qualification. 


Age: Around 35 years 


Experience: Around 12-15 years experience in car rentals / leasing / relate 
travel services is essential of which at least 3 years should be in a manageri 
position handling a branch / region. Must have commercial acume 
administrative abilities and good interpersonal skills. 





DIVISIONAL HEADS - SERVICE 
{Automobiles / Heavy Commercial Vehicles) 


Job: To lead and motivate a large team of service professionals. To devise and implement 
aggressive marketing strategies and innovative campaigns for ensuring high level of customer 
satisfaction and business growth. To maximise cost efficiency and productivity. To liaise with 
Principals on technical matters and warranty. To plan effectively manpower, training and 
development programmes in line with the changing technology. Planned upgradation / 
expansion of service infrastructure / resources will be an important area of responsibility. A 
self-motivated individual who can run Service as an independent profit centre would be the 
preferred choice. 


Qualification: Degree in Automobile / Mechanical Engineering preferably with additional 
Management qualification. 


Age: Around 45 years 


Experience: 15-20 years in after sales service of which at least 5 years should be in a senior 
nyanagerial position with profit centre responsibility of a reputed vehicle manufacturer / 
¢ealership. Sound knowledge of the latest technologies, adequate hands-on experience, 
excellent man-management skills and strong commercial acumen are essential pre-requisites. 


SENIOR MANAGERS - SPARE PARTS MARKETING (Automotive / 


Heavy Commercial Vehicles / Construction Equipment) 

Job: To develop and implement comprehensive and innovative sales and marketing activities 
to achieve divisional goals in a highly competitive business environment. Promoting sales of 
spare parts for Automobiles / Heavy Commercial Vehicles / Construction Equipment through 
sales counters, dealer network and institutional buyers by leading a team of sales 
professionals. Liaison with overseas principals, studying competitor activities, pricing, 
promotional activities will form part of responsibilities. 

Qualification: Engineering / Diploma / Graduates preferably with additional Management 
qualification. 

Age: Around 40 years 

Experience: Around15 years relevant experience in spare parts sales & marketing, handling 
channel / after-market with a leading manufacturer / dealership in respective industry of which 


iat least 5 years is in senior management. Good leadership, communication skills and customer 
orientation are essential. 


SERVICE, PARTS & SUPPLY CHAIN PROFESSIONALS 


SENIOR MANAGERS - SPARE PARTS PLANNING/ INVENTORY 
CONTROL (Automotive / Heavy Commercial Vehicles / 
Construction Equipment) 


Job: To co-ordinate with overseas principals on procurement & pricing. To ensure 
optimal order planning and inventory control through sales analysis and estimation 
of demand. To look for constant improvements in systems & logistics of spare parts 
management, to minimise cost of operations and maximise customer satisfaction. 


Qualification: Engineering Graduates / Diploma preferably with management 
qualifications, 


Age: Around 40 years 


Experience: Around 15 years of experience of which at least 5 years in a senior 
position, in spare parts planning and inventory control in respective industry with a 
reputed manufacturer / dealership. Good leadership, analytical skills as also 
exposure to computerised information & reporting systems are essential. 


SENIOR MANAGER - WAREHOUSING & DISTRIBUTION 

Job: To lead, guide and motivate a large team of professionals comprising of 
managers, executives, and skilled / unskilled personnel. To keep them abreast of 
technical changes & improvements. To plan & implement ‘Kaizen’ improvement 
programmes. To study, plan and implement setting up of new regional warehouses 
in line with business requirements. To interact with overseas principals on all 
Warehousing & Logistics matters, as well as with all user departments to meet 
business objectives. Enhance internal & external customer satisfaction. 


Qualification: Engineering or Science Graduates with additional Management 
qualifications in Materials Management / Industrial Engineering / Business 
Management. 


Age: Around 40 years 


Experience: Around 15-20 years experience in handling Supply Chain 
Management with primary focus on Warehousing & Distribution in a large reputed 
company in Automobile / FMCG / Light Engineering industries. Hands-on floor 
experience, thorough understanding of systems & processes and excellent 
man-management skills essential. 


HR / COMMERCIAL / ADMINISTRATION PROFESSIONALS 





DIVISIONAL HEAD - PERSONNEL & HR 

Job: To be responsible for all aspects of HRD including manpower planning, recruitment & 
training. To implement performance monitoring and appraisal systems. To be a key member of 
the corporate team in formulating compensation policies and their annual review. To plan and 
implement wide ranging staff welfare measures. To liaise with all the departmental heads and 
with concerned Government authorities, ministries, training establishments etc. To be fully 
responsible for all the HRD related administrative functions including statutory formalities, 
visas, travel arrangements etc. 


Qualification: Graduate in any discipline with MBA in Personnel Management or MSW from 
reputed institutions. 


Age: Around 40-45 years 


Experience: 15-20 years experience in HRD functions of which, at least 7-10 years should 
be as Head of HRD functions in a large reputed organisation. Pleasing personality, excellent 
man-management skills & exposure to good HR practices essential. 


SENIOR MANAGER - COMMERCIAL & ADMINISTRATION 


Job: To support the Divisional Head in multiple activities of sourcing and 
managing facilities, purchase, housing and transportation. Managing and 
motivating a very large team of personnel in various administrative areas is a key 
function. Liaison & coordination with different government authorities, contractors 
and vendors will be an important part of the job. Close interaction with all the 
departmental / divisional heads will be called for. 


Qualification: Graduate in any discipline preferably with additional management 
qualification. 

Age: 40-45 years 

Experience: Around 20 years experience in similar position in a large 
organisation. He should be currently holding a senior position and must have 


commercial acumen, administrative abilities and good interpersonal skills. 
Exposure to facilities management & general administration essential. 





Common for all positions: 


All the positions offer excellent opportunities for learning the best global business practices of 
world leaders like Toyota, Lexus, MAN, Komatsu, HINO etc. The incumbents will work with the 
best pool of talented professionals and will have ample scope for career growth. 





ation & 





esignation and compensatio DE P Win age, protessione 
relevant experience. | 

An attractive tax-free remuneration package with high savings potential will be offered to 
selected candidates. Other benefits include free air passage, annual leave, gratuity, free 
medical attention, etc, besides an attractive annual bonus and excellent performance based 


incentive schemes. 


For all positions, fully furnished family accommodation will be provided besides conveyance, 
eft furnishing, utility allowances as per company scheme and free school bus facilities 
for children. 


"e^ KOMATSU 
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Applicants willing to join us with a long-term perspective may respond within a 
week by completely filling the Personal! Data Form available at 
www.saudbahwangroup.com/careers 


Thís completed application form ca 









t in th i 


t ‘i i t. ic i hich is 
MANAGER-HRD, SAUD BAHWAN GROUP 
PO Box 168, Muscat 100, SULTANATE OF OMAN. 
e-mail: sbgroup@omantel.net.om 
Website: www.saudbahwangroup.com 
Interviews will be held in Mumbai / Pune / Delhi / Bangalore / Chennai and 


Cochin. Please indicate your preferred centre and mark the envelope / quote in the 
mail header, with the position applied for. 
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130 km off Kolkata 


T’S RAINING HEAVILY, AS IT HAS 

been since morning. We 

alight from our car at 

Harwood Point Lot #10, just 

past Diamond Harbour, af- 
ter a nearly three-hour drive from 
Kolkata. If the name sounds a trifle 
grand, the reality is far removed 
from it. The place is a sea of umb- 
rellas, screening the several hun- 
dred villagers gathered there from 
the wrath of the heavens above. 
There are some makeshift bamboo 
and burlap stalls where dozens more 
have gathered in the vain hope of 
keeping themselves dry. They are all 
waiting for the next “vessel” (as 
fishing trawlers, which double up as 


a means of riverine public trans- 
port when they’re not catching fish, 
are called here) to ferry them across 
the river. On a clear day, the sil- 
houette of portions of the 
Sunderban delta, where the Ganga, 
the Jamuna and the Brahmaputra 
meet the sea, is visible from here. 
We hire a country boat fitted 
with a diesel outboard motor for a 
recce of the area. Our only protec- 
tion against the elements is an oil- 
stained tarpaulin sheet with mud 











Kids at Gangasa 
(L) and the crum 


Ghodamara is 
action before it’s too late 





PHOTOGRAPHS BY SHAMIK BANERJEE 


patches. Our destination is 
Kachuberia, down the river, which 
we reach in 45 minutes. It’s still 
pouring and visibility is poor. But all 
along the banks, there are clear 
signs that the river is making steady 
inroads into terra firma. 

“What you see here is nothing. 
Closer to the sea (about 17 km 
downriver), entire habitations have 
been gobbled up by the river,” says 
Nepal Pradhan, our local guide. 


i | 

ar Colony Primary Schoo 
ling embankments at 
land: Time for some quick 


WE LL BE BACK. 


The clock is ticking. Your business tender needs to go at 5pm. But as the clock edges 
closer to the pick-up time there are still last minute changes to be made. It's always the 
way. In business, time is your biggest enemy. Which is why in an emergency, we'll go all 
the way to be as flexible as possible to buy you those few extra minutes. And why we'll 
always answer your call within 3 rings every time. 


Winner of Avaya GlobalConnect Customer Responsiveness Award 2006 in the logistics category. 


Contact DHL Express 24x7 at 30 300 345 & 1 800 111 345. www.allthewaydhl.com 





bt 


From Kachuberia, we drive 32 
km to Gangasagar Colony, close to 
where the Ganga meets the Bay of 
Bengal; this is a popular pilgrim- 
age spot. About 300-350 families of 
Ghodamara, Lohachara and 
Suparibbhanga islands, which have 
been overrun by the rising waters, 
have been rehabilitated here. These, 
we are told, were just the “trailer”. 
A report prepared by Jadavpur 
University’s School of Oceanogrphic 
Studies says: “Many more islands in 
the Sunderban belt may similarly 
go underwater by 2020.” The rea- 
son: the sea is rising at an annual 
rate of 3.14 mm compared to the 
global rate of 2.2 mm, causing mas- 
sive soil erosion. “The only way to 
stop this erosion is to plant larger 
numbers of trees along the banks of 
the river and along the shoreline,” 
says Mantulal Mondal, Head 
Teacher at the local Gangasagar 
Colony Primary School. “Our stu- 
dents, teachers, their families and 
other local people are doing their 
bit; but it needs greater govern- 
mental involvement,” he says. Adds 
Ajoy Patra, Head of the local Gram 
Panchayat: “The government should 
put up concrete embankments to 
arrest the march of the tides.” 

From the evidence at hand, that 
is obviously not happening. If any- 
thing, the opposite seems to be the 
case. The authorities of the nearby 
Haldia Port, had, a few years ago, 
erected a diversion dam on the 
Hooghly near Agnimari Char in 
order to direct greater water flows 
to the port. The dangers of tinkering 
with nature became apparent when 
the gushing waters started eroding 
and then gobbled up Ghodamara. 
Says a senior official of Haldia Port 
Authorities: “Soil erosion and sub- 
mersion of islands in the Sunderban 
delta can be attributed to premature 
human settlement, among other 
reasons. We only executed a duly 
approved and sanctioned plan.” 

Apart from the dislocation and 
devastation caused by floods, rising 
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Uncertain future: Chandan Dolui (top) and his family have been 
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from Ghodamara islands to Gangasagar Colony. (Bottom) Badal Chandra Giri (L) 
points to inroads made by the river, and Nepal Pradhan 


sea levels also cause long-term eco- 
nomic disruption for survivors. 
Sheikh Basir and Badal Chandra 
Giri were small but prosperous farm- 
ers in Lohachara and Ghodamara, 
respectively; they have now been 
rehabilitated in Gangasagar Colony. 
“Earlier, we had nearly 75 bighas (1 
bigha comprises 14,400 sq. ft) of 
cultivable land each. Now the gov- 
ernment has given us only 1.5 bighas 
each in this new colony. It’s difficult 
to run our families,” says Giri. 
The same story is repeated 
across the entire Gangetic Delta. 
Unless the government and civil 
society take urgent steps to arrest 
this situation, the entire Sunderban 
region, and large parts of India’s 
low-lying eastern coastal belt, 


stretching from West Bengal to 
Tamil Nadu, will be submerged by 
2040; 75 million families will be 
uprooted; and the surging saline 
waters will render millions of acres 
of fertile land uncultivable. 

Says Kanti Ganguly, Minister, 
Sunderban Development, Gover- 
nment of West Bengal: “Tackling 
global warming is beyond our 
capabilities. We’ve urged Union 
Science and Technology Minister 
Kapil Sibal to suggest what needs to 
be done. Meanwhile, we are plant- 
ing mangrove trees along the 
embankments and rehabilitating 
people from the vulnerable zone 
to safer places.” 

So, the Ganga doesn’t flow quiet 
any longer. 8 
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Retailer as Competitor 


Don’t ignore private labels, rather prepare to compete or 
ally with them, say two marketing profs. R. SRIDHARAN 


PRIVATE LABEL HE LAST TIME AROUND YOU WENT SHOPPING FOR 
STRATEGY | grocery to, say, Big Bazaar, what did you buy? 
Nirmalya Kumar & - A Tata or an Ashirwad (from ITC) salt packet or 
Jan-Benedict E.M. something that simply said Big Bazaar and was some- 
Steenkamp what cheaper? If you bought the latter, then you 
Harvard Business may have started taking sides in an interesting battle 
School Press that’s unfolding in the Indian retail industry: Manu- 


Pp: 247 facturer brands versus retailer’s store brands, also 
Price: Rs 695 


known as private labels in the marketer’s lingo. In ma- 
ture markets such as the us, private labels are already 
a big phenomenon. According to market research 
firm ACNielsen, store brand sales between 1997 and 
2005 were up 64 per cent, compared to manufacturer 
brand growth of 30 per cent. At last count, private 
labels accounted for 15 per cent of total retail sales in 
the Us. But at giant retailers such as Wal-Mart, the fig- 
ure is vastly higher at 40 per cent—that's about $126 
billion in lost sales for marketers. 

Despite the growing importance of private labels 
around the world, not enough time or money has 
been spent on understanding this phenomenon. 
One reason could be that private labels are usually 
shoestring brands: retailers don't spend any money on promoting or 
marketing them outside of their own stores. In contrast, manufactur- 
ers spend billions of dollars worldwide on researching and marketing 
their brands. Therefore, marketing experts have tended to focus on such 
brands. Even Kumar and Steenkamp's work, although significant for fo- 
cussing academic attention on private labels, explores the phenomenon 
from the manufacturer's perspective—How to Meet the Store Brand 
Challenge, is the strap beneath the book's title. 

Nevertheless, the book should generate a lot of interest. For one, 
private labels—at least in the Us—are no longer what they once used to 
be, and which is cheap and generic substitutes to branded products. Incre- 
asingly, retailers are coming up with premium store brands that don't just 
match manufacturer brands in terms of quality and price, but sometimes 
exceed them. That's not yet happening in India, but given the boom in 
organised retail, manufacturers may find themselves faced with such com- 
petition very soon. Reliance Retail, for instance, has plans of launching 
store brands in just about every product category. 

Therefore, Indian retailers and manufacturers who are keen to 
learn from the experiences of their counterparts in developed markets, 
will find plenty to take away from Kumar and Steenkamp's work. For 
the manufacturers, the authors have this advice to give: “...the private 
label threat can be addressed head-on by pursuing seven strategic 
thrusts: change the mindset, partner effectively, innovate brilliantly, fight 
selectively, price competitively, improve quality constantly, and mar- 
ket creatively". And for the retailers, there's a word of advice, too. 
^... Overemphasis on private labels may actually decrease retailer 
profitability". Read the book to find out why. 
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SUCCESS BUILT TO LAST 


By Jerry Porras, Stewart Emery and 
Mark Thompson 


Wharton School Publishing 
Pp: 278 
Price: Rs 350 


HE ENGLISH DICTIONARY DEFINES 
suc ek as the achievement of 
something planned or attempted, or 
the attainment of wealth or power. 
But as we know, everyone defines 
success differently. Someone may 
want to look at the million dollars 
in his bank account and consider 
himself successful, while a penni- 
less activist may look at the way 
she's been able to change peo- 
ple's lives, and think that she is 
successful. Who should you con- 
sider as more successful? Not an 
easy question to answer, but 
Porass, et al offer a new way of ap- 
proaching the question. In Success 
Built to Last, they have put to- 
gether a new definition that is 
based on interviews with more 
than 200 exceptional people 
around the world. "Success in the 
long run has less to do with finding 
the best idea, organisational struc- 
ture, or business model for an en- 
terprise, than with discovering what 
matters to us as individuals," they 
say. When people realise this, they 
go on to become, what the au- 
thors call, builders—people "trying 
to make a difference doing some- 
thing that they believe deserves 
to be done with or without them, 
and they recruit the team. ..needed 
to get it done". It's unlikely that the 
book will turn you into a builder. 
But it will certainly make you think 
along those lines. | 








PITCHING FOR 
BASEBALL 


PITCHING FOR 


Baseball 


Major League Baseball is taking the initiative to ; 1 





T IS 8 A.M. ON A SUNNY SUNDAY 
morning in a nondescript 
town (which, sadly, for all its 
scenic charm, has become a 
garrison town); a bunch of 
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around 20 boys, mostly still at 
school, is out practising a game of 
baseball. If this were Middle 
America or Cuba or even Japan, 
chances are, you wouldn't be read- 
ing about them, at least not here. 





We're talking about them not only 
because of the unlikely setting but 
also because, if Manipur's capital 
Imphal capitalises on a Us-led ini- 
tiative, this quaint little strife-torn 
town could carve a niche for itself 
as the centre in India for one of the 
world's wealthiest sports. 

This story has its origins in a 
visit back home, in 2005, to 
Manipur by an expat from New 
York City (NYC). “I always wanted 
to initiate a process that could 

help develop baseball in the state,” 
says L. Somi Roy, a documentary 
filmmaker. Roy went back and, 
along with a couple of other base- 
ball enthusiasts, founded First Pitch 
(FP), with the objective of facilitating 





the promotion of the sport in the 
state. Result: “Manipur Project” 
was born. FP succeeded in getting 
Major League Basketball (MLB), 
the governing body of the 
sport in the Us, and a cou- 
ple of other bodies on 
board. “We really did 
not know much 
about Manipur, 
but it sounded like 
a good opportu- 
nity and we got 
interested,” exp- 
lains Jim Small, ve 
(Market Develop- 
ment), MLB, whose 
annual ticket rev- 
(9 enues from over 
60 countries are esti- 
mated at over $3 billion 
(Rs 13,200 crore). The first 
camp, a 10-day event, was held in 
Imphal in November last year and 
( trained 30 local coaches. MLB’s 
coaches held two more camps at 
Goa and New Delhi, the only other 

centres in India for baseball. 

To be sure, Manipur, which fre- 
quently outperforms other states in 
national sporting events, has for 
long been home to the sport. 
“Imphal, with a population of just 
under 5 lakh people, has at least 
22 registered baseball clubs; up to 
300 boys play the game seriously 

| here," informs Roy, adding: “but 

| the state association, and, indeed, 
others nationwide, has rudimen- 
tary facilities and old and inade- 
quate gear.” 

Baseball first came to India in 
the early 80s, and the first “official” 
match at the national level was 
played in 1985. And, this will sur- 
















FIRST PITCH 





Forget cricket, it's all boni baseball in Manipur: Cricket is, by far, the most: 
popular sport in the country, but that certainly doesn’t seem to be the case here; 
more and more youngsters are taking to baseball in Manipur 


Know Your Baseball Kit 


This is the gear you need to get started. 


























EQUIPMENT LEADING BRANDS PRICE IN INDIA (IN RS) 
Slugger - 

Helmet — 2 REANO S LI enya PM 
Face Mask ` 500 

BA V -. 200 0x 

Chest P Protector . 

Knee Guard 

Catcher Gloves 10, SSK. 1,500-3,000 
Bases (3 nos) Rawling, Mizno, Š SSK 500-600 
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One step at a time: Many believe that Manipur can actually be a good launch 


pad for baseball in India. The sport is already a part of popular culture there 


prise many, the country even has a 
national team, but it fares insignifi- 
cantly at the global level (why does 
this sound familiar?). “We have ass- 
ociations in almost every state, and 
there are up to 600 players playing 
the game at the national level, but 
there isn't enough money in it for 
players to subsist on it," laments 
P.C. Bhardwaj, Secretary, Amateur 
Baseball Association of India, which 
sustains on government grants. 
What ails the sport in India is not 
very different from what hinders 
most non-cricket sports activities 
in the country, but baseball, say 
experts, is uniquely positioned as the 
only viable alternative to cricket 
in India, primarily because of its 
format. “The fact that Indians are 


familiar with a bat and ball sport is 
very helpful,” says Small. 
“Moreover, Indian students con- 
stitute one of the largest foreign 
student groups in the us. We’re 
confident that when they return, 
they'll take some of their interest 
back with them." 

This is not to suggest any imp- 
ending threat to cricket, but such 
a scenario cannot be ruled out 
in future. *If you were to pit the 
two sports against each 








other, you'd find that in relative 
terms, baseball has grown faster 
than cricket in the country," says 
Bhardwaj. 

For a new sport to take root in 
any society, say experts, it needs 
to be helped along by two inextri- 
cably conjoined factors. First, there 
has to be an appetite for the sport 
among the local people, which in 
turn can be kindled and nurtured by 
sustained government support. On 
the first count, Imphal has an inh- 
erent advantage, as the sport is a 
part of popular culture there. *Even 
the militants do not object to it; so 
Manipur can actually become the 
launch pad for baseball in India," 
says Geet Lairenjam, FP’s local 
Convener in Imphal. But for it to 
gain popularity nationwide (and it 
remains alien to most Indians), it 
will have to enter people’s drawing 
rooms. “We currently broadcast up 
to five games a week in India on 
ESPN-STAR,” says Small, “and are 
already in talks with Doordarshan 
on terrestrial telecast of the games.” 

Publicly, all stakeholders claim 
that the government, both at the 
state and national levels, has pitched 
in with monetary, infrastructural 
and institutional support, but pri- 
vately, they admit that not enough 
has been done. The first dedicated 
baseball stadium is soon slated to 
come up in Goa; the equipment (all 
of it imported), however, is hard 
to source (see Know Your Baseball 
Kit). “We have been lobbying with 
the government to reduce duties on 
gear, but for prices to really come 
down and become more easily avail- 
able, the equipment will have to be 
made in India,” says Bhardwaj. 

As of now, though, FP and MLB 
are unwilling to talk about how 
much money is being in- 
vested in the game and via 
the “Manipur Project” and 
where it’s coming from. 
“It’s early days yet,” says 
Roy, “so, we are treading 

carefully.” 
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All Cut-up and Ripped 


bench-pressing weights that are the equivalent of a small cow yet you 

may not get that ripped and cut physique that you may be looking 
for. When I say ripped and cut, I mean Hollywood's Brad Pitt in Fight Club. 
Or Hrithik Roshan, who arguably has the most ripped and shredded 
body in Bollywood. 

Adding muscular bulk to your physique is relatively easy: anyone on a 
regular weight training programme can do that; exercise all your muscles 
routinely and you'll see them grow. But getting a chiselled body where the 
musculature is well defined is tougher. It requires a greatly reduced level of 
body fat so that all the good work in the gym really shows. 

As this column has noted often, cutting down your body fat levels is a 
function of three things: cardiovascular training (like running, cycling, swim- 
ming, etc.), which burns calories and, hence, your body fat; a sensible, bal- 
anced diet that keeps your fat and carbohydrate intake within limits; and 
weight training, which provides mass and defines your muscles. 

Let's assume you take care of the first two factors—that is, you fol- 
low a good cardiovascular routine and eat sensibly. Is there a weight- 
training programme that can help you get ripped faster? The answer 
could be yes. It's a speeded up version of what is normally known as 
circuit training and here's a walk-through that may explain it. 

On the first day, focus on your 
upper body. Here's how it goes. The 
trick is to do the sets with minimal 
intervals between them. One set of 
dumb-bell flyes for the chest (15 repe- 
titions), one set of lat pull downs (15 
reps), one set of dumb-bell presses (15 
reps), one set of triceps extensions (15 
reps), one set of barbell-biceps curls 
(15 reps), one set of incline dumb-bell 
flyes (15 reps), one set of lateral raises with dumb-bells (15 reps), one set of 
bent-over rows (15 reps), one set of hammer biceps curls (15 reps) and a set 
of barbell French curls for the triceps (15 reps). That's 10 sets of 10 different 
exercises that have to be done without intervals between each set. All of that 
comprises one big superset. That's not all. You have to do the same thing 
thrice over! That is, three of these supersets (you can rest between the sup- 
ersets but not between the sets). This completes your upper body workout. 

It's an intense workout and I'd advise a day's rest after this session. When 
you come back, you could do a similar line-up for the lower body: squats, 
leg curls, leg extensions, calf raises and stiff legged deadlifts—again in three 
supersets with each set comprising 15 reps. 

What this routine does is to strengthen and define your muscles with- 
out adding too much bulk. The speed of the circuits ensures that you burn 
a lot of calories too. 


Y= CAN SPEND HOURS IN THE GYM LUGGING HUMUNGOUS BARBELLS AND 





Postscript: Don’t try these unless you are at least an intermediate or 


advanced gymmer. 
MUSCLES MANI 
write to musclesmani@intoday.com 


Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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Rx FORA 


HEALTHY HEART 





ERE ARE SOME QUICK AND EASY 
steps to reduce key risk fac- 
tors and enjoy a healthy lifestyle: 


Know your numbers. Cholesterol, 
body mass index (BMI) and blood 
pressure are some of the risk fac- 
tors you should keep track of if you 
want to avoid many of the dis- 
eases associated with the heart. 
Says Dr Rakesh Sapra, Senior 
Consultant, Fortis Hospital, Delhi: 
“Maintain your blood pressure 
below 130/85, your total choles- 
terol level below 200 and your 
BMI between 18.5 and 25.” 


Take care of your teeth. Lack of 
flossing can lead to periodontal 
diseases, and this can reach be- 
yond your mouth and to your 
heart. “Oral health affects our ar- 
terial health—that includes blood 
flow to the heart and other or- 
gans—and can even cause wrin- 
kles on the skin,” says Dr Sapra. 


Healing balm. Lemon balm tea 
has a tonic effect on the heart 
and circulatory system. It is a 
useful remedy where nervousness 
or depression affect the heart, and 
also helps lower blood pressure. 


Stash nuts. Says Dr Sapra: “Nuts 
like walnut and almond, rich in 
unsaturated fatty acids, improve 
the health of the lining of the 
arteries. They also help reduce 
the cholesterol levels in the body.” 


Salt strain. Our body needs only 1 
teaspoonful or 6 gm of salt daily. 
High intake of salt can cause 
retention of excessive water and 
lead to a rise in blood volume. 
This will lead to hypertension and 
heart-related ailments. 

Shed weight. "Try to eat 200- 
300 calories less than you would 
normally consume, and exercise at 
least 30 minutes on most or all 
days of the week," says Dr Sapra. 


MANU KAUSHIK 
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Bose and Sennheiser launch new 
headphones; one’s pricey and 
luxurious, the other’s value for money. 


them at least for four to six hours a day—at 
the gym, on the commute to work, sometimes at 
work, at home at night and, of course, on planes. 
Disclosure 2: I’ve been a big fan of in-canal ear- 
phones—the ones that can be pushed right into your ear 
canal, blocking out all ambient noise and injecting 


F IRST, A DISCLOSURE: I'M A HEADPHONES FREAK. I USE 


Sound of Silence 







the sound from the source—a CD player, a laptop or 


your MP3 player—right into your ears, undiluted 
like a shot of tequila should be or, if you prefer, a 
dram of malt. | 

The more expensive in-canal earphones come 
with different sized silicon sleeves and foam | 
plugs that create a snug fit, thus keeping envi- 7 
ronmental noise out while you enjoy your fix of | 
pure sound. Unlike in-canal earphones, which ~ 
block out noise, literally physically, active noise- ` 
cancelling headphones do that by using a noise- 
cancelling circuitry that negates the frequency of 
the ambient noise. 

So when Bose's QuietComfort 3 and Sennheise 
PXC 300 on-ear, noise-cancelling headphones landed o 
my desk for testing, I, as an in-canal aficionado, was a 
bit sceptical. But I gave them a shot nonetheless. 

The Bose QG3s are very well designed and smaller 
than their older siblings, the QC2s. That's because the 
QG3s sit on top of the ears and 

don't cover them completely 
like the earlier versions. The 
QG3s also have a sleek built-in 
lithium ion rechargeable bat- 
LJ tery that slips into one of the 
earpieces. The noise-cancelling 
circuitry, too, is built into the 
headphones. The Sennheiser PXC 
300 has smaller earpieces, is a 
mite lighter too, but it runs on AAA 
batteries that are housed in a sepa- 
rate tube that also has the noise- 
cancelling circuitry. 
Now, the shoot-out. With the 
Bose QC3s on, your ears feel like they 
are in the lap of luxury. The cushy 
foam sits well on your ears and the 
soft leather caresses them. I used 
them in very noisy environments— 
next to a raucous diesel genset, on an 




















autoricksha 
ride and ai 
sounds of a` 
door neighb id 
home-improvement efforts— 

and they cancelled the noise quite effectively. Plugged 
into my iPod, the sound was crystal clear with an em- 
phasis on the lower frequency. So, if you like your bass 
nice and articulated, the Bose QC3 will do it for you. 

The Sennheisers cancel noise well too—but not 
as well as the QC3s. And, sound quality, though good, 
is not a patch on the QCs. My main grouse: bad bass 
rendition. Plus, they aren't really loud boys—I had to 
crank the source volume (especially on an iPod) up high 
before I got my kicks. 

My verdict: the QC3 rocks; the Pxc 300 isn't bad 
but, sorry, it doesn't do it for me. That, of course, is 
before you factor in the price tags: the Bose retails in 
India for Rs 21,263 and the Sennheisers for Rs 13,790. 
Reason enough to change that verdict? Perhaps. 

SN 
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BT—HONDA PRO-AM 


IT City Tees Off 








Golfers swing in style at Business Today-Honda Pro-Am of 
Champions 2007 held in Bangalore recently. RAHUL SACHITANAND 


ZURE BLUE SKIES AND A LIGHT 
breeze provided the ideal set- 
ting for the Bangalore round 
of the 12th Business Today-Honda 
Pro-Am, with nearly 90 golfers tee- 
ing off at the verdant Eagleton, The 
Golf Village, in late February. 
The venue for the event was 
the latest addition to Bangalore's 
golfing circuit—just off the bustling 
Bangalore-Mysore Highway, but 
distant enough to give keen cor- 
porate competitors a quiet place 
for their round. Eagleton was an 
ideal setting for the event, which 
had Business Today and Honda as 
Title Sponsors, rrc-Welcomgroup 
as the Associate Sponsor, Le Telfair 
Golf Holidays as the Prize Sponsor, 
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and Kappa Golf as Official 
Apparel. 

A change in venue and a larger 
field turned out to be a big draw 
with the corporate crowd, many of 
whom turned up at the venue well 
before the 8 a.m. start. While some 
competitors used the early start 
to their advantage, tuning their 
skills on the practice greens and 
driving range, others used it as an 
opportunity to network with some 
old friends. “This is my first time 
at this event and I thought it was a 
good way to meet other execu- 
tives and relax away from our of- 
fices. Unlike other sports, golf is a 
great test of individual skill," said 
Navin Kaul, coo, Spice Telecom, 


when we caught up with him. 

Played on the Stableford For- 
mat, the event had three handi- 
cap categories of 0-8, 9-16, and 
17-24. Running concurrently was 
a team event with teams randomly 
chosen by a computer. The grand 
prize for those winning in their 
respective handicap divisions was 
a trip to the finals in New Delhi, 
to be held in early March. 

While the opportunity to play 
against some top-notch players 
was a huge attraction to excel for 
some competitors, others preferred 
to use the opportunity to catch 
up with old friends and get a 
glimpse of the beautiful 500-acre 
property on which Eagleton has 


-- 


been built. *This is a lovely place 
to relax and see where you stand 
compared to your friends in the 
industry," said B. Ashok, Vice 
President, Cisco. 

Hitesh Joshi won the Handicap 
0-8 event, while K. Narayan Bhat 
and Nanda Kishore triumphed in 
the Handicap 9-16 and 17-24 cat- 
egories, respectively. In the team 
event, Sukumar T., K. Narayan 
Bhat, Rajnees K.B. and David D' 
Souza narrowly defeated the team 
of Chetan Meda, Sanjeev Mehra, 
Ajay Gopal and Ashok Kumar 
Meda. Sadly for the competitors, 
the enticing Honda CRV was tanta- 
lisingly out of reach, with no one 
able to drive a hole-in-one, al- 
though B. Srinivas Murty won the 
Closest to the Pin prize and David 
D'Souza won the Longest Drive 
Award on Hole 10. 

After a quick shower, competi- 
tors returned to the main aud- 
itorium for a round of drinks and a 
sumptuous Saturday lunch, fol- 
lowed by the prize distribution cer- 





emony. Pavan Varshnei, Publishing 
Director, Business Today, and A.V. 


Prabhu Kumar, Zonal Head 
(South), Honda siEL Cars India, 
gave away the prizes—which 
ranged from Greg Norman hats 
and Tiger Woods' books to bottles 
of Black Dog and miniature mod- 
els of Honda cars—to the winners. 
Everyone had a good time on the 
course. And for the winners it is an 
opportunity to fly to Delhi and be 
part of the final leg, winners of 
which can look forward to a luxu- 
rious holiday packages from 
Le Telfair. m 





1. Hitesh Joshi, Winner of 

(Handicap 0-8) 

2. K. Narayan Bhat, Winner of 
(Handicap 9-16) 

3. Nanda Kishore, Winner of 
(Handicap 17-24) 

4. Charu Sharma, Cricket commentator 
5. Gordon W. Robinson, MD, Timken 
India 


6. L.V. Shastry, Chief of Operations & 
VP, Airtel Enterprise Services 
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Young and Eager 


HAMISH MCLENNAN, 40, FIRST CAME TO INDIA AS A 20- 
something backpacker, but two decades on, he is the 
youngest Chief Executive of a global advertising 
company, Young& Rubicam in his case. McLennan 
has a vision to make Y&R (part of Sir Martin Sorrell’s 
WPP Group) one of the most innovative advertising 
agencies, especially in the ‘interesting times’ that he 
believes we live in. “The internet, blogs, podcasts and 
even mobile phones are changing the way people use 
and consume media and that is changing the way we 
as marketers need to work,” he says on a recent 
visit to India. “But if we can realise this, then I believe 
that advertising, good advertising and good energetic 
brands will always be the best way to cut through the 
clutter,” says McLennan, the first non-American 
CEO in Y&R’s 83-year history. 





DEBASIS PALIT 


Espresso Evangelist 


AT FIRST GLANCE, ERNESTO ILLY, THE 83-YEAR-OLD 
Honorary Chairman of Italian coffee major Illycaffe, 
looks more like a Swiss banker than someone who's 
worked for five decades in the world of coffee. But 
start talking to him and it takes less than a second for 
that perception to change. For, coffee runs in Illy's 
blood. In 1933, his father Francesco founded Illycaffe 
in Trieste (Italy) that Illy Jr. turned into a global 
brand, including in India. *We want to impart the lat- 
est techniques in coffee production and marketing to 
Indian growers," says Illy, who was in India recently. 
To that end, he's set up a Università del Caffé, which 
will train 400 growers by end of the year. Ironically, 
though, Illy's day begins not with a cup of espresso, 
but Assam-Darjeeling blended tea. Of course, rest of 
the day he drinks his own stuff. 











Money is Money... 


...AND AN ASSET IS AN ASSET. SO, HOW DOES IT MATTER WHETHER YOUR CAR PLANT MAKES MONEY BY BUILDING CARS OR DEVEL- 
, oping real estate? Or so figured Hindustan Motors’ Chairman, CHANDRA KANT BIRLA, who has signed a deal with Bangalore- 
based Shriram Properties to redevelop 314 acres at Uttarpara, where the company's 53-year-old manufacturing fa- 


cility is located. The deal, which involves building an integrated IT and automotive township, will fetch the ailing car 
maker Rs 290 crore over the next few years. "The industrial climate has improved in West Bengal and we have the 
full support of our unions because they know a lot of the money will be ploughed back into the plant," says a 
group spokeswoman, speaking for Birla. Apparently, the money is to be spent on "rejuvenating and 

expanding the product line" at Uttarpara, which currently manufactures the Ambassador car. 
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Warming Up to India 


IT’S OFFICIAL NOW. STARBUCKS IS COMING TO INDIA BY 


year-end. That means, the Seattle-based coffee chain’s 
founder, HOWARD SCHULTZ, has moved a step closer to- 
wards his dream of having 40,000 coffee shops by en- 
tering emerging markets. But like the 54-year-old 
Schultz, who sent his director of trading and operations 
of Starbucks Coffee Company, Colman Cuff, to 
make the announcement at the Indian Coffee Festival 
in Bangalore recently, has found out elsewhere in 
the world, there are copy cats to reckon with. India’s 
cosmetics entrepreneur, Shahnaz Husain, has an- 
nounced plans of launching “Starstrucks”, a chain 
of—what else—coffee bars. In China, the American re- 
tailer had to drag to court Shanghai XingBaKe Coffee 
Shop because the name translated into Starbucks in 
English. In South Korea, too, it faced a similar problem. 
It won in China, but lost in South Korea. So, Schultz 
must be keeping his fingers crossed. 


G KESAV RAJ 


Taking on Google 





From Her Heart 


WHEN KOKILABEN AMBANI TURNED 75 ON FEBRUARY 24, 
she chose to mark the occasion by launching a book 
on her late husband, Dhirubhai Ambani. Authored by 
Kokilaben, “Dhirubhai Ambani-The Man I Knew” 
contains rare pictures of Dhirubhat’s birthplace in 
Chorwad, his school at Junagadh and also pictures of 
him in Yemen. It also has articles by Kokilaben, her 
children and grandchildren. It is learnt that Kokilaben 
broached the topic of the book to 
Dhirubhai when he was alive. 
The launch of the book, which 
took place at the Ambani resi- 
dence *Sea Wind" in South 
Mumbai, was a family function, 
but had Maharashtra's Chief 
Minister and Governor 






among the guests. For Sak 1 4 

Kokilaben, who saw  , SUE FA 

Dhirubhai rise froma 89 NOT wt 
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lot. And possibly "a 
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BHASKAR PAUL 


WHEN THIS MAGAZINE FIRST MET JIMMY WALES, 40, BACK IN 2004, WIKIPEDIA WAS STILL AN UPSTART ONLINE COL- 
laborative project. Three years on, Wikipedia is used by everybody from research students to house- 
wives. So, you would think the former options trader would be happy. Not quite. He thinks the same 


human editorial judgement that created and forms the backbone of Wikipedia can be applied to search 
engines. So along with another technology entrepreneur, Jeff Bezos of Amazon, he plans to create a 
‘user-created’ search engine to rival Google. “I like making money and there are honorable ways of do- 
ing it," he told BT recently. The search engine is dubbed ‘Wiki-Asari’, a Hawaiian-Japanese combination 
that roughly translates into ‘Collaborative Fast Search’. Should Google worry? Wait for an answer. 
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VIVAN MEHRA 


Controversial Genius 


E HAS POSSIBLY BEEN ONE OF THE MOST VISIBLE AND, INDEED, ONE OF THE MOST 

celebrated faces of Indian science for some time now. In the recent past, however, 

Raghunath Anant Mashelkar, former Director General of the Council of 
Scientific & Industrial Research (CSIR), has been in the news for all the wrong reasons. 

The Left has time and again accused him of tweaking scientific policies to suit the 
West; and former colleagues like J. Sundaresan Pillai, Secretary, CSIR Workers’ 
Association (who has filed a public interest litigation in the Supreme Court), allege that 
he misused his position at the helm of India's premier scientific body to misappropri- 
ate funds. If this was not enough, he has courted charges of plagiarism on at least two 
counts—first for a report on patent law issues (his 12th, and last as the CSIR chief), which 
attracted the ire of the Indian pharma industry and which he has had to face the ignominy 
of having to withdraw; then for a book on intellectual property (IP) issues, co-authored 
by him in 2004, which reportedly bears “striking similarities with a 1996 paper 
brought out by a British IP expert, Graham Dutfield". 

None of this, however, has deterred the Mukesh Ambani-controlled Reliance 
Industries (RIL) from appointing the 64-year-old Padmabhushan awardee—who is cred- 
ited with bringing scientific research to the shop floor of Indian industry, for steering India's 
way the protracted techno-legal argument in the famous turmeric patent case (a US 
company had patented the spice known for its therapeutic effects) and for mentoring sev- 
eral well-known scientists—on its board as an independent director. 

Further, the market is abuzz with speculation that Mashelkar, presently the President 
of the Indian National Science Academy (INSA), may also join the board of one or more Tata 
companies in a similar capacity (he has himself gone on record that he has been invited 
by more than two dozen companies to join their boards). Retirement, it seems, will not 
keep this scientist away from the limelight. m 
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THE COMPLETE OFFICE SOLUTION 


HP Color LaserJet Multi-Function printers. Print, Copy, Scan, Fax all in colour. 


f 
K? — Meet your office needs of printing, copying, scanning and faxing with just one HP Color LaserJet MFP. Boost the performance of your business 


^ and simultaneously save on money and office space. HP Color LaserJet MFPs start at Rs. 34,999". 


HP COLOR LASERJET HP COLOR LASERJET 
CM1015/1017 MFP REIR a 2820/2840 MFP 


Rs. 34,999 onwards Rs. 49,999 onwards 

PRINT, COPY, SCAN IN COLOUR |; sate PRINT, COPY, SCAN/PRINT, COPY, 

« 42-bit colour flatbed; 19,200 3. — * Up to 4/19 ppm (Cir/Bik) 
dpi(enhanced) « Separate mono and colour driver 

* Up to 1200 dpi optical resolution * 96 MB RAM 

* 96 MB RAM expandable to 244 MB * HP PCL 6, HP PostScript 3 

* Built-in 10/100 Base-TX * Integrated networking 
Ethernet/FastEthernet print server^ * 1-year onsite warranty 

* Memory Card slots’ 

* 1-year onsite warranty 


f, E) 
SMS 'MFP1' to 7575 Call 3030 4499 (from mobile) or 1800 425 4999 D 
(from MTNL/BSNL lines) Visit www.hp.com/in/printer E-mail in.contact@hp.com 


“Est. street price, taxes extra. # Fax and Digital Send features are available only on HP Color LaserJet 2840 MFP. ^ Available on HP Colour LaserJet CM1017 MFP only. The product visual shown may vary from the actual product. 
© 2007 Hewlett-Packard Development Company, L.P. 
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From The Editor 


T MAY BE WORTH YOUR WHILE TO NOTE THE NAMES OF 

the six entrepreneurs featured in our cover story 

(India Inc.'s New Billionaires, Page 64). None of 
them is likely to be a name that you are familiar with yet 
but all of them have the potential to become that. These 
six people may have started up businesses in disparate 
fields—cargo & logistics, computer education in schools, 
pharmaceuticals, real estate and steel castings—but they 
share something in common: all of them have created for 
each of themselves market wealth of Rs 800-1,750 crore 
in a matter of less than 16 months. True, these esti- 
mates of their wealth are determined by a stock market that 
is on a slide. But despite the market's decline, the stocks of 
these newly-iPOed companies have been holding strong, an 
indicator perhaps of the inherent strength of their busi- 
nesses. Whatever be the reasons, the point is that these six 
billionaires represent the teeming spirit of India's entre- 
preneurship. It is this infectious spirit that spurs first- 
generation businesses to mushroom across the country and 
in countless fields. And success stories like the six in our 
cover feature help to keep the India story alive. 

There is no doubt that the ubiq- 
uitous entrepreneurial spirit in India 
owes a lot to a decade-and-a-half of 
economic liberalisation that has 
made it easier for first-timers to 
start up businesses, access capital 
markets for finance and build 
wealth. But in this issue we also fo- - 
cus on a set of older entrepreneurs 
who built robust businesses (and 
their own fortunes) rallying around 
another phenomenon—the Indian government-aided en- 
try of Japanese carmaker Suzuki. In the 1980s, more 
than half a dozen, small-time Indian entrepreneurs became 
vendors for Maruti Udyog, the Jv between Suzuki and the 
government to launch the famous Indian small car, Maruti 
800. Today, each of them has gone on to create sizeable 
business empires of their own. Tycoons that Maruti Made 
(Page 88) celebrates another band of entrepreneurs that 
have helped the India story thrive. These entrepreneurs 
may have got the initial leg-up from Maruti, but have 
emerged as auto component players that today have 
many more customers, some of them global. 

Our annual special on India’s Most Wired Companies 
lists 20 firms that have adopted technology innovatively 
and profitably. It's a motley bunch of companies— 
including a would-be mega retailer, a couple of banks, a 
rural milk co-operative, a public sector oil company and 
even a city water supply municipality. The listing, which 
begins on Page 101, underlines the fact that it is not 
how much money you throw at technology, but how you 
use it that can make a difference to your business. 
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Web Censors 
INTERNET CENSORSHIP IS ON THE - 
rise worldwide. As many as two 
dozen countries are blocking 
content using a variety of 
techniques. Distressingly, the 
. most censor-heavy countries 
= such as China, Iran, Saudi 
Arabia, Myanmar and Uzbekistan seem to be passing on their 
technologically sophisticated techniques to other countries of 
. the world. Some examples of censorship: China's pna 2 E of 
Wikipedia. and Pakistan’ S ban on Google: S blogging se service. 
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^^ Living Media India Ltd., 13th Floor, became a: busitess strategy as 
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12 patents each working day 


Bosch Innovation: Bright ideas are an everyday event at Bosch. 


On an average, Bosch registers 12 patents each working day. LG LIJ, BOSCH 
A staggering achievement made possible because Bosch invests A 

more than 796 of its sales in research and development every : 
year. In the financial year ending 2006, Bosch's R&D spend Invented for life 


stood at 3.3 billion euros. So every innovation that comes from 
Bosch, truly is Invented for Life. www.boschindia.com. 
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IBM wins an outsourcing deal from Idea Cellular. 
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SPECIAL 


101 India’s 20 Most Wired 


y Ó What’s IT? Some software, 


some hardware, and 
a telephone line. So 
why does one company 
end up using it better 
than another? The answer, 
as our fourth annual 
listing of India’s Most 
Wired Companies 

EB reveals, lies not in the IT 
budget size, but 
innovative application. 


Bringing Tech to Life 
From ATMs to Mobile 
Savvy Start-Up 
Bricks to Clicks 
Elephant Learns to Dance 
108 A High-Wire Act 
109 Cracking a Nutty Problem 
110 Wiring the Unwired 
111 Banking Big on IT 
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114 Pilgrims’ Progress 





88 Tycoons that Maruti Made 


Beginning the 

80s, over half- : 

a-dozen local 3 | ca | 
entrepreneurs Lee" aa 
hitched their TE: — UEM 
stars to a 
relatively small 
global car 
maker with big 
plans for India. 
Since then, 
these vendors of Maruti Udyog (read: Suzuki) 
have gone on to create sizeable business 
empires of their own. This is their story. 


60 Minutes 

William J. Amelio, Global 
CEO & President, Lenovo, 
speaks to BT on the 
company's prospects and 
plans for the international 
and domestic market. 
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Riding the Surf 


Inside the Belly of the ‘Whale’ 

Business Today’s correspondent went for a two- 
hour spin on-board the brand new Airbus A380, 
and returned to earth feeling awed—and a bit 
sympathetic to the engineering snafus that 
marred the birth of this behemoth. 


Drucker Distilled 
A Peter Drucker retrospective turns the 
spotlight not on the man, but his ideas. 


Net Gains 


Several companies 
are using the internet 
to build communities 
and generate both 
interest and sales. 


Treadmill 
Printed Circuit 
People 


WebChutney’s Rao (I) 
& Bhatnagar 
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Janet Mountain, Kunal Dasgupta, Donald Peck & Chuck Prince 


156 


Starring Michael & Susan Dell Foundation’s 
Janet Mountain; Kunal Dasgupta, CEO, Sony 
Entertainment Television; Citigroup’s 
Chairman and CEO, Chuck Prince; Actis’ 
Donald Peck; Vijay Govindarajan; and Alain 
Viot, CEO & MD, Lladro. 


B. Muthuraman, Managing Director, 
Tata Steel. 
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Settle Feuds Amicably 
YOUR COVER STORY BAJAJ VS BAJA] (BT, 
April 8, 2007) is well researched. 
Ambanis, Bajajs, Chhabrias...the 
list of business families that have 
gone through internal feuds is in- 
deed long. For Rahul Bajaj, this is a 
double whammy. Still smarting 
from the split with this brother, 
he has to carve out a fair division 
for his sons. The message is clear— 
divide and rule amicably if you 
want to stay in the race for gener- 
ations to come. 

AMITA SINGH, through e-mail 


Provide Tax Rebate 

THIS IS WITH REFERENCE TO THE 
China Effect (BT, March 25, 2007), 
which described how China’s 
dumping of goods is killing local 
manufacturers. Instead of imposing 
anti-dumping duties on Chinese 
goods, the government should pro- 
vide tax rebate and financial help to 
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Testing Times for Rahul Bajaj 
YOUR COVER STORY BAJAJ VS BAJA] HIGH- 
lights the importance of governance 
in family-managed businesses. Splits 
driven by foresight rather than per- 
sonal bias surely enhance the value 
of a business, Rahul Bajaj’s role is 
more of a patriarch than a family 
member who fights over a few 
crores of rupees. Rahul Bajaj is 
highly respected for his principles 
and his integrity and this is, per- 
haps, the right time for him to prove 
that by acting in an unbiased manner 
and deliver results. 

KAUSHAL A. SURTI, through e-mail 


the Indian manufacturers so that 
they can stand their ground against 


the Chinese. 


KUMAR RAHUL, through e-mail 


Sound Realty Advice 





THE REAL ESTATE BUBBLE (BT, MARCH 
25, 2007) provides sensible advice 
to a vast majority of people who 
believe that real estate is a good 
place to park one’s hard earned 
money. The way prices have appr- 
eciated in the recent past is amazing, 
Your article will help people in 
making good realty decisions. 


JOHN ABRAHAM, through e-mail 
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The Inflation Scare 


VER THE LAST TWO MONTHS, THE GOVERNMENT 

has tried to curb inflation through various inter- 
ventions—from reducing taxes to raising the cost of 
loans to nudging banks to go slow on lending. The ques- 
tion is: will these moves curb growth and dampen 
investor sentiment? Quite possible. For, blunting the 
spending potential of consumers will signal companies 
to put off investments, in effect, hamper economic 
growth. On the other hand, the reason for these in- 
terventions—inflation, hovering around a two-year 
high of 6.73 per cent for the last two weeks—is be- 
ginning to worry the companies, since higher inflation 
will dent profitability. That’s because rising input costs 
(the reason for inflation) cannot be transferred to the 
consumer without sales getting affected. 

Clearly, the intervention is more in the nature of 
chemotherapy—side effects galore. 

While the government is grappling with the pace 
and intensity of intervention to balance inflation and 
growth, good economics demands a wider debate to de- 
rive an optimal solution for the problem: First, how 
about inflation-led growth? Secondly, why not hasten 
the pace of inclusive growth in the financial sector? The 
first issue is not likely to find immediate favour with the 
political class, given the psychological value of the in- 
flation figure in the eyes of the voting class. But fact re- 
mains that any serious attempt to tackle inflation will 
nibble into growth. 

Mitigation of such side effects lies in hastening the 
pace of inclusive growth in the financial sector—the 
reach of the banking sector as a percentage of the 
country’s GDP is a little over 50 per cent, compared to 
over 100 per cent in developed countries. This growth 
is already evident, with the banking system spreading 





Balanced view: The SC's stay offers time for debate 
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Cool it: FM P. Chidambaram and RBI chief Y.V. Reddy 


its arms beyond the metropolis—notwithstanding the 
repeated interventions by the government over the 
last few months, credit growth is still robust, although 
now there are some signs of the growth slowing. 

The other aspect of structural reforms in the fi- 
nancial sector that will reduce the inflationary pressure 
on a system is the development of a mature long-term 
debt market. In the absence of this, the financial mar- 
ket is akin to a sail boat in high seas—interest rates can 
be significantly volatile. This measure is all the more im- 
portant given the direction of trade, which points to in- 
tegration with the global markets. After all, the re- 
cent cause of inflation is the rise in prices of primary 
goods in the global market, be it wheat, whose prices 
have risen three-fold over the last few years, or crude 
oil prices (we import more than 70 per cent of our 
needs). Given that inflation is a symptom, palliatives 
need to be carefully administered. 


Wanted Dialogue 


AN YOU BASE AN IMPORTANT POLICY OF STATE ON 

statistics that are 76 years old? Logically, the 
answer to that should be an emphatic no. But Indian 
politicians, with rare exceptions, have never been 
known to think logically. When Union Human 
Resource Development Minister Arjun Singh, in a des- 
perate bid to shore up his party's (and many say his 
own) credentials with a crucial vote bank, announced 
a 27 per cent reservation for Other Backward Castes 
(OBCS), he forgot, or glossed over, an important fact: 
the government did not have up-to-date data on the 
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caste-wise composition of society. The entire policy is 
based on the report of the Mandal Commission, 
which had based its recommendations on the 1931 
census, the last time India’s population had been 
collated on the basis of castes. 

This was an obvious infirmity, and the Supreme 
Court, which was hearing a batch of petitions chal- 
lenging the imposition of quotas, was quick to point this 
out while granting an interim stay on Singh’s ambitious 
plan to emerge as the champion of a politically active 
vote bank. The hearings will continue, and so will the 
debate, and politicking over quotas. 

This magazine has, several times in the past, iterated 
why it thinks quotas, as they are being implemented, are 
a bad idea. But that is not why BT is writing this edit. We 
feel the Supreme Court stay (it is only ad-interim in na- 
ture, so the final word on the issue will take some 
time in coming) offers the government some crucial time 
to thrash out a consensus on the issue. Reservations have 


divided Indian society like no other issue. And the 
government has not been able to shake off the im- 
pression that its proactive stance has more to do with 
the Congress’ diminishing stock at the hustings than 
with any real concern for the deprived sections of so- 
ciety. The need of the hour is a sustained dialogue with 
all sections of public opinion. 

The impression, unfortunately, is gaining ground 
that the pro-quota lobby within the government is 
hell-bent on pushing through its agenda, regardless 
of the cost. While this may benefit the high priest of the 
quota raj politically (though we doubt if it will), it 
will needlessly lead to a legislature-versus-judiciary 
tussle in which the net loser will be the institution of 
democracy. So, in addition to poisoning the social 
fabric of the nation, quotas will also lead to a weakening 
of the very edifice on which this nation stands. 

Our request to the government: abandon this path 
of confrontation and begin the dialogue now. 





The Halo Fades 


OU HAVE TO HAND IT TO CPI(M) LEADERS. THEY DON’T 
Nias down easily. Reacting to the killings in 
Nandigram in West Bengal, Prakash Karat, General 
Secretary of the party, said the incident was “regrettable 
and unfortunate”. Biman Bose, Chairman of the Left 
Front in West Bengal, reacted to the Calcutta High 
Court ordering a Central Bureau of 
Investigation probe into the incident by 
calling the judiciary “a giant crab trying 
to eat into the very foundations of 
democracy”. That’s not all; the party 
also poured vitriol on West Bengal 
Governor Rajmohan Gandhi’s public 
proclamation of anguish at the Nandig- 
ram massacre. The norms by which 
these self-styled keepers of national 
morality judge other political parties 
obviously do not apply to themselves. 

The smaller partners in the Left 
Front, however, haven’t been so eva- 
sive. CPI General Secretary A.B. 
Bardhan called the police firing “bar- 
baric”. Some other partners have 
called the CPI(M) “arrogant”. And many intellectuals and 
activists, the Left’s so-called “fellow travellers”, who still 
control the country’s knowledge filters and shape the 
public discourse (mostly for the party’s benefit), have 
also come out openly against the issue. The monolithic 
Left, which has always (except during the NDA regime) 
exercised influence out of proportion to its strength on 
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Troubled times: CPI(M)'s Karat 


the ground, is beginning to display the cracks that it has, 
till now, successfully papered over. | 

So, is the Left Front on the verge of a break up? 
Well, it's still too early to say, but the signs of dissent 
and disaffection within its ranks are clearly visible. Will 
it have an impact on national politics? Definitely; 
and the fallout will have both positive 
and negative effects. 

If the Left splits—and stripped 
of the moral authority it (unjustifi- 
ably) enjoys—it will find its clout at 
the Centre considerably pared, 
though this will become evident only 
after the next general elections. This 
will take away the effective veto it 
now enjoys over economic legisla- 
tions. Most people will view this as a 
huge blessing. 

On the flip side, it will allow 
smaller parties like the Forward Bloc— 
which has threatened to oppose the 
Reliances and the Wal-Marts from set- 
ting up retail chains across India—to 
behave like loose canons. Without the guiding hand of 
Big Brother, the smaller parties are likely to become 
even more irresponsible, especially on economic issues 
on which their views are still guided by antediluvian the- 
ories which have been rejected elsewhere in the world. 

The Big Question, though, is: will the Left Front 
break up? It will be touch and go. 





|. Repenting at Leisure 


Badly planned policies are setting back the 
reforms agenda. BALAJI CHANDRAMOULI 


ALL IT THE SIDE EFFECTS OF FAST-PACED ECONOMIC REFORMS OR SIM- 
( ply sloppy policy initiatives. Patchwork policy initiatives in some 

sectors have allowed the private sector to book unfair profits or 
stoked civil unrest as in Nandigram in West Bengal and Raigad in 
Maharashtra. The central government is now planning to trim Reliance’s 
land requirement for its special economic zone (SEZ) in Raigarh. Further, 
the Prime Minister’s Office (PMO) is steering a proposal (through the 
administrative ministries) to prepare a legislation to allow land acquirers 
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The fortnight’s burning question. 


WILL THE RISING RUPEE 
HURT INDIAN EXPORTS? 


Ajay Mahajan, Group 
President (Financial Market, 
Institution & Investment 
Management), YES Bank 
The rising rupee will hurt exports. 
Apart from software companies, 
other companies don’t hedge their 
positions in the foreign exchange 
market. This will see their export 


d to directly purchase land from landowners in an attempt to end the arb- margins coming under pressure. 
itrage opportunity that arises when the government acquires land at not- However, this pressure is tempo- 
ified rates that are well below market prices. rary and the inflow of foreign 

Says Arun Jaitley, former Commerce Minister and General Secretary exchange as well as demand for 
of the BJP: “Reforms are the art of the possible. This government has given the Indian currency will weaken 
reforms a bad name." The gains for the private sector have not been lim- the rupee and bring it back to 
PEU Tani au ited merely to the arbitrage on land val- Rs 44-44.5 per dollar levels. 

REFOFITIS IS THE art OF ues, but also access to cheap loans (at ite 
the possible. This around 10 per cent) using the land k Neeraj Singal, Managing 
government has given asset as security, This loophole was piapa € ill h 
a SACRO UD seid? plugged only in September last iaia su RAB a 
reforms a Dad name ORBE year (SEZ rules were announced ll impact on our export margins. 

Í - Arun Jaitley - in February 2006), when loans It has made imports cheaper, 










. to SEZs were redesignated as 
2 commercial loans (around 
12 per cent), thereby, mak- 
ing them more 
expensive. 

This malaise 


£ 
_ 


E p- 


thus, bringing down prices of hot- 
rolled coils in domestic market. 
Therefore, for secondary operators 
like ourselves who export gal- 
vanised steel, export margins will 
remain intact. 


ybe. Rajesh Mokashi, 
Executive Director, CARE 


, It's a mixed bag. Sectors like soft- 
ware, which are cost-competitive - 
# will not feel the impact of the app- 
reciating rupee. Margins may come - 
under pressure in the short run, 
but exports are unlikely to be aff- 
in commodities, where margins are 
wafer thin, will be impacted by the 
rising rupee. 

COMPILED BY MAHESH NAYAK 
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has spread to other highly regulated sectors like power and petro- 
leum. The recent “rushed” tendering of the 4,000 Mw Sasan power 
project has set back the project schedule by several months. The con- 
troversy surrounding the financial strength of the winning Lanco- 
Globeleq consortium has led to a review of the deal. Says former 
Central Electricity Regulatory Commission Chairman A.K. Basu: “We 
advised the government to undertake the bidding process in a 
transparent manner. Besides, when the Sasan project came up before 
the regulator for tariff approval, we sent it back on the grounds that 
the paperwork was incomplete." If only the government had paid 
heed to this, it wouldn't have ended up with egg on its face. 

In the petroleum sector, the New Exploration and Licensing 
Policy (NELP) has been reduced to an uneventful ritual over the 
years. NELP VI invited resistance from Petroleum Minister Murli Deora 
himself. Says former Petroleum Secretary T.N.R. Rao: “It is unlikely 


BEATING THE SYSTEM 





. BUSINESS/SECTOR GOVT REGULATION INSTANCES OF LATE INTERVENTION = 
SEZ/commercial land High -Move to resize Reliance SEZ following — 
social unrest; reclassification of loans for 
SEZ; SEZ policy under review—to await — 
new R&R deal TEEN 
Oil exploration/ High Companies like Reliance and Oil India 
petroleum š have recently bid for exploration blocks 
in a manner that might defeat Govt 
objective of netting high revenues $ 
Venture cap/ Moderate ICICI Venture plans to shift ownership of — 
financial shares to investors to escape tax liability — 
Telecom Moderate Till two years ago, foreign companies beat 
the FDI limit of 49 per cent by adopting 
pyramidal structures to increase — 
investment flows 
Ultra mega - High The rush to get through the Sasan ultra 
projects/power mega project tender has thrown up a 
controversy that has significantly 
discredited the integrity of the sector to 
deliver competitively priced power 


that the NELP VI terms will ensure optimal recovery of resources and 
higher revenues for government." 

And it's not only highly controlled sectors like SEZs, power and 
petroleum in which the state has virtually gifted lax regulations that 
are tailor-made for exploitation. It has also happened in compara- 
tively less regulated sectors like financial services and telecom. 

For example, the country's biggest venture capital outfit, ICICI 
Venture, is planning to shift the ownership of shares currently 
held by it to its investors, thereby escaping taxes it would have oth- 
erwise attracted. 

The ills of partial deregulation are compounded by aggressive re- 
form measures where the government's ability to deliver well- 
thought out, mature policies is at a discount. Result: the government 
repents at leisure what it earlier allows in haste. The need of the hour: 
better thought out reforms. 
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"Cigars are 
Here to Stay" 


AVIDOFF AND GODFREY PHILLIPS 
D recently launched the former's 
range of cigars in India. A.R. Anand, 
CEO, International, Godfrey Phillips 
India, spoke to BT’s Shivangi Misra 
about the cigar market in India. 
Excerpts: 


What is the potential of the cigar market in 
India? 

The cigar market in India is really 
small; only about two million cigars are 
sold every year. However, it is growing 
at 30 per cent per annum. Many peo- 
ple who smoke premium cigarettes 
are slowly switching over to cigars. 
So, we think cigars are here to stay. We 
have launched 14 different ranges of 
Davidoffs priced at Rs 600-1,400 each 
for cigars and Rs 50-150 each for cig- 
arillos and small cigars to tap this 
market. 


How do you plan to expand this market? 
We're looking at an exclusive distri- 
bution channel with only about 1,000 
outlets in Delhi, Mumbai, Kolkata, 
Bangalore, Hyderabad, Chandigarh 
and Pune where we plan to stock cigars 
and cigarillos at five star hotels, pubs, 
lounges, airports lobbies, etc. 


What is the range of cigars on offer? 

The Davidoff cigar range will include 
Series Aniversario, Series Classic, Series 
Grand Cru, Series Millennium Blend, 
assortments, Limited Editions and Long 
Panatelas, while the cigarillos and small 
cigar range will include Mini Cigarillos 
Silver, Demi Tasse, Club Cigarillos 
and Exquisitos. 
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New Owners Retain Old Managements 


(From left to right) Adlabs’ Shetty, iFlex’s Hukku & CRISIL’s Mohan: They continue to play key roles in their companies 


NTREPRENEUR CLYDE COOPER 
Pons does not own a single 
share in Blue Dart Express, which 
he had set up with co-founders 
Khushro Dubash and Tushar Jani 
in the mid-80s. Cooper lost the 
promoter tag after the co- 
founders sold out to DHL Express 
in 2004. The latter now holds 
81.03 per cent in the company, 
but has retained Cooper as a 
Director. He continues to play a 
key role in shaping the company's 
business in India. | 

Ditto for professional man- 
agers like Rajesh Hukku and 
Deepak Ghaisas of i-flex 
Solutions. Oracle bought up 
the company in August 2005, 
but retained Hukku and Ghaisas 
in their positions of 
Chairman and cEO 
(India), respectively. 

There are many ` 
such examples / ` 
where a change of | 


control hasn't re- | | 
sulted in a cha- 
nge of manage- / 


ment. And exa- 
mples include 
both profes- 
sional managers ` 
and former pro- | 





moters. Manmohan Shetty of 
Adlabs (now part of R-ADAG) and 
Hemendra Kothari of psp Merrill 
Lynch (now owned by the us 
principal), who nursed their re- 
spective companies from incep- 
tion, continue to play important, 
even pivotal, roles in the new 
set-ups. Ravi Mohan, Managing 
Director, CRISIL, and Anil Singhvi, 
Managing Director, Gujarat 
Ambuja Cement, are two more 
members of this growing tribe. 
What is it to work in 
one’s old position but un- 
der a new owner? Well, 
for one, it involves re- 
working one’s priori- 
ties and processes in 
line with the thinking of 
the new masters. 
“Adlabs has be- 
come a lot more 
aggressive,” says 
Shetty, who ret- 
ained his posi- 
tion as Man- 
aging Director 
after Anil 
Ambani bou- 
ght his com- 
pany. Once 
entrepreneur, 


Shetty re- 


| Gujarat Ambuja’s Singhvi 


FOCAL POINT 


3 





tains a minority 18.32 per cent 
stake in Adlabs, but still calls the 
shots like he did earlier. “We used 
to face financial constraints ear- 
lier, but not anymore,” adds Shetty, 
whose former co-promoter Vasanji 
Mamania exited from the business 
in 2006 after offloading his entire 
31.51 per cent equity to Ambani, 
who now holds a majority 54.91 
per cent equity in the company. 

Standard & Poor's, which 
bought a majority 55.08 per cent 
stake in rating agency CRISIL in 
February 2005, has also retained 
Ravi Mohan, who was Managing 
Director under the previous set- 
up, in the same position. “We 
are now part of s&P's global net- 
work. This not only opens up 
global opportunities for us, but 
also improves our own rating 
systems and management 
processes," he says. 

Anil Singhvi, Managing 
Director, Gujarat Ambuja Cement, 
who retained his position when 
the company was taken over by 
Swiss major Holcim, is driving the 
transition at this former family- 
run company. “We are transform- 
ing from an entrepreneur-run com- 
pany to a people-driven company." 

ANAND ADHIKARI 
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Media, Entertainment Sector is on Steroids 
THAT ENTERTAIN em 


HE INDIAN MEDIA AND ENTER- 

T ei sector is surpassing 
projections. Last year, the FICCI- 

PwC (PricewaterhouseCoopers) rep- 

! ort on the sector had projected a 
| size of Rs 45,000 crore by 2009; 
this year's report, titled “The Indian 
Entertainment & Media industry: 

The Growth Story Unfolds”, unv- 

eiled at the 2007 ricci Frames con- 

ference, the seventh such, held in 

Mumbai on March 26-March 28, 

says the industry clocked revenues 

of Rs 43,000 crore in 2006, and so, 

is set to exceed the 2009 projec- 

tions by a fair margin. The industry 
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.]s now expected to grow to Rs 1 


lakh crore by 2011, a cumulative 
annual growth rate (CAGR) of 18 
per cent. The biggest contributors 
to this steroid-charged growth: tel- 
evision, followed by films, in that 
order. “One of the key reasons for 
the high projected growth is the 
fact that the entertainment and 
media industry is cyclical in nature 
and grows faster when the econ- 
omy is expanding," says Timmy 
S. Kandhari, Executive Director 
and Leader (Entertainment and 
Media Practice), PwC. 

Last year's focus on technol- 





j 





ogy and digitisation of entertain- 
ment continued and is expected 
to remain the mantra for the Indian 
entertainment industry for the next 
five years. Another theme that 
seemed to pervade the convention 
was that too much regulation 
would be an overkill for this grow- 
ing sector. 

The three-day FICCI Frames 
Convention, Asia’s biggest global 
convention on entertainment, had 
1,975 delegates and 250 speakers 
from 20 countries attending its 35 | 
sessions. 

ANUSHA SUBRAMANIAN 


DECADE AGO, AVINASH VASHISTHA 
JA ed to India and helped 
telecom equipment major Nortel 
expand its Indian R&D centre from 
250 people to 2,000 in three years. 
Then, rather than move to another 
MNC and set up its India ops, 
Vashistha started his own venture, 
neoIT, in 1999 to provide advisory 
services to the then fledgling IT 
services market. Eight years on, 
India's market has grown to over 
$30 billion (Rs 1,32,000 crore) 
and Vashistha has moved on to 
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IT's Raining Advisors in India 


his second enterprise, 
Tholons. *There's 
tremendous interest in 
India; At least $6.5 bil- 
lion (Rs 28,600 crore) 
will be invested in the 
IT and BPO market this 
year," he explains. 
TPI is, perhaps, 
the best known 
name in this busi- 
ness. “I set up the India operations 
alone and we now have 20 advi- 
sors and are growing," says Sid 





Pai, Partner at TPI, who 
> is part of a global net- 
= work of consultants 
. that advises on deals 
worth $25-$30 billion 
(Rs 1,10,000-1,32,000 
crore) annually. And 
several other players, 
such as PA Consulting, 
Zinnov Consulting 
and Alsbridge, have 
all followed this trend and set up 
offices in India. 
RAHUL SACHITANAND 
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What are the main instruments? Repo Rate, 
Reverse Repo Rate, Bank Rate and the Cash 
Reserve Ratio (CRR). 


The Repo Rate: This is the rate at which RBI re- 
leases funds into the system. It was at 6 per 
cent in 2004 but is now at 7.75 per cent. 


Reverse Repo Rate: This is the rate at which 
RBI sucks out excess liquidity from the system. 
The reverse repo rate is currently at 6 per cent. 


Bank Rate: This is the rate at which RBI lends 
money to banks. It is currently at 6 per cent. 


CRR: This represents the percentage of deposits that every bank has to keep with 
the RBI. The RBI pays interest on CRR balances and increases or decreases the 
CRR when it wants to drain or ease liquidity in the economy. The CRR is now 
at 6.5 per cent. 


SLR: Statutory Liquidity Ratio is the percentage of deposits that banks have to 
deploy in government securities and works in the same way as CRR. It is now 
at 25 per cent and has not been changed for a decade. 

ANAND ADHIKARI 
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ECONOMY 


A Worrying v 
68 69 


Mar. Ue une Sept. De 





Figures in per cent aq "i 


STATUS: 7.3 per cent . 

IMPACT: The rising consumer price 
index is clearly the result of the grad- 
ual rise in food prices. This will soon 
start impacting household budgets 
and may result in cutbacks in 
expenditure on other items. If left 
unchecked, it can impact the con- 
sumer boom that's currently driving 
demand in the economy. 


It Doesn't Look Good 
13.5 


12.5 


| I lI 


y Oct. Dec. Mar. `. 
— — —200)06— a 2007 
For five-year loans, floating interest rates net of dealer 
and cash discounts Figures in per cent 
Source: BT research 





STATUS: 13.5 per cent. 
IMPACT: The rising interest rates 
will impact car sales in India, and 
affect both domestic and foreign 
automobile companies that have 
created large capacities in antici- 
pation of growing passenger car 
demand in the country. 
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HP recommends Windows Vista™ Business. 


Certain Windows Vista product features require advanced or additional hardware. See http://www.microsoft.com/windowsvista/ getready/hardwarereqs.mspx and 
http://www.microsoft.com/windowsvista/getready/capable.mspx for details. Windows Vista Upgrade Advisor can help you determine which features of Windows Vista 
will run on your computer. To download the tool, visit www.windowsvista.com/upgradeadvisor Intel, Intel logo, Intel Inside, Intel Inside logo, Pentium and Pentium Inside 
are trademarks or registered trademarks of Intel Corporation or its subsidiaries in the United States and other countries. Microsoft and Windows are U. S. registered 





The 
HP Compaq dx2700 Desktop PC 


puts you ahead. Pentium D 


inside ` 
Powered by an Intel® Pentium® D Processor with Dual-Core Processing, 

it has been designed for growing small and medium businesses that are big 

on ambition and small on the budget. Thanks to its SFF chassis, you'll get the 

best features:- 


With the latest Intel® Q963 Express Chipset, 
you will improve your output at the workplace. Extreme performance will help 
you crunch complex tasks more easily and much taster. 


A desktop with SFF is elegant, good-looking and space 
saving. At 2/3rd the size of a conventional desktop, it allows for more 
desktops within the same space. 


Though it is low on the cost, it has all the trademarks 
of a future ready desktop. Like a next gen SATA optical drive and better 


viewing screen. 


So why wait? To grow with your business needs, get the SFF advantage today! 


paye 


O] 


For more information, SMS SFF12 to 4646 and we'll contact you in next 24hrs 
Call 1800 425 4999 (from MTNL/BSNL lines) or (prefix STD code) 3030 4499 (from mobile) 
Visit hp.com/in/personal Email incontact@hp.com 


trademarks of Microsoft Corporation. Windows Vista is either a registered trademark or trademark of Microsoft Corporation in the United States and/or other countries. 
For taxes/levies in your area, please contact the numbers listed above or an HP Business Partner. Manufacturer’s warranties and delivery conditions apply. Product visuals 
may vary from the actual product. © 2007 Hewlett-Packard Development Company, L.P. The information contained herein is subject to change without notice. All other 


trademarks are used for identification purposes only and belong to their respective owners. i PUBLICIS HP-SMB 205 07 





bt trends 


P-WATCH 


A bird’s eye view of what’s hot and what’s 


not on the government's policy radar. 





AREPHARMA CLOTS DISSOLVING? 


HE GOVERNMENT FINALLY APPEARS 

to be smoking the peace pipe. 
Multinational pharma majors like 
Merck and Novartis can hope to 
secure sales of their patented 
drugs (which, for most part, end 
up in complicated life saving pro- 
cedures) in the country; a govern- 
ment panel is working on a regime 
where the prices of such drugs will 
be negotiated. 

The benchmark: it will match 
the lowest price anywhere else in 
the world. The committee will 
meet in the next fortnight to 
finalise the terms of the deal. 

All the clogs in the peace pipe 
are far from dissolved: the main 





Multinational pharmas: Secure in India 


pharma market revolves around 
the generic business, for which the 
government has appointed an 
Empowered Group of Ministers 
that is slated to meet later this 





GOVT REASSERTS CONTROL IN OIL 








DIRECTE DEALING FOR LAND 





month. The problem: Union 
Minister of Chemicals & Fertilisers 
Ram Vilas Paswan wants more price 
regulation. Currently, the 74 
drugs under price control account 
for 30 per cent of the industry’s 
revenues. 

Hopefully, resolution on this 
count will pave the way for a 
pharma policy, although there are 
other issues like taxation that need 
to be addressed, since the con- 
sumer price is close to twice the 
production cost. With the govern- 
ment having promised a policy in 
2002, any further delay will only 
add to its embarassment. 

AMAN MALIK 





HILE EXPLORATION OF OIL AND GAS HAS BECOME AN 

X attractive business in recent years, spurred by the 
hardening of global crude oil prices as well as the 
improved prospects of finding hydrocarbons in the 
country, regulation has not kept pace. The result: the 
government has taken back the powers it had delegated 
to its technical arm, the Directorate General 
Hydrocarbons (DGH), to discharge a significant part of 


its contractual obliga- 
EMPOWERED BUREAUCRACY 


" | tions vis-à-vis the con- 
m DGH stripped of financial powers 


tractor (exploration 
m Petroleum ministry to monitor company). Reason: a 
exploration costs of contractors liberal policy adopted 
by the DGH in approv- 
ing costs of contractors. So, companies like Reliance 
and BG will have to visit the bureaucrats more often 
than in the past, when interaction was largely with the 
DGH (for getting their costs approved, since recovery of 
such costs is allowed contractually). 

Surely, the government is to blame for another rea- 
son: last year, it consciously decided against setting up 
a regulator for the exploration business. 

BALAJI CHANDRAMOULI 
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pP. 'ACED WITH. CRITICISM OVER Ne 

[` low compensation to farmers 
for land acquired for SEZs and 
otheri industrial projects, the gov- 
ernment i is planning a legislation - 








that will ensure direct dealing W 
between the farmer and land acquirers. os 
. The move will eliminate those interested ae 


boarding the SEZ bandwagon to make a quick buck 


on land betel huig land at “ 


x to the farer) and seli ing the develoned land at mar- — 


ket prices or unlocking its true value in the fi nancial | 
market place by mortgaging it to secure a loan. ^ 
-With companies acquiring land themselves, the X 


cost of land acquisition will certainly shoot up, but - 
the process will probably be seen to be far more just - 


and equitable than the prevailing situation, which ` 
has sparked off protests across the country. 


i Evidently, Prime Minister's often repeated refrain of — 
ensuring i inclusive OAM is bius inning sha | 





- SHALINI S. DAGAR 









GREAVES IS THE ENGINE 


that ensures light always triumphs over darkness 








Greaves Engines power India’s highly 
reliable generating sets 


GREAVES IS THE ENGINE © 


that powers the common man's transportation 





Over 250,000 Greaves engines power 
leading diesel three wheelers 
in India annually 


GREAVES IS THE ENGINE 


that powers farm mechanization in India 








Greaves Engines and Power tillers 
help enhance farm productivity 


GREAVES IS THE ENGINE 


that helps create world class infrastructure in India 


uio SEE 





Greaves uses cutting edge technology 
to produce world class 
construction equipment 








Greaves : Leaders in Engines and Infrastructure Equipment 
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GREAves Greaves Cotton Limited 
Industry Manor, Appasaheb Marathe Marg, Prabhadevi, Mumbai 400 025, India.Tel. : 91- 22 24365510 Fax : 24377730 Website : www.greavescotton.com 
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RITESH SHARMA 


NEWS 


ANALJIT SINGH 





| Analjit Singh: Another controversy 


E IS A MINORITY SHAREHOLDER IN THE COMPANY BUT 
thanks to the controversy surrounding his stake, 
Analjit Singh, 62, is easily hogging more limelight 
than the company's new owner. Singh owns a 7.58 


per cent stake in Hutchison Essar through a special - 


purpose vehicle, Telecom Investments India 
(Hutchison Essar, MD, Asim Ghosh, is the other 
shareholder in the company). The allegation is that 


Singh and Ghosh are fronting for Hutchison Telecom - 


International, which recently sold out to Vodafone. 
Singh, in fact, is the original promoter, having set 
up the company, then called Hutchison Max, when 
the mobile telephony sector was first thrown open to 
the private sector. He sold his 41 per cent stake to 
this partner in 1998 for a then eye-popping sum of 
Rs 561 crore and re-entered the scene in 2005 when 
he and Ghosh jointly bought out Kotak Mahindra's 
stake in the company. The genesis of the current con- 
troversy lies in the structure of that deal. Singh 
took a loan from Rabobank India to finance his ac- 
quisition, with Hutchison as guarantor. This guarantee 
will now be transferred to Vodafone. Does that 


make first Hutchison and now Vodafone the beneficial 


owners of these shares? The FIPB has asked for a 
copy of the sale agreement and other documents to 
verify the financing of these purchases. 

But Singh is not new to controversies and is quite 


„adept at sorting them out as well. When the con- 


troversy over his father, the late Bhai Mohan Singh's 
will erupted, he quickly settled the issue with his 
nephews Malvinder and Shivinder Singh and their 
mother, his sister-in-law. He will obviously be hop- 
ing for a similar qik end to this controversy 
PALLAVI SRIVASTAVA 
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NUMBERS OF NOTE 


1 63 million: Total teen population of India. Nearly 

half of India’s 1-billion-plus population is under the age 
of 20. By 2015, the under-20 crowd will make up 55 

per cent of all Indians. 


2.3 million: The expected strength of Indian IT/BPO 
workforce by 2010 


1 million: The number of tourists expected to visit 
India during the 2010 Commonwealth Games to be 
held in New Delhi 


1 5,000. Number of jobs banking major 

Citigroup is planning to cut in the US. This will 
represent a 5 per cent reduction in Citigroup’s 

worldwide workforce of 327,000 


Rs 3,700 crore: BSE's daily turnover in 
2006-07. The corresponding figure for NSE is 
Rs 8,000 crore 


39 kg: India's annual per capita steel consumption. 
Compared to this, the global average annual per 
capita steel consumption is 150 kg 


500,000: The total number of jobs expected 


to be created in aviation, hotels and tour operating 
services because of the Commonwealth Games in 
2010, according to Associated Chambers of 
Commerce and Industry 


250 million: Total number of users for Yahoo! mail 
worldwide, the highest among all e-mail service 
providers. Microsoft's Windows Live Mail has 228 
million users, while Gmail has 51 million users 


Rs 14.03 crore: wi Singhvi's earnings for 
the 18 months ended December 31, 2006, as 
whole-time Director and MD of Gujarat Ambuja 
Cements. He is thought to be the highest-paid 
professional MD in the country 


16 lakh: The number of people living in penury in 
Delhi; the figure is a tenth of the city's population 


$43,000 (rs 18.92 lakh): The price of 


Warren Buffett’s Lincoln Town Car. 
It's not exactly a typical 
billionaire’s car and is 
as common as a taxi in 
Queens and the Bronx 





TOSHIBA ` TUSCE | | CEC INVERTER 
| Air Conditioners 


Leading Innovation >>> 


$— 9 


Lcd EE USURIS AARON NEQOE UE ERES Pe bar 1n: CUM SOR iui 


What yoga wont teach you: ihe aasanas of privileged living 


When you arrive in life, you want to spend time in pampering yourself, soothing your mind, body and soul. Another way of doing so is by bringing 

home Toshiba Air Conditioners. Toshiba is the world pioneer and inventor of the revolutionary Inverter Technology. This technology makes 
| Toshiba, one of the most energy efficient and environment friendly air conditioner ever. This technology also makes Toshiha Air Conditioners, as 
| 


exclusive as those who might own it. Toshiba Air Conditioners - in a class oÍ its own, not meant Íor everyone, except a privileged few. 


40% Less 


Energy 
Consumption* 


Conventional AC Inverter AC 


LINTAS IMAG /CA/01/07 


nuni à Eh > 99 EL 
Ge . TOSHIBA AIRCONDITIONII * Subject to usage pattern & room load conditions 
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Advancin 


Expertech Team : Ahmedabad : Ketan 9825500149, 079-27490444, 27439550, 27497663, Bangalore : Tushar 9845033980, 080-41114747, Chandigarh : Rahul 
9216115073, 0172-5007550, Coimbatore : Prabhakaran 9940103663, 0422-4382400/4384151, Chennai & Kochi : Sajith 9840921337, 044-28344721 -29, 
42222888, Delhi : Sachit 9818239392, 011- 26496369-72, 26495912-14, Goa : Nitish 9850036109, 0832-2447028, Hyderabad : Ravindra 9849475690, 
040-23308106-08, Indore : Sajal 9329463520, 0731-2526365, Jaipur: Sanjiv 9829011192, 01 41-5113999/444, Kolkata : Anirban 9831054543, 033-23649779/80, 
Mumbai : Saju 9820316058, 022- 26528989, 26541755/56/58, Nagpur : Rejee 9860792161, Patna : Ravi 9431015957, Pune : Akshay 9423580224, 020-25468301, 


Raipur : Alok 9826165009, 0771 -2432893, UP East : Dinesh 9335964668, 0522- 2789036, 2789083, UP West : Akhilesh 9818350190, 0120-2700120, 2702296. 
| website: www.toshiba-aircon.co.in 
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THE LINEAGE LINE COLLECTION 


THE ONLY WAY TO SEPARATE 


THE CHALK FROM THE CHEESE. 


Be understated in this subtle suit of fine all 
wool fabric from "The Lineage Line Collection’. 
No surprise that the chalk stripe design is still a cool favourite. 


It is just one among the 5,000 designs and 20,000 patterns from Raymond 


that spell quality with continuous innovation. Just what the complete man is looking for. 


The Complete Man 


The next President and CEO, Raym ond 


by unanimous vote! SA CEE 19 2757 





Driving Performance 


- hy eh days ioa d 3250 | 
ch goes like a poc amo, e f 
320d is no slouch either, and is [ e egi l 
_ the best diesel car in its class. The base 
MN 320i: does lack raw Vp he 


LJ , LI a 
Retail’s Big Boys Get Bigger 
Although the global economy has begun to show some signs of stress, fiscal 2005 prove to be another healthy year for the world’s leading retailers. 
Global top 10 retail leaders Average net profit margin by region/country, ' Average sales growth by region/country 
| 2005 Average Profit Margin 2000-05 Compounded 2005 % Change 
Annual Growth Rate m 


Company County Rank Rank Rank Rank Rank Rank Rank 
of Origin 2005 2004 2003 2002 2001 2000 1996 


Wal-Mart 
Carrefour 

Home Depot 
Metro 

Tesco 

Kroger 

Target 

Costco 

Sears Holdings* 
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Latin America 

North America 
Asia-Pacific 
Germany 
Latin America 
North America 


Rankings prior to 2005 represent predecessor company, Kmart 
Source: Deloitte Touche Tohmatsu 
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Tyres 

This is the first car to be sold 
in India with ‘Run-Flat’ tyres 
as standard. The tyres on this 
car have strengthened side 
walls that allow the car to 
travel for 50 kilometres before 
needing to replace the tyre. 
However, this means that ride 
comfort is poorer than 
expected. 





Toys 


| Eight airbags, an 
advanced six- 

| speed gearbox, 
parking distance 
sensors, this car 
comes loaded. 
But at these 
prices it should! 


With prices starting at Rs 26.7 lakh for the 320i and reaching Rs 
33 lakh for the 325i, these cars are not cheap. The Mercedes 
C-Class (see photo above) is a wee bit cheaper, and is soon going 
to be wearing a completely fresh look. 


This is a drivers' car through and through and this means that 
rear legroom is worse than on a low-cost airline. Buyers with 
chauffeur, take note. 


The global economy is showing some signs of stress, but the 12 
months ended June 30, 2006 proved to be another healthy year 
for the world's leading retailers. Total retail sales for the Top 250 
reached $3.01 trillion, up 6 per cent from last year's Top 250 total 
of $2.84 trillion. Year-on-year growth, based on this year's list of 
companies only, proved even more robust, with an 8.8 per cent 
increase over the group's prior-year sales of $2.76 trillion. The 
10 largest retailers continue to capture market share. These retail 
powerhouses (six US companies and four European companies) 
reported combined sales of $885 billion during the year under 
review, or 29.4 per cent of total Top 250 retail sales. Wal-Mart 
alone, with $312 billion in retail sales, accounted for more than 
10 per cent of the total. Despite growing anti-globalisation 
sentiment, globalisation continues throughout the retail world. 
Slow growth in many mature markets and not-to-be missed 
opportunities in emerging markets— particularly China, India and 
Russia—are powerful driving forces. In addition, global 
diversification is becoming increasingly important as a way to 
reduce economic, political and other risks. 
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“The larger the number of people to whom 
the India growth story is credible, the more 
the story is likely to turn out to be true” 
Subir Gokarn, Chief Economist, CRISIL, in Business Standard 


“We are influential, but in an informal way” 


Mohan Kaul, Director-General, Commonwealth Business Council, on 
comparisons with the European Union, in The Financial Express 


“The question is not whether India is heating 
up too fast, it’s whether we have enough fuel 
to keep it going.” 

S. Ramadorai, CEO, TCS, on India’s high tech engine, in BusinessWeek 


“Our efforts (in education) are not broad 
enough. Students tend to specialise too soon” 


Srinivasa Varadhan, Abel Prize winner and Professor at the Courant 
Institute of Mathematical Science, New York University, in Hindustan 
Times 


“We will consolidate and simplify our back 
offices around the world. Traditionally, 
India has been a beneficiary of that” 


Charles O. Prince IIl, Chairman and Chief Executive, Citigroup, in 
The New York Times 


“India has underinvested in infrastructure 
for 60 years, and we’re behind what we 
need by 10 to 12 years” 


T.V. Mohandas Pai, Director (HR), Infosys, in BusinessWeek 


“We have invested in the game, not on India’s 
performance. People will still watch the 
World Cup despite India’s exit from the 
tournament” 

Girish Rao, Vice President (Marketing and Sales), LG, to PTI 


“We will use force where it is necessary and 
we will bring about economic development 
where it is necessary” 


Shivraj Patil, Union Home Minister, after the violence in West Bengal 
over acquisition of land, in BBC 


“Indian IT companies do not put their best 
foot forward when it comes to pitching for 
domestic deals. It will only be a matter of 
time before the global majors lap up all the 
Indian bluechip deals across verticals” 

Partha lyengar, Vice President (Research), Gartner, in Business Standard 
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PLANNED: By 
the Securities and 
Exchange Board of 
India, regulations 
for investment ad- 
visors. SEBI chief 
M. Damodaran 
Said: “We are 
working on regulations for investment 
advisors.” SEBI will undertake a de- 
tailed consultative process to arrive at 
laws for the purpose. 





ANNOUNCED: By German technol- 
ogy major Infineon and Hindustan 
Semiconductor Manufacturing 
Corporation, a company founded by 
NRIs from Silicon Valley, plans for a 
$4-billion (Rs 17,600 crore) Fab City 
in India. Chip-maker AMD and 
Semindia, a consortium of NRIs, is 
also setting up a Fab City in 
Hyderabad. 


RANKED: On Forbes’ elite list of 
2000 corporate giants around the 
world, 34 Indian companies. ONGC 
leads the pack of Indian companies (at 
#239), followed by Reliance Industries 
(#258), State Bank of India (#326) 
and Indian Oil (#399). Tata 
Consultancy figures at #1,047 on the 
list. Bharti Airtel is the only Indian 
telecommunications company to find 





a place among the 2,000 giants with 
a rank of #1,149 


HIKED: By 19 per cent, Japan’s 
official development aid for 2006- 
07 to India to Rs 7,000 crore. The 
assistance will be used to fund 11 
projects in the infrastructure and en- 
vironment sectors, including Phase 
II of the Delhi Metro Rail Transport 
System. 


TIED-UP: The Hinduja Group and 
Dubai World, owned by Dubai gov- 
ernment, for a foray into healthcare. 
The JV, in which the Hindujas will 
hold a 51 per cent stake, will invest $1 
billion (Rs 4,400 crore) over the next 
three years to build hospitals, diag- 
nostic training and clinical research 
facilities in Delhi, Mumbai, Hyderabad, 
Bangalore, and other cities. 


INKED: Between 
Satyam Computer 
Services and 
Applied Materials 
Inc, a $200-mil- 
lion (Rs 880 crore), 
M) five-year deal un- 

d der which the for- 
mer will manage the nanotechnology 
suppliers computer network in a 
"managed services delivery model". 


INDIA SLIDES DOWN 


HERE'S ANOTHER WARNING 


THAT BAD 


INFRASTRUCTURE 


can trip up the growth of India's fast-growing IT in- The ran 

dustry. According to the WEF Global Information F3 
Technology Report 2006-07, India has slipped PAR 

four places on the Networked Readiness Index to Sia 
#44. Denmark and Sweden are in first and second tap STU PG 
places, respectively. If it’s any consolation to India, | 

China has fared even worse on the index, sliding nine E 
places to #59. "Notwithstanding some specific * mae 


clusters of ICT excellence in both countries (India and —.,........ . 


China), their performance, overall, in leveraging sr 

ICT for increased development appears to be par- Fam 
ticularly hindered by weak infrastructure, with a very = 

low level of individual ICT usage for India and of in- UR 
dividual and business readiness and usage for iwymmmme 


China," the report states. 
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A new deal: Beatty (L) and Purie 


HE INDIA TODAY GROUP WILL SHORTLY 

launch a mainstream English daily 
in partnership with Associated 
Newspapers, a subsidiary of Daily 
Mail and General Trust PLC (DMGT), 
which publishes the Daily Mail. This 
partnership will include equity 
participation by Associated News- 
papers within the country's current 
laws on foreign ownership in media 
and "will involve an exchange of ex- 
perience, ideas, talent and where ap- 
propriate, content". This was an- 
nounced on the sidelines of the India 
Today Conclave held in Delhi recently. 

An Associated Newspapers press 
release quoted Kevin Beatty, Managing 
Director of that company, as saying 
that the India Today Group "really 
understands the dynamism of the me- 
dia landscape in India and will make 
an excellent partner". 

Aroon Purie, Chairman and Editor- 
in-Chief, India Today Group, said: "We 
have for some time now felt that there 
was a huge opportunity for a new 
English language daily newspaper. 
Even though the market is very com- 
petitive, we are confident that, with our 
new partner, we will be able to publish 
a newspaper well differentiated from 
those that are already available." 

DMGT is one of the largest and 
most successful media companies in 
the UK and publishes, besides the 
Daily Mail, The Mail on Sunday, The 
Evening Standard, Metro, London 
Lite and Loot. 
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We understand your world 


SMS 'HDFCPC' SPACE 'YOUR NAME' SPACE 'CITY' TO 676712 OR WALK IN TO ANY HDFC BANK BRANCH. 
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BUSINESS TODAY-ERNST & YOUNG 


Deal Watch 


Every month, we bring you a listing of the biggest deals struck by Indian 
companies in India and abroad. Our partner: global professional services 
firm Ernst & Young. Here are the deals that were struck in March 2007. 


Deal Particulars: Mahindra & Mahindra (M&M) acquired 43.5 per cent in Punjab Tractors 

Limited (PTL) from private equity player Actis and the Burmans of Dabur. M&M will pay Rs 360 per 

share of PTL. The deal values PTL at Rs 2,170 crore and is at a premium of 20 per cent to the pre- 

vailing market price of Rs 300. 

D EF ALTR AC KE H With this deal, M&M gets control of the fourth-largest tractor maufacturer in India (PTL has a market 
share of close to 11 per cent). M&M will also get access to PTL’s 33 per cent stake in Swaraj Engines, 

14 per cent in Swaraj Mazda and 24 per cent in Swaraj Automotive. 


GD Impact Analysis: This acquisition will help increase M&M's market share from 30 per cent at 
present to 41 per cent and put some more distance between itself and rival TAFE, which has a 23 
= per cent market share. It will also add a strong and well respected brand, Swaraj, and an equally strong 
m a h in dra product range to M&M's current portfolio. Besides giving M&M a manufacturing facility in the 
North, this acquisition will also help it increase its existing manufacturing capacity of 138,000 tractors 
by 60,000 tractors. 
Currently, PTL's exports are negligible. M&M's export experience and platform can be leveraged to 
promote exports of PTL products. M&M will also get to access to PTL's vendor base. The deal can also 
result in potential sourcing synergies for M&M. 





DEAL OF THE MONTH 





TARGET ACQUIRER INDUSTRY DEAL VALUE STAKE 





(Rs crore) 


= SLI Sylvania Group (Germany) Havell's Group Electrical Equipment Acquisition — 1350 100% 
Punjab Tractors (PTL) Mahindra & Mahindra — — —  Automobles Acquisition — 951 — — — 43/6 
Infrastructure Development Finance Khazanah Nasional Berhad, Infrastructure Investment 848 9% 
Company (IDFC) Investment holding arm of the 
sss Malaysian government Ue MRA fee Cu IN tS P MP Ter te) fee NL 
Ambuja Cement India == .— (Boom | ^ 1 1 Cemet .— lnvestment — 527 11% 
Barista — HM 1 s hotels |— X Acquisition — 480 10076 
Geojit Financial Services BNP Paribas —— Financial Services Investment 207 | 3476 
Balaji Hotels & Enterprises Hyatt Group — — — — — à Hotls — Acquisition — 200 —  — à 1007, 
Structure Steel Enginering NatSteel Asia Metals Acquisition 178 100% & 70% 
Ltd (SSEs) and Vinausteel E Goo fr r f 0 5 2 NES. Be 
Apollo Hospitals Temasek Holdings — 1 — Healthcare — — Investment — 134 1 1 5% | 
Canara Investment Management | 
Services. mRobecoGrup — — Financial Services Investment — 115 4976 
TV Today Network — — — RelianceCaptal — —  — Media — 1 à lnvestment — 88 12% 
Fortis Healthcare Trinity Capital — — — Healthcare — — Investment — 8/7 — Undisclosed 
Delhi Assam Roadways Corporation IDFC Pvt | Logistics Investment 45 Undisclosed 
Liva Healthcare — — —  dydusGroup'sCadila Healthcare Pharmaceuticals Acquisition 36 __ 38% 
Cheslind Textiles — — — Rajasthan Spinning & Weaving Textiles — — — —  lwestment 28 49% 
Bukh-Farymann Diesel Greaves Cotton Engineering Acquisition — 25 100% 
Biba Apparels — .— Future Capital Holdings ———  Texies- g Investment 20 Undisclosed 
RelQ BS i ae Computer Software Acquisition Undisclosed 100% 


*Includes only M&A, private equtiy and brand sale transactions 
Ernst & Young is a leading M&A advisor in India. While every care has been taken to compile this data, it is based on media reports, company announcements and other 


secondary research. Any decision on the basis of the above mentioned information should be taken only after professional advice. Business Today or Ernst & Young do not 
undertake any responsibility in regard to any such decision. 
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It's a place that is designed to refresh your body and revitalize 
your senses. So what you experience is a total harmony - physically, 
mentally and spiritually. And what's more it's im your most 
private domain - your very own bathroom. Where the finest 
brands in bathroom products and accessories from around 
the world come together to give a new name to luxury living. 


Liberty Revolutions Bathroom Suite. 





Luxury Bathroom Ideas 


The first Liberty Revolutions Bathroom Suite has opened at The Plaza Mall 
on MG Road, Gurgaon. Tel.: 0124-6452425. More such stores will soon be 
opening in Delhi, Mumbai, Pune, Hyderabad, Bangalore, Chennai, Kolkata and 
other cities across the country. 





SAUNA e STEAM BATHS e WHIRLPOOL BATHS 
SHOWER SYSTEMS e BATH TUBS e SANITARY WARE Some of the products shown are Beach from Liberty Whiteware. 


r1 uw ke IVI a 


BATHROOM ACCESSORIES & FITTINGS These are also available at premium sanitary ware dealers in select cities. 


New Corporate Office: Liberty Whiteware Ltd. 2nd Floor, Building No.8, Tower-B, DLF Cyber Citi, Phase-ll, Gurgaon-122 002, Haryana, India. 


Tel.: 0124-4616200. Fax: 0124-4616222. mail@libertywhiteware.com www. liberty.in 
Montage 1553 06 R 


bt vital signs 


THE BT 50 





INDEX 
Markets in volatile zone. 
BT 50 
451.72 
426.31 





April 3, 2006 April 2, 2007 
BT Auto 
997.28 835.20 
April 3, 2006 April 2, 2007 
BT BFI 
613.87 654.17 
April 3, 2006 April 2, 2007 
BT Pharma 
351.97 323 07 
April 3, 2006 April 2, 2007 
BT Telecom 
April 3, 2006 April 2, 2007 
BT FMCG 
tlt 355.10 
April 3, 2006 April 2, 2007 
BT Tech. | 
303.75 
214.36 F 
April 3, 2006 April 2, 2007 


40 BUSINESS TODAY APRIL 22 2007 





Tapping the Bottom of the Pyramid 


The four billion people across the world, who stand at the base of the economic pyramid 
have purchasing power of $5 trillion (Rs 2,25,00,000 crore), providing a massive opportunity 
for private sector firms, according to a report by the International Finance Corporation. The 
report, “The Next 4 Billion: Market Size at the Base of the Pyramid”, measures the purchasing 
power of those with incomes below $3,000 (Rs 1.32 lakh) a year, using income and expenditure 
data from household surveys. The market in Asia is by far the largest: 2.86 billion people in 
19 countries, or 83 per cent of the entire population of these countries, with aggregate income 
of $3.47 trillion, or 42 per cent of these countries’ total purchasing power. Here is a look at 
the Indian opportunity. 


BOP Expenditure by Sector 


$ (Boldface 
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TOTAL 12,05,668.5 8,608.2 2,88,957.9 2,64,285.7 89,836.0 29/71 


Figures in bold are cumulative for each consumption category 
All dollar amounts in 2005 PPP BOP=Base of Pyramid 
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Red & White Signature 


hair care range. 


Created with you in mind. 


For the individual 


look and style that 


best defines you. 


ajde 








is Ayrep 


RED & WHITE 
SIGNATURE 
RANGE 


4 


dal PT n 
"s 7 


veIpnond BOUPRIUC Hulooduseys sa 


jBUOIN DUC 


Ps J f | 
ç 
"i ` „A d 4 
e bey ero er a PQR c e aae: MU EDS 
+ LCS it Mop enit " 
E ux 


70 i3sntse iu OSZ 
jugssi| Buioodweys 


Montage 1765 07 


ja OUEL 


e 


Be an individual TONIS.GUY 





Shrink your 


international 
roaming bills 


by 90% 





Buy V-tel World Calling Cards in Rupees in India 


The expense of keeping in touch with the office or calling 
back home when you are abroad never seems to go down. So, 
try this next time. Buy a V-tel calling card in India, in Rupees. 
It gives you access from just about any country in the world, 
at very attractive rates. That's not all. You can cut your 
international roaming costs by over 90%. No hidden costs, no 
unpleasant surprises. 


You can jet out of one country and into another and still 


continue to use the same V-tel card. Simply find the nearest 
public phone and dial the access number. Besides, V-tel cards 


to provide great voice clarity every time. No matter whether 
you are in New York. Or Melbourne. Or Tokyo. All you need to 
do is dial the toll free access number and punch in the pin 
number. With other calling cards, there's a charge even when 
the access number is dialed. 


You don't waste a second. No hidden charges cut into your talk 
time. V-tel gives you all the convenience you need. And full 
value for what you have paid. 


Choose from a suite of options like a V-tel card that is valid in 


are valid for six months, as compared to most other cards over 200 countries or a V-tel Select card that provides greater f 


which are valid for only three. Our network is robust enough value to frequently traveled countries. 


—  .... MÀ 


The company (Dhanus Technologies Limited) is proposing to make a public issue of Equity Shares and has filed the Draft Red Herring Prospectus with 
SEBI. The Draft Red Herring Prospectus is available on the website of Dhanus Technologies Limited (The Issuer Company) at www.dhanus.net; SEBI 
website at www.sebi.gov.in; and the website of SREI Capital Markets Ltd. (The Book Running Lead Manager) at www.srei.com 
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dhanus 


A Dhanus Enterprise 


Calculation based on mobile roaming rates from US to India. 


Buy it in Rupees 

Low call rates 

Valid in over 200 countries 
No hidden charges 


World's Calling Card 


N 14/4, DLF Phase II, Gurgaon, Haryana -122 002 
Phone: +91 124 4059393 or visit us at www.v-tel.com 
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Big Blue Eyes on India 


IBM wins an outsourcing deal from Idea Cellular. Is Hutch-Vodafone next? VENKATESHA BABU 





N MARCH 2004, IBM’S INDIA 
arm won a 10-year contract, 
then estimated at $750 mil- 
lion, from Bharti Airtel in an 
IT transformational deal (ed- 
itor’s note: Unlike in traditional 
outsourcing, in a transformational 
deal the service provider also 
acquires the existing resources and 
employee base and agrees for a 
shared revenue model for services 
provided on a risk-reward model). It 
was a defining deal as it made 
international service providers sit 
up and take note of the potential of 
the domestic Indian market for the 
very first time. 

Though it took nearly three 
more years, Big Blue has displayed 
that it understands the Indian mar- 
ket better than its competitors when, 
on March 21, it announced it had 
inked a similar $620-million (Rs 
2,728-crore) deal with Idea Cellular 
to integrate, innovate and trans- 
form the cellular company’s business 
process and IT infrastructure. As a 
part of the deal, nearly 200 
employees of Idea's rr department 
are expected to move to IBM. Idea, 
with nearly 14 million subscribers, 
is the fifth-largest telecom cellular 
service provider in the country. 
Sanjeev Aga, MD, Idea Cellular, 
points out that the contract is a win- 
win for both companies. “IBM India 
will manage Idea's IT infrastructure 
and other services, including billing 
and customer management on a 
revenue-sharing basis." 
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The revenue-sharing model is 
one of the reasons why it has been 
tough to quantify the exact size of 
the deal and the reason why the 
companies have said it might range 
between $600 and $800 million. 
At the lower end, the 10-year con- 
tract is expected to yield $620 mil- 
lion to IBM India, according to com- 
pany insiders. “It will be similar to 
the Bharti Airtel deal, where the 
initial deal size over 10 years was 
estimated: to be around $750 mil- 
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IBM's Annaswamy: With two big deals in his pocket, he is hungry for more 
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lion, but which has now been 
revised to upwards of $1.5 billion 
(Rs 6,600 crore) over the same pe- 
riod because of the explosive 
growth in the subscriber base. That 
is one advantage of a transforma- 
tional deal where the risk and 
rewards are both shared,” adds the 
IBM official on the condition of 
anonymity. Ramesh Awatney, IBM’s 
VP for Communications Sector (Asia 
Pacific), who played a key part in 
bagging the Idea deal, says it was the 


company’s deep understanding of 
the needs of the Indian telecom sec- 
tor and its ability to leverage its 
global expertise that helped the 
company swing the contract. 

The next big whopper for which 
all IT services players are right now 
angling is the IT outsourcing deal 
from Hutch-Vodafone-Essar, the 
fourth largest cellular company with 
nearly 25 million subscribers. This 
deal is believed to be in the range of 
$1.4-1.6 billion (Rs 6,160-7,040 
crore). IBM India is already believed 
to be in talks with the company. 
Once the acquisition of Hutch is 
completed by Vodafone and all 
regulatory clearances are obtained, 
the outsourcing contract is likely to 
be announced. 

Awatney, for the moment, is at 
least playing it safe and, when 
queried, says IBM continues to look 
for opportunities to bag new cus- 
tomers in the marketplace. “We 
work with more than 100 telecom 
customers, small and big interna- 
tionally, including the likes of 
Vodafone and Telstra in various 
markets they operate in.” However, 
officials within IBM point out that 
the company is one of the globally 
preferred IT vendors for Vodafone. 
In several European countries such 
as Portugal, Greece, Italy, Spain, 
and the Czech Republic, apart from 
Australia and New Zealand, IBM's 
local operations already work with 
Vodafone. So, there is a very good 
chance that Vodafone in India 
might opt for similar arrangements, 
adds the IBM official. 

For Shankar Annaswamy, MD of 
IBM India and South Asia, the deal is 
a sweet vindication of his patient 
strategy to go after larger transfor- 
mational deals. “This win reinforces 
IBM’s position as a leading partner to 
global telecom companies,” he says. 
IBM won the deal after going head to 
head with the likes of HP and some 
Indian players. Perhaps the Indian IT 
majors will now keep a more watch- 
ful eye on the domestic market. 
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The Tatas make a billion-dollar 
power-packed acquisition. 


UST WHEN YOU THOUGHT THE 

Tatas would take a break from 
big-bang acquisitions, it was the turn 
of Tata Power Company to get into 
the act. In a bid to ensure sufficient 
coal back-up for its upcoming power 
projects on the west coast of India— 
7,000 Mw of capacity is to be 
developed over the next five years— 
India's largest private power utility 
announced plans to buy a 30 per 
cent stake in Indonesian energy giant 
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The arrack dries ds: in Karnataka. Revenues too will follow suit. 


came to power. We have just ful- 
filled our promise to the people. 
Lottery and arrack were ruining 
the lives of millions of people spe- 
cially in the rural areas." 

The budget, which was pre- 
sented to the state assembly on 
March 16, shows a marginal deficit 
of Rs 23 crore but it reverses a 
three-year trend of surplus budgets. 
Former deputy CM and Finance 
Minister S. Siddaramaiah, who is a 
senior Congress leader, strongly 
criticised the budget proposals: 
“This is an election-oriented budget 


as the coalition government is un- 


` likely to last. So they are throwing 


sops without heed to the long- 
term fiscal health of the state. It 
remains to be seen where the 
government will raise money to 
make investments." 

Yediurappa, on his part, says 
that the government will raise 
additional revenue by increasing 
the licence fees for establishments 
selling liquor, by increasing stamp 
duty and enhancing tax on vari- 
ous classes of vehicles registered 


in the state. 


VENKATESHA BABU 


PT Bumi Resources’ premiere coal 
mines for approximately $1.3 billion 
(Rs 5,720 crore). The Bumi mines 
include Pr Kaltim Prima Coal (KPC), 
PT Arutmin Indonesia (Arutmin) and 
related companies. Tata Power has 
signed an offtake agreement with 
KPC, which entitles it to purchase 
about 10 million tonnes of coal per 
annum. Macquarie Bank advised 
Tata Power on the deal, while Credit 
Suisse advised PT Bumi. The esti- 
mated sale price includes the base 
price of $1.1 billion, as well as clos- 
ing and working capital adjustments. 

Tata successfully outbid at least 
five companies vying for the coal 
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companies. The acquisition will be 
made through an offshore special 
purpose vehicle (sPv). Funding will 
be done through a combination of 
debt in the spv and internal accruals 
and borrowing from Tata Power. 

Other than providing a back-up 
for Tata’s power plant on the west 
coast as well as for future projects, 
PT Bumi’s coal will also come in 
handy for the recently-won ultra- 
mega power project of 4,000 Mw at 
Mundra in Gujarat. Bumi, which 
failed to raise $3.2 billion (Rs 
14,080 crore) through a share sale 
last year, also stands to gain by 
virtue of this agreement. It is ex- 
pected to use the funds raised 
though the stake sale to build plants 
that produce diesel from coal and 
crops such as palm oil. 

"We are delighted to have pur- 
chased the stakes in KPC and 
Arutmin, which are among the top 
three thermal coal mines in the 
world. This strategic partnership 
not only supports coal requirements 
for Tata Power's aggressive growth 
plans but also creates opportuni- 
ties to own and participate in op- 
erating a world class energy business 
overseas," says Prasad Menon, MD, 
Tata Power, which has an installed 
generation capacity of 2,300 Mw. 

One section of analysts is of the 
opinion that the Tatas may have 
taken a high risk with this acquisi- 
tion considering the perennial state 
of instability in Indonesia. Yet, the 
flipside is these coal companies are 
together among the top three largest 
exporting thermal coal mines in the 
world. With a strong export focus 
supported by a good supply infra- 
structure, they have been feeding 
the huge regional demand (mainly 
from China). Together, KPC and 
Arutmin produced approximately 
53.5 million tonnes of coal in 2006 
with over 95 per cent sold in the 
export market. In the years ahead, a 
few million tonnes will also be 
headed India's way. 

AMIT MUKHERJEE 
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Nandigram 


It won't be the same for 
mega projects. 
OCIAL BALANCE IS THE NEW 
buzzword, at least when it comes 
to the implementation of projects 
for special economic zones (SEZs). All 


. SEZs in West Bengal have been put 


on hold until a *socially balanced" 
decision is taken in this regard at the 
national level. The state govern- 
ment's move comes on the heels of 
a major flare-up of violence at 
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Nandigram in East Midnapore dis- 
trict, where at least 15 people died 
after police opened fire on people 
opposed to the acquisition of their 
land for a proposed SEZ by Salim 
Group of Indonesia. And 
Nandigram may only be the begin- 
ning. A high-level political panel 
constituting representatives of UPA 
constituent parties has warned the 
Centre that the proposed Reliance 
SEZ in Maharashtra can degenerate 
into another Nandigram. This warn- 
ing was followed by a public 
announcement by Maharashtra 
Chief Minister Vilasrao Deshmukh 
that no final award will be passed 


Nandigram on fire: Its spark is a concern for other states too 


for acquisition of 10,120 hectare 
land for the multi-crore SEZ project. 
As a result, the ownership of the 
land will remain with the farmers till 
the dispute is resolved. 

So, what's the future for SEZ, 
and indeed for any large project 
that calls for mega-acquisition of 
land? After all, the Reliance SEZ is 
just one of the 140 projects ear- 
marked for different parts of the 
country. Then there are corporate 
India's plans for production units, 
the most high-profile of them being 
Tata Motors' proposed facility for 
making a Rs 1 lakh car in Singur in 
West Bengal. 





Other projects in West Bengal 
now shrouded in uncertainty include 
Jindal Steel's Rs 10,000-crore steel 
plant at Shalboni in Midnapore and 
the Ruia Group's Rs 3,000 crore 
ship-building and shipyard project at 
Jelingham near Nandigram. The 
Jindals claim they have already 
bought nearly 80 per cent of the 
5,000 acre land required for the 
project directly from farmers/land 
owners. The Ruias are eyeing 1,200 
acres acquired by the state 15 years 
ago. Meantime, the Trinamool 
Congress (TMC), the party at the 
forefront of the *Krishi Jami Bachao 
Committee" (or the Save Farmland 
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Law of Demand 


If global prices are rising, should the government mess about? 


Á FTER SUCCESSFULLY REIGNING 
Win cement manufacturers, the 


government is now desperate to get - 


steel makers to put a brake on 
prices. But its efforts seem to have 
come to a naught, with steel man- 
ufacturers set to raise prices by Rs 
500-1,000 per tonne in April. 
While on record, R.S. Pandey, 
Steel Secretary, stoically maintains 
that “the industry is free to decide 
upon the issue of prices.” Sources 
within the ministry admit that pri- 
vate steel manufacturers’ decision 
to reverse the partial rollback, ann- 
ounced earlier in March, has put 
them on a collision course with 
the government. The revision of 
prices comes in the wake of an 
impending global hike to the tune 
of $30-50 (Rs 1,320-2,200) per 


tonne, following China's decision: 


to lower steel capacity by 35 mil- 
lion tonnes. This rise has also irked 
the mining community, already at 
loggerheads with the steel manu- 
facturers and the government on 
the issue of iron ore exports. ^The 
steel lobby wants to have its cake 


and eat it too," alleges an official of 


Movement), will now initiate a state- 
wide campaign to drive home that it 
is not against industrialisation but 
the forceful acquisition of crop land. 
Says Subhendu Adhikari, TMC leg- 
islator and leader of the Krishi Jami 
Bachao Committee: “We are ready 
to welcome the Ruia Group if they 
come up with a large employment- 
oriented project at Jelingham. The 
state acquired this land 15 years 
ago but none has got any compen- 
sation, forget about job per fam- 
ily." The wounds of many of the 
people may be much older and 
much deeper than the recent 
destruction in Nandigram. 

RITWIK MUKHERJEE 
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Steel show: Prices on the roll 


the Federation of Indian Minerals 
Industry (FIM), “first they want us 
to keep supplying them cheap ore 
and then they export steel at global 
prices.” With global demand of - 
steel expected to rise by 13 per 
cent during 2007-08, China and - 
India will become net importers 


. of the commodity, with the latter — 


expected to import 5 MT of fin- 
ished steel. Steel makers, however, 
are unfazed. *To control inflation, 
you need sound fiscal measures ` 
and price control is not one of 
them," says a steel industry vet- 
eran. “Indian steel prices cannot 
be divorced from global levels." © 
AMAN MALIK 
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Ticket, but 
No Ride 


Is Air Deccan profiting by 
overbooking flights? 


ELLING TICKETS FOR SEATS THAT 

don’t exist may appear fraudu- 
lent, but it's an accepted practice in 
the airline industry. Overbooking is 
justified on the premise that a few 
passengers may not show up, but 
when an airline is accused of delib- 
erately overbooking flights, then 
slowing the lines at check-in counters 
and, subsequently, offloading pas- 
sengers—who don’t get refunded— 


on the pretext of checking in late, it 
is tantamount to cheating. News 
channel CNN IBN has run stories that 
suggest India’s first budget carrier, Air 
Deccan, has used such tactics. The 
airline denies the charges and says 
that it will claim damages of Rs 50 
crore by slapping a defamation suit 
on the channel. “It’s rogue journal- 
ism,” says Capt G.R. Gopinath, 
Managing Director, Air Deccan. 
“Most airlines overbook on certain 
routes and in certain time slots, based 
on historical data, to optimise seat 
usage. But Air Deccan simply does 
not overbook, as a policy,” he adds. 
Gopinath also claims that most of the 
cases (of passengers being turned 
back at the counters) were the result 
of a software error. He explains that 
Air Deccan was using a booking 
engine powered and managed by 
InterGlobe Technologies. “Once the 
InterGlobe Group started its own 
airline (Indigo), we felt vulnerable 
because our competition potentially 
had accesses to all our data,” says 
Gopinath. As a result, he adds, the 
contract between InterGlobe and 
Air Deccan was terminated and the 
airline migrated to a new system on 
February 27. InterGlobe Tech- 
nologies CEO Vipul Doshi counters by 
pointing to an Air Deccan statement 
which said that “Till February 27, 
2007, we have never had a single 
instance of overbooking.” Gopinath 
says it may be “more the case of 
shoddy work rather than a deliberate 
attempt,” adding that a legal arbi- 
tration has been set into motion 
between the two parties. 

Industry watchers say typi- 
cally about 2 per cent overbooking 
is done internationally. Says Kapil 
Kaul, CEO, Centre for Asia Pacific 
Aviation India: “Indian budget air- 
lines have not successfully com- 
municated the value proposition 
they offer.” Air Deccan will be 
probed by the Directorate General 
of Civil Aviation—something the 
airline has welcomed. 

T.V. MAHALINGAM 
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© 2007 Kohier Co. 


FLAGSHIP STORES: MUMBAI: C.Bhogilal (Westend), Hem Colony, Next to GTC, Ph. 26719224 KOLKATA: M.L. Roy & Co. Sanitations 
Pvt. Ltd., Opposite Seimens (Kasba), Ph. 9830248900 DELHI: The FCML Store, G.K-2 M Block Market, Ph. 40536612 PUNE: Sanghar 
Baths & Ceramics, Pune Satara Road, Ph. 24229093 SHOWROOMS: AHMEDABAD: Surfaces, Near Vishal Mega Mart, S.G. Highway, Ph. 
6853312/14 BANGALORE: Sai Gallerium, 100ft Road, Indiranagar,Ph. 25210333 BARODA: The Bath World, Jetalpur Road, Baroda, Ph. 
232/076 CALICUT: Sadguru Marble & Granite, Kannur Road, Ph. 3205617 CHANDIGARH: Sehgal Sanitations (Tiles & More), NAC Manimajra, 
Ph. 5074440 CHENNAI: Bohra Sanitaries (P)Ltd., Adyar, Ph. 24453649/50 * The FCML Store, Nungambakkam, Ph. 65533550/1/2 
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COIMBATORE: Pago Lifestyle, Race Course Road, Ph. 2222246 DELHI: Selection Bath Gallery, Pitampura, Ph. 27313966 ERODE: Pago 
Lifestyle, 375/4 Perundurai Road, Ph. 4272463 HYDERABAD: Home A'Fair, Begumpet, Ph. 27761111 KOLKATA: Designer Homes Pvt. Ltd., 
Elgin Road (Opposite Forum), Ph. 24862505 KOHLAPUR: Chandwani Ceramic, Laxmipuri, Ph. 2640707/8/9 LUDHIANA: The AKC Store (Bath 
Collections), Civil Lines, Ph. 2300064/65 MUMBAI: Indian Ceramic Centre, Fort, Ph. 22654487 e Jay Bee Marbles, Sector-23, Turbhe, Ph. 
27830870 / 3285 e Kohetoor Stone & Tile, Dadar East Mumbai, Ph. 24145990 e La Cera Malls, MG Road, Kandivali West, Ph. 28605132/33/34 
* Paradise Ceramic India Pvt. Ltd., Kandivali West, Ph. 28022802 TRIVANDRUM: Modern Agencies, Sasthamangalam, Ph. 3018245 (5 lines) 
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Steel Scrap 


How much does JSW really 
owe the state government? 


ARNATAKA AND THE NORTHERN 

town of Bellary, where steel 
major JSW Steel has invested around 
Rs 15,000 crore in a 7 million tonne 
(MT) downstream unit, is metamor- 
phosing into a battleground of sorts 
between the industrial conglomerate 
and the state administration. 
According to K.H. Patil, the leader 
of the Opposition in the Karnataka 
Assembly and a former minister, 


the steel maker hasn't paid around 


Rs 1,000 crore in outstanding dues 
from mining operations conducted 
by Vijaynagar Minerals, a joint ven- 
ture with the public sector Mysore 
Minerals (MML). The Karnataka gov- 
ernment, meanwhile, estimates the 
shortfall more conservatively at 
around Rs 118 crore, and Jsw Steel 
even less at just Rs 11 crore. “The 
government had committed cap- 
tive mining production to us, but 
they allotted mines in Bellary to 
state-owned National Mineral 
Development Corporation instead. 
They later saddled us with Mysore 
Minerals (MML) facilities, which 
were nearly defunct,” says Vinod 


JSW's Sajjan Jindal: Blame game 
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Nowal, Executive Director, 
JSW Steel. 

He contends that not only was 
the company compelled to develop 
these mines (and pay a total of Rs 
120 crore to upgrade its infrastruc- 
ture) the quality of ore (60-61 per 
cent iron content, compared to 65 
per cent preferred normally) was 
also sub-standard. Jsw Steel offi- 
cials say MML had asked for a pay- 
ment of Rs 180 crore some months 
ago, assuming Rs 300 per tonne 
was levied on the 6 MT mined by 
the steel maker. “This charge of Rs 
300 is for premium quality (65 per 
cent iron content) ore, but what 
we get is much lower standard,” 
says Nowal. Already, jsw has paid 
an upfront fee based on the net 
present value (of ore at the site) 
and in addition pays Rs 1.10 per 
tonne to the forest department and 
Rs 22 per tonne to the state gov- 
ernment to operate this mine. 

The state government, mean- 
while, looks set to dig its heels. 
“We are going as per the norms of 
the MoU we inked with them and 
will try to recover our dues,” 
Karnataka’s Industries Minister 
Katta Subramanya Naidu says. 

RAHUL SACHITANAND 
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UTV is betting big on world 
cinema. 


F UTV HAS ITS WAY, YOU WON'T 
la to wait for the next film 
festival in town to catch films made 
by maverick directors Akira 
Kurosawa and Francois Truffaut. 
The Mumbai-headquartered media 
and entertainment major has set 
up UTV Palador, a 360 degree ini- 
tiative in world cinema under the 
brand name of ‘Olive Collections’ 
with three verticals: A television 





channel, a DvD label and theatrical 
releases. “We are investing $15 mil- 
lion (Rs 70 crore) over the next 
three years to acquire 1,000 titles 
across 20 countries that have won 
over 3,000 (cumulative) awards. 
Initially, we will invest $3-3.5 mil- 
lion (Rs 13-15 crore),” says Ronnie 
Screwvala, Chairman, UTV. 
Screwvala estimates the non- 
Indian language movie segment to 
be worth Rs 1,500 crore by 2009, 
and UTV Palador could grab 20 per 
cent of that pie with its focus on 
world cinema via its three prongs. 
“The main revenue source for us 
will be DvDs and the channel. We 
plan to launch the Tv channel in 
6-8 months. The theatrical release 





UTV's Srewvala: New show 


will be mainly a marketing tool," 
adds Screwvala. Come April, 20 
theatres across the country will 
release the Olive Collection films 
with two shows daily that will ac- 
count for nearly 15,000 shows per 
annum. The Olive pvp Collection 
will be released in a phased manner. 
UTV will be releasing 15-20 titles 
each month and they will be priced 
at Rs 799. The Tv Channel will 
take six-eight months to launch. 
Meantime, UTV has cemented a 
relationship with Rakeysh 
Omprakash Mehra (who directed 
the UTV-produced Rang De Basanti), 
by tying with his production house 
titled Rakeysh Omprakash Mehra 
Productions (ROMP) to co-produce 
four films with a total outlay of 
Rs 280 crore. 
ANUSHA SUBRAMANIAN 
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FlatWorld's Gupta: Dealmaker 


I; YOU'RE A PRIVATE EQUITY FIRM 
in India but can't find any rea- 
sonably-priced assets around, what 
do you do? Well, you could wait 
for valuations to cool off. Or, like 
FlatWorld Capital, a firm that tra- 
ditionally invests in North 
American services companies, you 
could take the cross-border route 
and try spotting overseas targets 
for Indian promoters. Raj Gupta, 
Partner at FlatWorld, explains that 
the firm first identifies potential 
Indian businesses, then goes with 
them to the us to do the due dili- 





: ir c 
Googling 
India 


The domestic operations are 
off to a flying start. 


UKHINDER SINGH CASSIDY, VICE- 

President, Asia-Pacific, Google, 
has at least two good reasons to 
feel smug about India. For one, 
Google's research and development 
team in Bangalore has launched 
new products like Google Finance 
and Blogger's new Hindi translit- 
eration tool. For another, the global 
operations team in Hyderabad is 
growing (though, Google did not 
disclose headcount numbers), and its 
sales teams in Delhi and Mumbai 


FlatWorld spots overseas targets, and funds their buyouts! 


gence of the Us asset and then 
funds the acquisition. The last step 
is to ultimately merge the foreign 
entity with the Indian company. 
*In the Us, we have two entities in 
the IT services space: The first with 
$104 million (Rs 457.6 crore) in 
revenues is part of a conglomerate 
and the second is an independent 
company with $43 million (Rs 
189.2 crore) in revenues. I am 
talking to Indian rr companies (in 
the top 25) for the acquisitions," 
he discloses. 
FlatWorld Capital plans to inv- 
est $200 million (Rs 880 crore) a 
year to assist the Indian companies 
(primarily by financing acquisi- 
tions). Apart from IT and BPO serv- 
ices companies, FlatWorld is look- 
ing at companies in the human 
resources, marketing and health- 
care services sectors. The PE firm 
says it looks at over 500 deals 
globally a year, and in 2007, it 
plans to close between two and 
five transactions in India. 
PALLAVI SRIVASTAVA 


are selling more and more adverts as 
India’s online economy starts to 
boom. Third party estimates reckon 
the size of the ‘AdWords’ market in 
India at Rs 100-150 crore (Google 
would not disclose figures). 
Google has now appointed 
Shailesh Rao from its Mountain 
View, California office as Managing 
Director of its Indian operations. 
Rao, who previously headed 
Google’s burgeoning local search 
business, is expected to also give 
Google India a slightly more local 
focus. Cassidy is cagey about 
revealing whether Google is about 
to unveil a local search product in 
India. “We have the product and we 
will bring it to India, but I can’t 
disclose when,” she shrugs. 


RAJKUMAR 


However, Google’s largest rivals 
Yahoo! and MSN (now Windows 
Live) are both about to launch local 
search services and city-specific 
websites (Yahoo! is beta testing 
Yahoo! Ourcity). And with several 
Indian web entrepreneurs too 
entering the space (Burpp and 
Guruji), Google's local services for 
India might be on the horizon 
sooner rather than later. At the 
same time, the company is also 
populating its Google Maps service 
with Indian Geographic Information 
System (GIS) information. 

Google has never projected itself 
as an overarching company that 
dominates the internet; Cassidy 





Google's Cassidy: It's going great for her 


believes Google is a company that 
spurs innovation. “Look at the num- 
ber of companies that have sprung 
up that use Google, companies that 
use mash-ups of Google Maps and 
Google Earth to offer location- 
based services, and companies that 
have seen their business improve 
thanks to our AdWords advertising 
programme. At the same time, 
Google has helped online publishers 
monetise their content through our 
AdSense publishers’ programme. In 
India, we have used resellers to sell 
ad space on our advertising service 
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and the programme has been a huge 
success. I would like to believe that 
Google is an enabler of companies.” 

Along with a host of new serv- 
ices, Google is also setting up a 
parallel R&D centre in Gurgaon. 
“India has a huge pool of talented 
people and we realise there are 
people in the Delhi region as well 
whom we want on board,” Cassidy 
says. The company also plans to 
slowly increase the number of serv- 
ices it offers in Indian languages. 
“With the rising number of people 
accessing the internet in India, it is 
quite obvious that some of them 
will want services in their own 
languages,” Rao says. “We already 
offer search services in several 
Indian languages and the new 
Hindi transliteration tool on 
Blogger is hopefully the first of 
many tools we will develop for 
India,” adds Cassidy. 

But Google has also had its fair 
share of problems in India, not least 
of which was the controversy sur- 
rounding Google Earth where any- 
one could see satellite imagery of 
what the Indian government classi- 
fied as ‘sensitive’ locations such as 
Rashtrapati Bhavan and nuclear 
power facilities. Andrew 
McLaughlin, Senior Policy Counsel, 
Google, points out that the com- 
pany has faced this problem in other 
countries as well (including the us). 
“You have to remember there are 
20 companies from where anybody 
can buy such images and that is 
what we tell governments. We have 
democratised the process, but, yes, 
we are working with governments.” 
(Google has blurred out images of 
places like the White House on 
Google Earth). 

As the Indian internet economy 
grows, Google, unquestionably the 
world’s largest internet company, 
with a market capitalisation of $145 
billion, wants to be part of the 
Indian internet boom. It’s made a 
dream start. 

KUSHAN MITRA 
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a Storm 


A change in parent threatens 
to derail an ultra-mega project. 


LTRA-MEGA POWER PROJECTS 
| Hio ultra-mega controversy. 
In end-December, a combine of 
Globeleq-Singapore (Gs) and Lanco 
Infratech is awarded one of two 
4,000 MW ultra-mega power proj- 
ects (the other goes to Tata Power). 
The Gs-Lanco consortium bags the 
Rs 16,000-crore Sasan project in 
Madhya Pradesh as it has submitted 
the lowest power tariff of Rs 1.196 
per unit for the project, which is 
just 10 paise less than the quote of 
the next bidder, Reliance Energy. 
It's a major victory for the 
Hyderabad-headquartered group. 
Not for long, though. 

Just a month later, Gs's par- 
ent Globeleq of the UK decides to 
withdraw from the project. By 
mid-February, the ownership at 
the consortium that bid for the 
project changes from Lanco- 
Globeleq to Lanco-Jindal (Jindal 
acquired equity stake in Globeleq 
Singapore after the award of the 
project to the Lanco-Globeleq 
consortium). This follows the 
acquisition of 100 per cent of 
Globeleq's equity in Gs by Prince 
Stone Investments, a Mauritius- 
based holding company of 
Lanco Infratech, and Jindal Steel 
& Power (JSPL). Prince Stone is 
to hold 60 per cent of Gs, 
and JsPL the rest. 

Current status: 
Even as the consor- 
tium awaits an 
approach from 
the govern- 
ment and the | 
Power Finance 
Corp (the nodal 
agency for im- 
plementing the | 
project) to buy 
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Sasan Power Company and to ex- 
ecute a power purchase agreement, 
there are calls to disqualify the 
Lanco-Jindal combine as the lead 
bidder has had a change of parent. 
There's also a call to either go in for 
a re-bid or to award the project to 
the second-lowest bidder. 
Speculation also abounds that there 
could have been elements of mis- 
representation of facts in the Gs- 
Lanco bid, relating to the finan- 
cials of Gs, which has been dis- 
missed as a *shell company". 
Lanco Group Chaiman L. 
Madhusudhan Rao rubbishes these 
charges. His argument: The change 
of entities supporting the lead bid- 
der does not go against the bid- 
ding process and the lead bidder 
(Globeleq Singapore) will continue 
to hold 26 per cent of the equity 
for 12 years from the date of 
commercial operations. On the is- 
sue of mis-representation, he says: 
"There is no mis-representation. 
At best, there is a misunderstanding 
based on the contention of one of 
the bidders and this would be 
cleared once the bid document is 
read in full and not in pockets as 
both the annual report of Globeleq 
and their banker's statement have 
been included." 
Globeleq Sing- 
apore, he says, 
submitted the 
numbers of its 
parent, Globe- 
leq. This, there- 
fore, says Rao, 
“only shows 
that Globeleq 
Singapore qualified 
for the bid based 
on the strength of 
its $1.8 billion 
(Rs 7,920 crore) 
asset-based 











Lanco's Rao: 
Troubled times 
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Globeleq...We have secured and 
submitted the legal opinion from 
two former chief justices of India, 
who have given legal opinions in 
favour of the consortium for taking 
up the power project," he adds. 
He is, however, not willing to com- 
ment on the speculation that the 
bid evaluation committee headed 
by HDFC Chairman Deepak Parekh 
had met recently and has perhaps 
decided to ease out Lanco. “We 
have no communication and per- 
haps they have had an informal 
discussion.” 

For the moment, Rao main- 


tains that he is confident about the 
consortium continuing to be with 
the project. To support this, he 
points to the strengths of the con- 
sortium which, he says, has pro- 
duced bank guarantees worth 
Rs 300 crore, is in a position to 
acquire Sasan Power Company (for 
around Rs 20 crore) and is capable 
of achieving financial closure in 
12 months for the Rs 16,000-crore 
project. As BT goes to print, the 
first 90 days since the award are 
already over and Lanco is still keep- 
ing its fingers crossed! 

E. KUMAR SHARMA 


Posco’s Not Leaving 


But the Korean steel giant may be irked with delays. 


ILL INDIA HAVE TO BID ADIEU 
to Rs 52,000 crore? If Posco 


is indeed getting more despon- ` 
dent by the day on account of de- — 


lays in getting approvals for its 
proposed 12 million tonne steel 


plant in Orissa, that may well be 


the case. However, days after the 


reported threat of the world's. 
fourth-largest steel maker to re- ` 


view investments in India, the 
South Korean steel giant appears to 
have changed its mind. “Posco is 


very serious and committed about. 
the Orissa project. We've already - 


paid the money for 1,135 acres (of 
the 4,004 acres needed) and as soon 
as possession is given we'll start 
work," a Posco India spokesman 


told Br. This comes on the heels of - 
Posco CEO Ku Taek Lee's meeting 


with Union Commerce and 
Industry Minister Kamal Nath and 
subsequent assurances from the 
Centre and Orissa government over 
land allotment and mining leases. 
Posco had signed a memoran- 
dum of understanding with the 
Orissa government in June 2005. 


However, in the wake of stiff re- 
sistance from locals (who allege 


the company wanted to acquire 
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MP Kamal Nath: No rore 





delays 
land at throwaway prices) at its 
project site in the Jagatsinghpur 
district, and delays in awarding 
mining lease, the company re- 
portedly started contemplating a 
shift to Vietnam. That plan may 
have been shelved, for now. On 
the vexed issue of mining leases, 
the spokesman says: “It’s only that 
the mining ministry has asked for 
clarifications and we are confi- 
dent that the state government 
will furnish these in due time." 


. The Orissa government had agreed 


to give Posco a lease to mine 600 
million tonnes of iron ore. But 
permission has yet to come from 
the Centre, which is reviewing the 


country's 49-year-old mining laws. 


RITWIK MUKHERJEE 





Why VCs 
Love SKS 


It gives loans to the poor 
and returns to the loaded! 


F YOUR INTERESTS LIE IN THE 

bottom line you are likely to stay 
away from the poverty line. If that 
is how we have come to define 
investors, it is perhaps time to think 
again. Sequoia Capital, whose track- 
record boasts of providing venture 
capital to the likes of Google, 
Yahoo!, and YouTube, has now 
chosen to invest in SKs Microfinance, 
one of the fastest growing micro- 
finance institutions (MFIs) in the 
world. It has an outreach of nearly 
600,000 women borrowers in 7,200 
villages in India, with 260 branches 
in 11 states. 

Last year alone, SKS grew by 
nearly 160 per cent and disbursed 
nearly Rs 700 crore with a 99 per 
cent on-time repayment rate. SKS— 
happy being referred to as the 
‘Starbucks of Microfinance’ as they 
are both aggressive in business roll- 
outs—announced last fortnight its 
latest equity investment of $11.5 
million (Rs 50.6 crore) with Sequoia 
Capital as its lead investor. Other in- 
vestors included Unitus Equity 
Fund, Vinod Khosla, Ravi Reddy, 
Odyssey Capital, and—from a pre- 
vious round—SIDBI. SKS's total equity 
now is Rs 65 crore and funds raised 
are to provide the stimulus to 
achieve its ambitious goal to provide 
financial services to over 5 million 
poor families by 2010. This goes 
to make sks the largest venture- 
backed MFI in the world. 

According to Vikram Akula, 
founder & CEO, SKS Microfinance, 
“the move is also significant from 
the point of the microfinance sector 
as it will encourage more commer- 
cial capital to come into microfi- 
nance, ultimately to enable greater 
financial inclusion for India’s 400 
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RN Windows Server 2003 


SERVER OVER LINUX 





NEW DELHI, Jan. 2007 — 
Like many knowledge-based 
* companies, AC Nielsen ORG- 
E MARG depends on technology 


LF windows Server 2003 


for its success. Because the 
organisation specialises in the 
assimilation of information, its 
analysis and dissemination, it is 
especially important to have an 
IT infrastructure that allows 
communication anytime and 
anywhere by enabling remote 
access over their mobiles and 
laptops. 


For AC Nielsen ORG-MARG, 
this was a challenge. Since they 
had users on a variety of 
bandwidth options, they needed 
a platform that would provide 
stable performance and ensure 
lower downtime. Therefore, the 
logical choice for them was 
Microsoft Windows Server™ 
2003 and Exchange Server 2003. 


By consolidating its e-mail 
infrastructure using Microsoft 
Windows Server™ AC Nielsen 
ORG-MARG has created a more 
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Ashok Choudhary for The Highly Reliable Times 


A RESEARCH PRESENTATION being made to a client at the 
office of AC Nielsen. 






just one year. 
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Microsoft: 


. Ihe Highly Reliable Times 


AC NIELSEN CHOOSES WINDOWS 


Extensive field data requires 
reliable messaging platform 


By BIBHUTI V SINGH 


reliable and efficient messaging 
solution than their previous 
Linux solution. “Windows Server 
2003 and Microsoft Exchange 
Server 2003 provide remote 
access and faster, more reliable 
communication than our previous 
system," says Bhushan Akerkar, 
Exec. Director of Information 
and Systems Technology. "This 
gives us a strategic lead over our 
competitors." 


With the Microsoft Windows 
Server™ in place, AC Nielsen 
ORG-MARG can now send 
research reports instantly via 
email, with grcater reliability 
which ensures no loss of 
attachments (a major problem 
with their earlier Linux-based 
system) and the email delivery 
time has reduced from up to 
2 hours earlier to 8 seconds 
now, Not only is the new 
solution much more reliable, 
but it has also accrued cost 
savings in the first year of an 
estimated Rs.36 lakhs. 


BREAKING NEWS: | 
AC Nielsen achieves lower TCO after 
migrating from Linux 


The more reliable service of Microsoft Windows Server™ has 
AC Nielsen expecting to recover costs of deployment within 


— Continued on Page 5 
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A. PRABHAKAR RAO 


million poor people.” Mohit 
Bhatnagar, Operating Partner, 
Sequoia Capital India, says: *We're 
always looking for young and 
dynamic entrepreneurs to fund, and 
SKS has the two pre-requisites we 
look for in companies—a large mar- 
ket and a platinum team. It is truly 
wonderful to be an investor in an 
enterprise that not only makes eco- 
nomic sense, but that also helps to 
empower people across our nation." 

Other than rapid growth, sks 
has today gone beyond just pro- 
viding loans. It offers life insur- 
ance to 1.2 million customers and 
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has recently piloted innovative new 
ventures, including health insur- 
ance for the poor and urban mi- 
crofinance for India's thousands of 
slum-dwellers. sks charges an av- 
erage interest rate of 25 per cent, 
which is cheap compared to money 
lenders and other financial organi- 
sations who charge anywhere be- 
tween 35 and 75 per cent; add to 
that transaction, travel, brokers’ 
fees and costs in bribes that the vil- 
lagers have to dole out, and they’re 
only too happy to pay the no- 
strings-attached 25 per cent. 

SKS also has an NGO (non-gov- 
ernmental organisation) affiliate, 
SKS Ultra PoorProgram, which is 
focussed on bringing the very poor 
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into the realm of mainstream 
microfinance. SKS changed its NGO 
status into a for-profit company in 
late 2006, but Akula is quick to add 
that this change in status has made 
little difference to the company and 
the way it is run. “When we were an 
NGO we worked with the business 
rigour of a for-profit company, and 
now that we’re for-profit, we work 
with the same drive as we did when 
we were a non-profit company. 
Apart from the legal status, we’re 
the same thing.” 

Interestingly, the 2,500 field 
staff that make up 90 per cent of the 





SKS’ Akula: With hotshot investors in tow, he can empower more 


company’s employees—who are 10 
plus 2 graduates from rural areas— 
are most often the sons and daugh- 
ters of SKS’ borrowers. As Akula 
puts it: “We initially started it as a 
social development effort. It turned 
out to be a great business strategy, 
because even if they've never worked 
on a computer or in an office before, 
they've got very good field skills; 
they know the customer." 

For Vikram Akula, 38, who 
raised $50,000 in 1996 by hosting 
tea parties for about 356 friends and 
relatives in the Us, to return to India 
from the Us and set up SKS in 1998, it 
is perhaps time to take credit! 

E. KUMAR SHARMA AND 
DEEPTI KHANNA BOSE 





Rig 
Copy 


Is Yahoo! India guilty of lifting 
content from other sites? 


T HAS BEEN A ROUGH COUPLE OF 
|| Dino for George Zacharias, 
the recently appointed Managing 
Director for online giant Yahoo's 
India operations. First, he was 
dragged to court by home-grown 
rival Sify over a case of data theft; 
more recently, Yahoo's local lan- 
guage operations have come under 
sustained fire from the blogging 
community for allegedly lifting con- 
tent from other sites and publishing 
it on their Kannada, Malayalam, 
Tamil and Hindi portals. The mat- 
ter got even more heated when 
more bloggers joined the chorus 
of protests, this time stating that 
Yahoo! had uploaded water-marked 
(and therefore copyright-protected) 
food pictures on their local 
language portals. 

Yahoo! quickly issued a public 
clarification, blaming Webdunia, 
its content provider, for the snafu. 
"The content on Yahoo! India's 
language portal is provided by 
Webdunia, under the express rep- 
resentation that it has the neces- 
sary rights and authorisation for 
the content," says a Yahoo! India 
representative. Just when the ten- 
sion seemed to be ebbing, more 
bloggers joined the chorus, this 
time claiming that Hindi poems by 
Ramdarsh Misra were copied with- 
out permission of the author. 
" According to Yahoo!, the content 
for their local language portals is 
provided by Webdunia. Yahoo! 
republishes the content assuming 
that Webdunia has obtained per- 
mission from the concerned parties. 
But that's clearly not happening 
and both the companies are prof- 
iting from the other's content,” 
asserts Amit Aggarwal, a profes- 
sional blogger in a post on Digital 
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DOCKERS 


SAN FRANCISCO 


MERIDIAN 10 


LOVE KHAKI S Icons it is said are timeless and never out of fashion. Like love they endure. They attract. They inspire. And are 
ci a constant companion. Dockers® Khakis, the original icon. In stores now. Dress to live. Dress to love. 


DOCKERS’ SAN FRANCISCO FLAGSHIP STORES: AHMEDABAD: |, Times Square Building, CG Road, Ph: 26465252; BANGALORE: 2 | 6, Brigade Road, Ph: 41122786; 777 H, HAI Also Available at: 
2nd Stage, | 00ft Road, Indiranagar, Ph: 41267007; CHANDIGARH: SCO 108 - 109, Sector | 7C 

a EXCLUSIVE STORES: CHENNAI: Phase Ill, Spencer Plaza Ph: 42140902 DELHI: F Block, Inner circle, Connaught Place, Ph: 41523055; Ist floor, MGF City Square, Rajoun Garden, Ph: 422 
GURGAON: Ist floor, MGF Metropolitan Mall, Ph: 4048538; MUMBAI: No. 3, Shahid Bhagat Singh Marg, Colaba Causeway, Colaba, Ph: 66100806; Shop No. 4&5, Shyam Vihar, Linking Road, Khar 
Ph: 26056388 | 


LEVI'S? STORES: AHMEDABAD: No. 3. Abhishree Complex, Satellite, Ph 26926868 BANGALORE: Ground Floor, Forum Mall, Ph: 22067628 HYDERABAD: White House, Kundanbagh, Begumpet 





Shopping. — 
Ph: 23414499; Nagarjuna Circle, Ph: 66739739; MPM Mall, Abids, Ph: 66835151 And beyond. ` EN IKAI 
MULTI BRAND OUTLETS: BANGALORE: Prestige-The Man Store, Commercial Street; BARODA: LSM, Productivity Road: BHATINDA: Sunrise Corner, The Mall; CHENNAI: Rex Fashions-Off 


Limits; Hi-Style CHANDIGARH: KAPSONS, Sector- | 7; GUNTUR: DB Fashions; GURGAON: Scorpio. DLF PH-IV; HYDERABAD: Kalanjali, L.K Agencies: JALLANDHAR: Kapsons, Model Town 


ji To o 
JAMMU: Landmark, Residency Road: LUCKNOW: Kohli Brothers, Hazrat Ganj; LUDHIANA: Aristrocrate, Gurudev Nagar; MUMBAI: Milan Life Styles Dadar TT, PATIALA: New Osho, Bhupindra Road lifestyle 


RAJKOT: Options, Dr. Yagnik Road; SHIMLA: DCAR, The Mall; SURAT: Bhagwandas & Co, Lal Gate; G3, Ghod-Dod Read; Teenagers Royal, Parle point VAPI: Legend Square, GIDC 
VIJAYAWADA: M & M, Tipsy- Topsy; VIZAG: CMR 


SMS DOCKERS to 3636 to receive a copy of the Dockers® Spring/Summer catalogue. 


www.dockersindia.com 
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Inspiration. Adds Singari Indira, 
who runs an Indian food blog 
called Mahanandi: “We think the 
buck starts with Webdunia but 
Yahoo! is ultimately responsible, 
since the evidence is on the Yahoo! 
domain and on its portals.” Inji 





Yahoo's Zacharias: Blurring picture 


Penu, who writes on Ginger and 
Mango says: “Indian bloggers think 
it is high time Yahoo! put a halt to 
this plain and simple stealing that is 
" happening in the name of content 
development" 

Legal experts, too, side with blog- 
gers such as Indira, citing Sections 2 
and 13 of the Copyright Act and 
Section 79 of the Information 
Technology Act, 2000 to hold the 
online giant responsible for this faux 
pas. “Yahoo! is definitely on the 
wrong side of the law since con- 
tent that is posted on a blog is seen 
as original and copyright-protected 
by the owner. At the same time, 
Yahoo! could also be liable as a net- 
Work service provider in this case," 
says Pawan Duggal, Managing 


AWV/AASVNHSIW '5D 


Partner at Pawan Duggal Associates 
and a specialist in technology and 
intellectual property law. 

While Zacharias refuses to bow 
to pressure from bloggers to take 
more severe action, two key exec- 
utives at Yahoo! India, Ajay 
Nambiar, the Portal's head of 
Content and Niyati Sen Gupta, 
Head of Entertainment, have quit. 
While company officials confirm 
their departure, they deny it has 
anything to do with the ongoing 
content fiasco. “Yahoo! respects the 
blogging community and the eti- 


quette followed by bloggers. We 
regret any inconvenience caused by 
the inadvertent posting of the recipe 
without attribution. Yahoo! India 
is concerned about the sentiments of 
the blogging community as we com- 
pletely endorse the values of blog- 
ging on the internet,” says a com- 
pany rep. “The punishment for 
copyright violation is harsh, so com- 
panies may tread carefully,” adds 
Duggal, who will litigate on six 
cases of alleged copyright violation 
over the next few months. 

RAHUL SACHITANAND 


Prudential Vs Prudential 


Both have India insurance joint ventures. 


C*XWV7HEN DLF ANNOUNCED ITS 
joint venture with Prudential 
Financial Inc. earlier this year for 
life insurance, there was a rider at 
the bottom of the press release. 
“Prudential Financial Inc. of the 
United States is not affiliated with 
Prudential Plc which is headquar- 
tered in the United Kingdom." 

Meet the other Prudential in fi- 
nancial services, a 130-year-old 
company that's a giant in its own 
right with $616 billion (Rs 
27,10,400 crore) in assets under 
management and $2.1 trillion (Rs 
92.40,000 crore) of life insurance 
in force worldwide (the 150-year- 
old Prudential Plc had £237.5 
billion or Rs 20,18,750 crore in 
assets under management as on 
June 30, 2006). Interestingly, 
Prudential Financial did draw 
inspiration for its name from the 
UK company when founder John 
Fairfield Dryden visited that coun- 
try in the 1870s. 

In India, of course, the UK 
Prudential is present as a joint 
venture with ICICI Bank and the 
joint venture is the largest private 
sector insurer in India. That, along 
with the 15-odd other players in 


the life insurance market, doesn't 





Prudential's Feige: Money matters 


faze Timothy E. Feige, Co- 
President, Prudential International 
Insurance Co. *When we entered 
Japan 20 years ago, almost 95 per 
cent of all families owned insur- 
ance. But we came in with a dif- 
ferentiated approach and today 
we are the second-largest foreign 
life insurance group in Japan,” 
says Feige who was in India 
recently. The partnership with real 
estate company DLF came about 
after almost a year of negotiations. 
“We talked to around 10 different 
players of very diverse nature, but 
DLF was very compatible with us," 
says Feige. Watch out for the 
Prudential vs Prudential battle. 
SHALINI S. DAGAR 
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HP OFFICEJET ALLIN-ONES. PRINT. FAX. SCAN. COPY. 


Get impressive print and copy speeds, vibrant, high-definition colour scanning and produce truly 
professional laser-quality output, every time. The automatic document feeder streamlines high-volume 
faxing, scanning and copying. While the powerful fax offers you a high-speed 33.6kbps modem and 
up to 100 speed dial numbers. Get an HP Officejet All-in-One, increase your productivity. 
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HP Officejet 4355 
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Original HP Boosted by a 
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Inkjet Print document feeder and 
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INDIA 
INCS 
NEW 
Billionaires 


They aren't household names—not yet—but armed 
with immensely scalable business models, and buoyed 
by a rosy macro-picture, a clutch of new promoters on 
the block has struck it rich in double-quick time. Will 
they get richer? ANAND ADHIKARI 


It’s been a busy year in the fortune-hunting business. Strong 
equity markets combined with rising real estate values and 


commodity prices pushed up fortunes from Mumbai to Madrid... 


HAT’S HOW A SPECIAL REPORT ON THE WORLD’S 

Billionaires in Forbes begins. The magazine’s got it 

right, what with 36 Indian billionaires featured 

in the list of 946. Turn the spotlight on India (and 

think in rupees), and you’d discover there’s a bil- 
lionaire tucked away in every nook and cranny of Dalal Street. 
Well, almost. With the primary market on fire in 2005-06, the 
list of promoters whose personal wealth has crossed a billion 
smackers—or Rs 100 crore—is long. A few have gone on to 
pierce the Rs 1,000-crore barrier (the market wealth of the bil- 
lionaires featured in BT is in the Rs 800-1,750 crore range, al- 
though the figures keep changing along with share price move- 
ments). (All the six promoters featured have raised money 
from the primary markets over the last 16 months.) 

The caveats: The floating stock of many of these companies 
is low. Also, two billionaires are real estate developers, a volatile 
industry. Like many billionaires in the past, there’s little guarantee 
of these new Richie Riches riding the long haul. Br believes the jour- 
ney till the present and the possibilities that lie ahead deserve to 
be chronicled. Here are those men and their magnificent stories: 


SOUMIK KAR 
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| Industry: Cargo & Logistics 
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Chairman & Managing Director/ All Cargo Global Logistics Ltd 
MARKET WEALTH: Rs 1,638 crore 


| HASHI KIRAN SHETTY LANDED IN MUMBAI FROM HIS NATIVE PLACE 

y Mangalore with a degree in commerce and a dream to make 

it big. The year was 1978 and he was just 21. The first four 
years were tough. Working in the operations and marketing de- 
partment of Intermodal Transport and Trading Systems, a logistics 
company, Shetty learnt the nuances of the cargo business. Sub- 
sequently, he shifted to Tata Group company Forbes Gokak. 
“While working, I saw lot of opportunities in cargo,” says Shetty 
who, by that time, had a strong pool of existing relationships 
with clients. Those relationships proved handy when Shetty, at 25, 
set up Transindia Freight Services, a transportation company 
catering to shipping liners. He started with a seed capital of Rs 
25,000 of hard-earned savings. Operating from a small rented of- 
fice near Mumbai’s vr Station with four people, Shetty started han- 
dling cargo at the Mumbai Port. He later expanded to cover 
cargo of projects in the power and oil and gas sectors, Shetty 
later incorporated a new company, All Cargo Global Logistics, as 
a clearing and forwarding (C&F) agent of Asia Lines, a Mauritian 
shipping line. Shetty was clearly on his way when he obtained an 
MTO licence (multimodal transport operator) and formed an alliance 
with the Belgium-based Ecu Line Nv to be 

its agent in India. After a decade-long as- 


ék Perfor . Market sociation, Shetty eventually acquired Ecu 


. ri was Rs 1 060 r per share; a in 2005, which provided him access to the 


57 per cent appreciation in nine Belgian company’s 110 offices in 56 coun- 
months since public offering at tries (in India, All Cargo has a pan-India 
Rs 675 per share presence across 26 locations through 
branches and franchises). Over the past 
one year, Shetty has cleaned up the balance 
sheet of Ecu Line by hiving off its non-core 
operations and bringing in a new man- 
agement. Post-acquisition, All Cargo Global 
Ipside: Growing share of high has grown from a Rs 272 crore firm into a 


crore Sand net profit of Rs 49 
crore in 2005-06 














margin container freight business 
and acquisition of Belgium- 
based Ecu Line will de-risk the 
company’s business 


m Risk factor: Low entry barriers in 
MTO business, hence compet- 
ition to intensify and any decline 
in country's exports and imports 

will affect the company's future 
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Rs 1,500-crore company (in 2006-07). 
“We now expect to grow by 20-22 per 
cent on a larger base," says Shetty, who 
spends time with his wife and two kids 
when he isn't living out of his suitcase— 
Shetty travels roughly 10 days a month. 
Last fortnight, Shetty's market wealth, 
by virtue of his 75 per cent holding in All 
Cargo, stood at Rs 1,638 crore. It’s not 
just that figure that makes Shetty proud. 
“We are a company with low capital 


and high returns. Our return on investment is higher than that of 
the industry,” beams the golf enthusiast whose vision is to make 
All Cargo a truly international company. Perhaps, he’ll be a 
dollar billionaire by then! 
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Shantanu Prakash | 41 


Managing Director/ Educomp Solutions Ltd 
MARKET WEALTH: Rs 984 crore 


FTER GRADUATING FROM IIM AHMEDABAD IN THE LATE EIGHTIES, 

Shantanu Prakash had a very good reason for turning entre- 

preneur: Pay-packets weren’t seductive enough on the eight- 
hour shift in the private sector. “These days, it’s a different story of 
course,” grins Prakash. The low salaries on offer prompted Prakash 
to team up with a few friends in a quasi-entrepreneurial education 
venture once out of campus in 1988. “That’s when the initial 
grooming happened and I learnt the business nuances,” recollects 
Prakash. Some eight years later, Prakash formed his own company, 
Educomp Solutions Ltd, to set up computer labs in private and 
government schools. ^ 

The big challenge, though, was mobilising capital as banks insisted | COMPANY SCORECARD 

on collateral, which Prakash didn't have. I used to take finances from E d Stock Perlorinance: Price of 
NBFCs (non-banking finance companies) that used to charge a hefty Ri 95 iner shard: ant adorea 
interest rate,” he shrugs. But Prakash was clear that computer edu- ` P - PP 
cation was poised for a boom. Starting from a 600 square feet g ° ns A dye ua Wc en 
basement office in Delhi's Kalkaji, near Nehru Place, Prakash grad- PP PE ST Sh ee ar eae 
ually expanded his business. By 1998, he had launched an e-campus, 
and the dot-com boom at the turn of the century swayed Prakash into 
launching an educational portal, planetvidya.com. The website 
sank without a trace as the internet bubble burst. “The portal was a 
little ahead of its time,” says Prakash, who moved on to other busi- | f | 
nesses in the education space. “The inflection point came when | 8 Upside: Large untapped e-education 
Educomp entered into digital content production and professional market and the rising government 
development of teachers,” adds Prakash. Educomp, which has hit an- spending on education offers 
nual growth rates of over 100 per cent, today commands a near-mo- tremendous scope for upside 
nopoly in this segment. Attracting capital wasn’t a huge problem any- 
more, what with the likes of Us buyout fund Carlyle picking up a 15 
per cent stake in Educomp for Rs 11.25 crore. Prakash saw a big op- 
portunity in the us for tutoring mathematics over the net. In January 
2005, he started Mentoraide, with Indian mathematics teachers 
instructing US students online. “It hardly matters whether Pm a | 
millionaire or a billionaire,” shrugs Prakash. “The stock market 
has given us currency and visibility.” 





RITESH SHARMA 
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5 m Financials: Turnover of Rs 54 crore 
^*^ and net profit of Rs 14 crore in 
2005-06 


T Industry: Education 


| m Risk factor: The company may face 
|! stiff competition in the US market, 
which is highly competitive. The 
internet penetration and computer 
awareness is still very low, while 
mobile is set to revolutionise the 
market 


(DU. 


Shashikant Patel | 60 


CMD/ Plethico Pharmaceuticals 
MARKET WEALTH: Rs 972 crore 


E'S THE OLDEST—OR SHOULD WE SAY 
H the most experienced—billionaire on 

this list, having begun his entrepre- 
neurial sojourn when the likes of Shantanu 
Prakash of Educomp weren't even born. 
Shashikant Patel, a science graduate, along 
with elder brother Bhaskar, launched Plazma 
Laboratories as a small formulations maker 
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way back in 1963. In 1978, the duo flagged off 
Ethico Drugs & Chemicals Manufacturing to 
produce branded generic antibiotics. Plethico 
Pharmaceuticals was launched in 1985 to focus 
on marketing and distributing drugs in the 
ethical and prescription segments. In the early 
"90s, the company was converted into a pub- 
lic limited company. 

But it was some 10 years ago when Patel 
bit the bullet. Rather than being just another 
pharma player in the allopathic area, he 
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dupont.com 


DuPont science brings you dynamic solutions for a better, safer, healthier world 


34,000 patents in 200+ years, that is, one patent every other day - these are The miracles of science" from DuPont. They 
provide science based solutions that touch your life in myriad ways everyday. At home, at the dinner table, while traveling 
or at work. From weatherisation systems to protect your home to key components in your car. From nutritious and better 
tasting food to micro materials in your cell phone and laptop. Our sustainable solutions protect Planet Earth. Our dynamic 
resources are committed to creating such miracles specifically for India, at the DuPont Knowledge Centre. To enhance life 


in this country, as elsewhere in the world. 


Our vision since 1802: 


To be the world's most dynamic science company, creating sustainable solutions essential to a better, safer, healthier life 


for people everywhere. 


E. |. DuPont India Pvt. Ltd. 


Tel: +91-124-4091818 / 4092828 * Fax: *91-124-2540889 / 90 / 91 / 92. Email: info.india@ind.dupont.com The m iracles of science" 


For career opportunities with DuPont, please log on to the careers section of our website in.dupont.com, 
or mail your resume to 


© 2007 DuPont. All rights reserved. The DuPont Oval Logo, DuPont™, The miracles of science ' 
and all brand names are registered trademarks or trademarks of E.l. du Pont de Nemours and Company or its affiliates. 
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bt cover story 


COMPANY SCORECARD 


m Stock Performance: Current 
market price of Rs 328 per share, 
which is an appreciation of close to 


10 per cent since the public offering 
of Rs 300 per share 11 months ago 


m Financials: Turnover of Rs 378 


crore and net profit of Rs 88 crore for 


the year ended September 2006 
m industry: Pharmaceuticals 


m Upside: Foray into herbal 
products can bring big bucks and 
lucrative exports market 


m Risk factor: Single product 
"Travisil' contributes significantly 
to revenues, close to 15 per cent 


decided to focus on the herbal mar- 
ket. The gambit clearly was an at- 
tempt to move out of the ambit of 
the product patent regime, which 
makes it difficult for companies to 
re-engineer existing molecules. It 
appears to be working well so far, 
with a little over half of Plethico's 
revenues of Rs 330 crore in 2005-06 
coming from the herbal portfolio. “It 
was a strategic. shift and a much 
safer bet," avers Patel, Chairman & 
Managing Director, Plethico. 

Patel today gets by with a little 
help from his son and daughter. 
Son Chirag, who came on board 
in 1996, is the Chief Executive 
Officer of Plethico. Chirag was in- 
strumental in initiating exports to 
Russia, Africa and Eastern Europe 
soon after joining the business. 
Daughter Gauravi, who joined in 
2000, looks after regulatory affairs 
and new product development. 
Patel has a vision to make the com- 
pany a global healthcare conglom- 
erate by 2010, focussing on herbals 
and nutraceuticals. His aim is also to 
make Plethico a Rs 1,000-crore 
company by 2010. “Shashikant bhai 
believes in decentralising operations 
and delegating decision-making 
powers to the team below," says 
Sanjay Pai, CFO, Plethico. That team 
can take some credit for the bil- 
lionaire's riches. 
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Bhadresh Shah | 54 


Managing Director/ AIA Engineering Ltd 
MARKET WEALTH: Rs 1,467 crore 


Bhadresh Shah (54) himself is a tenderfoot in the business 
world. A metallurgical engineer from irr Kanpur, Shah 
started making small alloy castings in Gujarat way back in 1976. Two 
years later, he founded Ahmedabad Induction Alloys Pvt Ltd to pro- 
duce steel, alloy steel and alloy iron castings used in the cement, util- 
ity and mining industries. A first-generation entrepreneur, Shah re- 
alised that an overseas alliance would be the best way to gain 
know-how. He first collaborated with Magotteaux of Belgium in 
1991, which set up Magotteaux India Pvt Ltd, a joint venture, 
which was subsequently merged into Ahmedabad Induction Alloys. 
The idea was to specialise in high-chrome, which is used in crush- 
ing and grinding operations in industries like cement, mining and 
quarrying. The idea was right but the partner wasn't. Magotteaux 
decided to exit India in 2001, but by then Shah had already roped 
in South Western Corporation (SWC) of the us in 2000 as technical 
collaborator. By May 2001, he changed the company’s name to AIA 
Engineering. Today, Shah has a wide range of blue-chip clients 
from the cement sector that include ACC, Gujarat Ambuja, Aditya Birla 
Group's Ultratech, Holcim and Lafarge. Like many other Indian in- 
dustrialists, Shah, too, is looking at creating an international footprint; 
he's looking for opportunities to acquire global mines and power util- 
ity in markets like North and South America and South East Asia. His 
competition today is distinctly global with AIA Engineering pitted 
against the likes of Toyo of Japan, Christian of Italy and Shah's for- 
mer ally, Magotteaux. Yet, Shah doesn't appear to be doing too badly 
for himself, what with close to 40 per cent of AIA’s sales coming 
through exports. The next step is, of course, to create a base in an 
overseas geography that's closer to AIA’s target markets. 
Shah is notoriously media shy and preferred to avoid cooperating 
with Business Today for this feature. Now, could that be one of the 
many secrets of his success? 


COMPANY SCORECARD 


m Stock Performance: Price of Rs 1, 200 per share 
a 272 per cent appreciation from offer price of 
Rs 315 per share in just 15 months of listing 


m Financials: Turnover of Rs 308 crore and 
net profit of Rs 37 crore in 2005-06 


m Industry: Alloy Steel and Iron Casting 


m Upside: User industry cement, mining and 
power are on an upswing. High export 
turnover at 3076 is a growth driver 


m Risk factor: Large dependence on 
cement industry. Shortage and 
price escalation in raw material 
could adversely affect the company 


H IS BILLIONS MAY BE MINT-FRESH, BUT THAT DOESN'T MEAN 
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| To stay ahead, networking matters. Which is why when it comes to optimising my 
j business trips, Fortune Hotels is my preferred choice. 
Fortune Hotels, Resorts & Inns is the fastest growing chain from ITC-Welcomgroup, 
offering efficient service and great value to business and leisure travellers across India. 
MAKES GOOD BUSINESS SENSE 
FASRTUNE 
H O T E L S 
E BY WELCOMGROUP 


Gurgaon * Chennai * Ahmedabad e Indore * Vijayawada * Ludhiana * Vapi ° Trivandrum * Jamshedpur * Calicut 
e Madurai * Jaipur ¢ Jammu ¢ Tirupati * Port Blair ¢ Darjeeling + Mahabalipuram ¢ Ooty. 


For reservations visit www.fortunehotels.in or call 1-800-102-2333 (for Airtel subscribers only), 
1-800-111-333 (for BSNL & MTNL subscribers only) or contact your travel agent. 
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P.N.C. Menon | 58 


Chairman & Managing Director/ Sobha Developers Ltd 
MARKET WEALTH: Rs 1,733 crore 





OST ENTREPRENEURS TAKE ALONG WITH THEM 
M 2» the years something they cherish, and 

which eventually assumes sentimental sig- 
nificance. In the case of P.N.C. Menon, it's a table he 
bought 30 years ago when he embarked on his entre- 
preneurial journey in Oman. Even today, he works (and 
even eats) over that same table. 

Menon's first job was in a photo studio, where he 
earned 400 Omani riyals a month, equivalent to $1,000 
those days. But by 24, Menon, a university dropout, had 
had enough of dark rooms and photofinishing. He 
turned interior decorator, a bold move considering 
Indians in West Asia were known more for their un- 
skill. 1 and semi-skilled prowess than for precision 
jobs. A move into the construction business would 
appear a giant step for most mortals. Not for an am- 
bitious Menon, however, whose company, Services 
& Trade Company, in quick time emerged as one of 
Oman’s leading developers. 

By the mid-nineties, however, India beckoned. 
He floated Sobha Developers in 1995 (named after his 
wife, who is also a director on the board of the com- 
pany), and made Bangalore its headquarters. “The 
shift to India was made to de-risk the business,” says 
Menon. Today, the 12-year-old Indian operations 
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COMPANY SCORECARD 


i Stock Performance: Quoting at 
Rs 803 per share, 25 per cent 
appreciation as against the offer 
price of Rs 640 per share 
three months ago 





m Financials: Turnover of Rs 628 
crore and net profit of Rs 89 
crore in 2005-06 


m Industry: Real estate development 








m Upside: Promoters with global 
experience. Plan to enter into 
development of SEZ, malls, 
multiplexes and retail business 


m Risk factor: Real estate valuations 
are at abnormally high level. The 
company's business has high 
concentration in Bangalore and 
southern areas 


Menon's wife Sobha Menon, also a promoter, 
has market wealth of Rs 3,320 crore 


DEEPAK G. PAWAR 


are four times the size of the portfolio in the Gulf. 
Looking back, Menon says India became a huge dot on 
his radar when he saw shoddy construction work in 
India (vis-a-vis in Oman). *I even brought in some 100 
workers initially from the Gulf to work on my first 
Indian project," says Menon, who launched his first res- 
idential project, ‘Oman Topaz’ in Bangalore. 

Today, big corporates like Infoys, Timken and 
RMX Group are his clients. A citizen of Oman, Menon 
keeps shuttling between India and Gulf not just to look 
after his business interests in both countries, but to also 
be with his family, which has made Oman its home. 
"Our strength lies in our delivery capability as we 
don't sub-contract any job," says Menon, who bel- 
ieves being a billionaire on Dalal Street is a matter of 
pride, but one shouldn't get too carried away by the 
wealth created. 

He's aware of his social responsibility, although he 
doesn't believe charity is the way to go about it. *I 
hate the word charity," points out Menon, who's ado- 
pted two villages with a combined population of 80,000 
in Kerala, where he focusses on education, health, wa- 
ter and related issues. Given such a bent of mind, per- 
haps it's only a matter of time before projects for rural 
housing make their way onto his drawing board. 
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Canon 


Delighting You Always 





Worried about where your bottomline is heading? 


Always trust a technology that simplifies your business. 
Presenting Canon future-ready technology for faster processing. 


Today's business environment needs you to keep costs low, fully utilize your resources, and achieve 
superlative productivity. Canon innovative Colour imageRunner solutions, not only give you print costs as 
low as your existing Black & White MFDs*, but also enhance your organisation's productivity & employ 
effectiveness. So go ahead, get a Canon Colour imageRunner and give your business an edge over the rest. 





Choose from a wide range of 7 ppm to 51 ppm multifunction colour devices 
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CALL CANON: 1800 345 3366/39010101 OR VISIT US AT www.canon.co.in 
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Business be simple 
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B.L. Kashyap & Brothers 


Vinod Kashyap /53/ Executive Chairman (left) 

Vineet Kashyap /51/ Managing Director (right) 

Vikram Kashyap /44/ Joint Managing Director (centre) 
MARKET WEALTH: Rs 837 crore 


HE VALUE OF HIS COMPANY ON THE STOCK MARKETS 

is a few thousand crore today, but the irony is 

that Vinod Kashyap had to sell the few shares he 
owned as an investor—the shares of Escorts he had 
bought during his college days with his pocket money 
—to fund his ambitions. “I put the entire sale proceeds 
of some Rs 65,000 into a new partnership business,” 
reminisces the eldest of three siblings, who at one 
time was keen to become a doctor but changed his mind 
to study arts at the Delhi University’s Hindu College. 


Being the son of a construction magnate has its 


CORECARD 


COMPANY SC AR 


m Stock Performance: Price of Rs 1,152 per share, 
a 68 per cent appreciation since offer of 
Rs 685 per share a year ago 


m Financials: Turnover of Rs 468.80 crore and net 
profit of Rs 28 crore in 2005-06 


m industry: Real estate development 


m Upside: Established client base like IBM, Microsoft 
Oberoi and Hyatt Hotel. Aspiring to become a 
complete building solutions company 


m Risk factor: Valuations in the construction 
business are abnormally high. The company's 
new business line, furnishing & fitting, is yet to 
achieve scale 
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benefits, and Kashyap after graduating, duly went on to 
join his father's firm in 1973. He started at the ladder's 
lower end. *I worked as a trainee for five years," says 
Kashyap, whose initial job profile was to visit con- 
struction sites and oversee development work. In the 
next few years, Kashyap learnt a lot, including one vi- 
tal lesson: Quality and on-time delivery matter most in 
an industry that was unorganised and unprofessional (it 
still is largely that way). 

By 1977, Kashyap was ready to take a crack at 
emerging out of his father's long shadow. Along with his 
two younger brothers, Vineet and Vikram, he floated B.L. 
Kashyap & Company. Over the next 12 years that 
company plodded along and, by 1989, it was doing a de- 
cent, if unspectacular, turnover of a little under Rs 25 
crore. Things changed once the partnership firm was con- 
verted into a public limited outfit. The work remained the 
same, only the scale got larger. And the tempo got 
faster. “SmithKline’s factory at Sonepat in Haryana was 
a project close to my heart; it was completed in just 18 
months," beams Kashyap, the Executive Chairman of the 
company. The three brothers together hold 70 per cent 
of its shares, with 30 per cent being offloaded to investors 
in February 2006. Whilst the Chairman oversees oper- 
ations, Vineet handles marketing and Vikram nurtures 
the new businesses like home furnishing and interiors. 

Doubtless, B.L. Kashyap's biggest growth phase 
has been over the past five years, with revenues spurt- 
ing at a cumulative annual rate of 80 per cent over this 
period. Kashyap's vision is to make B.L. Kashyap the 
biggest construction company in India. *The potential 
to grow manifold is huge," he points out. The over-ex- 
uberance in this sector notwithstanding, it's difficult to 
disagree with him. 





All wealth figures are based on March 30, 2007, closing on the NSE 





Simple Living, Strategic Thinking 


No private jets, no lavish yachts, no palatial properties, no flashy cars... 
India Inc.’s new billionaires prefer to keep it simple. 


ARREN BUFFETT IS THE SECOND RICHEST MAN IN 

the world, according to the Forbes 2007 list 

of wealthiest people. He’s also one of the 
thriftiest. As the magazine notes, Buffett “recently 
traded in a six-year-old Lincoln Town Car for a 2006 
Cadillac prs. Granted those are both luxury cars. But 
these traditional American sedans cost a fraction of the 
price of a Bentley or a Rolls-Royce and are frumpy 
compared to exotic sports cars". India's new bil- 
lionaires would appear to have taken a leaf out of 
Buffett's book on frugality. No Bentleys or Rolls- 
Royces or Ferraris or Lamborghinis for them—four 
of the six billionaires featured in Br have a Mercedes 
in their garage, a car that doubtless screams “Pve ar- 
rived," but which doesn't exactly put across the ex- 
clusivity and glitter you'd expect of a well-heeled bil- 
lionaire. What is more, Shantanu Prakash of Educomp 
Solutions is happy driving a Hyundai Sonata to office, 
and Bhadresh Shah is fastidious about staying away 
from foreign cars! 

But then again, like Buffett, India Inc.'s new bil- 
lionaires are perfectly comfortable without the daz- 
zle, and away from the spotlight. Most of them ex- 
tol the virtues of simple living—for instance, home 
food invariably overrides five-star spreads and do- 
mestic vacations are, by and large, preferred to exotic 
overseas escapes. Simply put, these entrepreneurs 
are uncomfortable with the billionaire tag, and tend 
to flush and squirm when any reference is made to 
their market wealth. 

Prakash of Educomp hasn’t yet ventured on a for- 
eign holiday. In fact, he hasn’t taken a vacation at all in 
the past couple of years. But he threatens to get away— 
and when he does it, he hopes to travel really far. “I 
don’t know when, but if I get time, Alaska will be 
my destination,” quips Prakash, who lives in Gurgaon. 
Shashikant Patel of Plethico Pharma does embark on 
vacations—but that’s only when the family forces him 
to do so. And Vinod Kashyap of B.L. Kashyap proudly 
lets on that “I recently went to Rishikesh. My holiday 
destination is the hills.” 

Sartorial elegance may also not be high up on the 
priority list. Patel, who has been living in suburban 
Mumbai for many years now, still prefers to wear a sa- 
fari suit to office. Business suits are strictly for meetings 
only. P.N.C. Menon of Sobha Developers, however, is 
one promoter who’s particular about what he wears, 
and is most often seen immaculately dressed in black 





Teeing off: All Cargo Global's Shetty 


office suits. A close acquaintance of Menon reveals “he 
has a good collection of ties”. 

Menon, who stays in Bangalore’s Ulsoor area, may 
have a thing for clothes, but his tastes are hardly 
Bohemian. In fact, he just turned vegetarian last 
December. *Menon's interest in spirituality resulted in 
him becoming a veggie,” explains the acquaintance, who 
adds that Menon makes it a point to exercise daily de- 
spite his busy schedule. 

One of the few indulgences for these tycoons is pre- 
dictably golf. Shashi Kiran Shetty of All Cargo Global 
and AIA Engineering's Bhadresh Shah are avid golfers; 
Shah has been swinging the clubs for the past 12 
years. Vinod Kashyap of B.L. Kashyap & Sons seldom 
misses his evening session of yoga. If you don't see them 
on a midnight romp through town or strutting their am- 
ple stuff on page three, that's because: One, their bil- 
lions are self-made and not inherited; and, two, middle- 
class values are often underrated. m 
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Indias unceremonious ouster from the World Cup threatens to derail the multi-billion 
dollar industry that has developed around the game. KRISHNA GOPALAN 


HE SCORECARD READ 44 
for 2. Sachin Tendul- 
kar, variously called 
Master Blaster and Little 
Master, had faced two 
balls. Dilhara Fernando raced in 
and bowled one that pitched outside 
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the off stump and swung in, 
Tendulkar played forward. Instead 
of the sweet sound of cherry hit- 
ting willow, there was the deafening 
sound of the ball crashing into his leg 
stump. The *World's Best Batsman” 
was out for a duck. That scene, 


played and replayed on millions of 
TV screens in India, and across the 
world, was, to many, the defining 
picture of India’s World Cup cam- 
paign. For the Men in Blue, the 
quest for cricket’s Holy Grail was, 
for all intents and purposes, over. 







! THE BIG 
' SPONSORS 


Here's what the big guys 
of Global Inc. have 
k. committed to cricket 


Official global sponsors 


LG: $70 million for two World Cups 
and three Champions Trophy 
tournaments 


Pepsi: $70 million for two World 
Cups and three Champions Trophy 
tournaments — 


Hero Honda: $40 million for two 
World Cups and three Champions 
Trophy tournaments 


Hutch: $20 million for two World 
Cups and three Champions Trophy 
tournaments 


Official sponsors* 

Indian Oil: $2-4 million 

Cable & Wireless: $2-4 million 
VISA: $2-4 million 
Scotiabank: $2-4 million 
Johnnie Walker: $2-4 million 
Red Stripe: $2-4 million 
Standard Bank: $2-4 million 


Note: The two on-air co-sponsors are Nokia and Pepsi while 
the associate sponsors are ITC Foods, LG, Videocon, Hero 
Honda, Aditya Birla Group, Maruti and the UB Group. These 
deals have been struck only for World Cup 2007 and the most 
recent Champions Trophy. It is gathered that the cost for each 
of these sponsors is in the range of Rs 22-28 crore. 

* Only for the 2007 World Cup 








The boys (it’s funny how no 
captain or coach has ever referred to 


Indian cricketers as “men”) are now 


back home, their reputations in tat- 


ters, their bluster gone and their 
futures uncertain. The debate over 
their performance (or the abject 


lack of it) will continue. 


The fans are angry. And India 


Inc is angrier. The former feel an 
emotional void, betrayed both by 


R. C. Venkateish 


Managing Director, ESPN India 





"You have to look beyond numbers when you are speaking of cricket. It is the 
only reach driver even in the current circumstances" 


their hopes and their heroes; the 
latter has taken a hit on its bottom 
line, let down by an over-hyped 
bunch of players to whom it had 
hitched its fortune. 


A Losing Proposition 

*Cricket is a losing proposition in 
today's context and it is clear that 
we have to be careful when we de- 
cide to spend on the game the next 
time," says Videocon Group 
Chairman Venugopal Dhoot, echo- 
ing the sentiments of all the big 
spenders on the game. His com- 
pany, which has Mahendra Singh 
Dhoni as brand ambassador, is one 
of the seven on-air associate spon- 
sors for the World Cup. The sce- 
nario looks grim. With India out, 
the viewership numbers will almost 
definitely take a beating. “Eyeballs 
could fall by as much as 40-50 per 
cent,” thinks $. Yesudas, COO, 
Media Direction, the media services 
group of RK Swamy BBDO. His 
agency has done the media buying 
and planning for BSNL, Raymond 
and VISA, among others. 

Sony Entertainment Television 
(SET), the official broadcaster, which 
has paid the International Cricket 
Council (icc) an estimated $250 


million (Rs 1,100 crore) for two 
World Cups—2003 and 2007— 
and three Champions Trophy tour- 
naments between 2000 and 2007, is 
already feeling the heat. 

It has sold spots worth 
Rs 350 crore for this World Cup 
(See Sony’s Ad Rates). Of this, about 
30 per cent was lapped up by 
Indian companies, which now want 
out, or, at the very least, want dis- 
counts. But Sony rules out the pos- 
sibility. “When you gamble at a 
casino, you can win or lose. You do 
not ask for a refund if you lose,” 
says Kunal Dasgupta, CEO, SET. But 
advertisers are adamant. “Unless 
rates fall by at least 25 per cent, it 
will be hard to justify the sp: nd,” 
says Yesudas. 

One formula that is being 
bandied about involves Sony offer- 
ing advertisers more free commer- 
cial time (FCT), free sponsorships 
on other shows on the network or 
spreading out the funds commit- 
ted beyond the World Cup. Sony, 
obviously, will have to negotiate a 
discount from the ICC before it can 
offer any largesse to its advertisers. 
And this won’t be easy. 

Companies in India, both do- 
mestic and multinational, provide 
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WHAT IS AT STAKE FOR OUR PLAYERS 











FEE PER ENDORSEMENT PER YEAR: 


KEY BRANDS ENDORSED: =~ 


Hutch, Bank of Baroda, Max New York 


Life, Castrol, Videocon . 


“When you commit money, you 


have to factor in both wins and losses 


It is important to treat cricket as 
one of the opportunities to get 
across to your customers” 

Harit Nagpal 


Director, Hutchison-Essar 


PLAYER: Sachin Tendulkar 
FEE PER ENDORSEMENT PER YEAR: 


KEY BRANDS ENDORSED: 
Sunfeast, Reliance Communications, 
Pepsi, TVS Motors 


“India not making it to the 
Super 8 has definitely resulted 
in low levels of enthusiasm. 
We will keep evaluating 

all options” 


Ravi Naware 
CEO, ITC's Foods Division 


PLAYER: Sourav Ganguly 


FEE PER ENDORSEMENT PER YEAR: 


KEY BRANDS ENDORSED: 
Puma, Pepsi, Hero Honda 


“We signed on Sourav for a TV 
commercial which was to be 
shot later. We will be going easy 
now and will focus on brand 
marketing instead” 


Rajiv Mehta 
Managing Director, Puma Sports India 


PLAYER; Mahendra Singh Dhoni 
FEE PER ENDORSEMENT PER YEAR: 


KEY BRANDS ENDORSED: 
Videocon, Reebok, Pepsi, Reliance 
Communications, Brylcream 


“We are extremely disappointed. 
We have made big investments. 
For the next few months, we will 
use only the commercial with 
Shah Rukh Khan” 


Venugopal Dhoot 


Chairman, Videocon Group 


ICC with about 75-80 per cent of its 
revenues and it is depending quite 
heavily on the 2007 World Cup to 
recoup the massive investments it 
has made; so, India’s exit is not 
good news for it. “The prepara- 
tions for the ICC cricket World Cup 
began in the West Indies even be- 
fore the 2003 World Cup. The 
2007 World Cup has seen massive 
investments in stadiums and infra- 
structure across the nine countries 
that will host the warm-up matches 
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and the event itself,” says ICC’s an- 
nual report for 2005-06. 


The Economics of Cricket 

SET earned about Rs 250 crore from 
the 2003 World Cup and is expected 
to make another Rs 350 crore this 
time. The three Champions Trophy 
tournaments (2000, 2004 and 2006) 
and subscription revenues are ex- 
pected to generate another Rs 300 
crore. That’s Rs 900 crore against a 
total acquisition cost of around Rs 


1,100 crore. Sony is sitting on unsold 
inventory of about 800 seconds per 
match, which it hoped to sell for Rs 
50-55 crore. That would have made 
the transaction profitable for it. But 
now, with advertisers demanding 
discounts, FCT and other freebies 
even on sealed and signed deals, the 
fate (and value) of this unsold in- 
ventory becomes uncertain. Is it, for 
example, willing to hand over a 
part of this inventory to its adver- 
tisers to compensate them for the 








THE RATINGS 
TELL THE STORY 


cricket accounts for more than 90 
per cent of this pie. The front end of 
this universe is manned by the likes 
of Sachin Tendulkar, Rahul Dravid, 
Sourav Ganguly, Mahendra Singh 
Dhoni, Yuvraj Singh and Virender 


Date Max SAB Pix TRP Sehwag. At the back end are the 
Marl WivsPak — — — 32 marketers, advertising pros and 
Mar14 AusvsSo o | — 1.4 manufacturing and services sector 
Mal4 ——  — KenwCa  — 04 executives who conceptualise, cre- 
Marl5 SlvsBe | — — iua ate and finance this set-up. This 
Mal | | )Zmvke  .— | (04 world will now shrink. | 
Marl6 Engvs NZ | ET For example, television manu- 
Marl6 | —— SAWwN 04 iso S n. i Bp des 
Mari? |indvsBan! o (| — |&2 ideocon and others, who were 
hoping for an upswing in sales dur- 
Mar 17 . | Pakvsle | č ir ^. 
ing this World Cup, are expected to 
Mar 18 Aus vs Net | ay} 0.9 b E oid 
Mar18 eps 03 e stuck with excess inventory. 
NEA COT YIN Collectively, Tv manufacturers had 
RIS. ONE UNT — invested hundreds of crores on ad 
Marl? | Mivs Zim 02 campaigns centered around the 
Mar 20 | NZVs Kenya —— ——H. World Cup. They will be hard put 
Adis ep a u. 1 S EE SAvs Sco s now to recoup this amount. LG has 
DIM LUN" EURUPRU ES wi > Marzl] olvsban . — / / Á— o—  Á$*/4 been with the Indian cricket team 
piaver: Virender Sehwag Mar 21 Zim vs Pak D a 
FEE PER ENDORSEMENT PER YEAR: Sena PU RE ERRE 0 reni n remi Pad Cun 
Rs 45-50 lakh Mar 22 - ScovsNet 02 "JE abus i € had ri 
| | Net) — — |U6 atever purchases had to take 
“a "bes i days Mar 23 | Ind vs SL |... . 18 place would have taken place before 
p Mar23 | .. Wvslie 02 the World Cup,” says LG’s Vice 
Maree LASVSSA |" Puke ep 18 President (Sales and Marketing), 
, Mar 24 EnvsKen  — — 02 Girish Rao. Videocon’s Dhoot, 
i you do not play well, you Mar25 Ber vs Ban | = 11 however, admits that sales have 
will automatically lose your 27Mar, D2vsAl Wivsis — 16 been affected but declines to reveal 
tract. We have very strong away vie: | : 
sidera '07* numbers. Interestingly, a large 


exit clauses in this business” i SEN TER CON UTS EU 


Note: Target is males over 15 years of age in cable and 
satellite homes 

Some matches are simulcast in different languages. Ratings 
are, therefore, added 


player like Samsung has decided to 
focus on print media during the 
World Cup. Its “Ek Size Bada 


Latika Khaneja, 
Director, Collage Sports 


* The ratings for this match is only for the first half since it 
was washed out and resumed the next day 
Source: AMAP 


losses they expect to suffer? "Our 
stance is that there is no room for 
negotiations simply because these 
deals are non-negotiable and non- 
cancellable. When two parties sign 
a deal, it has to be honoured," 
points out Rohit Gupta, Executive 
Vice President, SET. 
Incidentally, the state-run 
Doordarshan, which is also tele- 
casting 16 matches (all the India 
matches, the semi-final and the final), 


is said to have cut its asking rate by 


about 25 per cent, following India's 
exit. There are also murmurs that 
some media agencies are joining 
hands to renegotiate the whole issue 
afresh with ser. How the story un- 
folds will be interesting to watch. 


Endorsements to be Hit 

But advertising and broadcasting is 
only one part of the story. There is 
a whole world of sports marketing 
and endorsements that's worth 
about Rs 800 crore in India; and 


Milega" campaign has a budget of 
Rs 10 crore, says the company 
spokesperson. 

Says Shailendra Singh, Managing 
Director, Percept D'Mark, a sports 
management company: "Cricket 
has lost its credibility. We will need 
very strict exit clauses in contracts 
and the base price will reduce." 
The fixed-to-variable component, 
which was 90:10 till recently, is 
expected to change to 60:40, he 
adds. Singh's firm handles brand 
endorsements and sponsorships for 
players like Sourav Ganguly and 
Yuvraj Singh. “Money will now go 
into other sports like football. We 
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BETTING: ILLEGAL BUT THRIVING 


ET PAID CLOSE TO $250 MILLION 

(Rs 1,100 crore) for the 2003 and 
2007 World Cups and three Champions 
Trophy tournaments; this was dwarfed by 
ESPN’s bid of $1.1 billion (Rs 4,840 
crore) for pretty much the same number 
of matches between 2007 and 2015. 
The world gasped in awe at these figures. 
But even the most conservative esti- 
mates place the illegal betting economy 
during the current World Cup at four 
times that figure. And if India had 
clashed with Pakistan in the finals, that 
number would have gone not just 
through the roof, but into orbit as well. 
The betting for that one match could eas- 
ily have topped $300 million (Rs 1,320 
crore). The unexpected defeats against 
minnows and the early exit of the two 
teams are believed to have cost the bet- 
ting syndicate thousands of crores. It 


will ask sponsors not to put all their 
eggs in one basket,” he says. 
Interestingly, some of the larger 
advertisers have decided not to use 
cricketers in their campaigns. Airtel 
is one such; it has decided not to re- 
new its contract with Sachin 
Tendulkar and will stick with Shah 
Rukh Khan. “Of late, our adver- 
tising has used sports, rather than 
cricket, as a category. For instance, 
we have sponsored hockey at the 
national level. We have not had 
much to do with the current World 
Cup,” says a company executive. 
Coke, too, has not adopted the 
cricket route. “We did not pursue 
cricket or cricket stars for any short- 
term gain during the World Cup,” 
says the company spokesperson. 
“The costs (of cricket-related 
ads) had gone out of control and 
this jolt was probably required. I 
see it as a wake-up call with respect 
to risks,” says Madison Media’s 
CEO, Punitha Arumugam. She han- 
dles the media services for clients 
such as Airtel, Tvs Motors and 
Coke. Pepsi, one of the largest ad- 
vertisers, has taken its advertise- 
ment with four Indian cricketers 


78 BUSINESS TODAY APRIL 22 2007 


— 


Bob Woolmer: A victim of betting? 


has been reported that as much at Rs 
300 crore was riding on the India- 
Bangladesh match. Was it rigged? 
Experts say it is difficult to rig entire 
matches as several players from both the 
contesting teams have to be recruited. 
Given the increased level of surveillance 
and scrutiny, this is a difficult and dan- 
gerous venture to attempt. 





off the air. The company concedes 
that its creative strategy was based 
on the Indian team doing better. 
“In the light of India’s perform- 
ance, there will be some changes 
in the short term as far as advertis- 
ing is concerned,” says Punita Lal, 
PepsiCo India’s ED, Marketing. 
From a shorter-term perspec- 


SONY’s Ad Rates 


Sony has paid $250 million DU 
for the broadcast rights to the 
2003 and 2007 World Cups 

and three Champions Trophy 
tournaments. 
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But sophisticated new products, 
popular in stock markets and in countries 
where betting is legal, are now being of- 
fered on the illegal betting market as 
well. One such product is "spread bet- 
ting". This is how it works: If you place 
a Rs 1,000 bet on Player A scoring, 
say 100-110 runs, and the player scores 
only 10, you lose Rs 90,000-1,00,000 
(the 90-100 runs that the player fails to 
score multiplied by Rs 1,000), plus 
your bet amount. Such bets are easier to 
rig as all they require is one corrupt 
player to make it possible. 

The remedy: legalise betting, and 
put in place a regulator along the lines of 
the one in the stock market. Legalising 
gold imports wiped out gold smuggling. 
Legalising betting is also likely to have the 
same effect. But it will still be too late to 
save Pakistan coach Bob Woomer’s life. 


tive, tour operators, who were hop- 
ing for a pick-up in sales of World 
Cup-related tour packages and ho- 
tels and restaurants, which, 
typically, see a spike in footfalls 
during matches featuring India, are 
also counting their losses. 

But not everyone is despondent. 
Indians, after all, are a very emo- 
tional and forgiving lot; and many 
are hoping that Team India will 
bounce back. “There is no change in 
our cricket strategy and we are clear 
that cricket is a premium product. 
The next World Cup will be played 
in the sub-continent and we are op- 
timistic about it," says R.C. 
Venkateish, Managing Director, 
ESPN India, which paid $1.1 billion 
(Rs 4,840 crore) for the rights to the 
2011 and 2015 World Cups and 
three Champions Trophies. 

Victory of hope over experi- 
ence? The answer to that lies in the 
boardrooms of India Inc., which, 
many say, have become the real 
sanctum sanctora of Indian, and, 
indeed, world cricket. 8 

ADDITIONAL REPORTING BY 
KAPIL BAJAJ, BIBEK BHATTACHARYA 
AND RISHI JOSHI 
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Treading a tightrope: RBI Governor Y.V. Reddy 


Trend Reversal 


In 2005-06, inflation was on a decline; in 
2006-07, it kept climbing. 


Still Volatile 
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WORRIED PRIME MINISTER MANMOHAN SINGH 
recently wrote to all the chief ministers urg- 
ing them to keep a check on the prices of 
essential commodities and sought their 
personal intervention to stem the price 
rise and ensure adequate supplies of essential com- 
modities to consumers. Clearly, inflation has become 
a hot potato for the ruling establishment. Despite a slew 
of fiscal and monetary measures announced by the gov- 
ernment and RBI recently, the inflation rate calcu- 
lated on the basis of the Wholesale Price Index (WPI) has 
obdurately stayed above 6 per cent levels, against the 
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without slowing down the economy. 
bul the question is, by how much? If he 
hits ile brakes too hard the economy 
coulü stall. RISHI JOSHI 


NIVSSNH NVZAVA 


Foodgrains and manufactured goods are still a cause for concern. 
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3-5.5 per cent inflation target set by the Reserve Bank 
of India (RBI) for 2006-07. 

So what is stoking these figures? The Asian 
Development Bank (ADB), in its latest annual report, 
emphasises that agricultural stagnation is a key struc- 
tural challenge in India and rising food prices have been 
significant contributors to inflation. It adds that two 
years of above-trend growth in manufacturing and con- 
struction has resulted in massive demand for credit, 
making it difficult to control money supply. 

In food production, supply side bottlenecks persist, 
impacting prices. Foodgrain production in India has 


stagnated over 
the last several 
years even as con- 
sumption has gone 
up. Last year, for in- 
stance, a shortage of pulses resulted 
in prices soaring almost 30 per cent. 
Wheat prices have also soared 50 
per cent on the back of a domestic 
supply crunch. Points out Surjit 
Bhalla, MD, Oxus Research: “Last 
year, even as stocks of wheat went 
down, there was a drought in wheat 
producing nations like Australia, 
Canada, the us and China. So, in- 
ternational prices of wheat went 
up almost 20-25 per cent.” 

There may be some relief round 
the corner, but the rain gods will 
have to oblige. Says Subir Gokarn, 
Chief Economist, Crisil: “While the 
rabi wheat crop is expected to be 
good, prices will depend on the 
quality of the harvest. Pulses will 
be sown only in June and July. Our 


outlook is that inflation will moderate if the monsoons 
are normal.” But, cautions R. Seshasayee, President, CII: 
“The agriculture sector needs a complete overhaul. 
Demand-supply mismatches will be perpetuated if 


we do not address the situation.” 


Meanwhile, a cornered government, under pressure 
from allies, particularly the Left, is busy firefighting and 
has resorted to drastic measures to rein in farm prices. 


It has banned futures trading in rice 
and wheat following an earlier ban 
on futures trading in tur and urad. 
Besides, petrol and diesel prices 
have been lowered twice on the 
back of softening international 
prices; wheat exports were banned 
in February; private traders were 
allowed to import wheat at zero 
duty and customs duty on pulses 
imports has been slashed to zero. 

Some economists, however, feel 
the government is losing sight of 
the bigger picture. Says Bhalla: “Last 
year, inflation was stoked by high 
international prices of wheat and 
oil. The latter has a high weightage 
in the inflation basket. Since those 
conditions don't exist now you'll 
find the wri inflation rate gradu- 
ally stabilising." 







The government and RBI have moved 
on several fronts to tackle inflation. 


m Government permits zero duty import of 
wheat and pulses; exports also banned 


m Ban of futures trading in tur, urad, 


. fice and wheat . d 
m Ban on milk powder exports 


m Prices of petrol and diesel lowered 
on the back of softening global prices 


m Import duties on cooking oils, steel, 
aluminium, copper, cement and 
chemicals cut 


m RBI hikes repo and reverse repo rates 
twice, by 175 and 125 basis points, 
since September 2004 


m RBI hikes CRR thrice in four months 
(in December 2006, February and 
March 2007) by 50 basis points each 





Meanwhile, manufacturing in- 
flation, too, is at a high of almost 
6.5 per cent. Says Bimal Jalan, for- 
mer Governor, RBI: *Manufacturing 
inflation is clearly a case of over- 
heating. Rapid production increases 
in the last three years have led to 
capacity constraints. This is un- 
avoidable." Inflation is particularly 
high in those industries where input 
costs have risen sharply. Like basic 
metals, alloys and metal products 
that depend on imported base met- 
als like nickel and zinc, are also 
feeling the pinch. Says Marut Sen 
Gupta, Head, Economic Policy, Cll: 
“Proposals for new investments are 
pending clearances with various 
government departments. If that 
process is fast-tracked, you'll see 
swift capacity additions." 

The government on its part has 
been trying to be proactive. It has 
cut import duties on cooking oils, 
steel, aluminium, copper, cement 


and chemicals and Finance Minister P. Chidambaram 
has promised more measures to check prices. 

Then, the RBI has begun to tighten its monetary 
policy. It has hiked the Cash Reserve Ratio (CRR) by 


50 basis points each in December and February and 





Bimal Jalan/ Former Governor, RBI 
“RBI is right. Even if it 
Slows growth, it Is 
preferable to high growth 
with high inflation" 


sucked out an estimated Rs 27,500 crore from the 
banking system. There's more: the central bank has 
announced a third CRR hike of 50 basis points, along 


with an immediate 25 basis points 
increase in the repo rate in April. 
This will take the CRR to 6.5 per 
cent and drain the banking system 
of another Rs 15,500 crore. Says 
Jalan: “The RBI is on the right 
track. Even if it slows growth mar- 
ginally, it is preferable to high 
growth with high inflation as the 
latter benefits no one." 

Experts believe that the RBI move 
is likely to arrest inflation and bring 
it down to below 6 per cent possibly 
with slightly lower rates of growth. 
ADB estimates that the India econ- 
omy is poised for a "soft landing" 
with growth rates of 8 per cent and 
inflation at 5 per cent. Most peo- 
ple—industrialists, executives, econ- 
omists and the Congress' aam 
aadmi—will take that. 
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SOARING PRICES, RISING WORRIES 
BT commissioned international market research agency Synovate 
. to poll CEOs and CFOs from the BT 500 list to get a feel of how 
the rising inflation rate will impact the Indian economy and India 
Inc. s bottom line. Synovate interviewed 60 CEOs and 50 CFOs- 
in Delhi, Mumbai, Chennai and Bangalore between March 22 and 
March 27 using a structured questionnaire to capture their 
_ responses. The findings are summarised below: 
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Is the current rate of inflation a 
threat to economic growth? 


Don't know/Can't say 









Yes 


Do you expect the rate 
of inflation to rise 
further? 












e 9-10 percent ^ 
Don’t know/Can't say 4 2.2 


Do you expect higher interest rates 
to affect consumer demand? the rate of inflation to 
Don't know/Can't say he, end of this year 23 


Yes t, ee 










Will your cost of " | Agr ud 
finance go up in DTE N vent 3. 










How long do you expect 
the high inflation rate 
scenario to prevail? 


Don't know/Can't say 10 š 


Will your net profit be affected 
in 2007-08? | 
Don't know/ 


Yes No Can't say 





More than 
20 per cent 1 


13 






You expect higher 
interest rates to affect 
consumer demand by 


Will higher interest 
rates affect your 
capital investments? 


Don't know/Can't say 5 wou 








control prices of more 
commodities like cement? 
Don't know/Can't say 

Yes No | à i Should CPI (Consumer 
— — — Price Index), and not 
"71 WPI (Wholesale Price 

Does the WPI basket | index), be the 

need a makeover? benchmar k gm 

naex 





Don't know/Can't say 11 
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Offers starting at*: | Inclusives: Breakfast. Current taxes. 20% discount on F&B. 
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Taj Hari Mahal, Jodhpur... Rs.3300 Usha Kiran Palace, Gwalior... Rs. 2600 | room (room only). Rates per night on double occupancy 
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One reason why commodity 
prices have fuelled inflation is a 
shortage of supplies. But are 
fresh capacities coming up, and 


Now SOON? KRISHNA GOPALAN Es E Mi 
AND ANAND ADHIKARI IE i uo ) hu 


NDIAN COMMODITIES COMPANIES ARE 
adding huge capacities. The cement 
industry, which has clocked a com- 
pounded annual growth rate (CAGR) of 

8 per cent over the last one-and-a-half : | | | 
decades, will increase capacity by 60 per cent ;74. q. a s 
to 240 million tonnes by 2009-10. The i | (2S —_ 
scenario is similar in steel. Tata Steel, SAIL, 
Essar Steel and a few others will add about 
15 million tonnes of capacity by 2011, tak- 
ing the country’s installed capacity from 
40 million tonnes per annum today to 55 
million tonnes. If the two mega-projects 
planned by Posco and Arcelor-Mittal in 
Orissa and Jharkhand, respectively, are 
added, that figure will rise by between 6 
million tonnes and 24 million tonnes. Non- 
ferrous metals companies, especially in the 
aluminium and zinc sectors are also in the 
midst of or are planning to expand capacities. 
Clearly, over the long-term, increased 
supplies are expected to arrest and even 
retard the rising trend in prices. And the 
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Dearer Metal 142 Hard Pressed 
Metal prices have climbed 141.77 Demand for key 
sharply since 2005 commodities has 
outstripped supply. 
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government is also hoping that the ban on wheat 
futures coupled with a farmer-friendly Budget will rein 
in prices of this essential staple. Anil Singhvi, Managing 
Director of Gujarat Ambuja Cements (GACL), says: “But 
capacities cannot materialise overnight; prices will 
drop when they do.” l 

And therein lies the problem. In the short term 
(i.e., over the next 2-3 years), there is clearly a mis- 
match between demand and supply in key com- 
modities like cement and steel (See Hard Pressed). 
“The growth in capacities will come in phases and that 
might take care of the rising demand every year,” says 
Sanjay Kumar Jain, Senior Research Analyst at Motilal 
Oswal Securities, a stock broking and research firm. 
But will that be enough? “If the growth rate contin- 
ues, I see the housing boom sustaining. Besides, I 
do not see a fall in growth rates from the current lev- 
els to 5-6 per cent,” says J. Mehr, Director, Essar 
Group. In fact, the surge in prices over the last couple 
of years and the future demand potential is attracting 
new entrants like FMCG player Emami Group into the 
cement manufacturing. 

Economists say that metals like steel and alu- 
minium can be easily imported and that their prices are 
now dictated by global factors. So, even if the supply 
increases, the pricing issue will still be dictated by the 
global factors. (See Dearer Metal) 

On the other hand, there is also a danger that the 
additional capacities will hit the market around the 
same time, thus, bunching up the incremental supplies. 
The sugar industry is a good example: when prices 
were firm a couple of years ago, the industry in- 
creased capacities. Result: there’s an oversupply in the 
market, which is dragging down prices. “Lingering 
dangers remain on this count,” says Singhvi. “And it’s 
important to understand that commodity prices move 
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Under pressure: Cement prices have been reined in 





SUPPLY IN SIGHT 


INVESTOR PROPOSED INVESTMENT PROJECT 
CAPACITY COMPLETION 

Cement ACC +7.5mt*  Rs4000cr. 2009 
Steel Tata Steel +1.8 mt* Rs 4500 cr. 2008 
Aluminium Hindalco +340 ktpa** N.A. 2007-08 


* Million tonnes ** Kilo-tonnes per annum 


in cycles," says Essar's Mehra. 

The memory of the mid-90s, when many com- 
modities were in oversupply, is still fresh in the 
minds of India Inc. Analysts, however, argue that the 
situation today is different. *There was lot of debt 
financing then and the economy was also not grow- 
ing at the pace it is now," says Vinay Patel, 
Economist at ICICI Securities. The implication: the 
economy today has the wherewithal to absorb any 
new capacities that are coming up. Reason: the 
government and the private sector plan to invest 
$350 billion (Rs 15,75,000 crore) on beefing up the 
country's infrastructure over the next five years. This 
will sustain and expand the current demand for 
cement, steel and other commodities for at least an- 
other 7-10 years. 

Mohan Goenka, Director, Emami Group, sums up 
the debate. “There is plenty of room for the industry 
as a whole to expand. Look at China; it has a cement 
capacity in excess of 1,000 million tonnes," he says. 

So, will prices fall when the new capacities hit the 
market? The broad consensus on that is: yes, they 
will, but only after the supply crunch eases after 2-3 
years. The caveat: there will be short-term spikes 
whenever there is a temporary mismatch between 
demand and supply. 8 
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lycoons 


Beginning the 80s, over half-a-dozen local entrepreneurs 
hitched their stars to a relatively small global car maker with 
big plans for India. Since then, these vendors of Maruti Udyog 
(read: Suzuki) have gone on to create sizeable business 
empires of their own. This is their story. KUSHAN MITRA 





Small but bountiful: Krishna Maruti’s Kapur (forefront), 
JBM's Arya, Asahi India’s Labroo, Sona Group's Kapur, Sumi 
Motherson's Seghal, Subros' Suri, and Lumax's Jain (seated) 
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ASAHI INDIA GLASS 


The Giant from Nowhere 


maker Maruti Udyog had a peculiar problem. 
When it approached Allahabad-based Hindustan 
Safety Glass (HSG) for supply of automotive glass, it just 
got rebuffed. The vendor, which used to supply to 
dominant car makers such as Hindustan Motors and 
Premier Automobiles and was the largest manufacturer, 
didn’t want to upset its big customers by signing on an 
upstart. Besides, HSG wasn’t prepared to believe that 
Maruti could actually manufacture 100,000 cars by 
1990 as it was promising. 

Lucky Sanjay Labroo. In 1984, the then 22-year-old 
had just returned to India after completing his MBA 
from Wharton, but did not want to join his family’s 
malt business. Shortlisting a clutch of industries—in- 
cluding automotive—Labroo and his father B.M. 
Labroo paid a visit to V. Krishnamurthy, the then 
Managing Director of Maruti Udyog, to see if the 
two could do something together. As it happened, there 
was. “Asahi wanted to enter India, the Labroos wanted 
to make glass and we needed a reliable supplier of 
windscreens. So we put it all together and put some 
money in so that everybody knew we were serious 
about supporting the business,” recalls R.C. Bhargava, 
who was Director (Marketing and Sales) under 
Krishnamurthy, but succeeded him in 1985. 

The rest, as they say, is history. In its first full 
year, which is 1986, Asahi India did Rs 9 crore in 
revenues. And in the nine months ended December 31, 
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S.K. ARYA 
GROUP REVENUES: Rs 1,500 crore (2005-06) 
GROUP BUSINESSES: Jay Bharat Maruti (JBM Auto, Neel Metal 
Products, JBM Exhaust Systems), JBM Industries 
MURUTI'S STAKE: 29.28 per cent in Jay Bharat Maruti 
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B.M. LABROO & SANJAY LABROO (ABOVE) 
^ REVENUES: Rs 591 crore (2005-06) 
7j MARUTI'S STAKE: 11.11 per cent in Asahi India Glass 





2006, it clocked Rs 536.68 crore in sales, with a net 
profit of Rs 53.2 crore. *Maruti has always been 
tough but fair, and the fillip they gave to smaller 
manufacturing companies has been tremendous," says 
Labroo, pointing out how Maruti continues to hold 
11.11 per cent (from the original 20 per cent) in the 
company. Asahi India is now the single-largest supplier 
of auto-safety glass, with an 80 per cent share. Five years 
ago, it acquired Float Glass India and ventured into the 
architectural glass business. If there's one thing Labroo 
has learnt over the years, he says, it is that “You should 
never, ever be arrogant". HSG, for instance, was bought 
over—not by Labroo, but one of his dealers. 


JAY BHARAT MARUTI 





Incidental Vendor 

AKING SHEET METAL FOR CARS WASN'T EVEN A 
M glimmer in the eye of S.K. Arya when in 1981 he 
left Mumbai for Delhi and entrepreneurship. 
Sheet metal parts and LPG cylinders were what the 
then 24-year-old had set his heart on. But in 1984, the 
government decided to stop buying LPG cylinders from 
small-time manufacturers, and Arya, for whom they 
were his bread and butter, had to figure out something 
new to do to survive. In a peculiarly fortunate set of cir- 
cumstances, Maruti, which was looking to localise 
more of its sheet metal requirements under its Phased 
Manufacturing Programme (PMP), took out an adver- 
tisement for a joint-venture partner in early 1986. 
Maruti wasn't a completely unknown company to 
Arya; he had been supplying some sheet metal parts to 
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it, so he decided to apply—and won. “There was 
considerable handholding in the beginning, not just 
from Maruti but also from Suzuki,” Arya recalls. 
For instance, the first time around Suzuki Chairman 
Osamu Suzuki visited JBM’s facility soon after con- 
struction started in the mid-80s, he not only spent time 
with Arya and his team, but also rolled up his sleeves 
to get involved with plant layout. “We had made a lit- 
tle model layout of the plant for Osamu Suzuki to in- 
spect, he came and he just took a pen and made all 
sorts of alterations,” recalls Arya. “And once we 
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Maruti’s Mr. Interiors - 


SAMU SUZUKI IS THE FATHER OF THE AUTOMOTIVE 

industry in India," declares Ashok Kapur, the 

Chairman and Managing Director of Krishna 
Maruti. A mild exaggeration? Certainly not for Kapur. 
For, it’s Suzuki that has made him one of the biggest 
vendors in north India. In 1993, after a ‘family settle- 
ment’ saw him move out of Sona Koyo Steering Systems, 
Kapur was itching to get back into the business. As 
luck would have it, Maruti was having trouble with its 
seating system supplier, Bharat Seats, and Kapur grabbed 
the chance to get his foot in the door. In December 
1993, the foundation stone was laid for Krishna Maruti’s 
plant near Gurgaon. “The first seats were rolling out 
within 120 days and in a short while we had a 60 per 
cent share of the market,” recalls Kapur. 

In the interim decade, Kapur grew his business be- 
yond seats. “As Maruti grew, it needed new suppliers 
for several components and we always put our hands 
up to volunteer,” says Kapur, who runs the group 
along with his son Sunandan (see photo). Today, 
Krishna makes door-trims, roof-liners, side and rear 
mirrors, fuel tanks, and front suspensions and axles, 
making it possibly the most diversified tier-I vendor. Of 
course, in seats, Krishna is already the biggest player in 
India, and Kapur expects to do Rs 750-crore worth of 
business by the close of the current fiscal. 

Of all the companies on this list, Krishna is the only 
one that is not publicly listed and has the largest 
shareholding by Maruti and Suzuki (together they 
own 45 per cent of Krishna Maruti). Kapur’s manic at- 
tention to quality has also helped it win the “Nobel 
Prize” of manufacturing, the Deming Prize instituted 
by the Union of Japanese Scientists and Engineers in 
honour of American quality guru, Edwards Deming. 

But what makes Kapur happiest, he says, is his 
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completed the plant and started production, we realised 
the vision of the man to have made those changes.” 
As Maruti grew, so did JBM, producing other sheet 
metal and forged parts, besides complete metal sub-as- 
semblies for several Maruti vehicles. JBM will clock Rs 
480 crore in revenues for 2006-07, but Arya’s group 
overall is much bigger at Rs 1,500 crore, since it now 
supplies to several other vehicle manufacturers. 
“Honestly, India in 1981-82, who on earth would have 
bet on it?” Suzuki did. Not just on India, but also a 
starry-eyed young entrepreneur called Arya. 





ASHOK KAPUR 
^] GROUP REVENUES: Rs 900 crore, auto business (2006-07) 
"| GROUP BUSINESSES: Krishna Maruti, Mark Auto, SKH Auto, 
Krishna Toyo and Krishna Quinette 
"1 SUZUKI + MARUTI'S STAKE: 45 per cent in Krishna Maruti 


long-standing relationship with the Chairman of Suzuki 
Motor Corporation, Osamu Suzuki. *I am proud of be- 
ing privately-held and debt-free,” he says, before adding 
that he is besieged by investment bankers advising 
him to go public. *I will go public sooner or later, but 
I do not think the time is right just yet." One possible 
reason is that Krishna Maruti and other auto-parts 
companies in his group, which together pull in Rs 900 
crore in revenues annually, are still very closely tied to 
Maruti. “A good 95 per cent of Krishna Maruti's sales 
come from MUL,” says Kapur with pride. Clearly, it's an 
umbilical cord that has turned a one-time furniture man- 
ufacturer into the biggest interiors supplier for Maruti. 
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The Early Believer 





this list. Unlike the others, it was already an es- 

tablished player when it jumped onto the Maruti 
bandwagon, and unlike Hindustan Safety Glass (see 
. Asahi India: The Giant from Nowhere), it didn’t 
laugh when the new car maker said it would transform 
the Indian market. In fact, Lumax Chairman D.K. 
Jain’s belief in the company is so intense that even to- 
day he sits in an office building that abuts the Maruti 
facility in Gurgaon. “I’ve never built a rear wall here, 
the Maruti wall is strong enough,” he jokes. 

It was Lumax's dominant market position that, 
Jain says, caught Sanjay Gandhi’s attention for the 
initial *pre-Emergency' Maruti project. However, it was 
five years later that the first influx of Japanese com- 
panies came into India, starting with Maruti in 1982, 
and Jain readily admits that Maruti changed Lumax for- 
ever. "Working with Indian companies was fine, but 
things used to take time to get done. You had to 
spend days dealing with someone in engineering and 
another from production and a third from finance, and 
it was you who had to go there," Jain sighs. *But 
when Maruti came, their people came to our fac- 
tory, worked with our people, skipped their meals if 
the situation demanded it, and signed off things in 
minutes rather than days." 

Jain wasn't without his moments of doubt, though. 
. In the early 90s, when he visited Japan as part of a 
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Hands on the Wheel 


NE OF THE THINGS THAT SURINDER KAPUR DID WHEN HE RETURNED 
from the Michigan State University College of Engineering with 
a PhD in the early 1970s, was to help his father-in-law, the late 





GROUP REVENUES: Rs 550 crore (2005-06) 
GROUP BUSINESSES: Lumax Industries, Lumax Auto Technologies 


vendor delegation, he was shocked when he heard 
the pricing of new tooling and dies, and he told the then 
MD R.C. Bhargava so. “Unless you pay, you will never 
learn quality,” is what Bhargava told him in return. “We 
bought the tooling and the jigs after paying a small for- 
tune, but we also brought the most advanced lighting 
system to India, and we have never looked back,” 
says Jain. In the first nine months of 2006-07, Lumax 
Industries logged Rs 382 crore in revenues. With 
Maruti/Suzuki set to turn India into a small car hub, Jain 
knows that he can only grow with Maruti. 






$ B A ‘aunaq Singh (of Apollo Tyres), set up Bharat Gears. He spent the 





next 16 years with it, rising to become its Vice Chairman and 

- Managing Director. “But I wanted to do my own thing—something 

_ in core engineering product, but not gears. After all, family is 
family,” he says with a laugh. 

- He ended up zeroing in on steering systems because that was 
Benin; Maruti hadn't yet localised in the mid-80s. But getting 
. Suzuki's vendor Koyo to part with technology proved to be tough 
S - initially because the Japanese supplier had had a bad experience in 
India with another company. But with some help from Maruti and 
approaching Koyo Autotech through Mitsubishi, Kapur was able 
to convince Koyo to transfer technology (but not take a stake). To 
put Koyo at ease, Maruti picked up a 10 per cent stake in Sona 


SURINDER KAPUR 
4 GROUP REVENUES: Rs 841 crore (2005-06) 
~ GROUP BUSINESSES: Sona Koyo, Sona Somic Lemforder, Sona 
Cold Forgings, Sona Okegawa and Mahindra Sona 
72 MARUTI'S STAKE: 7.47 per cent in Sona Koyo Steering Systems 
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Koyo Steering Systems (now it’s down to 7.5 per 
cent). Production started in 1987 and the company 
went public (and Kapur formally joined) in 1988. 
Today, Koyo (which has since merged with Toyoda 
Machine Works) holds 20.1 per cent stake in Sona and 
even reports the Indian partner’s figures in its con- 
solidated balance sheet. 

Over the years, Kapur has branched out into dif- 
ferent businesses, including ball-bearings and elec- 
tronic steering systems. “We don’t remain a 100 per 
cent supplier, but, yes, Maruti is still our largest cus- 
tomer by far,” says Kapur. “Not just of Sona Koyo 
but also Sona Group.” The Sona Group had con- 





Surviving the Heat 


HEN IN 1982, SUZUKI CHAIRMAN OSAMU SUZUKI 
said that his people’s car would also offer 
air-conditioning as an option, many were 
sceptical. Back then, few had air-conditioners at 
home, forget cars. But Lalit Suri wasn’t one of the 
cynics. “My brother thought this would be a fast- 
growing business, so we managed to get a licence to 
import air-conditioners,” recalls Ramesh Suri, 
Managing Director, Subros and Suri’s elder brother. 
But in the first few years, it seemed both Suzuki and 
Suri were wrong. There were few takers for the 
air-conditioned ‘deluxe’ Maruti 800s, and Subros 
continued to have a capacity far in excess of the de- 
mand. “Forget customer demand, in 1986-87, when 
we started production, Maruti’s annual production 
was less than 50,000, and the smallest manufac- 
turing equipment available in Japan those days 
would churn out that many every year,” says Suri. 

It wasn’t until 1992-93 that Subros began running 
its plant in Noida at full capacity and decided to in- 
crease production to 200,000. What brought about 
the happy turn of events? Maruti’s decision to 
launch the Zen with factory-fitted air-condition- 
ing as a standard feature. Coupled with liberalisation 
and growing affluence of middle class Indians, the Ac 
Zens began flying off showrooms. “All thanks to 
Maruti because they were able to keep their costs 
down, and working with us, they were able to de- 
velop cost-efficient air-conditioning systems that 
people could afford,” says Suri. 

With the result, what started as an air-conditioner 
assembly shop, has turned into a thriving 
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solidated revenues of Rs 841 crore in 2005-06, 
and hopes to close 2006-07 with a topline of Rs 950 
crore. And like Krishna Maruti, a company owned 
by his younger brother Ashok Kapur, Sona is also a 
Deming Prize winner. Of late, Kapur has been 
making forays abroad (essentially for customer 
support in countries like the Us and France), and he 
says Sona intends to get more aggressive. Yet, he 
knows who he owes his success to. *Let's make no 
bones about it, Maruti changed the face of India," 
he says. That's something he tells himself every 
day. And not just because his eighth-floor office in 
Gurgaon overlooks the Maruti facility. 


a RAMESH SURI 

* GROUP REVENUES: Rs 650 crore (2005-06) 
* GROUP BUSINESSES: Subros 

"I SUZUKI'S STAKE: 13 per cent in Subros 





Rs 650-crore business that not just designs its own AC 
units but also supplies to other vehicle manufacturers 
such as Tata Motors and Mahindra & Mahindra. In 
fact, Subros has just invested Rs 350 crore in ex- 
panding its manufacturing capacity and in R&D. The 
idea: Get into air-conditioning for tractors, trucks 
and buses. It seems Suzuki and the late Lalit Suri (he 
died in October 2006) will have the last laugh. 
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THAT TOOK A LITTLE TIME 
Management Guru and Economist, Arindam Chaudhuri, on IIPM 
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How many B-Schools in India have ever done that before?? 


For the class of 07... More Than 65 Companies In Campus Already 


More Than 1 88 3 Students Already Placed 
Average Package > 5 Lac Per Annum 


Highest Package: 27.5 Lac Per Annum (for 7 students) 
No. Of International Placements Already: 58 
No. of Fortune 500 companies: 21 
All this as on 28th March ‘07 ... Much More To Happen... Keep Watching Out For This Space! 


THE MOST GLOBALIZED PROGRAMME! 
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DARE TO THINK BEYOND! 
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SUMI MOTHERSON | 


Wired for Success 





HEN VIVEK CHAAND SEHGAL STRUCK HIS FIRST 

deal with Maruti in 1983, it was worth all of Rs 

15 lakh. End of March this year, Sumi 
Motherson would have done business with Maruti 
worth Rs 300 crore for 2006-07 alone. “When I 
would go for vendor conferences abroad, people would 
come up to me and ask, ‘why are you working with a 
car manufacturer when there are no proper roads in 
India?’,” recalls Sehgal, Chairman, Sumi Motherson 
Group, which has total revenues (including non-Maruti 
business) of Rs 1,900 crore. “And I would tell them, ‘let 
the cars come, the roads will follow’.” 

It was a fairly simple logic, but Sehgal, 50, has 
proved right. “I don’t think that back then, there 
would have been a single person who would have 
said that Maruti would one day cross the million-car 
mark. But it did it—and so did we,” says Sehgal, who 
has turned his mom-and-son (ergo, Motherson) tele- 
com wiring harness company into a diversified man- 
ufacturer, with interests in polymers, tooling, soft- 
ware, and design, among others. 

For the first three years following the deal with 
Maruti, Sumi Motherson (Sumi is for partner Sumitomo 
Wiring Systems, which, along with Nissho Iwai, has a 
37.4 per cent stake in the company) made huge losses, 
and even between 1986 and 1991, it was barely 
managing to break even. But that didn't deter Sehgal 
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VIVEK CHAAND SEHGAL 
^1 GROUP REVENUES: 1,900 crore (2005-06) 
^1 GROUP BUSINESSES: Sumi Motherson Innovative Engineering Ltd, 
Motherson Automotive Technologies, Motherson Sumi Wiring 
Systems, Motherson Sumi Systems Ltd, etc. 





from investing in the company. While Motherson had 
started manufacturing wiring harness for Maruti from 
its existing facility in Noida in 1984, Sehgal invested in 
a dedicated facility for the car maker. “Due to Maruti’s 
phased manufacturing programme (which stipulated lo- 
calisation of components), we grew rapidly in late 
eighties,” says Sehgal. 

After wiring harness (which still constitutes two- 
thirds of the company’s total sales), other compo- 
nents (like connectors and terminals) and customers 
(Hyundai, which accounts for 11 per cent of its rev- 
enues) followed. Today, Sumi Motherson supplies 
to every vehicle manufacturer except Mitsubishi, 
which has a tie-up with Hindustan Motors. 

Like all the other “Maruti millionaires” featured in 
this story, Sehgal has the highest regard for the com- 
pany that made him: Maruti. “It not only gave birth to 
the people’s car, but two industries simultaneously— 
automobiles and components,” he says. 

Not to mention a handful of auto-parts tycoons. i 

PALLAVI SRIVASTAVA 
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William J. Amelio/ Global CEO & President/ Lenovo 











T HAS BEEN A LITTLE MORE 
than two years since the 
Chinese company Lenovo 
acquired IBM's ailing PC 
business in an effort to 
combine its manufacturing 
efficiencies with Big Blue's 
powerful brand. While the acquisi- 
tion catapulted Lenovo from a dis- 
tant #9 in the global PC sweepstakes 
to the third largest player (after HP 
and Dell), the synergies promised 
at the time of acquisition have still 
not been realised completely. 

Just over a year back, Lenovo 
hired William “Bill” Amelio as its 
global head and moved its ope- 
rational headquarters from Beijing, 
China to Raleigh, North Carolina, 
America. Amelio, till then was with 
Dell as its Senior Vice President 
heading its operations in the Asia 
Pacific and Japanese markets. A sec- 
ond degree black belt in Karate, 
Amelio, 49, would need all the 
agility and kickboxing abilities of a 
champ to take on competition in the 
marketplace. Lenovo had revenues 
of $4 billion (Rs 17,600 crore) and 
a net profit of $58 million (Rs 255.2 
crore) in the third quarter of the 
current fiscal. On his first visit to 
India after taking over as Lenovo’s 
CEO, Amelio, spoke to BT’s 
Venkatesha Babu on the company’s 
prospects and plans for the inter- 
national and domestic market. 
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Excerpts from the interview: 


It has been two years since the acqui- 
sition of IBM's PC business, how has 
the transition worked out, especially 
as most major international acquisi- 
tions don't succeed? What have been 
the challenges? 

Let's look at the results as it is a 
great point to start. While, yes, it is 
true that most major acquisitions 
in the IT space don’t work out, our 
results in the last 20 months speak 
for itself. In our core market of 
China, Lenovo actually gained mar- 
ketshare. After the successful IBM 
(PC division) acquisition, we moved 
away from just focussing on the 
enterprise to what we call the trans- 
action model (Editor's Note: In 
contrast to relationship model tar- 
geting large enterprises looking for 
tailored solutions with quick deliv- 
ery and responses, transaction 
model is focussed on the small and 
medium business (SMB) and con- 
sumer space, where extensive dis- 
tribution, service and aggressive 


pricing are emphasised) and India is 


the place where we pioneered this 
model very successfully. The growth 
rate in India for Lenovo has been 
awesome. We followed this up by 
targeting the consumer in the Indian 
market, moved it up to ASEAN 
region, next to Europe and we will 
eventually migrate it to the Us. 


“Lenovo is at a 


Tipping Point" 





Lenovo got a little over 40 per cent of its 
(FY 2006) $14 billion (Rs 61,600 
crore) revenue from the Chinese market. 
You are under pressure in your core 
market as both MNCs such as HP and 
Dell as well as local players are att- 
acking you. Is Lenovo fighting a two- 
front war as it seeks to defend its China 
turf even as it aspires to expand its 
international footprint? 

(Laughs) The Pc business has always 
been an extremely competitive busi- 
ness for all the years I have spent in 
it. So it never gets easy, which is 
great news for all customers, 
whether enterprise or end con- 
sumers. In the China market, we 
grew revenues, we grew market- 
share, by any standard... 


"ion But margins are under pressure, 
you made less money... 

Yes, that's true and it is natural in 
business. That goes and comes. 
The important thing is that the 
opportunity is so huge. Having 
been in the large enterprise space 
alone had created associated prob- 
lems for us. While we had a great 
supply chain in China, for instance, 
outside of China, it wasn't that 
great. In China because we had a 
transaction model, we could ad- 
just things, say when it came to 
pricing, which we can't do so eas- 
ily if it is a relationship business. So, 
we have rolled out this transac- 
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tion model first in India. Everybody 
said it would be difficult to do in a 
developed market, so we next 
rolled this out in Germany, which 
is a good example. In the last three 
quarters, we grew by 40 per cent. 
We have this good feeling that we 
have got the recipe right for both 
growth (and) profitability. On your 
question of battling on two fronts, 
we are doing by rolling out our 
transaction model, fixing our sup- 
ply chain, reaching out to con- 
sumers and, importantly, building 
our brand. It is so important for us 
to get people to know and trust 
our brand, everywhere in the 
world. It already is in China and 
now in India. Pre-merger in India, 
awareness about Lenovo was close 
to zero, today Neeraj (Sharma, MD 
of Lenovo South Asia) and the 


“Handsets are a 
real possibility, 

don’t have a 
date now but that 
is a part of the 
strategy” 


India team have done a fabulous 
job of getting it 78 per cent (un- 
aided) awareness. 


Your growth has largely been con- 
fined to Asian markets. In the crucial 
North American market, you actually 
dropped marketshare. Does this worry 
you? 

Everything worries me (smiles). 
This is one of the things which 
worries me. To be specific, we were 
earlier addressing the enterprise 
market alone, which is around 25- 
30 per cent of the overall market. 
But as we add the transaction 
model, we will enter the higher 
growth, more profitable segments 
of the American market. We will 


bt 60 minutes 


start seeing higher marketshare 
and growth. 


From when? 

Immediately. We are fixing the sup- 
ply chain, investing in enhancing 
brand visibility, we will see some 
traction. We are at a tipping point 
and will see accelerated growth. 


Being an ex-Dell veteran and given 
Dell’s recent stumbles in the market- 
place, what are the lessons for players 
like Lenovo? Is price no longer the 
deciding factor? 

You are right. It is more than just 
the price. That is why at Lenovo 
increasingly the emphasis has been 
on innovation as seen by some exa- 
mples. (For instance, Lenovo int- 


roduced a notebook that uses 
facial recognition technology for 
access security). Innovation is in 
the DNA of the organisation. We 
believe this will help our customers 
get an edge in their own market- 
place. 


The roll-out of (Microsoft's latest 
Windows Version) Vista was expected 
to bump up PC sales. What has been 
the impact? 

Globally, we are not a major player 
in the consumer space where the 
adoption is faster. Enterprises have 
their own cycles and they will roll 
out a little bit later and its impact 
might be seen a couple of quarters 
down the line or beginning next 
year. Anything that drives addi- 


“Yes, it is true that Microsoft is part of 
our crucial strategy...But we also 
recognise that we will give whatever the 
customer wants” 
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tional demand is welcome. 


Lenovo's increasingly close ties with 
Microsoft, including preloading Live 
Search on your machines, is seen as 
cutting out Linux. IBM’s PC division 
had made extensive investment on 
Linux. Comments. 

Yes, it is true that Microsoft is part 
of our crucial strategy to address the 
marketplace. We have a great rel- 
ationship. But we also recognise 
that we will give whatever the cus- 
tomer wants. If the customer wants 
Linux, we will provide Linux. 


The US State Department had certain 
issues with Lenovo's PCs on grounds of 
security and Lenovo being a Chinese 
company. Have those kind of issues 
been permanently resolved? 
Absolutely. I personally spent time 
on this. It is not essentially the 
hardware but more of the networks 
and the software on which it runs. 
Lenovo is a global company. We 
will address and work with every- 
body on all such issues. The noise 
level on this issue has died down. 
Everyone I talk to is positive on 
this issue. 


The strength of IBM's PC business was 
in selling to large companies. A legacy 
that you have inherited. How have you 
tried to address the SMB space? Do you 
still continue to work closely with IBM 


‘in select markets? 


Transaction model is the response. 
We figured out how we were suc- 
cessful in China and translated 
that into other markets. We con- 
tinue to work closely with IBM and 
we have a good relationship with 
them. IBM is still the #1 customer 
worldwide. We continue to remain 
their favourite daughter/son. 
(laughs). They would rather have 
us than others. 


Has the relationship between Lenovo 
and IBM turned testy? IBM recently 
sold a chunk of Lenovo shares (which 
had come as a part of the PC division 
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sale) and brought down its hold- 
ing to less than 10 per cent from 
18.9 per cent at peak. 

No, no, no. The sale was a 
planned move, we were com- 
pletely aware of it. 


Though you had a five-year win- 
dow to use the IBM brand name, 
you have chosen to jettison that 
and use Lenovo. Why is that? 
This is something I get asked a 
lot by analysts. Let me clarify, 
. we don't have five-year rights 
to use the brand in the exact 
place. We had to move the 
logo elsewhere. I decided, well, 
if I have to do that, "would 
rather leverage the Lenovo 
ThinkPad brand. We would 
rather bite the bullet now. 


You also sell servers, peripherals 
etc., in the Chinese market. Do 
you plan to take them to other 
markets and in doing so won't 
you compete with IBM in cer- 
tain markets as its server portfo- 
lio is the world leader? 

We compete in certain seg- 
ments and cooperate in other mar- 
kets. At some point, we will con- 
sider (selling outside China). 


You sell Lenovo mobile handsets in 
China. India is adding 6.5 million sub- 
scribers a month. Do you plan to 
launch them in India too? 

As we start to stabilise on various 
counts in our operations outside 
China, that is something which we 
will consider. Handsets are a real 
possibility, I don't have a date now 
but that is a part of the strategy. 


India as a market has been a tough nut 
to crack for MNCs in general, except, 
say, for HP, considering the presence of 
strong local players like an HCL or a 
Wipro. (Lenovo is the third largest by 
volume and second largest by value in 
the segments it operates in the Indian 
market.) What have you done to ad- 
dress this? 
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*We are experimenting 
a number of ideas, 
including flexi-pay. That is 
one idea to make things 
affordable" 


India is an extremely important 
market for us. He (Neeraj Sharma) 
has tough targets, but I won't be 
able to share numbers. We are inv- 
esting in expanding our manufac- 


turing facilities here and you will 
hear more about that shortly from us. 


There has been some talk of a $100 
(Rs 4,400) PC by Lenovo for develop- 
ing markets like India. Comments. 
We are experimenting with a num- 
ber of ideas, including flexi-pay. 
Pay as you go. That is one idea to 
make things affordable. In China, 
we are experimenting with different 
models where the Tv serves up as 
the monitor and people check their 
mails and browse the web. We will 
watch the progress. 


Was cultural integration a challenge, 
because Americans are seen as 
aggressive and pushy, whereas in 


Eastern cultures, including 
China, people strive for 
consensus rather than thrust a 
point of view? 

We first brought the compa- 
nies together and galvanised 
everybody. All interactions 
are based on trust, respect 
and compromise. Being a 
cross-culture company I think 
is a strength. Because of the 
confluence of cultures we get 
diverse ideas, a different way 
of looking at things. Actually 
it has made us strong. 


Lenovo's rivals like HP and Dell 
seem to have done a much 
better job of marketing and 
branding their products. How 
do you plan to compete with 
such aggressive competitors? 

I think we have done a good 
job of enhancing Lenovo's 
brand awareness through var- 
lous initiatives as outlined 
earlier (including using sports 
promtions as a key driver). 
We will continue to invest in 
increasing brand awareness. 


While manufacturing and supply chain 
has been a key strength of Lenovo, 
R&D is not seen as a part of that. What 
have you done to fix it? 

That is not true. Lenovo has in- 
vested considerably in R&D. We 
believe that cutting-edge technology 
will provide us an advantage in the 
marketplace. For instance, the lat- 
est notebooks have several features 
which some of our competitors 
don't (have). We will continue to 
innovate. 


Do you see opportunities to expand 
into any new segments in the elec- 
tronics markets where you are not 
present today? 

Our efforts would be to consolidate 
and grow in the segments we cur- 
rently operate in. But we continue 
to scan the marketplace for (new) 
opportunities. NM 
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What's IT? Some software, som 
hardware, and a telephone line. So 
why does one company end up using 
it better than another? The answer, 
as our fourth annual listing of India's 
Most Wired Companies reveals, lies 
not in the IT budget size, but 
innovative application. 
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BAJAJ ALLIANZ 


Bringing Tech to Life 


YUSUF KHAN 





All info you need is here: Bajaj Allianz runs on IT, says Bhaskar (centre) 


India, more than one lakh 

agents, and 2 million customers, 
and it’s the fastest and the biggest 
private life insurance company in 
India in terms of market share. So 
how did Bajaj Allianz, a joint ven- 
ture with the Bajajs of Bajaj Auto 
and Allianz AG of Germany, go on 


I" GOT 900-PLUS OFFICES ACROSS 


to become numero uno in a short 
span of six years? “All along, tech- 
nology has been an integral part of 
our business strategy," says J. 
Bhaskar, Head (rp, Bajaj Allianz. He 
isn't exaggerating. Every aspect of 
the private life insurer's strategy 
has an IT component built around it. 
Its systems are geared to support 
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Clicking with Consumers 


6 million people in the city, 
strengthened its decade-old citizens 
charter to better address consumer 
complaints. A key aspect of this 
progressive move is greater trans- 
parency—both within and outside 
the board. *We were not unfamil- 
iar with computers, we've had them 
since 1986, but it was only a couple 
of years ago that we inter-con- 


both the primary customers (read: 
policy holders) and secondary cus- 
tomers (agents). Result: It has a 
very popular customer portal, where 
policyholders can not just view de- 
tails of their policy, but pay renewal 
premium through credit card. *We 
also use the web to provide training 
for sales staff," says Bhaskar. 

The company, which has an an- 
nual IT budget of 1-2 per cent of an- 
nual premium (not including sunk 
investment of Rs 70 crore so far in 
it), has in-house core systems such 
as the JAD (joint application de- 
velopment) and Time Boxes that 
help deliver new products quickly 
into the market place. The system 
can issue 35,000 policies a day 
and manage collections of 50,000 
a day. The rr department, which 
Bhaskar says is the backbone, also 
digs out numerous reports and 
analyses on a daily basis. These 
go into supporting the decision- 
makers and marketers at the com- 
pany. Not rocket science, but Bajaj 
Allianz evidently uses rr much bet- 
ter than its competitors. 

ANAND ADHIKARI 
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nected all our PCs,” says A. 
Sahasranamam, Chief Controller 
(Finance), who also looks after the 
board’s ERP initiative. 

In 2003, a pilot project was 
launched using Oracle ERP 11 I 
(pronounced eleven eye) in one 
area office. Once it proved itself by 
October 2004, the board decided 
to extend it to all offices (10 city of- 
fices, excluding the head office) 
and depots (160 of them), besides 


. the central storehouse. Once the 


storehouse was linked, availability 








Cashing in on technology: Sambamurthy's customers may soon be able to transact via their mobiles 


CORPORATION BANK 


From ATMs to Mobile 


TMS AND PLAIN VANILLA COM- 

puter networks don’t excite 

B. Sambamurthy anymore. 
As the Chairman and Managing 
Director of Mangalore-based Corp- 
oration Bank, Sambamurthy has 
seen his relatively small bank (total 
balance sheet size of Rs 45,000 
crore compared to Rs 4,93,870 
crore of behemoth, the State Bank 
of India) lean on IT to stay com- 
petitive. A decade ago, Corporation 
Bank was one of the first to install a 
cash management system, which 
ensured better utilisation of funds 
for corporate customers and lower 


of information made managing the 
board’s business much simpler. Earlier, 
financial data from each of the offices 
would be delivered to the head office 
on floppies, but now they are online. 
Customers, too, can pay their bills or 
register complaints at any of the depots 
that the head office monitors. Metro- 
water has spent Rs 9 crore on the proj- 
ect so far, but another 100 depots still 
need to be linked. Sahasranamam says 
it will be done shortly. After all, there’s 
a citizens charter to live up to. 

NITYA VARADARAJAN 


working capital requirement. 
“Technology is a great leveller. Now 
the size of your branch network is 
no longer the only decider, since 
you can reach a wider audience by 
leveraging the internet and mobile 
phones,” says Sambamurthy. 
While the bank has done much 
more with ATMs than just dispense 
cash (its customers can pay utility 
bills, recharge their mobile phones 
and even pay insurance premia via 
its ATMs), it is mobile phones that 
Sambamurthy sees as the next game 
changer. “Although we already of- 
fer some rudimentary services such 
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Streamlined: Sahasranamam (bespectacled) with colleagues 


as checking your account balance, 
we intend to offer a much wider 
range of services on this medium 
soon,” says the Chairman. Other serv- 
ices the bank could soon offer 
include transfer of money between 
accounts, more detailed bank state- 
ments as well as indenting for per- 
sonalised stationery like cheque books. 
In a leap of faith, the bank has 
chosen a relatively unknown 
Panacea core banking solution from 
the Chennai-based Laser Soft 
Infosystems because it lowers the 
cost of transaction for its customers. 
But given the bank’s track record 
with IT, it perhaps may have found 
another source of competitive ad- 

vantage in Panacea. 
RAHUL SACHITANAND 
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Going rural: Malhotra’s (L) BPO hopes to induct 200 people this year 





DESICREW.IN EM 


Savvy Start-Up 


old and does more low-end 

work than most others. So why 
is DesiCrew.in even on our list? 
Because, like we’ve mentioned else- 
where, ‘most wired’ to us doesn’t 
mean having the biggest budget for 
IT. Rather, it means savvy use of 
information technology to either 
differentiate oneself or make a 


I A BPO, BUT BARELY A MONTH 















EVERONN SYSTEMS 
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UR. 
. heron soon ventured into 
"2 L/ Gist e management education. 
fo _EWKen we saw that the concept 
e y well understood, we decided to 
e distance education to schools 
and colleges in far-flung towns,” 
says V. Kannan, Everonn’s Director. 
The multi-media content for its 
classes are developed in association 


significant impact. And on those 
two counts, 25-year-old Saloni 
Malhotra's rural BPO is a shoo-in. 
Malhotra's mission, inspired by one 
of rrr Madras Professor Ashok 
Jhunjhunwala's speeches, is to turn 
rural internet centres into BPOs, so 
that livelihoods can be improved. 
"Our BPO is more like a network 
that is widespread, with three seats 


with educators, and the ‘classes’ 
themselves are held in its studios. 
That means quality education is 
now available to hundreds of high 
school children in poorly staffed 
and equipped schools. Currently 
there are 131 private schools in its 
network, all in Tamil Nadu, and 
200 colleges across the four south- 
ern states. From July, classes for 
grades 6, 7, and 8 will also be of- 
fered. Says Kannan: “We are doing 
some pilots in Goa and Madhya 
Pradesh and expect some more 
schools in these regions to join in.” 

Students who opt for Everonn’s 
virtual classes have to pay Rs 65 a 
month per subject, involving 30 
hours of teaching per subject. 
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in a centre doing several shifts,” 
explains Malhotra, an alumna of 
Pune’s Bharati Vidyapeeth engi- 
neering college. 

Most of the rural BPO's projects 
involve data entry, digitisation of 
records for government bodies, 
proof reading of books, and some 
CAD work. Revenue from projects 
range from Rs 30,000 to Rs 3 lakh, 
allowing a centre to earn Rs 8,000- 
12,000 a month. DesiCrew has 
done work for 20 clients so far, in- 
cluding banks, public sector enter- 
prises and a publishing house. 

Currently, there are 60 people in 
DesiCrew's network of BPOs, and 
the kiosks are available through N- 
Logue, a firm incubated by Jhunj- 
hunwala's TeNet company. In other 
words, N-Logue sets up rural kiosks 
and DesiCrew augments their in- 
come by sending outsourced work 
their way. ^We are just starting and 
there are enormous challenges 
ahead," says Malhotra. *I hope to 
induct at least 200 people this year." 
A small step for her BPO, but a giant 
leap for the 200 villagers. 

NITYA VARADARAJAN 
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Class apart: A virtual classroom in 
progress at Meenakshi College 


Typically, several schools hook up 
simultaneously for one class. 
Everonn expects to close 2006-07 
with Rs 43 crore in revenues, and 
has plans of investing Rs 25 crore in 
expansion. Kannan’s big dream is to 
reach 5 million students by 2010. 
NITYA VARADARAJAN 
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www.punjlloyd.com 


From places that take you 
into the sky to places that 
take you below the earth. 
We've built them all. 


Sembawang, a group company, has accomplished 
in a mere 24 years what many corporations cannot 
¡achieve in a lifetime. Consider the notable facts: 
Fit has built the terminals, taxiways and aprons of the 
world's finest airports, including Changi in Singapore. 
Driving forward, it built the tunnels of the Singapore 
Mass Rapid Transport (MRT). It has built jetties, naval bases 
and bridges. In India alone, Punj Lloyd has been involved 
with 18 highway projects and the upcoming Medicity that 
will change the face of healthcare in one of the world's most 
populated countries. While we have built for business, we have 
left no stone unturned with pleasure either. The Four Seasons in 
Singapore. Ananda, arguably one of the planet's poshest spas. 
And the Master's Golf & Country Club in China. Finally, with 
another 125 year old group company Simon Carves, we have 
done 4,000 Capital Projects in the process engineering sector 
„in over 50 countries. 
The Punj Lloyd Group. 
We'll go to the end of the world, to give you the best on earth. 


Oil & Gas e Petrochemicals * Process Industries * Power 
e Transportation * Hi-spec Buildings * Utilities + Asset Management 
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Rewiring: GMR is going in for IT overhaul with Hegde as CTO 


Bricks to Clicks 


NE OF THE FIRST THINGS 

we now build at a new 

project site,” says Subb- 
arao Hegde, Chief Technology 
Officer of the Bangalore-based 
GMR Group, “is a broadband 
tower so that senior managers 
sitting in Bangalore have access to 
the latest status reports.” Don’t be 
surprised. With 36 infrastructure 
projects (worth hundreds of 
crores) in the works, GMR has 
plenty of reasons to tighten the 
screws On project management. 
The rr overhaul at the group is so 
extensive that Hegde says GMR’s 
executives, business partners and 
other stakeholders will soon have 
high-speed access to ongoing busi- 
ness projects, wherever they may 
be built. No wonder, Hegde calls 
it the WAWA initiative: work any- 
where, work anytime. 

To realise rr's full potential, 
GMR is investing in a multi-lay- 
ered approach to technology, cov- 
ering basic applications such as 


ERP, but also looking at other 
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business drivers such as a mes- 
saging and collaboration plat- 
form, knowledge management 
portal and business intelligence 
tools. With many of its execu- 
tives on the road most of the 
time, Hegde is also ensuring that 
all these applications can be ac- 
cessed on mobile devices such as 
PDAs, making sure critical busi- 
ness data is accessible “across 
people, processes and partners.” 
For old economy companies such 
as GMR, coming to grips with 
technology is itself half the chal- 
lenge, given most executives’ dis- 
inclination to look much beyond 
telephones and basic e-mails. 
“Everyone from the Chairman 
down is backing our technology 
upgrade; Now, it’s just a question 
of getting the project done quickly 
so that they can begin leveraging its 
benefits,” says Hegde. Indeed, 
GMR’s team working on the multi- 
crore Delhi airport modernisation 
plan will need it. 

RAHUL SACHITANAND 
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HIS YEAR, DELHI-BASED HERO 
Honda will roll out 3 million 
two-wheelers. That's more 
than 342 bikes an hour, or 6 per 
minute. Each of these bikes also 
has around 2,000 components that 
go into its making. Multiply the 
two and you begin to get a sense of 
the complexity that the world's 
largest manufacturer of two-wheel- 
ers must deal with just on the man- 
ufacturing side. Yet, if Hero Honda 
continues to roll out its frugal mo- 
torcycles without missing a beat, 
it's because of its early start with ERP 
in 1999, Apart from improving em- 
ployee and shopfloor productivity, 
the system has connected 250 sup- 
pliers and more than 550 dealers 
across the country. “Information is 
updated twice a day from the ERP 
system and includes details like dis- 
patch details, warranty claims and 
delivery schedules. These might 
seem trivial but things like this really 
help,” says Ravi Sud, the company 
CFO. Looking at Hero Honda’s 
numbers, you don’t want to argue 
with him. 
KUSHAN MITRA 


Ready to roll: Hero Honda 
adopted ERP pretty early 
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Way to go: Vasudeva has helped 
wire up 450 HPCL locations 


EE THE LADY SMILING IN THE 
picture above? Look at her 
closely one more time. Nishi 
Vasudeva has the distinction of over- 
seeing the largest implementation 
of Jp Edwards EnterpriseOne in 


INVASOD HSAWN 


HINDUSTAN PETROLEUM 





Asia. Executive Director of IT & 
ERP at public sector oil giant, 
Hindustan Petroleum Corporation 
(HPCL), Vasudeva took just two years 
to wire up more than 450 of HPCL’s 
locations and 4,000 employees 
across India under Project 
Parivartan. Now, a complex web 
of wide area network (WAN), using 
leased lines, VPN links, ISDN and 
PSTN links among others, connects 
the organisation. “Standardising on 
a single ERP system helped us im- 
prove efficiency and productivity,” 
she says as a matter of fact. “The IT- 
infrastructure provides the foun- 
dation for all the other services like 
corporate mail, intranet, employee 
portal, document management sys- 
tem and a slew of web-based and 
work flow-based applications.” 
Thanks to its IT investment, 





The IBM edge: Paranjape hopes to offer better services to customers 


IDEA 


Look Ma, No Wires 


HARTI AIRTEL PROVED THAT 
you don’t need to own all 
the servers and routers to be 
a most wired company. Idea Cell- 
ular couldn’t agree more. Last 
month, the Pune-based mobile 


phone service provider signed a 10- 
year IT outsourcing deal with IBM 
that is estimated to be worth $650 
million. “We expect that the 
partnership with IBM will not only 
help us support our aggressive 


Elephant Learns to Dance 


HPCL has been able to improve its 
performance in three key areas: de- 
cision-making, customer respon- 
siveness and, finally, integration 
and standardisation of processes. 
If that sounds too mundane, don't 
forget that HPCL is a Fortune 500 
company that owns and operates 
two oil refineries, two cross-country 
pipelines and a network that in- 
cludes terminals, depots and bottling 
plants. With a 17 per cent market 
share in the oil and gas sector, HPCL 
also exports its products to countries 
like Bangladesh, Sri Lanka, Nepal 
and Malaysia. *We have better con- 
trol over our operations and a 
greater understanding of business 
drivers," says Vasudeva. Like we 


said earlier, IT isn't about technol- 
ogy, it's about business. 
KRISHNA GOPALAN 
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growth plans e. 
but will also bring i 
value to custemefs, 
shareholders,” says 
jape, Chief Informatio Offi 
Idea Cellular, which hs ase 
15 million subscribers: E 

With IBM taking care of Idea 
services, Paranjape says, the sef 
provider will be able to offer-fs 
customers best-in-class solutions» X. 
and innovations. “Bill Flash" is one ^ "= 
such service that Idea already offers 
its customers. This service allows 
a subscriber to instantaneously get 
information on his billed and un- A 
billed amount by just punching in a 
four-digit code. “Besides making 
our subscribers happy, this has sig- 
nificantly reduced pressure on our 
IVR system and call centre,” points 
out Paranjape. Given that there 
aren’t too many countries in the 
world where scalability of telecom 
operators is being tested like it is in 
India, outsourcing IT to a vendor 
like IBM may be the best IT invest- 
ment Idea could have made. 

KRISHNA GOPALAN 
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Modern approach: It helped KNP re-engineer itself, says Gonsalves 


OW COULD AN 84-YEAR-OLD 

organisation that had an 

ageing workforce, conser- 
vative thinking and a structure con- 
ducive to the past...create value for 
all stakeholders and at the same 
time ensure that it was not a one- 
time effort?” asks Jason Gonsalves, 
Vice President (Corporate Planning 
and rr), Kansai Nerolac Paints (KNP). 










y -— IS ONE OF THE MOST SUCCESSFUL 

vernance stories in India, 
kd It is set in—no, not Hyder- 
it Kalyan Dombivli, a sub- 
| district. About five 
Kalyan Dombivli 
Municipal Corporation (KDMC) de- 
cided to create citizen facilitation 
centres (CFCs) and urban local bod- 
ies to bring about greater account- 
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The answer, as the embattled com- 
pany discovered, was re-engineering. 

To start off, KNP migrated from 
its functional-based legacy systems to 
a process-based systems culture by 
implementing the sAP R/3 solution. 
"ERP along with investments in con- 
nectivity, servers and allied infra- 
structure, converted the organisa- 
tion from a decentralised, off-line 


KALYAN DOMBIVLI MUNICIPAL CORPORATION 


Q Model Municipality 


ability and transparency in its op- 
erations. The results, to say the 
least, have been stunning. 
Assessment of property now takes 
just 21 days, with 24 KDMC staffers 
working on it compared to 62 pre- 
viously; disputes over bills have 
dropped from 25 to 2 per cent of 
new assessments; a new water con- 
nection now takes two weeks rather 


mode, to a real-time connected en- 
terprise," says Gonsalves. Recognising 
the potential of information as a 
valuable asset, KNP put in place two 
key business intelligence solutions, 
namely data warehousing and knowl- 
edge management. 

‘With an Ir budget of 0.5-0.7 
per cent of revenue (last year, rev- 
enue was Rs 1,300 crore), the com- 
pany has connected its sales offices 
and factories around the country 
with its data centre using a com- 
munication infrastructure based on 
VSATS, leased lines, ISDN, VPN. 
Today, the company has a smart 
card-based loyalty programme for 
its contractors in addition to com- 
puterised colour dispensing (CCD) 
machines for its dealers. Over the 
past year or so, KNP has also taken 
to audio and video conferencing 
of employees in a bid to cut cost. A 
vendor portal has also been 
launched with an eye on better © 
vendor management. Red, as this 
paints company discovered, looks 
good only when it's not on your 
bottom line. 

T.V. MAHALINGAM 


than six; and KDMC's revenue in 
2006-07 is expected to be Rs 245 
crore, and Rs 340 crore next year. 
"The e-governance project has helped 
citizens get their work done at a 
much faster pace, and the corpora- 
tion earns almost 90 per cent more 
in tax revenues," says R. D. Shinde, 
Municipal Commissioner, KDMC. 
There are six CFCs apart from 
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Oil’s well: Copra portal has simplified the buying process, Says Kamath 


MARICO 





Cracking a Nutty Problem 


ARICO BUYS ONE OUT OF 

every 25 coconuts grown 

in India. Considering that 
India is among the largest producer 
of coconuts in the world (producing 
more than 13 billion coconuts every 
year), that sounds like a nutty prop- 
osition to manage. But for Marico, 


the solution was simple. “We just 
turned the copra buying process on 
its head,” says Vinod Kamath, Chief 
(Finance & rr). Basically, Marico 
started a copra portal, where in- 
stead of Marico quoting the price, 
the suppliers quoted the price. 
Marico, then would take the final 
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the one at KDMC headquarters across 
Kalyan and Dombivli's seven wards, 
and citizens can walk in at any of 
these CFCs and avail of the corpo- 
ration's services. These six CFCs are 
connected online with the central 
servers and offer more than 90 cor- 
poration services across the coun- 
ters. Not surprisingly, KDMC has 
become a municipal model not just 
within Maharashtra, but the central 
government has expressed interest 
in replicating its model across India. 

ANUSHA SUBRAMANIAN 


Showing the way: Corporation's Systems Manager Subhash Patil 


call on price and quality. “This ini- 
tiative was particularly challenging 
due to the fact that the vendors/ 
traders were not IT savvy," recalls 
Kamath. Today, the company, 
which has an IT budget of Rs 5 
crore per annum, has implemented 
SAP-SRM to integrate the packing 
material suppliers. 

With the company's depend- 
ence on agricultural produce like 
copra, sunflower and sunflower 
seeds, crop estimation and market 
forecasting are a crucial part of 
major buying decisions. Marico 
uses field survey personnel for data 
collection and estimation. “The 
data collected by these personnel is 
transmitted on a daily basis using 
the FsP Portal, which otherwise 
would take at least a fortnight for 
collation and aggregation. This ini- 
tiative will ensure the availability of 
data to make better buying deci- 
sions," says Kamath. 

That apart, Marico integrated 
its customers on one side and ven- 
dors and distributors on the other. 
It has also piloted the use of PDAs for 
sales force automation and plans 
to roll it out in full scale shortly. 
And you thought marketing oils 
was a simple business. 


T.V. MAHALINGAM 
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ALLY, JUST 70,000 CAR- 
À ¿diac procedures are con- 
~ Mducted in India, even though 

“more than 2.5 million are required. 
— The problem is that just a fraction 
— of the population has access to 
specialised healthcare because the 
best doctors sit in distant hospi- 
tals in large cities. Rather than 
bring patients to specialty centres 
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Powering change: 


got the control of North Delhi 

Power Ltd (NDPL), one of the 
three privately managed power dis- 
tributors that came into being after 
unbundling of Delhi Vidyut Board 
(DVB), its officials found two out- 
of-date computers in its main office. 
Since the PCs were still partially 
packed, it remains an abiding mys- 
tery whether or not they were ever 


[: JULY 2002, WHEN TATA POWER 
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NARAYANA HRUDAYALAYA 


firing the Unwired 


such as Narayana Hrudayalaya, a 


six-year old cardiac centre on 


Bangalore’s Hosur Road, the hos- 
pital now treats thousands of pa- 
tients remotely, using technology 
ranging from the humble telephone 
line to a dedicated broadband set 
up to transmit images like electro- 
cardiograms (ECGs) from remote 
towns and villages to specialists at 


Out of Darkness 
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Panday wants NDPL to be a trendsetter 


used by the pvB officials. The story 
today couldn’t be more different. 
NDPL, which supplies electricity to a 
population of 5 million in north 
and north-west Delhi, has been able 
to bring its aggregate technical and 
commercial (AT&C) losses down to 
26.52 per cent in March 2007 from 
47.79 per cent in 2002. What 
helped? A Supervisory Control and 
Data Acquisition System (SCADA) 


Narayana Hrudayalaya. Elsewhere, 
the 53-year-old Shetty plans to 
lean on the network of 1.65 lakh 
post offices nationwide (and the 
rudimentary connectivity many of 
them have) to expand his 
Hrudayalaya Post initiative. 
“Almost 99 per cent of the cases we 
see don’t have to make the long 
journey to Bangalore or other large 
towns for simple tests such as ECG,” 
says Dr Shetty. | 

The doctor says that his hospi- 
tal can replicate its success in car- 


that NDPL has implemented for 11 
grids so far; it allows better con- 
trol over distribution. That apart, its 
ERP system generates a *dashboard" 
of key performance indicators that 
the top managers can employ to 
take decisions 

More visible, however, are the 
improvements in customer service. 
“NDPL is the first power distribu- 
tion company in India to have 
posted the consumption, billing and 
payment record of all its customers 
on its website. We have also im- 
plemented automatic meter read- 
ing technology that collects data 
from meters and transfers it to a 
central database," says Akhil Panday, 
Principal Executive Officer, NDPL. 
The *billing efficiency' (the per- 
centage of consumers billed on their 
actual consumption rather than on 
compromised estimates) increased 
from 54 per cent in 2002 to 98 
per cent in March 2007. 

NDPL’s website also provides 
for registration of complaints and 
status check on those complaints. 
*We want to become a model in 
power distribution," says Panday. 
Good for India. 

KAPIL BAJAJ 
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diology in several other areas of 
medicine that require remote as- 
sistance such as eye care, where 
images can be viewed virtually. 
Technology and connectivity will 
also help Narayana Hrudayalaya 
execute the ambitious Pan-African 
Network, mooted by President 
A.P.J. Abdul Kalam. “We will be 
connected to all 53 nations in Africa 
to try and address some of their 
most critical healthcare needs,” says 
Dr Shetty. Impressive? You bet. 
RAHUL SACHITANAND 
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Reaching out: Shetty's hospital treats thousands of patients remotely 
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Retailer in a Rush 
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Taking stock: Reliance uses technology to track buying trends 


N LESS THAN FIVE MONTHS, RE- 

liance Retail has opened 96 retail 

stores, spread across 9 cities and 
already has on its roster half a mil- 
lion customers signing up for its 
loyalty programme. Reliance Retail 
is on a roll. But the roll-out couldn't 
have been possible without state- 
of-the-art technology, which peeks 
out at every end of Reliance's retail 
strategy. At the front-end, the com- 


pany uses Wincor touchscreen 
billing terminals with Metrologic 
bi-optic scanners that scan and 
weigh merchandise simultaneously, 
cutting down waiting time at the 
checkout counter. 

Reliance has chosen Israel's 
Retalix Storeline pos and Retalix 
Loyalty software for managing 
point-of-sale transactions and loyalty 
programmes. The front-end 
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transmits data to the enterprise re- 
source planning (ERP) system at the 
back-end in real time. All its stores 
and distribution centres are con- 
nected by vPN/broadband. The data 
collected from the checkout coun- 
ters helps the company track cus- 
tomer buying trends, average ticket 
size and choice of items. Based on 
this, the company can manage and 
plan for its stock-keeping units (SKUs) 
and determine stocking levels across 
its range of products. 

In its farm-to-fork strategy, 
Reliance Retail is eliminating the 
middle-man and sourcing produce 
directly from the producers. At the 
same time it wants to ensure that 
physical handling of stocks is min- 
imised. It currently relies on bar- 
coding of crates and racks at the 
distribution centres from where the 
product is picked up, but pilot runs 
with Radio Frequency Identification 
(RFID) tags are on. As the network 
expands and scales up, tracking the 
movement of products will become 
more critical. Wal-Mart is supposed 
to run the world’s largest private IT 
network. Perhaps Reliance Retail 
will end up running India’s biggest. 

E. KUMAR SHARMA 
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I SHAMRAO VITTAL CO-OP BANK 











"ACK IN THE EARLY 2000S, THE 
< » Mumbai-based Shamrao Vittal 
^" a Co-operative Bank made a 
mark by being one of the pioneers 
“among its peers to adopt a bevy of IT 
^" initiatives. As early as 2003, the 
bank installed Voice Over Internet 
Protocol (vorr telephony to con- 
nect its three dozen branches and 
four extension counters, slashing its 
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White revolution: Sumul 
Chairman Manubhai Patel 
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intra-branch communication costs. 
When customers were initially re- 
luctant to accept the newly-intro- 
duced ATM technology on security 
grounds, the bank introduced e-to- 
kens (temporary ATM cards) for with- 
drawal of money from an ATM. “It 
greatly reduced the initial fear factor 
on the part of the customers,” re- 
members Ravikiran Manikikar, IT 


SUMUL 








Head at the bank. 

What may seem as small steps 
was a giant leap for this 100-year- 
old bank at a time when co-opera- 
tive banks were falling down like 
nine pins because of huge pressure 
on their margins. The bank used 
technology to shave costs and keep 
its bottom line healthy. It devel- 
oped an in-house banking software, 
‘Genius-1’, which was implemented 
in all its branches in 2004. By con- 
necting all the branches electroni- 
cally, the bank was able to offer 


C for Cow, M for Mouse 


cieties in Gujarat’s Surat district, 

some 250,000 farmers selling 
their milk through the Surat Milk 
Producers’ Union (Sumul) are an 
IT empowered lot. Using an online 
integrated computer system (OICS), 
farmers in 450 of the 1,008 village 
milk co-operative societies in the 
district can now know exactly what 
transactions they have done and 
how much they will earn. Sumul 
is one of the 12 district unions that 
produce dairy products for the 
Gujarat Cooperative Milk 
Marketing Federation (GCMME), 
which markets Amul and Dhara 
brands, and has used technology 
to boost efficiency at the milk co-op- 


[: MORE THAN 1,000 VILLAGE SO- 


erative. Says Jayesh Desai, Sumul's 
MD: “Automating the village soci- 
eties has helped us increase effi- 
ciency considerably. We get the 
necessary information on time, 
which has helped in accurate deci- 
sion-making." 

Of its annual turnover of Rs 
600 crore, Sumul earmarks Rs 5 
crore for its IT budget and is now 
connecting all the 1,000-odd vil- 
lages with wireless and leased tele- 
com lines. Recently, it introduced 
communication kiosks (with email, 
video conferencing and VOIP 
telephony) for farmers in some of 
the villages with a target of covering 
all of them by end-2007. 

ANUSHA SUBRAMANIAN 
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services that were akin to 24X7 
banking. Besides, the bank intro- 
duced sMs and tele-banking for its 
growing breed of tech savvy cus- 
tomers and was the first co-op to in- 
troduce a two-hour remittance sys- 
tem. Next on the anvil, says 
Manikikar, is an electronic gate- 
way that will help its customers 
pay utility bills, and tie-ups with 
other banks to provide its nearly a 
million customers access to more 
than 8,000 ATMs. 

ANAND ADHIKARI 
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Easy access: Shamrao Bank has its own in-house banking software 





Bottom Line Booster 


OU WOULD IMAGINE THAT AT 

an engineering-intensive com- 

pany such as Tata Motors, IT 
would play a crucial role. And you 
would be right—but only partly. 
Because at the Pune-based auto- 
motive major, IT isn't just a tool, 
it's a bottom line booster. "IT is an 
integral part of the company's 
process stream. The bottom line 
growth is inconceivable without IT 
support," says the company's Senior 
General Manager (rn, Probir Mitra. 
At Tata Motors, IT is classified 
into Engineering Systems (CAD/CAM) 
and Business Systems, which in- 
cludes manufacturing and procure- 
ment. According to Mitra, the com- 
pany has developed a knowledge- 





based engineering framework called 
KNEXT, which reduces design cycle 
time and integrates design tools and 
processes. “It also helps in training 
the new recruits on processes and 
brings them to a productive level in 
a very short time," adds Mitra. 
On the business side, it is said to 
manage the largest CRM user base of 
all auto companies in the world, 
covering 500 dealer branches and 
13,000 users. *This has replaced 
hundreds of fragmented dealer sys- 
tems with one integrated applica- 
tion for our dealers and us," says 
Mitra. In the case of retail financing, 
the company has implemented SAP- 
Lease Accounting and Management 
(SAP-LAM), the first in Asia and third 
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Smooth driving: Tata Motors has 
the largest automotive CRM base 


worldwide. This system has been 
integrated with the CRM system. 
However, Tata Motors’ CRM sys- 
tem is about to get tested like never 
before: the mass-market Rs 1-lakh 
car isn't too far away. 

KRISHNA GOPALAN 
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Gateway i y Tirupathi: Biomėtrics has helped simplify things for devotees 


Pilgrims’ Progress 


N AN AVERAGE DAY, 45,000 

devotees throng the 

Venkateshwara Temple on 
the Tirumala Hills in Andhra 
Pradesh. On special days, that num- 
ber can burgeon to 120,000. For 
the -Tirumala — Tirupathi 
Devasthanam Trust (TTDT), which 
manages the famous temple, han- 
dling such numbers would have 
been a nightmare had it not been for 
technology, admits A.P.V.N. Sarma, 
an IAS officer in charge of TTDT. 
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alle c Vidya Pratishthan’s Institute 
formation Technology (vit). 


_ Established i in 2000, the 30-acre 


250 computers powered with 
Gigabit Fiber Optic Cable. Besides, 
most of its buildings have a Wi-Fi 


Time was when devotees flock- 
ing from India and around the world 
to the temple had to wait in cage-like 
enclosures for time periods varying 
from 6-48 hours for their turn to 
pay obeisance to the deity. Then, 
in 1999, the temple opted for a bar 
coding technology where a wrist- 
band with a bar code detailing the 
time of the ‘darshan’ was provided 
to each pilgrim. But that led to a 
scalpers’ market in wristbands, with 
people trading them at a premium. 





connection. In addition, online tests 
are the order of the day at the cam- 
pus. A brainchild of Indian cricket’s 
big boss and Union Agriculture 
Minister Sharad Pawar, viit has 
been at the forefront of imple- 
menting several Information, 
Communication and Technology 
(ICT) projects in the region. “We 
made it a part of our mandate to 
disseminate IT among the people 
who did not have access,” says 
Amol Goje, Director, virr. “We 
wanted to do our bit to reduce the 
digital divide,” adds Goje. 

Today, the people of Baramati 
can boast of world class connectiv- 
ity thanks to the deployment of 
Wireless Local Loop (WLL). virt also 


UMESH GOSWAMI 


Moreover, in the searing summer 
heat, the barcodes would fade or 
the wristbands tear. 

To overcome all these chal- 
lenges, in 2003, TrDT adopted bio- 
metrics. An impression of the index 
finger and a back-up photo of the 
face is taken for each pilgrim using 
a webcam at Tirupati, the base sta- 
tion before entering the Tirumala 
Hills. The data is then seamlessly 
transferred to the temple precincts 
where fingerprint and photos are 
matched before each pilgrim is al- 
lowed to proceed for ‘darshan’. 
This has slashed the waiting time for 
devotees down to a few hours. God 
bless IT. 

VENKATESHA BABU 





Reducing the digital divide: And 
VIIT is doing its bit, says Goje 


runs a community radio service for 
nearly 7 hours every day, reaching 
out to 30,000 farmers. It has also 
been instrumental in setting up a 
telemedicine project initiated by 
Intel, cardiac and ophthalmologic 
consultations to local residents. 
T.V. MAHALINGAM 
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traffic 9 
control- 


Spain is a country that enjoys high standards of well- In fact, three out of every five flights in the world reach 
being and quality of life. They are the reflection of a first- their destination thanks to air traffic control programs 
rate level of socio-economic development. Spanish developed by Spanish firms. 

businesses are very aware of environmental and 

sustainability issues and are also outstanding in their 

achievements in technological research and development. 


Spain is the world's leader 
in air traffic management. 
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A Meeting of Minds 





The 6th India Today Conclave dwelt on the challenges 


facing the brave new world. PALLAVI SRIVASTAVA 


Editor-in-Chief Aroon Purie and Editor Prabhu Chawla pay close attention 


HE 6TH INDIA TODAY 
Conclave, held on 
March 23 and March 
24, brought together 
some of the brightest 
minds in the world to discuss a 
gamut of issues centred around the 
theme “Challenges for the Brave 
New World”. In his welcome 
address, Aroon Purie, Editor-in- 
Chief, India Today, set the tone 
for the two-day event, held at Hotel 
Taj Palace, Delhi, by telling the 
gathering of “alpha-plus intellects”: 
“The Conclave is now. breaching 
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boundaries, just like India. 
Challenges for the Brave New 
World, I believe, are the challenges 
of India as well. Globalisation has 
made the world flat, we have been 
famously told, but nobody has told 
us much about the profusion of 
potholes in this flat world. The 
war on terror and the globalisa- 
tion of hate bring us closer to new 
challenges of a dangerous world.” 

Speaking at the Conclave, 
Prime Minister Manmohan Singh 
said: The ultimate goal of any di- 
alogue among civilisations is not 
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Voice of reason: Prime Minister Manmohan Singh delivers the luncheon keynote address as /ndia Today's 


dialogue in itself, but attaining em- 
pathy and compassion.” The Prime 
Minister said that he believes India 
is one of the leaders in showing the 
world the way forward in dealing 
with one of the biggest challenges 
facing humankind. “This is the 
challenge of preventing the so- 
called ‘clash of civilisations’ and 
enabling not just a dialogue be- 
tween civilisations but creating a 
‘confluence of civilisations’.” 
Former Iranian President and 
Head of the Institute of Dialogue 
Among Cultures & Civilisations, 








“The war on terror and the globalisation of hate bring us 
closer to new challenges of a dangerous world” 
AROON PURIE, EDITOR-IN-CHIEF, INDIA TODAY 


Hujjat-ul-Islam Seyed Mohammad 
Khatami, stressed on the impor- 
tance of a dialogue between civili- 
sations and cultures as the only way 
to overcome extremism and ter- 
rorism. “Today, the world is in dire 
need of interaction despite differ- 
ences, friendship despite competi- 
tion and unity despite pluralism... 
Let us assert that the optimal human 
being is a combination of the eastern 
soul and western wisdom." 
Participating in the session on 
*The World: End of History or 
Brave New Future?", Francis 
Fukuyama, author of the contro- 
versial book, The End of History 
and the Last Man, and Professor at 
Johns Hopkins University, and 
Chandran Nair, Founder & CEO, 
Global Institute for Tomorrow, pre- 
sented their differing views on the 
topic. “I don’t believe that there is 
an inevitable unfolding of a histor- 
ical mechanism. There is a lot of 
contingency and lots of choices; 
you need statesmanship, you need 
participation by a democratic pub- 
lic, and you need a globe in which 
individuals feel empowered to actually 
take control of the development of 
their lives through politics. And that is 
the world, I hope, that will emerge, 





ars 
A'e 
H 


TENE 
T "cm < °> E 


y 





“It (Kashmir) should not come in the way of bilateral ties 
in areas like trade, travel and people-to-people contacts” 


BENAZIR BHUTTO, FORMER PRIME MINISTER, PAKISTAN 





“The force that is driving India is 
young India, the entrepreneurial 
inventiveness and innovational 
spirit of India” 

P. CHIDAMBARAM, FINANCE MINISTER 


but it is also one that, I think, is a chal- 
lenge,” he said. Nair, on the other 
hand, questioned the views of his 
co-panelist by saying: “The end of 
history means different things to dif- 
ferent people. It depends on who 
you are and where are you from. 
So our view of the world is tam- 


pered by our experiences and ideo- 
logical rings we draw around us.” 

The intersection of politics and 
economics is giving sleepless nights 
to political leaders around the 
world. A major challenge facing 
India, and several other countries, 1s: 
how to make good economics palat- 
able to people who may not imme- 
diately benefit from it. Speaking on 
“Is Politics Overtaking the New 
Economy?”, Union Finance 
Minister P. Chidambaram, said: “It 
can sometimes overshadow that 
force but I do not believe it can at 
any time overwhelm or overtake 
that force.” The force that is driving 
India is young India, the entrepre- 
neurial inventiveness and innova- 
tional spirit of India, he added. 

Presenting the corporate per- 
spective on the challenges ahead, 
M.S. “Vindi” Banga, President, 
Foods Business, Unilever, opened 
the session on “Globalisation: Doing 
Business in a Flat World” by saying 
that globalisation is not new to 
India. Emphasising the role of cor- 
porate social responsibility, he said: 
“There is an urgent need to create a 
socio-economic structure that will 
play a key role in ensuring all- 
inclusive growth. 
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"With easy access to “Focus should be on "There is an urgent 
technology and education and human need to create a so- 
capital we are looking resource develop- cio-economic struc- 
forward to seeing a ment to avert risks ture that will play a 
surge of innovations ^ related to technologi- — key role in ensuring 
in India" cal advances" inclusive growth" 
NANDAN NILEKANI NARAYANA MURTHY M.S. BANGA 
CEO & MD, INFOSYS CHIEF MENTOR, INFOSYS CHAIRMAN, HLL 


“Biotech, Nanotech at Inflection Point” 


P SAFFO, FORECASTER AND ESSAYIST, 
spoke to Br's Aman Malik on the future of 
technology. Excerpts: 


How do you see technology advancing over the next 
15-20 or maybe even 30 years—will there be incre- 
mental advances or do you see it taking a quantum 
leap forward? 

Neither. The way technology normally pro- 
gresses is that it first remains flat for a sustained period of time and then 
reaches an inflection point, beyond which it grows exponentially. 
Technologies like biotech and nanotech are approaching such an in- 
flection point, while at the same time IT is impacting diverse areas. 





Will the US, Europe and Japan maintain their dominance? And can China and 
India catch up with the current leaders? 

It's no longer the Us or China or India; it is Silicon Valley or Shanghai 
or Bangalore which are at the forefront of technological progress. And 
there's a lot of interaction between these centres. 


Will arbitrage continue to be a value differentiator in countries like India? 
Look at Silicon Valley; it has never been a low-cost area, but it is con- 
tinuing to do very well. The base there is excellence, not cost. India is 
going through the same cycle now. 


It has almost become fashionable to say these days that the global power base 
is shifting to India and China? Is this realistically possible in the foreseeable 
future? 

You are assuming that power resides in the nation state. Power is already 
shifting to the cities, either actual city-states like Singapore or cities like 
Bangalore or Beijing. Cities are the natural centres of commerce and, 
therefore, of power. The age of the nation state is drawing to a close. 
The question is, how soon will this happen? 
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“Uplift of common “A little bit of some- 
people is the prime thing from every- 
concern of this gov- — where is not the way 
ernment. | make the to go, | believe 
policies keeping this uniqueness is still our 

in mind” distinct advantage” 
LALU YADAV MIRA NAIR 
RAILWAY MINISTER FILM MAKER 


Talking of the challenge of 
delivering the benefits of globali- 
sation to all the people, Union 
Commerce Minister Kamal Nath 
said the Indian farmer is yet to see 
what it can do for him. “We talk of 
the benefits of free trade, but free 
trade must also be fair trade. Unless 
we move towards correcting the 
structural flaws in global trade, we 
are going to retard its growth 
momentum and this will impact the 
pace of globalisation,” he warned. 

Technology, it is now univer- 
sally accepted, holds the key to the 
future. Speaking on “Technology: 
Future Tense, or Perfect?”, N.R. 
Narayana Murthy, Chief Mentor 
and Non-executive Chairman, 
Infosys, pointed out that after 
Jawaharlal Nehru, no other gov- 
ernment has paid any attention to 
building up the human resources 
competencies of this country. “India 
should realise that the only way to 
insure ourselves against future risks 
related to technological advances is 
to focus on education, innovation 
and human resource development,” 
he said. “The important thing to 
look at is: what are the positive uses 
that the technology is being put to in 
terms of new learning, for finding so- 
lutions to problems, for creating 
communities, or for simple sharing 
of information,” said Sanjoy 
Narayan, Editor, Business Today 
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Food for thought: (second from left) Kevin Beatty, MD, Associated Newspapers; Benazir Bhutto, Former PM, Pakistan, among 
other guests; Navin Jindal, MP; Malvinder Singh, CEO & MD, Ranbaxy; and Habil F. Khorakiwala, Chairman, Wockhardt 


and coo, India Today Group 
Digital, who moderated the session. 

The internet is the great enabler 
of our times and has shrunk the 
world more than any other tech- 
nology. Sukhinder S. Cassidy, Vice 
President, Asia-Pacific & Latin 
America Operations, Google, felt 
low-cost advertising content presents 
the next big opportunity. "Apart 
from free production, financing and 
the creation of free content for the 
user, the creation of business mod- 
els in search of content, is to me an 
even more exciting opportunity." 
Added Nandan Nilekani, CEO & 
MD, Infosys Technologies: “With a 
young working population, easy 


Star appeal: Actors Amitabh 
Bachchan & Aishwarya Rai at the do 








"Indian-ness is Slowly Fading Away" 


HANDRAN NAIR, HEAD OF THE HONG KONG- 

based Global Institute for Tomorrow (GIFT) 
spoke to Br's Amit Mukberjee on tbe sidelines of 
the Conclave. Excerpts: 


How is India faring on the path to globalisation? 
Indians are being globally recognised and the 
economy is clearly lifting people's living standards 
through wealth creation. But the question is, 
how will the wealth that is being created in the 
economy trickle down to the 300-400 million people who live on less 
than one dollar a day. Most of the growth here is driven by the serv- 
ices sector, unlike in countries like China where the growth is driven 
by manufacturing. So, the question is, can economic growth create wide- 
spread prosperity, or will wealth continue to remain in the hands of a 
few? 


What should India do to make growth more inclusive? 

We must understand that wealth creation does not only happen by set- 
ting up factories or expanding the services sector. We must realise the 
need to efficiently manage agriculture and the ecology; on which 
India is primarily dependent. If done properly, India will stand to gain 
because in comparison to other goods, there will never be a shortage 
for consumers of agricultural produces—be it food or other items. That 
will create an enabling environment for wealth to percolate down to 
the bottom of the pyramid. 


How do you think the Indian society is reacting to the changing world? 

There is some sort of a distortion in Indian society. And because of the 
rush to join the world, there is a tendency among the people here to 
ape the West. That's not necessarily a bad thing, but there's a fear that 
we're losing something original... that Indian-ness is slowly fading away. 
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“India is Successfully Balancing Disparate Goals” 


UTHOR, FUTURIST, THINKER, THORNTON MAY 
Peon many hats. Executive Director of the IT 
Leadership Academy, May is often referred to as the 
© "Robin Williams” of rr for his humorous but hon- 
— est speeches. He spoke to Br's Shalini S. Dagar dur- 
ing the Conclave. Excerpts: 


You are responsible for executive education and IT 
curricula at four universities. What are the most crucial 
elements being added at present? 

The newest addition to IT curricula is about how to work with Indian 
outsourcing firms, since outsourcing is such a critical part of busi- 
nesses right now. 





What does evolving demographics of electronic commerce mean? 

The term relates to the management of mental models that different peo- 
ple work with. How are they thinking about technology? Great com- 
panies are managing tech-literacy and are, therefore, able to do more 
with technology. Part of the new role of the technologist is to be a 
teacher. 


You have been working on why successful ClOs do not always go on to become 
successful CEOs. What are the reasons? 

CIOs need to become social scientists in the changing world. They need to 
understand the human context in which technology is being deployed. 
One has to be very humane to become a great technology person. 


What are your thoughts about your first India visit? 


My key takeaway is the confidence and the ability of new Indians and 
the ability of India to balance seemingly disparate goals. 


"Bad Policies Can Drive Everyone Away" 





All ears: (left) Narayana Murthy and 
Nimesh Kampani at the Conclave 


access to technology and adequate 
flow of private capital, we are look- 
ing forward to seeing a surge of 
innovations in India." 

The session on *Sport: What 
Makes A World Champion?" was 
particularly relevant for the times. 
New Zealand bowling great Sir 
Richard Hadlee said: *Mediocrity is 
second rate and quite frankly, 
second rate is not good enough. 
To get better and to become more 
competitive, skills need to be honed 
again and again till one becomes 
clinically efficient." 





EN HE IS NOT WRITING 

W best-selling books such as 
the Future Catches You, Juan 
Enriquez is Chairman @& CEO, 
Biotechonomy LLC, a life 
sciences research and investment 
firm and the Founder Director 
of the Harvard Business School 
Life Sciences Project. He spoke 
to BT’s Shalini S. Dagar on the sidelines of the 
Conclave. Excerpts: 
What breakthroughs do you foresee in genomics in the 
next few years? 
There will be a lot more work on bio-energy, efficient 
capturing of carbon, possibly cures for 2-3 big 
killers—maybe some of the cancers—and more 
effective vaccines. 
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How important are government policies in a knowledge- 
driven economy such as India? 

What most governments do not understand is that a 
great chunk of a knowledge economy can walk in 
and out of the door every day. One has to be very 
careful about government policies because five years 
of bad policies can mean that everyone packs up and 
goes. However, as the Prime Minister’s comments 
showed, there seems to be a real debate on the issue. 


What are the key issues that India should be concerned 
about? 

I would be very careful about any reduction in 
English-speaking programmes and would add some 
Chinese programmes to the curriculum. Also, there 
should be more emphasis on institutes such as the ITs 
because they can be very powerful engines of growth. 


STORAGE SIMPLIFIED 


Intel" Processor-based AiO Z SAN + NAS 3-BACKUP 





The HP All-in-One storage system, powered by Intel” Processors, seamlessly 
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device, complete with a radically simple management window. It delivers 
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protect their data without having to understand complex storage technology. 


Everything you need minus the complexity; 
HP StorageWorks All-in-One Storage System. 
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Hot Plug) 
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Conferring ideas: (left) Y.C. Deveshwar, Chairman, ITC with Dinesh Trivedi, Rajya Sabha MP; Kevin Beatty, MD, Associated 


Newspapers, with Aroon Purie, Editor-in-Chief, /ndia Today and Kapil Sibal, Science & Technology Minister 


Film maker Mira Nair, speaking 
on “Cinema: Is It The New Global 
Language?”, warned against “cre- 
ative puddings”. “A little bit of 
something from everywhere to 
make it palatable to everyone is 
absolutely not the way to go in my 
view as I believe uniqueness is still 
our distinct advantage," she said. 

The last session of the event 
"Can Indo-Pak Relations Be 
Reinvented?" had former Pakistani 
Prime Minister Benazir Bhutto urg- 
ing both the countries to end what 
she called a destructive chapter in 
their relationship and proposed that 
both countries hold a peace summit 
in August to mark their 60th 
Independence Days. Calling 
Kashmir a solvable problem, Bhutto 
said: “It should not come in the 
way of bilateral ties in other areas 
like trade, travel and people-to- 
people contacts." 

Others like Biocon Chairperson 
Kiran Mazumdar-Shaw, Wockhardt 
Chairman Habil Khorakiwala, 
Olympic gold medalist Carl Lewis, 
Railway Minister Lalu Prasad 
Yadav, filmmaker Karan Johar and 
actor Abhishek Bachchan also 
addressed the conclave, which 
ended with a gala dinner. m 





For transcripts, podcasts and 
webcasts, log on to 
www.indiatodayconclave.com 
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"US Cannot Drive Global Growth Indefinitely" 


LYDE V. PRESTOWITZ JR. PRESIDENT, ECONOMIC 

Strategy Institute, Washington D.C., spoke to 
BT's Balaji Chandramouli on the sidelines of the 
Conclave. Excerpts: 


The Indian government is betting on SEZs as a key 
economic growth driver. What are the pitfalls of this ex- 
port-led growth policy? 

The policy to attract industries by offering tax shel- 
ters and competitively priced labour rests on the 
belief that the United States will continue to remain the key buyer of 
goods produced around the world. That is unlikely to continue for long; 
Americans spend in excess of their ability to earn, and, in the process, 
keep borrowing. Although, this game has played out longer than one 
could have estimated, it surely cannot last till perpetuity. Somewhere, 
the dollar is going to get devalued and the import flood will recede. 
Policy makers need to keep this in mind while formulating any policy 
to boost export growth. 


In recent times, bilateral and regional trade deals have stolen a march over 
multilateralism. Is this a good thing? 

Not quite. The basis of a global trade deal lies in the concept of competitive 
advantage between nations. However, the deals that are happening be- 
tween countries or regions are more in the nature of preferential agree- 
ments that only add to the distortions in global trade flows. However, on 
the surface everyone seems happy—the Americans are happy since their 
consumption appetite is being whetted at competitive costs that are de- 
rived from manufacturing bases in Asia. These countries are equally 
happy since their mercantilist approach ensures quick growth. But this is 
not sustainable since the Us’s consumption profile will alter when it realises 
that its spending potential is not limitless, since it borrows more than it 
repays. Similarly, some of the rapidly created assets in China will idle since 
the markets will plateau and perhaps shrink. 
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It's-a new.tool in the hands of retirees. 
But is the payback enough to see you 
through retirement? 
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` Is Reverse 
Mortgage Worth It? 


This new instrument promises to provide much-needed 
retirement income for senior citizens. But the payback 
is not enough. NITYA VARADARAJAN 





HERE'S NOTHING BETTER 
than an increased re- 
tirement income. The 
money can come in 
handy for daily use or 
for regular medical needs. As in- 
flation keeps making healthy re- 
tirement living more expensive, ex- 
tra income options make retirement 
living much easier. But if you have 
been thinking of only reverse mort- 
gage, then you may have to re-think 
your retirement strategy again. 

It's being recently introduced in 
the country, and housing finance 
company Dewan Housing Finance 
is currently pilot-testing the product. 
Other banks are also drawing up 
plans to introduce the product. 
A reverse mortgage, putting it sim- 
! ply and as the name suggests, means 
} you pledge your house to a financier 
| and get an additional income on 

it. The lending institution extends 
you a monthly periodic sum, which 
you can use for running expenses or 
other emergencies. 

On the face of it, reverse mort- 
gage might seem to be an income 
much like an annuity—but in reality 
it's a loan extended to the retirees. 
Unlike an ordinary loan, however, 
you don't get an upfront lump sum. 
If you are willing to forfeit your 
house, there is no further cash outgo 

A, to the lender, just your property 
gets pledged. You get the loan (the 
lender calls it annuity) in monthly 





RAMEN SARKAR 
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Reverse Mortgage: How it Works 








e He along with his spouse can continue to live in the property until death — 


e After this, the lender who has the title to the property can give it to the 
heirs if they choose to redeem it—or sell it and give the profit to the heirs _ 


e The rate of interest levied is higher than market rates, while the property 
could be evaluated closer to guideline values than prevailing market rates _ 


e All interest and finance charges are capitalised in the loan amount ` 


e Annuities vary between 30 and 50 per cent of the loan amount or 
property value, and also depend on the age of the home owner 


installments after the interest and fi- 
nancing charges are deducted up- 
front. And at the end of the loan pe- 
riod, or after the lifetime of the 
homeowner, heirs must pay back 
the loan amount to whatever extent 
it was disbursed if they want to 
redeem the house. 


The Reverse Mantra 

Should you use reverse mortgage? 
For now, reverse mortgage should 
be used as a last resort, because the 
installments (as pegged currently) 
are not enough—compared to other 
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options in the market today. Besides, 
it's not likely to augment your in- 
come substantially. Says Shivakumar 
Mani, Dewan Housing Finance's 
General Manager Marketing, the 
first to introduce such a product: 
“We only recommend this product 
as a means to supplement existing in- 
come—it may not suffice as a pure 
income stream." 

A lender takes over the mort- 
gage of the property and after a 
valuation check—taking into ac- 
count location, accessibility and 
condition of the building—assigns a 


value to the property. On the 
basis of this valuation, the retiree's 
monthly cash flow from a reverse 
mortgage is determined. A 
dilapidated house, for instance, will 
get a low valuation even if it is lo- 
cated in prime land. The valuation 
check will be done regularly every 
three years. “We will do an in- 
spection every three years and 
revalue the property," says Mani. 
If the property value has gone up, 
the occupant can get a better cash 
flow, but if it goes down, the 
annuity is lowered. 

But if you aren't able to main- 
tain your house adequately, then 
perhaps a retirement income 
through a reverse mortgage is not 
for you. Says R. Ramakrishnan, 
retired Chief Actuary of Lic: “A 
person should take a call on 
whether he can maintain his prop- 
erty adequately, pay the taxes and 
still have enough to spare as a viable 
income stream. Otherwise, he 
should explore other options of 
renting out the property and move 
to smaller, cheaper premises." 

With a compound interest of 
12 per cent that is built into the 
loan, the monthly annuity gets size- 
ably shrunk. If you are older, 
depending on the life expectancy 
table, you are eligible for a higher 
monthly cash flow. But there is no 
letting go of the interest and fi- 
nance charges, which could work 
out to nearly two-thirds of the actual 
loan, depending on the lender. 

At the end of 15 years—which is 
currently the maximum tenure fixed 
by National Housing Bank (NHB)— 
the occupant ceases to get any fur- 
ther money—but he can continue to 
occupy the house till he dies. *In my 
opinion, this scheme is not true re- 
verse mortgaging—it is just an or- 
dinary mortgage with the loan being 
paid back in installments. A true 
reverse mortgage should give 
annuity for one's lifetime," says 
Ramakrishnan. 

If any annuity is given over and 


ned 
, 


The sharpest tracking 
eye In the world 












NC N 
A vi a "t A e^ C? 
zy 


6a i Tw 






7 17M 
"Mig <a mu » 
NEN. | 


e , 
EP --—. 
ES 2 - 


T Ç. 
E i 
b a 1% a? , 
be ». AAS Tu ho tnn 
qa act 
D ye 
> ue i b 


t > "T^ Y An + 
Y = yt Š 
= í Í! 


Our tracking systet 
is the second best 






JE 
#, x. 
= 
y 
1 
' 


P 
E^, 
SS 
| 
y 


TARE U 
"n > 








e Door pick-up; Door delivery 





e Committed delivery schedule 





e A network of over 200 branches across India 
servicing more than 400 delivery destinations 





e Advanced Vehicle Tracking System (VTS) 
for online tracking of cargo 





DOOR PICK-UP & DOOR DELIVERY Express Cargo Service 
COST-EFFECTIVE SERVICE py 
TIME BOUND SERVICE § - 


— N 


Patel Roadways FTL * Patel Roadways Sundry * POBC Domestic ° POBC International 
« PAF Domestic * PAF International * Patel Logistics 





Head Office: ‘Patel House’, 48 Gazdar Bandh, North Avenue, 
Santacruz West, Mumbai 400 054 Tel.: (022) 2605 0021, 2605 2915 
e Email: patelretail@patel-india.com € Website: www.patel-india.com 


Call Toll-Free:1800 22 3666 or SMS ‘PILL’ to 6161 














Arms Advig-PRTL-237-07 





bt money 


above the value of the property be- For and Again st 
cause of an extended lifespan, this 
amount has to be made good during Advantage 


the final sale of the house. One has ° Provides additional source of in- 

to pay back the financier with in- come, which could be valuable — 
terest and usually that is by selling © lf a senior citizen is childless or has 
the house. Once the dues are paid, children settled overseas who are 
the remaining realised profits are not interested in the property, he 
paid to the heirs. Likewise, if the PORE THODSOSR WUS eet — 
heirs are willing to redeem the prop- ° Continues to live in the house in his 
erty, they should pay up the full USATE 

value of the amount actually dis- 

bursed (which could be more or 
less than the initial property loan 
that was defined). 

In yet another scenario, after 
the occupant has drawn a sub- 
stantial portion of the loan, there 
could be a sudden ‘market fall’ in 
value of the property—resulting 
in what is known as ‘negative’ eq- 
uity. This means that the occupant going down. The product has to be 
may not get the pension till the completely understood 
end of term —since he has already e There's little left to bequeath to the 
taken more than his dues. It's im- family — o 7. Nu Eo 
portant to understand how interest € Property has to be properly 
and finance charges are calculated, maintained or it could be devalued ` 
and how much should actually be © The annuity runs out after 15 
paid if a property has to be re- years—it is not there for life 
deemed or if a loan is to be fore- © Taxation issues not clear 
closed voluntarily. Therefore, scru- 








Disadvantages 


e The annuity received may be low 
compared to other market 
instruments, so is the flexibility 
to move to other schemes once 
the market matures — — —— 

e The contract document has to be 
finely screened to check for adverse 
implications at a later date. For 
example, the value of the property 





G. KESHAV RAJ 


R. Ramakrishnan/ Retired Chief Actuary/ 
Life Insurance Corporation 


"One should be able to i 
maintain his house. A true 

reverse mortgage should give 

annuity for one's lifetime" 


Money in Your Hands 


The amount of annuity depends on your age and the value of the property 





60 
Tenure in years 15 \ 

Property value* 

10 1,682.98 1,752.63 1,947.30 2,176.62 2,380.86 4,494.51 3,538.01 2,915.06 
20 3,365.96 3,505.27 3,894.61 4 353.24 4,761.72 8,989.02 7,076.02 9,030.13 
30 9,048.95 9,297.90 5,841.91 6,529.87 7,142.58 13,483.54 10,614.03 7,545.19 
40 6,731.93 | 7,010.53 © 7,789.21 ^ 8,706.49 9,923.44 | 17,978.05 14,152.04 | 10,060.26 
90 8,414.91 8,763.17 9,736.52 10,883.11 11,904.30 22,472.56 17,690.05 12,575.32. 
60 10,097.89 10,515.80 11,683.82 : 13,059.73 14,285.16 26,967.07 | 21,228.06 | 15,090.39 
10 11,780.88 12,268.44 13,631.12 Ld» 15,236.35 | 16,666.02 31,461.59 24,766.07 j 17,605.46 
80 13,463.86 14,021.07 15,578.43 17,412.98 19,046.88 | 39,956.10 28,304.09 20,120.526 
90 15,146.84 15,773.70 17,925.73 | 19,589.60 21,427.74 40,450.61 31,842.10 | 22,635.59. 
100 16,829.83 17,526.34 19,473.03 21,766.22 23,808.60 44,945.12 35,380.11 25,150.65 
*Value in Rs lakh Source: DHFL 
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Shivkumar Mani/ GM Marketing/ Dewan 
Housing Finance 

"We only recommend this 
product (reverse mortgage of 
property) as a means to 
supplement existing income" 


tinise the contract agreement to 
know the fine print better. 

Many banks are planning to get 
into the business, but for the 
immediate short term the choice 
of lenders is rather limited. 


But not Enough 


For now bankers are willing to give 


TILVd VAIWNHS 





Mortgage Options 


What the future holds 
A variety of new realty-based 
instruments are likely to make 
their entry 
Home reversion/sale and lease back: 
The homeowner sells his house 
outright but retains the right to live in 
it for normal/reduced rent. The sale 
proceeds may be paid in lump sum 
or as an annuity 





Interest only mortgage: For those who 
need an immediate lump sum but 
have limited loan servicing capacity. 
Only interest payments are made 
while principal is due upon maturity or 
death or permanent move or sale 
Shared appreciation mortgage: Loans 
are priced at below market interest 
rate and are repaid on death or 
moving or sale. The lender in turn gets 
a pre-agreed share in any appreciation 
in property value over the 
accumulated value of the loan 
Mortgage annuity variant: In some 
schemes the annuity continues even if 
the borrower moves out permanently 


loans up to 90 per cent of the value 
of the property. On a property 
worth Rs 10 lakh, the eligible loan 
is Rs 9 lakh. On this, a 60-year-old 
having a property worth Rs 10 lakh 
(loan value of Rs 9 lakh) gets an 
annuity of Rs 1,683 for 
15 years. This works out to 
Rs 3,02,940 over the tenure. The 


balance is the compounded interest 
and finance charges that he has to 
pay to the bank, which is deducted 
upfront in the loan amount. Senior 
citizens of age 75 get Rs 2,176.62 
per month, higher than a 60-year- 
old. The outflows are based on 
mortality tables. So the higher the 
age, the higher the mortality rate so 
the higher your cash inflows. 

Reverse mortgage allows sen- 
iors to live in their own property. 
Therefore, it can be used only for a 
temporary income setback. Even in 
the short-term the effects of com- 
pounding could see the retiree pay 
a higher amount back to the fin- 
ancier. The alternative of selling 
the property could be equally te- 
dious. That involves facing an in- 
crease in rentals every year, ex- 
tending lease deals, moving from 
one place to another, which is a 
hassle for senior citizens. 

But for those who hardly have 
any source of income, except the 
house as an asset, reverse mort- 
gage can be useful. Senior citizens 
must not bank on it entirely be- 
cause the longer one relies on this, 
the more the mortgaging company 
gets. As newer variants of reverse 
mortgage will come into the mar- 
ket, things could change. Later per- 
haps seniors can part mortgage 
their houses, and raise temporary 
short-term loans. But, as 
always, before one takes the re- 
verse mortgage, one has to ask how 
much he gets on hand after finance 
and interest charges are deducted. 











Now at all outlets. 


Offer valid from 1st Jan to 30th Apr'07. 


ICICI Bank 
Credit Cards 


Visit www.icicibank.com for details. 
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T WAS NEVER EASY MAKING A 

quick buck in an IPO (initial pub- 

lic offer). Last fortnight, SEBI 
tightened the IPO norms for realty 
companies on land banks and their 
valuations. Additionally, SEBI also 
made it mandatory for companies to 
grade their IPOs from rating agencies. 
All this is to ensure that the IPO 
business gets more transparent, and 
perhaps more profitable. 

But will it? And will investors be 
able to still profit from IPOs? Going 
by past listing data, there's hardly 
room for optimism. Of the 63 com- 
panies that tapped the markets over 
the last year, more than half (35) 
are trading below their offer price, 
showing that most investors still 
holding the shares have lost money 
(see The Profitability Snapshot). 
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S. Ramesh/ C00/ 
Kotak Mahindra Capital 


“Institutional subscription 
level is an indicator, but 
not necessarily always 
accurate" 
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The New IPO Code | 


Equity offerings are not a one-way street to riches. 
With the markets turning wobblier, investors need 
to exercise abundant caution. MAHESH NAYAK 


One big reason for most IPO! 
failing to hit it off with investors has 
been: aggressive pricing. Analysts 


contend that many IPOs had high 
priced tags that did not justify their 
underlying fundamentals. Even bet- 
ter known companies like Cairn 
India, which is in the business of oil 
production, saw its IPO flounder- 
ing. The issue, priced at Rs 160, is 
currently trading at Rs 137. 

In bull markets, valuations of 
stocks of peer companies and the 
broad market escalate, which 
prompts new companies to ask for 
a higher price for their shares. Says 
Gurunath Mudlapur, Managing 
Director, Atherstone Institute of 
Research: “Companies aggressively 
price their stocks in a bull market. 
Now that the market is falling, many 





Gurunath Mudlapur/ Managing Director/ 
Atherstone Institute of Research 


"Companies aggressively price 
their stocks. Now that the 
market is falling, many of 
these newcomers are hit hard 


n 









RANDHEER 


Six Questions to Ask 
Before You Take the 
IPO Plunge 


eAre the promoters known and 
genuine? Check out past records, 
promises and performances, and 
criminal proceedings against them 


e What is the reason for the IPO? 

Is the promoter cashing out, or is the 
business in growth stage and needs 
to expand? 


els the sector growing? The com- 
pany should operate in an industry 
that's growing at a decent clip or has 
the potential to grow 


e Where does the company stand? 
Do a comparison check with its ind- 
ustry peers. Take an in-depth look at 
the financials, balance sheets, profit 
and loss, industry growth, products 
and compare with the big and strong 
players in the segment 


eHow is it valued? Valuations should 
be fair and profit visibility should be 
near-term. It should not account for 
profits that are two-to-three years 
down the line. Ideally, it should be 
valued lower than similar-sized 
companies 


els the business scalable? The 
company's business should have the 
ability to grow in size over time, both 
organically and inorganically 


= 


7 ) 


of these newcomers are hit hard." 


The Way Forward 

Gone are the days when an investor 
could blindly follow all the IPOs 
that hit the market. Though the 
compulsory grading of IPOs should 
aid investors to evaluate an IPO, 
the final investment call has to be 
made by the investors themselves. 
IPO grading is just an indicator of 
the fundamentals of the company, 
and does not give a view on the 
price call (see We do not Analyse the 
Investment Viability of an IPO). 
Merchant bankers could tend to 
price IPOs higher and, therefore, 
investors must take a cautious app- 
roach. Says Prithivi Haldea, 
Managing Director, Prime 
Database: “Investors must first ass- 
ess the company’s fundamentals 
closely, and then take a view on 
investing in its IPO.” 

Market volatility, on the other 
hand, could see more [POs hitting 
the rough on listing. Therefore, inv- 
estors must tighten their own fil- 


Top Five Gainers 


Issue Price 


(Mar. 23, '07) 
1,483.9 


Tech Mahindra : 


Pyramid Saimira Theatre _ 
Development Credit Bank 68.3 
Global Broadcast News 555,95 
Info Edge (India) 685 


Reasons for outperforming: Scalable business models and a fast-paced 


profit growth were the hallmarks of top outperformers 


271.9 ` 


The Profitability 


Snapshot 


The way IPOs fared on listing 
and now. 


On listing 

Listed above offer price 
Average gain (%) 
Listed below offer price 
Average loss (%) 


Current market 

Trading above offer price 
Average gain (76) 

Trading below offer price 


Average loss (%) 


Out of 63 IPOs listed on NSE last year, 29 were below 
offer price. But since then, the same list has 
expanded to 36 companies As on March. 23, '07 


tering process for new IPOs. Says 
Ajeet Verma, Head (Investment 
Banking), ASK Raymond James: 
“Now, very few stocks are likely 
to give upside immediately on list- 
ing. But one has to study the stock 
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Ravi Sardana/ Senior Vice President/ 
ICICI Securities 


“Benchmark the IPO price of 
the issue with the listed 
peers. Invest only if it's 
priced reasonably " 


and its prospects in detail." 


The Cues 

An important parameter is to eval- 
uate an IPO with its similar-sized 
peers within the sector and, more 


Top Five Losers 

Issue Change Issue Price Issue Change 
price (Rs) (%) (Mar. 23,'07) price (Rs) (%) 
365 307 Emkay Share and Stock Brokers — 54.3 120 -55 
. 100 172 JHSSvendgaard Laboratories 28.7 58 -51 
26 163 Oriental Trimex 24.85 48 -48 
250 122 Broadcast Initiatives 85:55 .* 120 -- 49. 
320 114 Blue Bird (India) 62 105 -41 


Reasons for underperforming: Most were aggressively priced 


and valuations weren t justifying their pricing 
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The Bottomed-out IPOs 


Many IPOs were battered in the market fallout, but some still have the potential. 


Gurunath Mudlapur, MD, Atherstone Institute of Research 


Company Current stock Offer Change 
B I * rice rice Tu 

Accel Frontline | 57 65 AN 75- 

REASON FOR BUYING: ER valuation & strong growth I 

prospects and dividend yield stock - (ral cman DK CT 

Abhishek Mills 67.5 100 -33 


REASON FOR BUYING: Cheap valuation. The stock trades at a 
P-E of 5 times of FY 2008 EPS of Rs 14. Growth trigger to 
come from construction sector that currently accounts for 20 


per cent of the total revenue 


Rajesh Boghani, Retail Dealer, Parag Parikh Financial Advisory 
Services 


Deccan Aviation 985 MASS 

REASON FOR BUYING: Good bet in the aviation sector. 
Long-term buy over the next 12-15 months ip Et 

Cairn India 126.1 160 -21 


REASON FOR BUYING: Betting on oil & gas discovery. Good buy 
with a time horizon of two-to-three years 


Amitabh Chakraborty, President (Equity), Religare Securities 


Current stock Offer Change 
rice i (76) 


Company 





Blue Bird | e | 62 . 105 ME ! 
REASON FOR BUYING: Stronger. player among its business 
segment. The stock was hit due to agente pricing at p 
at current levels holds value | 2 
Raj Television 206.35 257. -20 
REASON FOR BUYING: Underowned stock that has strong 
fundamentals 


Avinash Gorakshakar, Head of Research (PCS), 
Emkay Shares & Stock Brokers 


Unity Infraprojects — 456 675 . 32 t 
REASON FOR BUYING: Large order book and fundamentally - ae 


strong company. Stock beaten down due | to bad sentiment - 


Cinemax 131.6 155 . aS 
REASON FOR BUYING: Betting on consumerism and 
spending from young population 


importantly, assess the appetite for 


INTERVIEW/ R. Ravi Mohan, Managing Director & CEO, CRISIL the stock in the market. 


“We Do Not Analyse 
the Investment Viability of an IPO” 


What are the parameters to grade an IPO? 


IPO grading is based on five parameters—business prospect of a com- 
pany and the industry in which it’s operating, financial & account- 
ing risk, including credit risk, corporate governance, management cap- 
abilities (can it survive in a competitive environment), and project 
prospects. Grading will be assigned on a five-point scale—grade 5 ind- 
icates strong fundamentals while grade 1 means very poor. 


How can investors benefit? 


Assessment of an IPO is done on three parameters. First, evaluate 
whether the company is good or bad fundamentally. Second is its val- 
uation, and third is whether to pick the stock or not through the pri- 
mary market. Credit rating agency will evaluate the first, and indicate 
if the company is good or bad. We do not analyse the investment via- 
bility of an PO. However, based on our report about the 
company, investors can evaluate the valuation and in- 


vestment angles. 


fer between analysts. 


Do you plan to grade the IPO on valuation parameters as well? 
We may do it in the future. Currently, we don’t have 
the expertise to evaluate the company on its valu- 
ations. We have an equity team that comes out 
with company report, but it wouldn’t be fair 

on our part to evaluate the company on its 

financials as valuation parameters will dif- 


“Benchmark the IPO price of the 
issue with the listed peers. Invest 
only if it’s priced reasonably and 
the promoters have a good track 
record,” says Ravi Sardana, Senior 
Vice President, ICICI Securities. “Be 
extremely selective in IPO-picking." 

Investors can also look at the 
level of interest and participation 
of the institutional investors. 
"Institutional subscription level 
is an indicator, but not necessar- 
ily always accurate," says S. 
Ramesh, coo, Kotak Mahindra 
Capital, adding, *This could be 
one of the many criteria that an 
investor could use." Institutional 
investors are equipped with better 
analytical tools and may have 
greater experience with similar 
industries or companies. Also, 
pay attention to the size of the iss- 
ue, since it ensures a larger float 
and better liquidity. 

Not all issues give similar ret- 
urns. Some provide high returns in 
in the near-term, whereas others 
may provide similar returns over a 
relatively long period. If you are 
looking for IPO profits, then pru- 
dence is your buzzword. 
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Coming of Networking Age 


Many different technologies are vying for your home connectivity. Here 
are a few basic things to get you started. T.v. MAHALINGAM 


IKE MOST OTHER SMART 
| 2» in life, choosing your 

internet service provider (ISP) 
too hinges on one factor—know- | 
ing exactly what you want. 
With more than half a dozen 
well-established Isps offering. 
net connectivity right at ` 
your doorstep, across dif- 
ferent technical platforms, 
choosing the right ISP can 
be a mind-bending 
proposition. Today, play- 
ers like Tata Indicom, 
Sify, BSNL, Hathway, 
Net4India offer internet 
connectivity across price 
slabs and technology 
platforms such as cable, 
DSL and leased line. 

With the launch of 

IPTV, which is likely to 
challenge established cable 
and DTH players with its 
‘triple play’ offerings of 
internet, television and tele- 
phone service over a single 
connection, the marketplace is 
likely to get more complex or 


simple—depending on the way _ 





















ethora of options, a good starting 
| t is to define what exactly you 
want from the internet and how 
you plan to use the internet. Ask 
yourself the following ques- 
tions. One, how many hours 
do you plan to use the net 
every day? Would you be 
using the net just to check 
e-mail or do you plan to 
download music, games 
- or other software? If you 
plan to download mu- 
- sic/software regularly, 
try and make a guessti- 
mate of the regularity 
and size of downloads. 
When are you most 
likely to use the inter- 
net—during the day 
time or the night? 


Visit Websites 
Once you answer these 
questions, visit websites of 
the service providers you 
are evaluating and look at 
the offers they have. Most es- 
tablished players today offer 
schemes that fit various cate- 
gories of consumers. Today, ISPs 
7/ have taken a leaf out of the telecom 


W33HONVN 


-— ——— 
př: s 
2:5 


you see it. Eo T 
To make sense of this 4 


ISP Basics 


Technologies that connect you to the information superhighway. 


Cable: Allows your computer to connect to the internet Integrated Services Digital Network (ISDN): An ISDN line 
through the same cable that carries your TV signal. Customer is a type of digital phone line that can transmit data many 
usually will have to rent or purchase a cable modem. times faster than a conventional modem and phone line. 

E^ IAS NO m Data/Voice and Video can be transmitted by combining the 
DSL: Works by splitting copper lines into two frequency channels allocated for faster transmission. A relatively 
ranges. The frequencies above 4 kHz are reserved for data — costly technology and used in industries. ISDN services 
while frequencies below 4 kHz are reserved for voice. are provided by BSNL and MTNL, among others. 


Therefore, with DSL it's possible to use the same line for 

phone calls and data access simultaneously. Examples of Satellite connections: Reliable technology, but speed is an 
such service providers: Tata Indicom Broadband, MTNL issue compared to a leased line. Deployed in remote 
and BSNL. locations. 
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service providers and have intro- 
duced ‘prepaid’ internet conn- 
ections. Says Naresh Ajwani, 
Executive VP, Sify: “The telecom 
revolution really took off with the 
launch of prepaid cards. With the 
introduction of prepaid internet, 
the cost-conscious Indian consumer 
is likely to get control over the way 
he uses the internet." Today, most 
operators such as Sify and Tata 
Indicom offer prepaid internet 
schemes, in addition to the post- 
paid one. Understanding your usage 
of the internet might help you in 
choosing the right scheme. 

Tata Indicom broadband, for 
example, offers three broad 
schemes—time-based plans (where 
you can download as much as you 
want but within a time limit that 
you choose), volume-based plans 
(where you can spend as much time 
as you want on the net, but your 
maximum data download capability 
depends on the plan you choose), 
and unlimited plans. If you are a 
netizen who loves to chat endlessly 
with friends and check e-mail com- 
pulsively once in every half-an-hour, 
you should ideally opt for a vol- 
ume-based plan. On the other hand, 
if you are a heavy downloader of 
Mozart's symphonies or byte- 
guzzling online games from the net, 
a time-based plan makes more sense. 
And if your home doubles up as 
your office, and you like to be on 
the internet for most of the day, 
an unlimited plan makes sense. 

Most companies, including Sify 
and Hathway, offer variations of 
these plans. For example, Hathway 
offers a ‘Day & Night Flexiplan’ 
called ‘Blast’ with a download limit 
of upto 1 GB during the day while 
night surfing is free. The plan comes 
at a price point of Rs 500 per month. 
Similarly, if you are in Mumbai, a 
150 hour, 64 Kbps (kilobits per sec- 
ond) pack with a validity of six 
months from Sify can cost Rs 1,445. 
Surfing is 50 per cent free in the 
nights and completely free on 
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How to Choose an ISP 


e Know what you want: Think clearly about why you want to use the 
internet. Is it just for e-mail? How much are you likely to download each 
month? When are you likely to use the net? How many hours are you likely 
to use the net every day? Once you define your usage on these parameters, 








e Subscription plan: Providers may offer a flat monthly fee for unlimited 
access, a metered hourly fee, or both. The fee that is most reasonable for 
customer depends on how much time you plan to spend online. If 
customers are online for more than five hours per month, a flat monthly 
fee makes an economical choice. Otherwise, you'll be paying for service 


you don't need 








e Installation cost: Certain providers charge a fee for setting up new 
accounts or installing hardware like routers on a client's site. 
Providers may also charge "hidden" costs (like maintenance fees) and 
premium rates for access at certain times. Ask for a clear break-up of all 


fees before signing on 











e Contracts: You may be offered a yearly or multi-year contract for service in 
exchange for a discount rate. However, if you cancel your account before 
the contract is up, the provider might charge you a penalty. Also, make 
sure that your service provider is stable and reliable before committing to a 
long-term agreement, particularly if you are required to pay upfront 





e Availability: The ability to establish a connection during peak hours has 
become an important issue as more people go online. Check with peers 


and users of a particular ISP about downtime issues 


e 24x7 customer support: If you call with a question concerning your 
account at an odd hour, will your call be taken? Will your e-mail queries 
be answered? The major providers usually have excellent customer sup- 
port, but smaller outfits may offer little or no support services. Also, be 
alert to premiums charged for support calls 


Source: Hathway Cable and industry 


Sundays. It's a decent pick for a 
home user who is an occasional 
downloader and regular browser. 


Understand Your Net Usage 
The moral of the story, therefore, 
is this—before choosing a plan, 
understand your internet usage 
and go through the isP's website to 
understand various plans. Pricing 
can also vary from city to city so 
ensure that you check on the por- 
tal for the costs in your town. 
Another aspect that one should 
be careful about before zeroing in 
on an ISP is the quality of service of 


the ISP and hidden costs. “Some 
providers charge a fee for setting up 
new accounts. Providers may also 
charge hidden fees and premium 
rates for access at certain times. 
Ask for a breakdown of all fees 
charged before sign on," says Rajeev 
Pareek, General Manager, 
Hathway. It's also a good idea to 


check with friends and other sub- 


scribers about the quality of service 
of a particular ISP before signing 
up. Some ISPs such as Sify and Tata 
Indicom offer value-added services 
from maths tuitions for school kids 
to mock entrance exams online. 
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NEWS ROUND-UP 





The Year of Growth 


MF corpuses notched above average growth rates, and returns weren't far behind. MAHESH NAYAK 


HE LAST FINANCIAL 
2 eu was boom time 
for the mutual funds ind- 
ustry. Assets under man- 
agement (AUM) increased 
by a massive 52 per cent 
for the first 11 months 
of FY 2006-07 taking the 
total AUMs to Rs 3.53 
lakh crore from Rs 2.31 
lakh crore as on March 
2006. Barring Gilt funds, 
there has been a higher 
double-digit growth in 
AUMS across mutual 
funds. AUMs of liquid 
funds doubled to Rs 1.22 
lakh crore from 
Rs 61,500 crore in 
March 2006. Despite the 
cautious overtones and 


The Biggies Grew Bigger 


Assets under management saw an exceptional 
increase last year. 





Fund house AUMs Change Increase 

(Rs cr) (%) (Rs cr) 
Prudential ICICI 43281.  ..84 1972 
Reliance Capital 42,216 71 17,546 
UTI 38,603 31 9,084 
HDFC | 31,080 44 9,530 
Franklin Templeton 22,102 24 4,275 
Better Safe Than Sorry 


Investors preferred safer income funds over equity funds. 





Type of Fund AUMs Change Increase 
(Rs cr) v3 (Rs cr) 
Income 97,822 .. 362: 37,544. 
Growth (Equity) 1,13,242 22. 20,.3/9 
Balanced 8,769 | LA 1,276 


Liquid/Money Market — 1,22,258 99 60,758 


tion. Big fund houses such 
as Prudential ICICI AMC 
and Reliance Capital AMC 
consolidated their hold 
over the industry as they 
witnessed a jump of 84 
per cent and 71 per cent 
in corpuses last year, res- 
pectively. But UTI Fund 
House holds its forte at 
the #3 position, having 
also seen a rise of 31 per 
cent in its AMC (see The 
Biggies Grew Bigger). 
New entrant Lotus 
India AMC garnered total 
management assets of 
Rs 1,239 crore, mainly 
through its liquid fund. 
And there are more 


the volatile equity mar-  ELSS 
ket, AUMs of growth Total 
funds rose by 22 per cent 
to Rs 1.13 lakh crore 
from Rs 92,867 crore. 
And since tax planning has seen 
the launch of some new funds last 
year, ELSS schemes continue to 
Woo  investors—AUMs of 
ELSS increased 40 per cent to 
Rs 9,251 crore. 


The Top Performers 


AUMs as on Feb. 28, '07 


Meanwhile, the hardwork paid 
off for the private sector mutual 
funds, with Prudential ICICI AMC 
and Reliance Capital AMC displacing 
the public sector mutual fund—vT! 
Fund House—from its #1 posi- 


Fund returns on an average have been good. 


Scheme Name 
Diversified Fund 


Prudential ICICI Service Industries Fund-Growth 





Reliance RSF Equity Fund 


, 


NAV* Corpus ^ X Returnsz 


14.76 | 42402 27.68 





14.27 160.50 26.65 


Balanced Funds 
Principal Child Benefit-Career Builder Plan 54.71 15:34 19.79 


Principal Child Benefit-Future Guard Plan 


53.98 15:31 19.72 





ELSS 

SBI Magnum Tax Gain Scheme 93 41.93 1,480.29 17.16. 
Escorts Tax Plan 40.22 2.86 16 
*|n Rs as on Mar. 28, '07 ^ |n Rs crore #ln per cent Source: Mutualfundsindia.com 


Source: AMFI 


Gilt 1,968 SAC 1,167 players waiting in the 
..9251 140 2,662 wings. Foreign fund man- 
3,53,310 52 1,21,448 


agement major JP 
Morgan, along with 
AIG and Dawnay Day, 
received the SEBI nod to 
start mutual fund business, while 
UBS bought over Standard Chartered 
Mutual Fund. As on February 2007, 
the mutual fund managed AUM 
worth Rs 13,000 crore that mainly 
came from its debt schemes. 
Increased participation from players 
also saw more sophisticated prod- 
ucts like derivative & hedge funds 
and Gold ETF hitting the market. 
Investors, although, are eagerly 
awaiting the real estate mutual fund. 

But along with the growth in 
corpuses, fund performance, too, 
has not lagged too far behind. Many 
funds have managed to outperform 
their benchmark indices. Among 
the best performing fund was a sec- 
tor fund—sBr Magnum Infotech 
Fund, which gained 44 per cent in 
its NAV. For now, the going has 
been good. All eyes are now on the 
next financial year. 8 
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BECKONING CAREERS 


Riding the Surf 


The 3rd quarterly Business Today-TeamLease Employment Outlook Survey 
shows that the bullish scenario of the previous two quarters remains intact. 
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F THE JOB OUTLOOK FORECAST IS ANY INDICATION, ing and those expecting a decline, expressed as a per- 
the Indian economy will not be slowing down any- centage) standing at 82 per cent, up one percentage 
time soon. Sure, quarter-on-quarter, the net em- Point over the last two quarters. 

ployment outlook may not have shown any dra- Spread across eight cities—Mumbai, Delhi, 
matic rise, but the bottomline is: India's Bangalore, Kolkata, Chennai, Pune, Hyderabad and 
employment bazaar is humming—with net employment Ahmedabad—the survey drew responses from 490 
outlook (calculated as the difference between the pro- companies. While there wasn't much change in the sur- 
portion of respondents reporting an increase in their hir- — vey results for the third quarter compared to the second 
quarter, a few trends did come to notice. It's continu- 
ing tough luck for people living in tier-II cities as 





Net Employment Outlook opposed to their brethren in metro and class I cities; an 
Quarter 2 Jan-Mar, 2007 Quarter 3 Apr-June 2007 overwhelming 95 per cent of the respondents reiterating 
their intention to hire from metro and class I cities—a 

] Decrease 1 marginal drop of one percentage point from the pre- 


vious quarter’s 96 per cent. 


It’s Still Raining Jobs 
Gone are the days when one had to grin and bear it until 
| one found an alternative. Jobs are being created across 
17 No change 16 the entire spectrum of the economy. And by all accounts, 
Figures in per cent it is not a fad for the season but a trend that's gathering ; 


It’s continuing tough luck for people living in tier-II cities 
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momentum. Of course, the prima donna sectors remain 
the same as in the second quarter —T, ITES, financial serv- 
ices, retail, media and FMCG, infrastructure and manu- 
facture and engineering. Retail has notched up an im- 
pressive gain of 8 per cent over the second quarter. Says 
R. Subramanian, MD, Subhiksha: “It’s not at all sur- 
prising. If you just add up the expansion plans that 
each player has announced in the retail sector, the hir- 
ing needs of the industry become very obvious. Media, 
too, has come up in a major way, with a lot of focus on 


Sectorwise Employment Outlook Index 
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Figures in per cent 
— Quarter 2 


I Quarter 3 Ill Net increase/decrease 
digital media, the introduction of CAS and DTH and 
also the boom in internet media with IPTV.” 

IT and rrES, on the other hand, have actually 
declined by 2 per cent and 5 per cent, respectively. But 
even so, the numbers for IT and ITES are cumulatively 
still the highest—which means the decline is just a tem- 
porary blip on the radar. *We have tapped may be 5 
per cent of the potential addressable market in India 
and we believe that the momentum will continue go- 
ing forward," says T.V. Mohandas Pai, Director, HR, 
at Infosys Technologies. In fact, both Infosys and 
Wipro each expect to add another 20,000 people to 
their payrolls in the current quarter. 

Infrastructure is another sector that is expected to 
see a rise in employment numbers; 78 per cent of the 
respondents in this sector reported an increase in 
their hiring needs over the current quarter compared 
to 71 per cent in the previous quarter. “The business 
confidence looks positive. The retail industry boom is 
resulting in both Indian companies and MNCs entering 
into textile, infrastructure and the realty sectors. This 
is a reflection of opportunities and growth for com- 
panies across the country at both the macro and micro 
levels,” observes Sampath Shetty, Vice President, 


Hyderabad 


Permanent Staffing, TeamLease Services. 


Talk of the Towns 


So where does one work? Mumbai remains a favourite, 
with more companies there announcing their intention 
to hire people this quarter compared to the last—93 per 
cent against 90 per cent. Bangalore, which was the joint 
topper with the country's commercial capital in the last 
survey, inches ahead this time—with 94 per cent of the 
respondents reporting an increase in their hiring needs. 
But the major surprise this time has come from 
Chennai—a power surge of 19 percentage points pro- 
pels it to joint second with Mumbai at 93 per cent. 
“Apart from the traditional manufacturing segments— 
leather and textiles—the city's rr and ITES sectors are also 
growing faster than the national average in terms of 
manpower recruitment. The telecom and electronics sec- 
tors are also fuelling the demand for human resources," 
informs K. Pandia Rajan, Managing Director and CEO, 
Ma Foi Consultants. 

Indeed, with Rs 15,000 crore of big ticket private sec- 
tor investments in the telecom and auto sectors already 
announced and 35 million square feet of space needed 
for the burgeoning IT and ITES sector by 2010—which 
will absorb 4 lakh people—the city is on a roll. “Add to 
that the 10-12 integrated townships and the 18 malls 
that are on the anvil and Chennai could well emerge as 
an industrial El Dorado of the decade,” says A. Shankar, 
Deputy GM, Trammell Crow Meghraj. 

Adds Yashovardhan Verma, Director (HR), LG 


Citywise Employment Outlook Index 
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as opposed to their brethren in metro and class I cities 
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Electronics India: “What also goes in Chennai’s favour 
is that salary levels there are lower than those of even 
Pune (a class I city). And though the skill sets are a bit 
lacking, the people are hardworking.” 

Also to be noted is that while companies are going 
big on recruitment, they want more full-time workers 
and are gradually chucking out the part-time system. 


Sourcing Pockets 
Big is better—so seems to be the mantra of the surveyed 
companies, which reiterated their intention to largely 
recruit from metros and class I cities. “The larger cities 
have a sizeable placeable population whose aspira- 
tions are manageable. Their skill sets are synchronised 
to the needs of the recruiters and they also under- 
stand the culture of the city where these companies op- 
erate,” observes Venkatesh Shastry, Partner, Stanton 
Chase Consultants, a leading executive search firm. 
Agrees Kris Laxmikanth, CEO, The Headhunters, a 
Bangalore-based HR consultancy: “For both employers 
and recruits, larger cities are much better equipped in 
terms of schools, hospitals and entertainment, despite 
an apparent breakdown in infrastructure.” | 
It's quite obvious that with the new sunrise sector of 
retail coming up in a big way, new entrants want peo- 
ple trained to handle operations from Day I and save 
themselves the trouble of investing in enhancing their 
skill sets. That, in turn, has the potential of creating a 


Hiring Trends Across Geographies 


Net increase/decrease 











— - Quarter 2 ER Quarter 3 
Metro Cities: Mumbai, Delhi, Kolkata, Chennai, Bangalore 
Class I: Hyderabad, Ahmedabad and Pune Class Il: Cities with population 
less than 20 lakh Rural: Towns with population less than 0.5 lakh 


vicious merry-go-round wherein a person is willing to 
go job hopping at the drop of a larger penny. “The chal- 
lenge for organisations will be to match the demand and 
supply of manpower to optimise their market share in 
this economy growth,” feels Shetty of TeamLease. 
However, Sanjay Jog, Head (HR), of Future Group, 
feels companies can’t afford to ignore non-metros. “I 
don’t agree that 95 per cent of employers expect to hire 
in metro and class I towns. The top eight cities are 
growing; but so are the smaller places. A lot of our hir- 
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ings happen in places like Bhavnagar, Indore, Kolhapur, 
Ambala and Meerut; we have stores and outlets in all 
those towns; so naturally, we hire people from there,” 
he points out. 


Three Degrees of Separation 

Among the junior, middle and senior management 
levels, a majority of the respondents confirmed that they 
will be continuing with the previous quarter’s trend of 
having the highest intake at the junior and middle 
management levels. While 93 per cent of the companies 
surveyed said they will recruit entry-level employ- 
ees—an increase of 6 percentage points over the second 
quarter—45 per cent confirmed an upswing in middle 
managerial levels, which will witness an increase of 10 
percentage points over the last quarter. However, the 
downswing in senior level recruitment continues, with 
fewer respondents indicating any senior-level hirings this 


Hiring Trends Across Management Levels 


Net increase/decrease 





Figures in percent = Quarter2 — mmm Quarter3 — 
season. Again, most of these recruitments will be filled 
in the IT, ITES and the retail sectors with media and FMCG 


following close behind. 


Do What You Want to 


While IT and marketing continue to thrive as the 
favourites for job hunters, a surprise mover up the 
ladder is HR—and not surprisingly, given that manag- 
ing human resources appears to be the biggest challenge 
confronting India Inc. today. “HR is only just about com- 
ing into its own, and it is only in the last few years that 
companies in India are realising the importance of 
HR,” says Srivathsan S., Executive vp, Human Resources, 
Sony Television. 

With rural markets now beckoning India Inc. in a 
big way, some people think jobs in the rural areas 
will see an increase. “There will be a sudden spurt in the 
employment outlook growth in the rural sector; the 
banking and financial services sector is making in- 
roads into these markets. The BFSI, infrastructure, retail 
and manufacturing offer the maximum job opportu- 
nities and will lead the hiring spree, though it may not 
happen this quarter,” says Shetty. 

Another area that will see companies going in for big 
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Hiring Trends Across Functions 
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time recruitment, according to Verma of LG, is logistics 
and supply chain management; the retail sector is ex- 
pected to lead this trend. 


So How’s Business? 
The rising inflation rate may have affected business 
sentiment a wee bit. The survey shows a marginal drop 
in business confidence over the last quarter—but the out- 
look remains buoyant. And this despite the see-saw in the 
stock markets—last quarter, the expectation was that the 
BSE Sensex would touch 15,000, this time the bourses 
are struggling to maintain even 13k. However, an 
overwhelming 90 per cent of the companies say they 
expect an increase in business over the last quarter; the 
growth is led by the retail, media and FMCG sectors. 
Infrastructure is another sector that is expected to 
do well, especially in Delhi, which is hosting the 2010 
Commonwealth Games. However, the IT and ITES 
business outlook got a bit clouded following the 
imposition of the MAT and the bringing of the ESOPs 
under the FBr, which will burden the employers. 


Net Business Outlook 
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Business' Favourites 

Well, if you are looking for the bad news, fewer 
companies are enthused about Delhi as a business 
hub. This is not surprising when one considers the lack 
of business-friendly infrastructure and bureaucracy 
that creates more hurdles than it solves. Bangalore, once 
India’s thriving Silicon Valley, has been seeing a steady 
erosion in its business confidence. And while Mumbai 
retains its top spot, it’s Kolkata that wins the corporate 
confidence award, with an increase of 8 percentage 
points—and this despite the recent turmoil in Singur 
and Nandigram. “Minor hiccups cannot stop this up- 
ward movement. Despite recent political turmoil and 
tensions, the situation has not come to such a pass that 
one cannot get land for industry at all," feels Pawan 


Citywise Business Outlook Index 
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Kumar Ruia, Chairman, Jessop & Company and 
Dunlop India. 

But the concern in industry circles is not the polit- 
ical storm but the lack of a talent base. “Numbers are 
not a problem, quality is. The state needs to do much 
more to enhance the quality of people—both in terms 
of required competencies and skills—to meet the needs 
of the industry,” suggests P.P. Sahoo, Executive Director 
(HR), Balmer Lawrie. 

Chennai and Pune are the other two cities that get 
a bigger thumbs-up from companies this quarter as 


against the last time. “Across the many cities we 
operate in, we find Chennai to be among the best for 
business in terms of costs—both people costs and 
space costs. Also infrastructure, especially power, is 
much better here than in most other cities,” adds 
Subramanian of Subhiksha. That means the larger 
metros need to get their act together fast or risk being 
left out in the race. 
ADDITIONAL REPORTING BY TEJEESH N.S. BEHL, 
RAHUL SACHITANAND, NITYA VARADARAJAN, 
RITWIK MUKHERJEE AND DEEPTI KHANNA BOSE 


METHODOLOGY 


HE BUSINESS TODAY-TEAMLEASE EMPLOYMENT OUTLOOK SUR- 
Dg which follows a rigorous, statistically validated 
process adhering to the highest standards in market re- 
search, was conducted among 490 companies selected 
from the Centre for Monitoring Indian Economy database, 
from NASSCOM for IT compa- 
nies and from companies Employee Base 
registered with the website 
of www.bpoindia.org for ITES 

` companies. A combination 
of database and random 
sampling as a technique 
has been used. Care was 
taken to ensure a good mix 
of large, medium and small 
companies as also an equi- 
table representation across 
industries to remove any Turnover Base 
bias or variation that might 
be attributable to a partic- 
ular industry. The target 
respondents at these com- 
panies were the HR heads or 
decision makers in the hir- 
ing process. The question- 
naire used for the survey 
collated information on over- 
all business improvement 
(last three months and next 
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The Break-up 


Sectors Total Mum 


Sample Size 490 85 
IT 95 10 
ITES 95 10 
Financial Services 90 30 
Retail, Media & FMCG 50 

Infrastructure 45 5 
Mfg. & Eng. 115 20 
Reference: Mum: Mumbai, Del: Delhi, Blr: Bangalore, Kol: Kolkata 
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250-500: 137 






Figures are number of companies interviewed 


251-1000: 66 Not Disclosed*: 131 >1000: 45 


*The turnover of the company; however, they shared 
the rest of the information as desired in the questionnaire 


three months); overall recruitment needs (last three months 
and next three months) and recruitment trends (across age, 
geographies, cities, functions and levels). A total of 490 in- 
terviews were conducted during August and September over 
telephone and responses obtained were coded at the time 
of data collection. The inf- 
ormation was then analysed 
using the Statistical Package 
for Social Sciences software, 
which is used by research 
and consulting companies 
worldwide. Given the con- 
centration of companies in 
Mumbai, Delhi, Kolkata, 
Chennai, Bangalore, 
Hyderabad, Pune and 
Ahmedabad, the study was 
restricted only to compa- 
nies with a presence in 
these cities. A random 
sampling was drawn from 
each city with due weigh- 
tage to size. Two indices, 
The Employment Outlook 
Index and the Business 
Outlook Index were com- 
puted. to elaborate and 
analyse the trends that 
emerged from the data. 
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Chn: Chennai, Pun: Pune, Hyd: Hyderabad, Ahd: Ahmedabad 









Jobs Í oday 


Building Careers 


There's massive demand for civil engineers. 


ONE ARE THE DAYS WHEN CIVIL ENGINEERS HAD TO 
(yeke IT and other professional courses to improve 
their career prospects. Construction companies, realty 
developers and financial institutions funding PPP proj- 
ects are hiring them in droves. Says Amitav Mundhra, 
Director, Simplex Infrastructure: “There has been a huge 
demand for civil engineers, architects and project en- 
gineers over the last two years; it's unprecedented. 
The trend will continue for another five to six years at 
least as all construction companies have large order 
books, often running to three to four times their pres- 
ent turnover.” Vinod Singh, Senior General Manager 
(HR), Ambuja Realty says: “The opportunity for civil en- 
gineers is enormous. Our group alone recruited 100 en- 
gineers last year and we plan to hire 150-200 over 
the next one year.” And salaries... they've gone up 
100 per cent over the last two years, adds Mundhra. 

RITWIK MUKHERJEE 


FACT FILE 

WHO'S HiRING: Simplex Infrastructure, Ambuja Realty, 
DLF, Unitech, HDFC, Subhash Projects, HIDCO, 
among others. 


WHO'RE THEY HIRING: BE & B.Tech (Civil), Diplomas in 
Civil Engineering, BE & B.Tech (Architect). 


AT WHAT LEVELS: Freshers, mid-level engineers as well as 
chief engineers. 


AT WHAT SALARIES: Rs 2-3.75 lakh p.a. at the entry 
level; Rs 5-12 lakh p.a. at middle levels; 
and Rs 18-50 lakh p.a. at the senior level. 


HOW MANY WILL THEY HIRE: Given the hiring spree, there 
is demand for at 8,000-10,000 such pros per year. 














| COUNSELLING 


HELE 
TARUN! 


Q: | have just graduated with economics, which, | must 
confess, | didn’t enjoy. | love writing though and would like 
to do a related course that would help me join the print me- 
dia. Could you suggest some good courses? 

There are several courses in journalism as well as 
post-graduate diplomas in media offered by univer- 
sities and specialised communication institutes like 
Xavier’s Insititue of Communication, Mumbai. These 
courses will enhance your prospects in the field of 
print media and probably provide a chance to explore 
other forms of media as well. You could also consider 
joining short-term writing workshops. 





Q: I’m a 22-year-old BTech graduate in computer science 
from IP University. I’ve been inducted into networking 
through campus placements, | wish to become a soft- 
ware developer. Are there any courses | could join to 
enhance my prospects. | 
There are several post-graduate courses in network- 
ing conducted by reputed computer training institutes. 
You could do a short-term course in the latest 
programming languages. These short-term 
certifications along with your current qualification 
should be good enough to help you get a foothold in 
a software development company. 

Answers to your career concerns are contributed by Tarun Sheth - 
(Senior Consultant) and Shilpa Sheth (Managing Partner, US 
practice) of HR firm, Shilputsi Consultants. Write to Help, Tarun! 


c/o Business Today, Videocon Tower, Fifth Floor, E-1, 
Jhandewalan Extn., New Delhi—1 10055. 
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Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Arms Private Limited, Chief 
Materials Managet, Ooty, 19 - 25 
Xears,3376393 = 

The ideal candidate should have experience in 
implementing MM procedures, tendering, and 
evaluation of tenders, negotiations, Inventory 
management, designing e 

AT Road Software India Pvt. Ltd., 
Senior Manager - "«Dustemer 
Operations, Chennai, 10 - - : 15 eus, 
3358761. | 

The incumbent should have experience in 
operations (manufacturing, ptoject 
management, field services, etc), with a 
minimum of 3 yrs managing a customer 
Support centre. 

Bangalore International | Airport Ltd., 
Head of Department - Technical & 
Maintenance, cantons 15 - 25 
Years, 3333141. 

Person will be responsible - for smooth 
1 functioning of buildings, facilities, special 
equipment, and supply infrastructure etc. 


AMD, Inc, Senior MTS or MTS 


Microprocessor Verification 


Engineer, Bangalore, 10 - 15 Years, 
2608516 : 
The candidate should CM at least a bachelors 


degree (EE, EN, CE) with at least 10 years of 


VLSI functional verification experience. The 
candidate should have a sound understanding 
of logic/ functional verification etc. 
Consindia HR Services Pvt. Ltd., 
CEO - Power, Chennai, Mumbai, 20 - 
30 Years, 3386728 : 

‘The incumbent will be esbondbe for 
Business Development, Project Contracting , 
Project Execution .The key responsibilities 
will be developing opportunities for mega 
thermal power projects etc. I 

Dell, Sr. Manager - Documentation/ 
Technical Writing, Bangalore, 15 - 25 
Years, 2979604 | 

Primary responsibilities include strategizing 
based on product roadmaps, long term 
planning to deliver documents, driving 
scalable processes to work with globally 


distributed product development teams, 
establishing & nurturing relationship with. 


posit owners, motivate < cps, š teams. 


Digitech Services Pvt. Ltd., Manager - 
Customer Services, Delhi, 10 - 15 
Years, 3352304 | 
Candidate should have 12-15 years of 
experience in IT Service Industry with good 
technical background, good communication 
skills and leadership Qualities etc. 

Drillcon, Project Manager - Civil, 
Shimla, 10-15 Years, 3361639 

The ideal candidate will be responsible for 
planning, executing and spearheading 
construction projects, Expertise in method 


engineering, development, contract 
administration and resource planning with a 


flair for adopting modern construction 
methodologies in compliance to the quality 
standards. 

Global Content Transformation Pvt. 
Ltd., DGM/ Sr. Manager - Training & 
Development, Delhi, 10 - 15 Years, 
2849759 

Principal accountabilities would be creating 


long and short-term training and 


development strategies, in cooperation with 
key internal partners the organization etc. 

IP Soft India Pvt. Ltd., Head of Sales - 
Remote Infrastructure Management, 
Bangalore, 10 - 20 Years, 2427301 

Ideal candidate will be responsible for client 
delivery assurance and business development 
within India,Asia Pacific business regions. He 
will head the team of Senior Business 
Development Executives and Senior 
Engagement Managers. 

Novatech Engineering Pvt. Ltd., 
Chief Instrumentation Engineer, 
Coimbatore, 10-20 Years, 3357505 

Job responsibilities include produce high- 
quality design documents by clearly 
understanding and interpreting client 
requirements. Ensure compliance of outputs 
with client expectations etc. 

Reach Sewn Technologies & 
Consulting Pvt. Ltd., Program 
Manager, Bangalore, 10 - u Years, 
3366412 

Candidate will be responsible for Schedule 
Tracking, Deliverable and Milestone tracking 
Running the Change Control Boards, Risk & 


Issue Management forum Financial maar 


and MASSIANI etc. 


Enhance the reach of your 


resume 


Let your resume reach 1200 Top Consultants in a click. 


Reliance Industries Ltd., Senior 
Manager - Corporate Affairs, 
Mumbai, 15-18 Years, 2969977 | 

Job responsibilities include develop relation / 
liaison with the locals / villagers, Gram 
Panchayat Members, Panchayat Samiti 
Members, Zilla Parishad Members, Talathis, 
Police Patils, Tahsildar Office ete. 

Sandwell Engineering Inc, Senior 
Construction Popincen Mumbai, 10- - 


15 Years, 3357004 © 


The responsibilities include lanai 
progress monitoring, checking of contractor’s 
work, quality control and monitoring activities 
of subcontractors.Applicant should have 10 - 
15 years relevant experience in supervising 
and controlling field construction activities. 


Technifind, Director Finance, India 
Manufacturing Operations, uon 10 - 


15 Years, 3364172 


Person should be reapoudinis for 
coordinating, administering and ites seth 
ANDI financial operations. Reviews, 
analyzes and interprets financial 5 
budgetaryreportsetc. —— 

Tops Security, General Manager 
Accounts, Mumbai, 12 - 20 vesn, 
3371846 «ios 

Candidate should be a Qualified CA & bids 
good knowledge i in Accounts. He should be 
from Courier, FMCG or Retail industry 
only.Candidate should be working currently as 
Head of Department or as Deputy GM 
accounts & having experience in handling 
Multi location Requirement. 

W Technolgies, Product Manager, 
Mumbai, 10 - 15 Years, 3371316. 

You will be responsible for developing and, 
delivering marketing material for the product. 
including product specs, newsletters and other 
product marketing materialetc. | 

Wipro Limited, SAP Application 
Support Manager, Chennai, 10 - 12 
Years, 3366065 

The candidate will lead a team of individual 
contributors focused on providing support 
and solution engineering for and also 


participate in periodic customer reviews , 


develop support process improvements, and 
manege customer er funnel of Mipiication 
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IT Jobs 


A Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Aris Global Software Pvt. Ltd., 
Instructional Designer, Bangalore, 4 
- 6 Years, 3393322 

Candidate will be responsible for creating e- 
Learning and ILT programs on various topics, 
including but not limited to process training, 
technical training, and product training etc. 


Aventail Infotech Pvt. Ltd., Program 
Manager, Bangalore, 10 - 15 years, 
- 3054927 

The Program Manager will be responsible for 
cross team collaboration and will be a primary 
focal point for information flow between 
teams during the various releases and other 
engineering projects. 

Bitwise Solutions Pvt. Ltd., Project 
Manager - .Net, Pune, 5 - 7 Years, 
2948383 

Applicant must have ability to initiate, lead, 
motivate and mentor a team, plan, interact and 
adapt to the Client/Onsite Coordinator's 
requirements etc. 


BSW Soft Private Limited, JAVA 
PL/PM, Bangalore, 5 - 8 Years, 
3389130 

The ideal candidate should be very strong in 
UML and J2EE design patterns, Java and 
J2EE Technologies. It includes EJB, Web 
services, SOAP, JSP, Servlet, Java Scripting, 
XML, XSLT, JMS, JTA, JNI etc. 


Compu Systems India Pvt. Ltd., Sun - 
IDM, Hyderabad, Kolkata, 2 - 3 
Years, 3390997 

Candidate should have expertise in 
monitoring, supporting, managing & 
troubleshooting Sun IdM Application, related 
applications: and infrastructure. Ability to 


learn new IdM and related technologies and 
keep self updated. 


ETP International Pvt. Ltd., J2EE- 
Designer, Mumbai, Pune, 4-6 Years, 
2642272 

Incumbent will be responsible for technical 
designing entire Retail application suite and 
individual Products.To work on Functional 
specs and Use cases given by Business Analyst 
team and to prepare the technical specs in the 
form of class diagram, Sequence diagrams 
and Collaborative diagrams. 


Gates Computing Pvt. Ltd., Software 
Engineer, Mumbai, 2 - 5 Years, 171561 
The Software Engineers will be responsible 
for designing, documenting, implementing, 
and testing projects both individually and as 
partof ateam. The development environment 
consists of ASP.NET (C£), ASP 3.0, Visual 
Basic 6.0, and SOL Server 2000. 


Gnostice Information Technologies 
Pvt. Ltd., Software Engineers, 
Bangalore, 0 - 5 years, 2461345 
Candidate should have bachelor degree in 
Engineering, Science, or Technology, or any 
relevant study in the field of computer 
software. 


Ikanos Communications (India) Pvt. 
Ltd., MTS / SMTS, Bangalore, 3 - 6 
Years, 3378234 

The person would be responsible for working 
with Ikanos customers in bringing up their 
designs based on Ikanos Chipsets and in 
deploying these systems in the field. 


Intech Designs India Pvt. Ltd., 
AutoCAD and Object ARX Software 
Developer, Mumbai, 2 - 6 Years, 
2705408 

Candidate will be responsible for creating and 
maintaining engineering software applications 
and other software applications running 
inside an AutoCAD environment. 


Migliore Web Community Pvt. Ltd., 
Inc., SQL DBA, Chennai , 4 - 8 Years, 
3389078 

The person would perform all common 
Database Administration (DBA) tasks like 
performing database backups and recovery, 
managing database users and security, 
Database Server Administration etc. 


Muddana Technologies Pvt. Ltd., 
Technical Leads, Senior Developers - 
.Net, C£, SQL Server, Hyderabad, 4 - 
8 Years, 3390746 

Responsibilities include developing high 
quality software, daily communication with 
architect who works onsite in USA client 
place, Interaction with international 
customers, team members, and internal 
management, mentoring junior developers in 
the team. 


Double your chances of getting 


the right job. 


Object Orb Technolgies Pvt. Ltd., 
Database Administrator, Bangalore, 2 
- 4 Years, 3392610 

Person will be responsible for all DBMS 
activities across the organization, database 
backups, user and security administration in 
databases etc. 


PicoMobile Systems Pvt. Ltd., 
Program Manager, Bangalore, 7 - 15 
Years, 3390333 

Program manager should be customer 
focused, working to ensure that the products 
PicoMobile produces will beat customer 
expectations. They are required to plan and 
co-ordinate large projects involving 
PicoMobile, our customer, partner etc. 
Procentris India Pvt. Ltd. Team 
Leader - PHP, Mumbai, 4 - 7 Years, 
2878012 

Candidate should have Team Leading 
experience. He should play technofunctional 
responsibilities as he/she would be managing 
the team and would guide the team to solve 
any issues. 


Pronto Solutions India Pvt. Ltd., 
Senior Web Designer, Mumbai, 3 - 6 
Years, 3361715 

The job would be entail to create Websites 
from specifications provided. Knowledge and 
experience in the e-commerce domain is 
preferred. The designer should be a qualified 
expert in HTML, DHTML, JavaScript, and 
CSS 


Quadlabs Technologies Pvt. Ltd., 
Content Writer/ Web Developer, 
Noida, 0 - 2 Years, 3386144 

The candidate should be well versed with the 
web design software (HTML, CSS, Dream 
Weaver, Front page) and have good 
knowledge of basic design softwares (Adobe 
Photoshop, Adobe Illustrator, Corel Draw. 
and printing softwares) etc. 


Tratum Technologies Pvt. Ltd., QC 
Lead, Bangalore, 4 - 7 Years, 3392737 
Applicant should have ability to lead a test 
team. He should have experience in Testing of 
web applications, Thick client applications, 
Manual testing & exposure to automated 
testing tools like Winrunner & Rational 
Robot. 
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Sales and Marketing Jobs 





Celstream Technologies Pvt. 
Ltd., Technical Writer, Bangalore, 1-4 
Years, 3376370 

Job responsibilities entails to implement 
technical, semi-technical communication on 
Corporate and Service Offerings in 
partnership with Marcom Manager, Create 
content for Newsletters, Brochures, Case 
Studies, Data Sheets, Presentations, Prepare 
technical proposals in partnership with Pre- 
Compare Infobase Ltd., Project 
Manager , Delhi, Gurgaon, 6 - 8 Years, 
3060946 

Project Manager will be responsible for 
creating and executing project work plans and 
making appropriate revisions to meet 
changing needs and requirements etc. 


Grass Impex Pvt. Ltd., Sr. Sales 
Executive — Architectural Films, 
Mumbai, 1-3 Years, 3391418 

The job entail meeting with architects, 
builders, Interior decorators, Contractors, 
interior décor products retailers etc. 
Infocom Network Ltd., Manager 
Sales, Delhi, Mumbai, 3 - 4 Years, 
3349320 

. Candidate will be responsible for leading the 
team of Marketing Executives effectively and 
efficiently towards delivering superior service 
to our customers, develop & implement sales 
plan/ strategies to achieve & exceed set 
targets. 


ITT Water Technology, Area Sales 
Managers, Bangalore, 6 - 10 Years, 
3386578 

Incumbent will be responsible for generating 
sales in North and South India. Plan, direct 
and manage the entry of ITT into the 
Commercial Building Services, Light 
Industrial Segment, Boiler and Water 
Treatment Market. 


Johnson & Johnson Limited, Service 
Engineer, Mumbai, 7 - 11 Years, 
2674416 
He will be responsible for new installation, 
service scheduling and also selling service 
contracts for this position we are looking for a 
very dynamic person who at a later stage could 
be responsible servicing for entire J]MLand 
grow the existing market. 


To know how to apply for these 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Kansai Nerolac Paints Ltd., Industrial 
Sales Officer, Delhi, Mumbai, 2 - 4 
Years, 2839866 

The incumbent will be responsible for sales 
targets, business development, achieving new 
customer orders and catering to customer's 
requirements in time.They will handle the 
General Industrial Paint customers. 


Manya Education Pvt. Ltd., Key 
Accounts Manager, Kolkata, 4 - 6 
Years, 3382607 

He/She will be responsible for specific area 
for our Infant care/shaving categories which 
includes sales, marketing, operations, logistics 
management, appointing distributors etc. 
Natural Technologies Pvt. Ltd., Profit 
Centre Head — Sales & Marketing, 
Bangalore, Delhi, 3-5 Years, 3353251 
Applicant should have ability to handle 
channel management, project management, 
sales force control, distribution network, 
market research, etc. He will be responsible 
for developing and implementing sales 
strategy. 

Online Netsys (India ) Pvt. Ltd., Sales 
Co-ordinator, Bangalore, Mumbai, 3 - 
5 Years, 3389996 

Key responsibilities include back-end support 
to sales and marketing team in areas such as 
updating database, ready recokner of client 
contacts, sending mailers to Corporate 
clientele. | 

Osim India, Area Sales Manager, 
Indore, 5 - 7 Years, 3390501 

Candidate must be a MBA with 5-7 years of 
experiance in sales and marketing. Candidates 
should be responsible for achieving sales 
targets through a dedicated retail team, leading 
the retail team towards achieving the set goals. 
The job involves motivating the sales force to 
realize individual targets and collective targets 
of the area assigned. 

Pacifica Companies, Marketing 
Manager, Chennai, 5 - 8 Years, 
3388321 | 

The entrant would be accountable for all the 
cient / broker dealing with respect to the 
selling of commercial — residential projects. 
Would be required to participate in preparing 
Marketing strategies. Prepare Standard 
Operating Procedutes for effective sales etc. 


Get more interview calls. 


Give your resume the touch of a 
professional resume writer. 
To find out more, type ‘RR BT’ and SMS to 3636 
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Plantronics India Pvt. Ltd., Sales 
Manager, Mumbai, 7 - 10 Years, 
2984807 

Candidate should be a MBA / Engineer (full 
time) having minimum 3 yrs experience in 
Direct selling with telecom exposure. He 
should have strong relationship Manager with 
Customer relationship building at multiple 
levels with persuasive communication skills, 


Reliance Industries Ltd., Marketi 
Executive - Acrylic Acid +PO / PG, 
Mumbai, 3 - 5 Years, 3349891 

He will be responsible for handling marketing 
and sales of chemicals with a reputed 
organization. Forecating, Budgeting, 
Coordination & Control of all facets of 
Marketing of products in group- Domestic & 
Export. He must have minimum 3 - 5 years of 
experiencein selling chemicals. 


Systronics, Sales Executive, Mumbai, 
1-3 Years, 3389197 

Selected candidate should be energetic and 
self motivating & responsibe for meting 
targets in areas. He should have experience in, 
any product line like HPLC / GC/ AAS / uv 
Spectrophotometer / T&M / Professional 
Video & Audio systems would be prefered. 
Themis Pharma, Business 
Development Manager, Pune, 4 - 7 
Years, 3385316 

Job involves creating a business/ value by 
sharing Medical Marketing Prespective, 
promoting company's products ete. 

Ultra Group, Sales Manager, 
Mumbai, 10-12 Years, 2870845 

Person should be Graduate/PG in Marketing 
with 8 years experience Sales. 
Marketing/Developing new business tic 
ups/contacts and enhancing existing business 
tie-ups for various products in Corporate and 
Retail Sector. 


Versant Technologies Pvt. Ltd., 
Presales Analyst/ BDM, Hyderabad, 2 
-5 Years, 3059201 

Looking for a professional having hands on 
experience of proposal writing, RFP's, RFI's, 
requirement gathering, Cold Calling etc & 
having good technical and documentation 
skills. Interaction with customers to map their 
business needs into software Requirements 
etc. 


Jobs, go to finance jobs listing page. 
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Finance Jobs 


Read in the following order - Company Name, Position, Location, Experience, Job ID, Job Description. 


Acusis Software, Senior Executive- 
Finance & Accounts/Asst.Manager, 
Bangalore, 1-8 Years, 3337557 

Selected Person would be accountable for 
accurate and timely payment practices w.r.t 
associate payments, vendors payment, 
location payments, responsible for verifying 
all transactions related to bank and cash 
payment. 


Adelphi Technologies Pvt. Ltd., 
Accounts Executive, Bangalore, 1 - 3 
Years, 3340708 

Person will be responsible for preparation of 
BRS, maintaining the Cash Book and General 
Ledger, maintaining Personal Account, 
preparation of MIS Repotts etc. 


American Power Conversion (india) 
Pvt. Ltd., Accounts Executive, 
Bangalore, 2-3 Years, 3337126 

The Accounts Executive will be responsible 
for the entire payroll & other payroll related 
activities, and also compliance of all statutory 
remittances, filing of returns of TDS, PF, ESI 
& PT, Month closing activities & Audit. 


Auchtel Products Ltd., Junior 
Accounts Officer, Mumbai, 1 - 11 
Years, 2769785 

Ideal candidate will be a B.Com graduate with 
at least 2 years experience in Accounts 
Department of manufacturing firm, 
preferably a chemical company. Candidate 
must be conversant with basic work related to 
accounting, payment to suppliers, vouchers 
preterition, cheque writing, etc. 


Creative Bee, Senior Accountant, 
Hyderabad, 5-5 Years, 3328161 

The candidates should have knowledge in 
wings accounting package and retail software, 
sales tax, banking, MIS reprots, preparation of 
trial balance sheet. 


Crown Erectors Pvt. Ltd., Sr./]r. 
Accountant, Mumbai, 3 - 8 Years, 
3376562 

He must have experience of Taxation & 
handle account upto finalisation and 
independly handle account department. He 
will be resposible for all account related 
matters been carried and he will Report to 
Director. 


GSC e-Services Pvt. Ltd., Sr. Accounts 
Executive, Mumbai, 2 - 3 Years, 
3386766 


Job responsibilities include handling 
accounting functions in the field of Travel, 
Management Accounting, Budgeting, 
Corporate Tax Computaion etc. 


Indevia Accounting, Accountant, 
Mumbai, 5 - 15 Years, 3394088 

You will be responsible for creating monthly 
financial statements for US clients using 
QuickBooks accounting package. You must 
be proficient in using computers. You will be 
responsible for creating month-end 
adjustment entries, closing the books and 
properly accounting for prior period 
JV Electronics, Accountant, Chennai, 
2-3Years, 3366042 

You will be responsible for handling of 
accounts, sending bills, receiving payments, 
handling of petty cash, vouchers, bills etc. 


Maintaining accounts in tally package, salary - 


disbursement, ESI, PF handling etc. The 
person has to take care of the entire 
accounting department. 

Liebherr India Pvt. Ltd., Accountant — 
Female, Mumbai, 4 - 5 Years, 3376864 

Person would be responsible for Cash / Bank, 
Invoicing, Purchase Bills, Debtors / Creditors 
control, Reconciliation, Balance Sheet and all 
Routine Accounting work, having knowledge 
of Import — Export will be an added 
advantage. 


Louis Dreyfus India Pvt. Ltd., Senior 
Accounts Officer, Mumbai, 3 - 6 
Years, 3347016 

Entrant should be first class commerce 
graduate/qualified/semi qualified CA with 
minimum 3-6 years of experience in 
Accounting preferably in an reputed 
Multinational/ commercial or industial 
undertaking 

Madhucon Projects Limited, CA, 
ICWAI, Hyderabad, 2 - 10 Years, 
3369257 

Candidate should be CA / ICWA with 5 - 10 
years experience in handling Accounts of 
Construction Projects, Preparation of project 
reports, liasioning with financial institutions, 
exposure in direct and indirect taxes. 
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Omega Promoters Pvt. Ltd., 
Accounts Executive, Pune, 2-5 Years; 
3395855 

Person should be a commerce graduate, fluent 

in english, good knowledge in accounts, Tally 

7.2 package working knowledge of 2 years, 

basic knowledge in TDS matters and e-TDS 

return filing, Je pe in Ms-word, excel 

and internet. 


Plum Postings, Head of Finance & 
Accounts, Company Secretary, 
Mumbai, 7-10 Years, 3363588 

The head of the F & A function, as well as the 
Company Secretary, will be responsible for 
overall monitoring and control of the 
accounts function for the business. | 


Sidwal Refrigeration Industries (P) 
Ltd., Dy. GM (Finance), Delhi, 
Faridabad, 7 - 15 Years, 3382813 | 
Candidates should be a CA/ICWA/MBA 
with 7 - 15 years experience with specific | 
emphasis of MIS, Budgetary / Cost Control, 

Finalization of A/C's monthly as well as 

annually etc. 


Swagath Seeds Pvt. Ltd., Accounts 
Officer, Hyderabad, 3 - 5 Years, 
3329782 3 
Candidate must be B.Com with at least 3 to 5 
years experience in maintenance of day to day 
books of accounts etc. | 


TDM Infrastructure Private Limited, 
Chief Financial Controller, Chennai, 
8-16 Years, 3341004 
Person should have hands on experience in- 
the areas of Strategic Planning, Accounts, 
Auditing, Budgeting, Taxation, Fund 
Management and MIS Development. 
Expertise in implementing International. 
accounting policies & procedures and 
obtaining sanctions for working capital limits. 
& term loans for new projects. | 
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the Belly of 


Business Today s KUSHAN MITRA went for a two-hour spin on-board the brand 
new Airbus A380, and returned to earth feeling awed—and a bit sympathetic to 
the engineering snafus that marred the birth of this behemoth. 


Hong Kong International Airport 


N AVIATION JUNKIE LIKE 
me shouldn't be saying 
this, but I am getting a 
bit tired waiting for the 
big moment. I have 
been at the Chek Lap Kok air- 











port since half past nine in the 
morning for what was supposed to 
be a 1 p.m. boarding for a ride that 
had got me all excited just a few 
days ago—a two-hour, “route prov- 
ing” joy ride over Hong Kong on 
board Airbus’ newest baby, the 
A380. Around 2 p.m., I—and 75 
other journos who’ve been flown in 
from all over Asia—am told that 
the flight from Frankfurt is delayed 
by two hours, so the boarding will 
commence at 3 p.m. 

I hang around, chat with a few 
scribes, and just when I feel like 
plonking myself down on a quiet 

chair somewhere away from my 
À boarding gate No. 62, I get the 
word that the eagle has landed. 
And one look at it is all it takes 


to melt away my hours of grum- 
bling. It seems my trip will turn 
out to be interesting after all. 
When Airbus launched the A380 
in a gala ceremony almost two years 
ago, some American commentators 
dubbed it the ‘Whale Jet’ as op- 
posed to the Boeing 747 ‘Jumbo 
Jet’. And just as Boeing was irri- 
tated initially with the Jumbo Jet 
tag, Airbus officials countered the 
whale moniker with a barrage, ac- 
cusing the Americans, in essence, 
of jealousy. But when you see the 
A380 up close, you suddenly find 
yourself at a loss for adjectives— 
behemoth, leviathan, gargantuan, 
monstrous, humungous, all adjec- 
tives seem too small. However, it is 


_when you board the plane that you 
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- It's not about 
who shows 
- the most slides. 


It's about who 
' has the last word. 


The Repgiblic 


> 


Sit through any important meeting, ond you 
notice something: The number of slides in o 
presentotion goes down in inverse proportion 
to seniority. 

The middle manager has a hundred charts, 


graphs and tables from the past weeks’ reports. 


The CEO has none. 


Others show the well-documented past. The 


leader speaks about an uncharted future. 


In short, he has the last word. And leaves the 


rest with something to think about. 

















It's the same story with business channels. 


There are channels that show the charts, 
graphs and figures. Reliably and efficiently. But 
so devoid of any depth or insight, you'll usually 


find them running on mute. 


And then there is the one that shows you the 
stories behind the numbers. The facts behind 
the figures. With insight and perception worthy 
of the CEO's ear. 


The business channel, in short, that always 


has the last word. 


NOTV 
Who are you listening to? PROFIT 


India's No. 1 Business News Channel. 





PHOTOGRAPHS BY KUSHAN MITRA 


Big is too small a word for the A380: You'll be never short of space in business class (left) or first class 


realise the enormousness of it. It 
weighs 277,000 kilos when empty, 
can seat a total of 549 passengers 
(that’s over 100 rows), and can 
carry 80 tonnes of cargo. Its maxi- 
mum take-off weight: an astonishing 
590,000 kilos. 

Here’s the thing, though. Des- 
pite its size, the A380 didn’t seem big 
from the inside—heck, even the toi- 
lets were the regular airline size. 
Lufthansa, our host during the flight, 
kept reminding me that the interiors 
on this aircraft were made to Airbus’ 
specifications and not to the German 
airline’s. But the massive fuselage of 
the plane does give it an advantage: 
the economy seats (in a 2-4-2 con- 
figuration on the upper deck and a 3- 
4-3 on the lower deck) are almost an 
inch wider than typical coach seats. 
The wide staircase is also a step up on 
the narrow staircase on the Boeing 
747 and in the way Airbus had set 
the plane up, there were even a 
couple of ‘lobby’ areas, a standing 
bar area in the first-class zone and 
what one could describe as a 
‘lounge’ area in the crown of the air- 
craft next to the staircase and ahead 
of the business class seats—quite a 
nice touch and hopefully something 
operators will retain. 

However, while one appreci- 
ates the level of engineering that 
went into this plane (there's 530 
km of wiring inside the plane, and 
as if that weren't complicated 
enough, French and German engi- 
neers inadvertently used two dif- 
ferent versions of software, delaying 
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the aircraft’s launch by almost two 
years), I could not describe the 
A380 as elegant. From the outside it 
just looked ungainly, and not nearly 
as pretty as the Boeing 747, which 
has a sharply raked nose and wings. 
I can’t exactly describe the 747 as a 
quiet plane, but the A380 seemed 
eerily quiet during take-off and 
flight. “It’s an easy plane to fly,” 


squat A380 should become as com- 
mon as the 747 around world air- 
ports. In fact, I would go as far as to 
say that in the A380 I saw the future 
of air travel—it is going to be big. I 
just hope that no low-cost carrier 
ever decides to make one of these 
into an 800-seat cattle express. 

If you want to catch a glimpse of 
the aircraft, there will be the Paris 


THE A380 BY THE NUMBERS 


m Length : 73 metres (that's 21 Maruti 800s parked nose-to-tail) 


m Wingspan : 79.8 metres 


m Height : 24.1 metres (as high as the average five-storey building) 


m Passenger capacity (in a typical 3-class configuration): 549-555 


m Passenger capacity (in low-cost, one-class configuration): 853 
m Maximum take-off weight : 590,000 kg 


m Maximum Range : 14,300 km 


(approximately the distance between Delhi and San Francisco) 


m Number of planes ordered : 157 (including one unidentified VIP 
customer who wants the biggest, baddest business jet money can buy) 


m Will you see one in India? Kingfisher's Vijay Mallya has ordered five 
(deliveries around 2010), but chances are that Lufthansa will bring 
in this monster in the India-Germany route in 2009-10 


Captain Jacques Rosay, Airbus’ 
Chief Test Pilot, and the man who 
flew the plane on its maiden flight, 
told me when I popped into the 
cockpit to check it out. 

Within the next two years, many 
hundreds of you would have flown 
on this aircraft, because airlines like 
Lufthansa do eventually plan to fly 
them to India, and the sight of the 


Air Show later on the year at Le 
Bourget. But a little bird from 
Airbus told me that the company 
has ‘plans’ of bringing one of the air- 
craft to India later in 2007 before 
delivery of the first plane to 
Singapore Airlines, scheduled for 
October 2007. But for an A380 to 
land in India, we will need to have 
an airport capable of handling it. 8 
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Drucker Distilled 


A Peter Drucker retrospective turns the spotlight 
not on the man, but his ideas. R. SRIDHARAN 


THE DEFINITIVE UCH BEFORE THE PRESENT DAY MANAGEMENT 
DRUCKER Mes arrived on the scene, armed with 
By Elizabeth Haas their exclamation marks and superlatives, 
Edersheim there was one man who had said and written pretty 
McGraw-Hill much everything one needs to know about manage- 


Pp: 256 ment. He didn't set out to become a management guru 
Price: Rs 1,230 


(in fact, he hated that description); all he wanted was 
to become a writer (his stint as an investment banker 
was perhaps an aberration), and he did so, moving to 
the United States as a correspondent for the Financial 
News (as the Financial Times was called then). And 
when General Motors hired him to investigate what 
goes into the making and running of a modern 
corporation, he wasn't even experienced in business. 
His first book had been on politics and economics of 
the 1930s. But such was the genius of Peter Drucker 
that his first book on management The Concept of the 
Corporation, produced in 1946, proved to be way 
ahead of its time. In it, Drucker, born in Vienna in 
1909, talked about concepts that were to become 
business buzzwords only decades later—things like 
empowerment, corporate social responsibility, and human capital. 

In the decades that followed, Drucker continued to churn out path- 
breaking work, including books such as the Practice of Management 
(1954), The Age of Discontinuity (1969), and Managing in Turbulent 
Times. No wonder, almost everyone considers him the father of mod- 
ern management. But what does The Definitive Drucker offer that the 
man’s own writings and those of others on him don’t? The publishers 
of the book have chosen to describe it as the “final advice from the 
Father of Modern Management”. It’s a factually correct description of 
the book, and not just a clever marketing line. The book was written 
at the invitation of Drucker, who asked the writer, a former McKinsey 
consultant, to focus not on him and his achievements, but his ideas. So, 
over a 16-month period (until Drucker died in November 2005), 
Edersheim spent two hours every day at his home in Claremont near 
Los Angeles, discussing and debating about some of his most important 
ideas. In the words of the author, “I wanted to distill his ideas into a 
practical handbook about how to help organisations thrive as their tra- 
ditional ways of doing business are overturned.” 

And distill Edersheim has. She has packaged Drucker’s most 
important insights into five themes, involving customers, innovation, 
collaboration, talent management, and disciplined decision-making. 
No doubt, you would have encountered a lot of it in The Essential 
Drucker, but in this book, Drucker has given Edersheim the freedom 
to interpret his views from a new perspective. Therefore, you will find 
the author’s own voice intermingling with that of the management 
giant. If you are a Drucker fan—and it’s hard to imagine how you 
can’t be one—The Definitive Drucker will be the last piece of advice 
you receive directly from the man himself. 
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CREDIBILITY 

By James M. Kouzes and 
Barry Z. Posner 
Jossey-Bass 

Pp: 342 

Price: Rs 399 


REDIBILITY IS SUCH AN IMPORTANT 
Que in a leader that it's 
impossible to think that a leader 
could exist without it (unless, of 
course, your dad owned the com- 
pany). A leader becomes a leader 
only because people choose to 
follow him or her; if Mahatma 
Gandhi had not seemed credible in 
his bloodless fight against the 
British empire, then few would 
have followed his path. Indepe- 
ndence may have come at a much 
larger cost of lives—indeed, if it 
came at all. So, why would anyone 
want to write a book to state the 
obvious? Apparently, to sink a 
hand into this formidable-sound- 
ing, but amorphous, quality called 
credibility, and put a finger on its 
key constituents. What do the au- 
thors come up with? The fact that 
character counts, that things work 
on trust, and that, among others, 
leadership is a dialogue, not a 
monologue. - 

Its an appropriate time to be 
talking about these issues, esp- 
ecially in India. As small companies 
grow big, and the big ones get big- 
ger, there's a desperate need to 
create leaders at different levels of 
the organisation. Senior executives 
need to pull middle managers to 
their own competency levels, while 
the middle and junior managers 
have to turn raw talent into a com- 
petitive asset. Aspiring leaders will 
find plenty to take away from 
Kouzes and Posner's work. 
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Several companies are using the internet to build communities 


and generate both interest and sales. KUSHAN MITRA 
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HE VIRAL IS ALL THE 
RAGE, and we are not 
talking about the nasty 
bug that infiltrates 
North India at the end 
of every season. We are talking 
about the viral advert—a short an- 
imated clip, or sometimes simple 
image, which is spread by regular 
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people, you and me, for example, 
who see it on the internet and find 
it funny. It is, in essence, the latest it- 
eration of that age-old trusted mar- 
keting medium: word-of-mouth. 
As Indian companies are realising 
the full potential of the internet, a 
slew of agencies is springing up, cre- 
ating virals and communities for 


RITESH SHARMA 





WebChutney's Rao (left) and Prabhat Bhatnagar: Some 300,000 people have already visited their Daddu ki Amanat campaign 


them, building customer loyalty and 
brand equity, all for a fraction of the 
cost of regular ads, and heck, they 
don't even need to use cricketers. 
One of India's leading agency 
for online creative work is the 
Delhi-based WebChutney, which 
recently won an award at AdFest 
Asia in Singapore for its work on 
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Perfetti's Protex brand. The work, 
Daddu ki Amanat, is not just a viral. 
WebChutney's CEO Sidharth Rao 
describes it as an “integrated cam- 
paign” that features not just a funny 
animated sequence but also a game. 
Since the time the campaign started, 
some 300,000 people have visited 
the site. “This has definitely been 
one of our most successful cam- 
paigns ever,” he says. 

What sort of company uses a 
viral campaign? Says Deep Kalra, 
CEO, MakeMyTrip, one of the first 
companies to discover the power 
of a viral campaign in India: “The 
strange thing is that people today 
tend to trust an anonymous 
stranger online rather than a per- 
son in their family or someone 
they work with. The power of a vi- 
ral campaign spreads when people 
start forwarding it or make a blog 
post linked to that.” 

The other major online mar- 
keting campaign strategy is to build 
an online community. No commu- 
nity has been more successful than 
Hindustan Unilever’s Gang of Girls 
(GOG) developed around the Sunsilk 
brand. Chaya Carvalho, CEO, BCWeb- 
wise, the company that created GOG, 
is the first to admit that GOG was 
backed up by a tremendous over- 
the-line campaign that was bound to 
attract eyeballs. “But we have con- 
stamtly refreshed the site and added 
new features. For example, we have 
just started GOG TV, which allows 
our members to share videos with 
each other. Getting someone for a 
short one-time visit isn’t magic; the 
magic is in making a community 
good enough for people to come 
back again and again and spend 
time on the site." Carvalho, a BT 
alum, admits that GoG has achieved 
that kind of stickiness. With an es- 
timated half-a-million girls on its 
rolls as registered members, GOG is 
one of the most popular community 
sites with the Indian internet 
population. 


That Indian companies are 


becoming more aware of the power 
of the internet is evident from the 
fact that many of them—and even 
government agencies—have moved 
from static text pages with poor 
and clunky graphics and bad colour 
combinations, to slick, state-of-the- 
art websites with embedded Java 
functionality. They are now also re- 
alising the power of the internet as a 
marketing medium; and with few 
traditional agencies serving the mar- 
ket, small start-ups like WebChutney 
and BCWebwise have stolen a march. 

“Tt isn't as if large agencies don't 
have web divisions. Almost 


Chi ATTING 
ANGELS 
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| — 


every large agency worth 
its salt has an ‘interactive’ division, 
but perhaps because of the limited 
billings, they haven't been as ag- 
gressive as one might have thought," 
Carvalho says. Rao estimates that 
the typical viral campaign costs in 
the range of Rs 5-15 lakh, depend- 
ing on the length, quality and type of 
animation. “And you do get the 
cream of the audience online—peo- 
ple who are decision-makers and 
trend-setters. It is a hugely effective 
medium," Carvalho adds. So effec- 
tive, that Neeraj Roy’s Hungama 
(another pioneer in web virals in 
India) is betting big on virals moving 
on to the mobile platform. At 3GsM 
in Barcelona, he said that he plans to 
distribute short movie clips over 
mobile phones. 





















Hungama’s Roy: Huge 
potential, big money 


But things can also go wrong, 
“No branding should be too bla- 
tant. It’s known that Sunsilk 
promotes GOG, but the brand 
is not overpowering,” Carvalho 
points out. Worse still, as Rao 

says: “We just do the creative 
and other online work; we 
don’t make the company’s 
end-product. If that sucks, 1 

don't think a viral can help you.” 

The entire web-business, which 
includes search-optmisation, ban- 
ner advertising, virals and commu- 
nity site building—is currently val- 
ued at Rs 250-275 crore; the viral 
and community market form the 
smallest slice of this pie. Even 
though neither Rao nor Carvalho 
would give definite numbers, esti- 
mates put the market at Rs 10 
crore; that is expected to double 
every year for the next few years as 
India plugs into broadband. “A year 
ago, we would be lucky to get one 
company to talk to us every month. 
Now, I have to fend off potential 
customers. We get 8-10 queries a 
month, and it is difficult to keep 
up," Rao says. 

It's obviously a win-win situa- 
tion for everyone. 
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bt treadmill 


RAMEN SARKAR 


A Tip From the Terminator 


AST FORTNIGHT, TREADMILL FEATURED THE ZOTTMAN CURLS—A 
| 2o of the basic biceps curl that not only works out your 
biceps but also your forearms. It was a simple tweak that a late 19th 
century bodybuilder—George Zottman—gave to the humble dumb-bell 
curl, instantly making it a compound exercise that worked out the lower 
arm even as it targeted the biceps. Like Zottman, who has left his indelible 
mark on weight-training with the exercise that bears his name, the living 
legend among bodybuilders, Arnold Schwarzenegger has one to his 
credit. Many readers will probably know that the current Governor of 
California and the bodybuilder-turned-action film hero is also the author 
of what is possibly the most comprehensive tome on bodybuilding, The 
New Encyclopedia of Modern Bodybuilding. The 832-page book not 
only takes you as deep as you can get into muscle-building—exercises for 
every muscle and different exercise systems—but also gives you a tour of 
the history of bodybuilding and provides sections on nutrition and diet. 
But Schwarzenegger's most potent contribution to 
the sport of bodybuilding is an exercise known simply 
as the Arnold dumb-bell press. It can benefit everyone, 
from seasoned pros to tyros wanting to look good. 
It's a shoulder exercise that, like Zottman's Curls, 
gives the ancient but simple shoulder press a little 
tweak. The ideal way to do the Arnold Press is while sit- 
ting on a bench that has a support for your back. Grab 
a dumb-bell in each hand (it helps if they are a shade 
lighter than what you use for regular shoulder presses). 
Hold the dumb-bells in front of your chest with your 
palms facing your body—quite like at the end of a 
movement for a biceps curl. That's the initial posi- 
tion. Now, press the weights overhead and while doing 
so slowly twist your arms so that the palms face away 
from your body. Finish the upward movement of the 
press without locking your arms at the elbows. Then slowly lower the 
dumb-bells while you simultaneously rotate them so that your palms again 
face your body and, at the end of the lowering movement, they are 
back in the starting position. See illustration 1 and 2 for guidance. 

Some tips for the Arnold Press: First, use light weights to begin with 
and progressively increase them as you go along from set to set. Second, 
try and support your back (don't arch it) instead of a free posture as this 
exercise, particularly when done with heavier weights, can put pres- 
sure on your back if it is arched. 

Now, for the benefits of the Arnold Press. While it certainly targets your 
anterior deltoids (front of the shoulders) like any shoulder press ought to 
do, it also exercises the sides of the shoulders and, this is the surprise one, 
your triceps too! Four sets of 8-12 reps each will give your shoulders a great 
workout with the added bonus of some work on your triceps too. Build 
Arnold Presses into your upper body schedule and see the results over four 
to six weeks. Happy gymming! 





MUSCLES MANI 


write to musclesmani@intoday.com 
Caveat: The physical exercises described in Treadmill are not recommendations. Readers 
should exercise caution and consult a physician before attempting to follow any of these. 
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COOL TIPS 





FOR SUMMER 


| LITTLE CARE CAN GO A LONG WAY IN | 
Fi ralis a cool summer. iba 


the to-do list: 


Berry Boost. Here's tiw jo el 
improve your diet this Summer: haea 
cup of mixed fresh berries- S, 
blueberries and straw 
day. Says Dr Alok Kumar rata 
Senior Consultant, Indraprastha Apollo 
Hospital, New Delhi: "They'll help 
you load up on antioxidants, and pre- 
vent damage to tissues and reduce 
age-related illnesses. A big bonus: 
berries are also rich in fibre, and help 
keep cholesterol levels low.” — — 


Eye Candy. Says Dr Aggarwal: 
“Carrots, rich in Vitamin A, and green 
leafy veggies like mustard greens, and 
spinach are good for your eyes and can 
reverse symptoms of muscular 
degeneration.” Eat fish; they contain 
Omega-3 fatty acids which prevent - 
your eyes from drying up. Sunglasses 
can help prevent cataracts, as well as 
wrinkles around the eyes. 


Go Light. Skip hard alcoholic drinks; 
go for light alcoholic beverages, 
instead. “A cold beer, a wine spritzer 
or a Margarita are refreshing but light. 
In moderation—defined as one to two 
drinks daily—alcohol can protect 
against heart disease," adds oo 


Aggarwal. 


Use Sunscreen. Says Dr S.K. ces 
Senior Consultant, Indraprastha Apallo 
Hospital: "When it comes to sun- 
screen, the higher the SPF, the better. 
A moisturiser with SPF ratings of 20 
and above is adequate against solar 
exposure. Choose the proper formula 









for your skin gor dcn oiy "edm: 


combination." 


Hair Care. Says Dr Bose: "Stay ud 

air lighteners that contain per- 
oxide which can cause damage to- 
your hair and change the colour dras- 





tically. Take supplements such as. 
haee C and brewer's yeast to 


the condition of your hair. 
vit MANU orsi 
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bt printed circuit 





HE CANON IXUS I” IS THE LATEST 

in a line of nifty small digital 

cameras from the company 
that pretty much dominates the dig- 
ital camera scene. The IXUS range, 
with which Canon is targeting 
“fashion-conscious” young adults, 
looks good and, this is important, 
does the job better than most of 
its peers. 

Most (but not all) professional 
photographers, if asked for advice on 
which digital camera to buy, will 
suggest a Canon. If you were to dig 
a bit deeper, you'll find that this ad- 
vice comes on the basis of Canon’s 
technology—it offers the quickest 
focussing system on digital cam- 
eras, they argue. Little wonder 
then that the Digital Rebel series— 
the excellent 400D wears that tag— 
has become the digital SLR camera 
of choice among prosumers. But then 
again, few people have Rs 50,000 
to spend on a body and a similar 
amount for the lenses. 


But, as nice, small, nifty, point-and-click shooters go, 
the little ixus i7, which comes for a shade under Rs 
19,000, not only looks good, but produces fabulous pic- 





Snappy Little Shooter 


The Canon IXUS i7 is a good camera for prosumers. 










ture quality. A caveat: at full reso- 
lution, picture quality can be slightly 
diffused, though I have to admit 
that I was shooting a lot in overcast 
conditions and, thus, at slightly 
higher Iso settings. In ideal light 
conditions, this little thing, with 
2.4x optical zoom, shoots perfectly. 

The anti-shake system works 
fairly well in normal conditions, but 
no company has developed an anti- 
shake system that works well in poor 
light and/or when a very drunk per- 
son is behind the lens. 

The Japanese manufacturers— 
Canon, Nikon and Sony—have 
managed to get their user-inter- 
face systems pretty much on the 
ball. The rxus i? is no different, 
and changing settings is a breeze, 
but that is not to say I didn't have 
problems with the product. A 7.1 
megapixel shooter means at max- 
imum resolution, this product takes 
huge file-sizes of 1.7-2.2 megabytes 
per image and the included 16 

megabyte SD card in the sales kit is a joke. 
You will need to get a 1 gigabyte card at least, and a 
good card from Toshiba or SanDisk will set you 
back by upwards of Rs 1,200. 

The second problem is the camera cradle; it's a nice 
idea because the cradle has both a usB and FireWire 
connector, but the camera itself has no UsB-out point. 
So, while you can fit the camera inside your pocket eas- 
ily, carrying the cradle would be a bit weird. Therefore, 
you can't just dump your pictures on to a friend's 
laptop (another reason why you need a huge card) or 
“borrow” some juice from a friendly computer. 

That said, this is the best small camera I have 
used in a long time. The i? has been replaced by the 
IXUS 1850 in certain markets, but Canon has not 
replicated the form factor as yet. In sum, despite 
some minor drawbacks, this is a capable and, 
frankly, cute product. 

KUSHAN MITRA 
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DEBASIS PALIT 


RAJKUMAR 


On Good Wicket 


INDIA’S HUMILIATING OUSTER FROM THE CRICKET WORLD 
Cup may not be happy news for the honchos at 
broadcaster Sony Entertainment Television (ET), but 
KUNAL DASGUPTA, its CEO, signing a multi-year renewal 
contract with his employer may be. Despite the fact 
that SET India has slipped to the third position behind 
STAR and Zee, Sony's international bosses seem happy 
with the job the 53-year-old Dasgupta is doing. 
| “Sony has always been more than a job to me and I 
think that is why my contract is always being 
renewed," he says. “Going forward, I see a lot of 
opportunities for the company in India. We have 
been doing well and continue to do well," he adds 
optimistically. As long as his bosses think so too, 
Dasgupta needn't worry about things like India's 


Change Agent World Cup loss. 


THIRD WEEK OF MARCH, IT WAS BILLIONAIRE 
entrepreneur Michael Dell visiting India and raising 
the profile of his PC marketing company. Days later, 
his money followed him the country in the form of 
JANET MOUNTAIN, Executive Director of the Michael 
& Susan Dell Foundation, a philanthropic foundation 
that seeks to improve the lot of poor children. In India, 
though, the foundation is focussing on microfinance 
and education for the urban poor. “Sometimes we 
hàve to be opportunistic and we can certainly do 
more work in the slums, as all the government pro- 
grammes are anyways for the rural area,” explains the 
39-year-old Mountain. The foundation, which has an 
endowment of $1.2 billion (Rs 5,280 crore), has 
already invested half of the $12 million (Rs 52.8 
crore) committed to India. What's her near-term 
goal? “I want to look back in 5 years’ time and say we 
were able to accelerate changes in a bold and effective 
manner," she quips with a smile. 








INVASOD HSJ WN 





| 





Mum’s the Word | 


REPORTS OF MASSIVE RESTRUCTURING AND JOB CUTS AT CITIGROUP IN THE US BROKE OUT LAST FORTNIGHT 
when Chairman and CEO, CHUCK PRINCE, 57, was in New Delhi recently. While some reports 
spoke about 15,000 jobs being slashed, Prince chose to remain non-committal, calling most 
such questions press voyeurism. Citi is planning to take a decision mid-April. However, the 22,000 


or so employees of Citi in India have little to fear. India remains key to Citi's expanding international 

presence. If anything, there could be more hiring in India. |Incidentally, Prince met Prime Minister 

P Manmohan Singh during his visit. "Our plans are aligned with the government's priorities," Prince 

»* told reporters. Maybe there was a little issue of IFCI discussed (there have been reports of Citi 

b p being one of IFCI's strategic suitors). But on that too Pi ce remained quiet. So, clearly it is a 
| silent strategy. Let us wait and see. | 
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VIVAN MEHRA 


Hold Your Goodbyes 


ABOUT 12 YEARS AFTER HE FIRST ARRIVED IN INDIA TO 
fund start-ups on behalf of the Commonwealth 
Development Corporation (CDC), DONALD PECK is 
moving on to a larger role at Actis, which was spun 
out of CDC as a private equity firm in 2004. His new 
task: Raise an ambitious $1-1.5 billion fund, about a 
quarter of which may come India’s way. But Peck, 54, 
isn’t saying goodbye yet. He plans to split time 
between Delhi and London. “It’s a broader role, but 
I am not leaving India for good,” he says. As a veteran 
of India's venture capital/private equity industry, 
Peck is, in some sense, more Indian than Brit. He is as 
comfortable haggling with Indian promoters (he rec- 
ently opted out of a microfinance deal because it was 
overvalued) as with taxi drivers in Mumbai. *Once 
you've lived in India for so long, it's hard to leave," he 
says. Especially now that the economy is booming. 


S SATISH KAUSHIK 
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The Innovation Sequel 


EVER SINCE VIJAY GOVINDARAJAN PUBLISHED HIS FIRST 
book called 10 Rules for Strategic Innovators a little 
over a year ago, he's become a global management 
guru of sorts. The 56-year-old Earl C. Daum pro- 
fessor of International Business at Amos Tuck 
School of Dartmouth College, Us, may well end 
up consolidating his new fame if his second book, 
also being co-written with his Tuck colleague Chris 
Trimble, ends up receiving the same acclaim as the 
first. In that, this Harvard MBA, who once 
turned down a lucrative Boston 
Consulting job because it did not offer 
long vacations, will be blowing some 
popular myths about innovation. “A 
lot of managers still aren't clear what 
innovation is really about," 
says Govindarajan, or vG. 
"Every organisation 
needs different 
types of inno- 
vation to stay 
competitive, 
but usually 
innovation 
is mistaken 
for inven- 
tion." There's 
no dearth of big- 
wigs listening to 
VG. Most recently, 
Jack Welch-led GE 
and A.G. Lafley-led 
P&G have roped him 
in as a consultant on 


innovation. Watch out 
for VG 2.0. 
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NAME: B. 
DITIONEM 
DESIGNATION: Managing Director 
COMPANY: Tata Steel 








SHAMIK BANNERJEE 


Man of Steel 


E IS THE CHIEF EXECUTIVE OF INDIA'S LARGEST STEEL COMPANY AND THE WORLD'S FIFTH 

largest, and he's hungry for more. On the anvil: a possible joint venture with 

Nippon Steel Corporation of Japan, the world's second-largest steel producer, for 
producing auto grade steel. And, he will become CEO of what will probably be India's largest 
corporation once the formalities of closing the Tata Steel-Corus deal are completed. The 
graduate trainee, who joined Tata Steel straight from the Indian Institute of Technology, 
Madras, in 1966, has come a long way. 

B. Muthuraman's climb to the top has been gradual. He spent some time in the 
engineering and iron and steel-making side of the company before moving to sales and 
marketing, where he has spent most of his career, which has had its share of ups and downs. 
In the early 90s, he had to steer the sales team through one of the worst recessions faced 
by the Indian economy. Then, in the late 90s, he spent a fruitless stint in Gopalpur, Orissa, 
trying to set up a greenfield steel plant there. In between, he achieved what till then was 
the high point of his career—the commissioning of Tata Steel's Cold Rolling Mill in 
Jamshedpur ahead of schedule. Under his leadership, Tata Steel has charted many new 
paths. Muthuraman took the initiative of de-commoditising steel through branding and 
retail initiatives; this reduced the company's dependence on market conditions. He has 
shown foresight and agility to spot and seize the opportunities of economic development 
by setting up new capacities in steel making and moving into newer markets spread across 
the globe—in South Fast Asia, the company bought Nat Steel (Singapore) and Millennium 
Steel (Thailand); taking Tata Steel's capacity to 7 million tonnes per year in 2004. 

Muthuraman has always been a hands-on executive, though his ability as team leader 
can be gauged from the way he steered his team through the worst of recessions. Now, all 
that is history. The acquisition of Corus has been a game changer for Tata Steel. How he 
manages its transition from a national icon to global giant will define his legacy. m 

AMIT MUKHERJEE 
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